








pete 


( 


t 


a 


= ae > shin 
5 NE Spe itn thay le 



















i 


AA 
— 





Look behind 
this package! 
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Rarer 


.-.YOU’LL FIND 


} SERVICE through the Webster. 
national organization and 
warehouses in principal cities. 


QUALITY maintained and improved 
for more than 60 years. 


SALES ASSISTANCE through fac— 
tory-trained representatives. 


TOP POSITION with a name respect— 
ed throughout the industry. 





NATIONAL ADVERTISING on a 
sustained year round basis for 
more than 45 years. 
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CONTROLLED DISTRIBUTION through 
selected dealers and distribu- 
torships. 
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These are just six of many reasons why it makes 
sense to feature Webster products. It's what's behind a name 
that keeps a name out in front! The Webster name is out in 


front in quality and dependability but above all in SALABILITY. 


The more than 1500 Webster dealers have proved 
to their own satisfaction -—- 
and their customers'-—— that 
Webster means recognition, 
sales and repeat sales and 
profits. It means harmonious 
relations, too, between 
dealer and customer, dealer 


and manufacturer. 





Webster's warehouses in: New York © Philadelphia «¢ Pittsburgh * Chicago « San Francisco * Cambridge 





Founded by George H. Patterson and devel- 
oped through 34 years by Evan Johnson. 


Published on the 25th of each month pre- 
ceding the month of issue by The Office Ap- 
pliance Co., 600 West Jackson Boulevard, 
Chicago 6, Illinois. Cable address: Applico, 
Chicago. Telephone: DEarborn 2-3206. 


ESTABLISHED 1904: Succeeding and embody- 
ing American Stationer, New York, estab- 
lished 1873, the original trade journal serv- 
ing the stationery field; Typewriter Trade 
Journal & Office Systems, New York, 1904; 
The Office Franklinville, W.Y., 1904; The 
Office Appliance Journal, Chicago, 1905; Busi- 
ness Equipment Journal, Chicago, 1908; Of- 
fice Outfitter, Chicago, 1908; the original 
National Stetioner, New York, 1909. 
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OFFICE APPLIANCES, a news and technical trade journal, serves every phase of the distribution 
division of the office equipment and supply industry. 


No person, firm or organization directly or indirectly connected with the industry has any share 
in this journal’s ownership or voice in shaping its policy, which has in view the best interests 
of the field it serves. 


Western Advertising Department: Herbert L. Sime and Delysle F. Cass, 600 W. Jackson Blvd, 
Chicago, Ill. Phone DEarborn 2-3206. 


Eastern Office: G. C. Wheeler, Eastern Manager; J. L. Gallup, Assistant Eastern Manager; Wal- 
lace W. Fisher; 100 E. 42nd St., New York 17, N.Y. Phone MU 2-2373-2374. 


California Representative: S$. C. Mead, 2633 Militory Ave., los Angeles 64, Calif. Phone 
ARizona 7-2970. 


SUBSCRIPTION RATES *Per Copy 1 Year 2 Years 3 Years 
United States 50c $3.00 $5.00 $7.00 

Canada 60c $3.50 $6.00 $8.50 

All Other Countries 75¢ $6.00 $10.00 $14.00 


*February Buyers Index Issue (Parts | and Il) Price $2.00. 
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These advertisements present the products of 
the leading manufacturers in each division of 
the industry. Because of the ground for honest 


differences of opinion, 


the publishers obvi- 


ously cannot undertake to guarantee trans- 


actions 


between 
They do, however, 


advertisers and customers 


offer their services in re- 


solving any disagreements which result from 


relations established through the 
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puts man and job together, 
dealers in securing U. S. A. 
many other ways performs useful service, 
all without charge. 
land have made, and are making, good 
use of this bureau. 
field have evidence of its proved value. 


T.. Service Bureau of Office Appliances 
is maintained for 
subscribers and advertisers. 
personal letters all inquiries upon matters 
germane to the field, 


the exclusive use of 
lt answers by 


supplies names of 


Service Bureau 


manufacturers of any office article wanted, 





aids foreign 
lines, and in 


Subscribers in every 


Manufacturers in this 
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Accounting Systems Equipment 


Aigner, G i) 

Dome Pub. ‘ Ine 

Ideal System mpany, The 
Adding Mashines 

Addo M Co., Inc 

Allen, R. ¢ Business Machines, Inc 

Ames Supt Co 

Burroughs 

Facit, I 

Felt & Tarrant Mfg. Co. 

Friden Ca ng Mach. Co., Ine 

Monroe ( ating Mach. Co 

National ( Register Co 

Regna Re ers Inc 

Remington Rar Inc 

Smit! Corona. Ir 

Swift B ness Machines Corp 


Underwood 
Adding Machi ne “Parts 


Ames 5S 


Shipman-V Mfg. Co 
Adding Machines Rebuilt & Used 
Reliable 7 riter & Adding Mach 
to 
Shipman-Ward Mfg. Co 


Addressing Machines 

Heyer (¢ 

Master Addresser 

Nettle Mf ( . 
Adhesives (See inks, Adhesives, etc.) 
Advertising Service (Local Dir.) 


Amer. T & Telegraph Co 
Arch & Cliptoard Files 
Cushman & Denison Mfg. Co. 
Globe-W | Co 
Hardboard f ricators, Int 
Rockwe ) 
Ash Trays a Stands 
LaSalle P ( 
Royal Metal M Co 
smo K Pr t 
Wells Chair Corp 
Whirl-O-Ma Ir 
Atlases Geographical 
Cram, Tt ( ce 


Autographic Registers 
Hano, PI Co 

Bank Supers : 
America ook Co 
Downey, ‘ I & { 
Fredonia I Co 
Guards! \ nt 

Bankers Note Cases 
Art Stee Ss Corp 





pment Co 
Billing "Machines 
Remington R i, Ine 
Underwood ( - 
Binders, Catalog & Periodical 
4 » Pro I 





Wilson 
Binders, pemmenent Storage 
Bankers Box ‘ 
Master-( mt ¢ 
Mayfair ¢ 
Sheppard { } Co 
Stationers Loo Lea 
Blackboards 
Rowles, E. W ‘ Co 
Weber Costs Co 
Blankbooks 
Boorur & Pease € 
Dome 
ideal S t The 
Rockwe Barne ( 
Wilsor ( 
Blotters, Desk, Ete 
Rockw¢ B ( 
Blueprint & Pian File Cabinets 


Art Met ( iction Co. 
D sion Republic 


Cole Steel Ex ent Co 
Columbia &§ Equipment Co 
Corry-Ja Mfg. Corp 
General I ofng Co. 
Invincible M Furn. Co 
Peerless Stes } j Co 
Stacor E t t Co 

Bond Boxes (See Cash Boxes) 

Bookcases 
All Stee I ent, Ine 

terger Mf I Republic 


Ss & Co., Inc 
Gravely Nov. Furn. Co 
Equipment Co 
Standard f re io 
Weis Mf 
Bookkeeping Mac hn ines 
Aller R 4 r 
Burroug Cor 
Monroe Ca g Mactl Co 
Reming R Ir 
ly 





Machines 
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Box Letter Files 
Amberg File & Index Co 
Arrow Paper Products Co 
Art Steel Sales Corp 
Cole Steel Equipment Co 
Globe-Wernicke Co. 
Mayfair Co., The 
Rockwell-Barnes Co. 
Weis Mfg. Co. 
Brief & Zipper Cases 
Bristol Mfg. Co. 
Doppelt, Charles, & Co 
Master-Craft Corp. 
Meier, Joshua, Co 
Bulletin Boards 
Acme Bulletin Co. 
Davenport, A. C., & Son, In 
Lit-Ning Products Co 
Rowles, BE. W. A., Co. 
Weber Costello Co. 
Business Forms 
Aigner, G. J., Coa. 
Consolidated Ribbon & Carbon Co 
Dome Publishing Co., Inc 
Fredonia Litho. Co. 
Ideal System Co., The 
Western Paper Goods Co. 
Cabinets, Refreshment 
Springer Industries, Inc 
Caleulating Devices 
Reliable Typewriter & Adding Ma 
chine Co. 
Shipman-Ward Mfg. Co 
Victor Safe & Equipment Co. 
Calculating Machines 
Addo Machine Co., Inc 


Allen, R. C., Business Machines, Inc 


Burroughs Corp. 

Facit, Inc. 

Felt & Tarrant Mfg. Co 

Friden Calculating Machine Co., Inc 
Monroe Calculating Machine Co 
National Cash Register Co 
Smith-Corona, Ine. 

Swift Business Machines Corp 
Calculating Machines, Portable 
Hilner International Corp 
Calculating Machines, Used 

Reliable Typewriter & Adding Mch 
Co 
Shipman-Ward Mfg. Co. 
Calendar Pads & Stands 
Changepoint, Inc 
Columbian Art Works, Inc 
Stark Calendars, Inc. 
Carbon Papers 
(See Ribbons & Carbons) 
Carbon Roll Feeding Devices 
Carbon-Feedmaster Corp 
Card Index Boxes & Trays 
All-Steel Equipment, Inc 
Amberg File & Index Co. 
Arrow Paper Products 
Berger Mfg. Div. Republic 
Cole Steel Equipment Co. 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Co. 
Globe-Wernicke Co. 
Guide System & Supply Co 
H-O-N Co., The 
Invincible Metal Furniture Co 
Metal Office Furniture Co 
Parker Steel Prods., Inc 
Peerless Steel Equip. Co 
Rockwell- Barnes 
Shaw-Walker Co 
Smead Mfg. Co. 
Weis Mfg. Co 
Card Index Boxes, Expanding 
Smead Mfg. Co. 
Card Index Boxes, Revolving 
Diebold, Ine. 
Cases, Fibreboard 
Marwol Products Co 
Cash Boxes 
Art Steel Sales Corp. 
Central Can Co., Ine 
Cole Steel Equipment Co 
General Fireproofing Co., The 
Guide System & Supply Co 
Mayfair Co., The 
Nu-Craft Products Co 
Peerless Steel Equipment Co 
Rockwell-Barnes Co. 
Cash Registers 
Allen, R. C., Business Machines, Inc 
Burroughs Corp 
National Cash Register Co 
(Allen-Wales) 
Regna Cash Registers, Inc 
Cash Register Parts 
International Cash Register Parts Co 
Pearl Engraving Co. 
Cash Tills 
Indiana Cash Drawer Co. 
Regna Cash Registers, Inc 
Casters, Caster Bearings, Slides 
Bassick Co., The 
National Lock Co 
Center Drawer Desk Trays 
Art Steel Sales Corp 
Chair trons 
Bassick Co., The 
Collier-Keyworth Co 
Seng Co., The 
Chair Mats 
Hardboard Fabricators, Inc 
Chairs, Folding 
Adirondack Chair Co 
Ionia Metal Products, Inc 


Manhattan Office Equip. Co. 
Royal Metal Mfg. Co. 


Chairs, Office 
All-Steel Equipment, Inc 
Aluminum Seating Corp 
Ard Mfg. Co., Ine. 

Art Metal Construction (o. 
Cramer Posture Chair Co. 
Dixie Chrome Prods., Inc 
Fritz-Cross Co, 

General Fireproofing Co. 
Grand Rapids Lthr. Furn. Co 
Gregson Mfg. Co. 

Gunlocke, W. H., Chair Co 
Hamilton Mfg. Corp. 

Harter Corp., The 

High Pt. Bending & Chair Co 
Imperial Leather Furn. Co. 
Indiana Chair Co. 

Jasper Chair Co. 

Jasper Seating Co. 

Johnson Chair Co. 

Marble, B. L., Chair Co 
Maso Steel Products 

Mayline Co. 

Metal Office Furniture Co. 
Milwaukee Metal Furniture Co 
Murphy- Miller, Inc. 

Precision Mfg. Co. 

Royal Metal Mfg. Co. 

Sikes Co., The 

Stow & Davis Furn. Co 
Taylor Chair Co. 

Wells Chair Co 

Chairs, Posture 
All-Steel Equipment, Inc 
Aluminum Seating Corp. 
Art Metal Construction Co 
Bright Chair Co. 

Cramer Poster Chair Co 
Dixie Chrome Prods., Inc 
Fritz-Cross Co, 

General Fireproofing Co. 
Gunlocke, W. H., Chair Co. 
Hamilton Mfg. Corp. 
Harter Corp., The 

High Pt. Bending & Chair Co 
Indiana Chair Co. 

Jasper Chair Co. 

Johnson Chair Co. 

King Posture Chair Co 
Marble, B. L., Chair Co. 
Maso Stel Products 

Metal Office Furniture Co 
Metalstand Company 
Milwaukee Metal Furniture Co. 
Ohio Chair Co 

Royal Metal Mfg. Co. 

Sikes Co., The 

Stow & Davis Furniture Co 
Sturgis Posture Chair Co 
Taylor Chair Co. 

Toledo Metal Furniture Co. 

Chairs, Tablet Arm 
Adirondack Chair Co 
Indiana Chair Co. 

Jasper Chair Co 
Wells Chair Co 

Chalk 
Weber Costello 

Checks, Stamped Metal 
Dayton Stencil Works 
Force, William A., & Co 

Checkwriters and Signers 
Hall-Welter Co. 

Clipboards 
(See Arch & Clipboard Files) 

Coat & Hat Racks 
Vogel-Peterson Co. 

Coin Bags, Trays, Wrappers 
American Passbook Co. 
Downey, C. L., Co. 
Nu-Craft Products Co. 

Coin Changers (Conductor Type) 
Galef, J. L., & Son, Inc 

Centinuous Forms 
Hano, Philip, Co 
Royal Register Co. 

Copyholders 
Acco Products, Inc 
Bankers Box Co. 

Curtis- Young Corp 
Hall-Welter Co. 
Lansdale Products Corp 
Pres-To-Line Corp. 

Correspondence Trays 
Art Metal Construction (o 
Art Steel Sales Corp 
Corry-Jamestown Mfg. Corp 
Currier Mfg. Co. 

General Fireproofing Co. 
Jlobe-Wernicke Co 

Haskell of Pittsburgh 
Imperial Methods 

Maso Steel Products 

Mayfair Co., The 

Metal Office Furn. Co 
Metalstand Co., Inc 

Morris, Bert M., Co 
Nu-Craft Products Co. 
Peerless Steel Equipment Co 
Security Steel Equipment Co. 
Shaw-Walker Co. 
Steel-Parts Mfg. Co 

Valeo Co, 

Weis Mfg. Co 

Wells Chair Corp. 





For the benefit of the subscribers the tines 
advertised in this issue are here classified. 
Many of the requirements of the modern busi- 
ness office are represented. Should subscribers 
be interested in any article of office equip- 
ment not listed here, they are invited to com- 
municate with the service bureau, through 
which the information will be promptly and 
cheerfully given by letter without obligation. 


Costumers 
Ard Mfg. Co., Inc 
Doro Mfg. Co. 

Glaro Machine Products 
Globe-Wernicke Co. 

LaSalle Products Co. 

Metal Office Furniture Co. 
Peerless Steel Equip. Co. 
Royal Metal Mfg. Co. 
Security Steel Equipment Co 
Valco Co 

Vogel-Peterson Co. 

Wells Chair Corp. 

Covers, Loose Leaf 
Ellingsworth Mfg. Co 
Smead Mfg. Co. 

Crayons 
Dixon, Jos., Crucible Co, 
Rowles, EB. W. A., Co. 

Cushions & Pads, Chair 
American Latex Products Corp 
Perfect Rubber Seat Cushion Co. 

Date Stamps 
American Numbering Machine Co 
Bates Mfg. Co. 

Force, Wm. A., Co. 
Force Western, Inc 
Rivet-O-Mfg. Co. 
Stewart, R. A., & Co. 

Desk Lamps 
Ever-Ready Electric Co 
General Lamps Mfg. Corp 
Industrial Lamp Corp. 
Mayfair Co., The 
Wells Chair Corp. 

Desk Name Plates 
Acme Bulletin Co 
Acme Products Co. 

Force, William A., & Co 
Force Western, Inc 
Heyer Corp. 

Rowles, E. W. A., Co 

Desk Pads & Tops 
Chicago Desk Pad Co 
Meier, Joshua, Co, 

Wilson Jones Co. 

Desk Pen & Ink Sets 
Changepoint, Inc 
Esterbrook Pen Co 
Gregory Fount-O-Ink Co 
Morris, Bert M., Co. 
Sheaffer, W. A., Pen Co 

Desk Side Files 
Amberg File & Index Co. 
Art Steel Sales Corp 
Cole Steel Equipment Co. 
Steel-Parts Mfg. Co 

Desk Trays 
(See Correspondence Trays) 

Desk Work Distributors 
Advanco Products Div. ASB 
Art Steel Sales Corp 
Globe-Wernicke Co, 

Victor Safe & Equipment Co 
Wilson Jones Co. 


esks 
All-Steel Equipment, Inc 
Arnot-Jamestown Corp., The 
Art Metal Construction Co 
Art Steel Sales Corp 
Browne-Morse Co. 
Columbia Steel Equipment Co. 
Corry Jamestown Mfg. Co 
Doro Mfg. Co. 
Durable Metal Products 
Executive Furniture, Ine 
General Fireproofing Co 
Globe-Wernicke Co 
Haskell of Pittsburgh 
Hillside Metal Products, Inc 
Imperial Desk Co. 
Jasper Desk Co. 
Leopold Desk Co., The 
Mayfair Co., The 
Metal Office Furniture Co 
Morval Corp. 
Nu-Craft Products Co. 
Peerless Steel Equipment Co 
Security Steel Equipment Co. 
Standard Furniture Co. 
Stow & Davis Furniture Co 
Victor Safe & Equipment Co. 
Wells Chair Corp. 
Worden Co., The 
Diaries 
(See Memo Books) 
Diectating Machines 
Felt & Tarrant Mfg. Co 
Magnedisk, Ine. 
Truvox Recorder Co. 
Dictating Machines, Used 
Shipman-Ward Mfg. Co 
Directory Boards, Changeable Letter— 
Acme Bulletin & Directory Board 
Corp. 
Drafting Instruments & Equipment 
Alvin Co. 
C-Thru Ruler Co, 
Cardinell Corp. 
Haskell of Pittsburgh 
Drafting Tables 
Mayline Ca, 
Stacor Equipment Corp 
Drills, Paper 
Smead Mfg. Co. 
(Continued on page 6) 








(Continued from page 5) 
Duplicating Machines & Seopties 


— 4 Mfg. 

mos 

Codo Mfg. Corp. 

Colubia Ribbon & Carbon Mfg. (o 


Curtis- Young Corp. 
Harding, Milo, Co. 
Heyer 


Ink Specialties Co., Ine. 
Manifold Supplies 

Old Town Ribbon & Carbon Co. 
Peerless-Imperial Co., Inc. 
Pres,-To-Line Corp. of America 
Print-O-Matic Co., The 
Rex-O-Graph, Ine 

Rose Ribbon & Carbon Mfg. Co 
Smith-Corona, Inc. 
Speed-O-Print Corp. 
Technygraph Co., The 

Times Facsimile Corp. 

Victor Safe & Equip. Co. 
Wolber Duplicator & Supply Co 


Duplicating Stencil Files 


Atlas Stencil Files Corp 
Halverson Specialty Sales 
Metal 8 ua Inc. 


Envelope 


MacKenzie, ‘dead, Inc 


Tustrite Envelope Mfg. Co 
Northern States Envelope Co 
Quality Park Envelope Co 
Smead . Co, 

Western Paper Goods Co. 
Wilson Jones Co. 


Envelopes, Plastic 


Aigner, G. J., Co. 
Markilo Co. 
Meier, Joshua, Co. 


Erasers, Blackboard 


Rowles, BE. W. A., Co 


Erasers, Rubber 


American Pencil Co 

Ames Supply Co. 

Dixon, Jos., Crucible Co. 
Roberts, Weldon, Rubber Co. 


Expense Books 


Beach Publishing Co 
Boorum & Pease Co. 
Dome Publishing Co. 


Eyelets & Eyelet Fasteners 


Bates Mfg. Co. 
Rivet-O Mfg. Co. 


File Boxes, Fibre, Collapsible 


Bankers Box Co. 

Diebold, Inc. 
Globe-Wernicke Co. 

Guide System & Supply Co. 


Filing Cabinets, Insulated 


Hall's Safe Co., The 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co. 
Mosler Safe 

Shaw-Walker Co. 

Victor Safe & Equipment Co 


Filing Cabinets, Metal 


F 


F 


Advanco Products Div. ASB 
All-Steel Equipment, Inc 
Art Metal Construction Co 
Art Steel Sales Corp 

Berger Mfg. Div. Republic 
Browne-Morse Co. 

Cole Steel Equipment Co 
Columbia Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Durable Metal Products Co 
General Fireproofing Co., The 
Globe-Wernicke Co., The 
Guardsman- Valentine, Inc 
Hillside Metal Products, Inc 
H-O-N Co., The 

Metal Office Furniture Co. 
Neiman Steel Equipment Co 
Otis Steel Products Corp. 
Parker Steel Products Co 
Peerless Steel Equipment Co 
Remington Rand Inc. 
Rockwell- Barnes Co 

Security Steel Equipment Corp 
Shaw-Walker Co. 

Top Flight Products Co 
Victor Safe & Equipment Co 
Weis Manufacturing Co 
Western Mfg. Co. 

iling Cabinets, Wood 
Globe-Wernicke Co. 

Imperial Methods Co 

Weis Manufacturing Co 
Wells Chair Corp. 

iling Supplies 

Acco Products, Inc. 

Advanco Products Div. ASB 
Aigner, G. 

Art Metal Construction Co 
Barkley, C. L., & Co. 
Browne-Morse Co. 
Corry-Jamestown Mfg. Corp 
Crownola Loose Leaf Products 
Guide System & Supply Co 
Imperial Methods Co 
Justrite Envelope Mfg. Co 
Northern States Envelope Co 
Oxford Filing Supply Co 
Parker Steel Products Co 
Quality Park Envelope Co 
Rockwell-Barnes Co 

Security Steel Equipment Corp 
Shaw-Walker Co. 

Tab Tex Corp 

Victor Safe & Equipment Co. 
Warshaw Mfg. Co. 

Wels Mfg. Co. 


Fountain Brush Pens 


Cushman & Denison Mfg. Co 
Marsh Stencil Machine Co 
Speedry Products, Inc. 


Fountain Pens, (Incl. Ball Pt.) 


All-Rite Pen, Inc 
Changepoint, Inc 
Esterbrook Pen Co. 
Kahn, David, Inc 
Sheaffer, W. A. Pen Co. 
Waterman Pen Co., Inc 


Glebes, Geographical 
Cram, The George F., Cx 
Gummed Cloth Rings 
Crownola Loose Leaf Products, In 
Dennison Mfg. Co. 
Warshaw Mfg. Co 
Gummed Tape Sealing Machines 
Dennison Mfg. Co 
Hardware, Office Desk 
National Lock Co 
Honor Rolls 
Acme Bulletin Co 
in & Out Boards 
Lit-Ning Products Co 
Index Card — 
See Sigr > lex Car 
index Tabs 
Aigner, G. J., C 


Amberg File & Index Co 
Barkley, C. L., & Co 
Globe-Werr ke Cx 

Graff, George B., & Co 
Guide Syste & Supply ¢ 
Markilo Co 


Master Craft Cort 
Shaw-Walker Co 
ard, C. E., Co 
Victor Safe & Equipment Cx 
Warshaw Mfg. Co 
inks, Adhesives, Ete. 
Cushman & Denison Mfg. Co 
Higgins Ink Cc Inc 
Ink Specialties Co., Ine. 
Marsh Stencil Machine Co 
Rivet-O-Mfg. Co 
inkstands 
Cushman & Denison Mfg. Co 
Labels 
Dennison Mfg. Co. 
Imperial Methods Co 
Oxford Filing Supply Co. 
Smead Mfg. Co 
Warshaw Mfg. Co. 
Weis Mfg. Co 
Ladders, Library, Store & Vault 
Card, D. R. Co 
Cotterman, I. D 
Leads for Mechanical Pencils 
Dixon, Jos rucible Co 
Kahn, David, Ir 
Leather Goods 
Bristol Mfg. ( 
Can Pro Corp 
Doppelt, Chas & Co 
Library Equipment 
All-Steel Equipment, Inc 
Browne- Morse ( 
Corry-Jamestown Mfg. Co 
Lithographed Continuous Forms 
Hano, Philip Co 
Lockers & Storage Cabinets 
All-Steel Equipment, Inc 
Art Metal Construction Co 


Berger Mfg. Div. Republic 

Bernard-Franklin Co., Inc 

Browne-Morse Co 

Cline, K. F., Co., Inc 

Globe-Wernicke Co 
vincible Metal Furn. (« 


Neimann Steel Equip 
Parker Steel Products, Inc 
Security Steel Equipment Corp 
Steel Service Mfc. Co 

Loose Leaf Books & Devices 
Aigner. G. J. Co 
Amberg File & Index Co 
Roorum & Pease Co 
Hazel, Ernest, Jr 


Ideal System ¢ The 
Master-Craft Cort 
National Blank Book Co 


Sheppard, C. E., Co 
Stationers Loose Leaf Co 
Wilson Jones Co 
oose Leaf Materials 
National Blank Book Co 
Sheppard, C. E ( 
Wilson Jones ¢ 
Loose Leaf Sheet amen. Plastic 
Aigner, G. J 
Meier, Joshua C 
Loose Leaf Tray Binders 
National Blank Book Co 





i es CoO 

Mail Bags, Canvas or Leather 

Can Pro Corp 
Mail Distributors 

Advanco Prods. Div. ASB 

Art Steel Sales Corp. 

Globe-Wernicke Co 

Victor Safe & Equipment Co 
Manifold Books & Business Forms 

H Pr p Co 

Westerr ding Be Is Co. 
ww. Globes Ete 

The George F., Co 

Map Tacks 

raff, George B.. ( 
Marking Devices 

I W 4 & Co 

let Mfg. ¢ Inc 

Mar Ss cil Machine Co 
Marking Pens, Laundry 

r f Samuel, & ( 
Matched Office Suites 

| r Ne] rres 

Leom Co., The 

Mor ( 

Standard Furniture Co 

Stow & Davis Furniture Co. 
Memorandum Books 

,ooTuR ease 


W 
Memorandum Devices 
. Mf ‘ 





Men rvs Ta rage 


> r { 


Metal Badges, Checks, Tokens 
Dayton Stencil Works 

Moisteners 
Mayfair Company, The 
Rivet-O-Mfg. Co. 

Nameplates, Desk, Changeable Letter 
Acme Bulletin Co 

Numbering Machines 
Amer. Numbering Machine Co 
— s Mfg. Co 
orce, Wm. A., Co. 
trees Western, li 
Stewart, R. A., & Co 

Office Furniture Bali Bearings 
Kilian Mfg. Corp 

Office Furniture, Custom Built 
Carlton-Surrey, Ine, 

Office Furniture Sectional Units 
Arnot-Jamestown Corp., The 
A4rt Metal Construction Co 
Art Steel Sales Corp 
Columbia Steel Equipment C+ 
Globe-Wernicke Co. 
Peerless Steel Equipment Co 

Office Partitions & Railings 
Casper, Inc., Irwin 
Globe-Wernicke Co 

Office Printing Outfits 
Force, William A., & Co 

Pads, Figuring 
Boorum & Pease ( 
Mohawk Tablet Co 
National Blank Book Co 
Rockwell-Barnes (¢ 
Wilson Jones 


r Paper Corp 





Saxon Paper Corporation 
Paper Clamps 
Apsco Products, In 
Cushman & Den 
Esterbrook Pen ) 
Hunt, C. Howard, Pen Co 
Paper Clips 
Acco Products, In 
Cushman & Denison Mfg. Co. 
Noesting Pin Ticket Co. 
Oakville Company, Div. Scovill 
Vail Manufacturing Co 
Paper Fasteners & Washers 
Abrams Co., Sam 
Leonard, Chas., Inc 
Oakville Company, Div. Secovill 
Paper Fastening Machines 
Ace Fastener Corp 
Arrow Fastener Co., Inc. 
Bates Mfg. Co 
Fastener Corporation, The 
Markwell Mfg. Co 
Neva-Clog Products Ine 
Victor Safe & Equipment Co 
Paper Shredders 
Shredmaster Corp 
Parcel Post & Postal Scales 
Hanson Scale Co. 
Paste 
See Inks, Adhesives, Et« 
Pen & ink Sets 
See Desk Pen & Ink Sets 
Pencil Sharpeners 
Baumgarten, Fred 
Elward Mfg. Co. 
Hunt, C. Howard, Pen Co 
Stile-Craft Mfrs, In 
Pencils, Mechanical 
Alvin Co 
Esterbrook Pen Co. 
Kahn, Inc., David 
Sheaffer, W. A., Pen Co 
Waterman Pen Co 
Pencils, Wood Cased Lead 
American Pencil Co 
Dixon, Jos., Crucible Co 
Kagle Pencil -Co 
Pencils, Imprinted Wood Cased 
Ballard Per 
Pens, Steel 
Esterbrook Pen Co 
Hunt, C. Howard, Pen Co 
Penholders 
Dixon, Jos., Crucible Co, 
Pins & Pin Containers 
Noesting Pin Ti 
Oakville Compa 
Vail Mfg. Co 
Platens, Typewriter, Etc. 
Ames Supply Co 
Shipman-Ward Mfg. Co. 
Posting Trays & Stands 
(See Loose Leaf Tra 
Presentation Covers 
Amberg File & Index Co. 
Ellingsworth Mfg. Co 
Meier, Joshua, ( 
Smead Mfg. Cc 
Price & Sign Markers 
Force, William A & Co. 
Force Western, Inc 
Publications 
Haines Publishi Co 
0. A Suyers Index 
Punches 
Acco Product In 
Bates Mfg. Co 
Boorum & Pease Co. 
Globe-Wernicke Co 
National Blank Book Co 
New England Paper Punch Co 
Smead Manufa iring Co 
Wilson Jones Co 
Ribbons & Carbons 
Allied Carbon & Ribbon Mfg. Corp 





il Co 


cket Co, 
Div. Scovill 






Binders 


Amer. Carbon Paper Mfg. Co 
American St« il Mfg. Co 
Ames Supply Co 


io Manufacturing Corp 
lumbia Rib. & Car. Mfg. Co., Inc 





Manifold Supplies Co 
Old Duteh Line 
Old Town Corp 
Peerless-Imperial Co., I: 
ps Process Co. 

Line Corp. of America 
ypewriter Co 
ton Rand In 

ybon & Carbon Mfg. Co 
Typewriter Co 

Ward Mfg. Co 
Corona, Inc, 





od Corp 
S. Carbon & Ri Mfg. Cort 
Webster, F. 8., & Co 
Write, Inc 
Roll Paper, Addg. Machine, Etc 
Rockwell- Barnes 
Rubber Bands 
Bankers & Merchants, I 
Roberts, Weldon, Ru r ( 
Rubber Stamps 
nkers & Merchants, Ir 


ih Ronald K., C« 
Rubber Type 
Wm. A., Co 
Ss art, R. A., & ¢ 
Rulers, Transparent 
C-Thru-Ruler Co. 
—_— 
rt Me tal Construction ( 
8 Punnett Co 
Seal Equipmer 











D ld, Ine. 

General Fireproofing Co 
Guar an- Valentine, Ir 
Herring-Hall-Marvin Safe C 
I ncible Metal Fur Co 
Meilink Steel Safe Co 
Mosler Safe Co. 

Protectall Mfg. Cor 

Re ton Rand Ir 
Shaw-Walker Co 

V w Safe & Equi; ( 
York Safe & Lock ( 


Sand Urns 
Glaro Machine P: 


Va Co 
Seales, Postal 
Har 









Scale Co 
Scrapbooks 
Globe ernicke Co 
Shelving 
St I 
Bankers B 
I Mfg Re 
I i-Frar ( I 
| } 
I wi M 
( e, K ‘ i I 
Corry-Jamestown Mfg. ( 
Ler ral Fireproofing ( 
N¢é an Steel Equip ( 
Signals, index Card 
Graff, George B., Co 
Signs, Changeable Letter 
Bulletin Co 
Davenport, A. C., & Son, Ir 
Rowles, E. W. A., Company 
Slide Rules 
Mayline Co 
Cneen Stands, OMce 
( achine Pro 
LaSalle Products ( 
Royal Metal Mfg. ¢ 
Smo-King Produ 
\ Co 
Ww Chair Corr 
wi irl-O-Matic I 
ay Devices 
File & I ( 
\ Steel Sales Cor 
( Mfg. Co 
K s Co. 
Murphy, P. S., & ¢ I 
Spindle Files 
Wells Chair Cory 
Stamp Pads 
Bates Mfg. Co 
| Wm, A, & ¢ 
I Western, Ir 
Phillips Process Cx 
Rive 0 Mfg. Co 


Stewart, R. A., & ( 
—- for Office = 


Steel Equpi J 
‘ es Supply Co. 
Art Steel Sales ( 
( Steel Equipment Co 
Mfg. Co 
General Fireproofing (¢ 
Ha r Corp 


[-O-N Co., The 
o Steel Produc 


Meilink Steel Safe ¢ 
Metulstand Co 

Midwest Metal Mfg. ¢ 

Sk rity Steel Equipment ( 
~ man-Ward Mfg. Co 


Tiffany Stand Co 
Toledo Metal Furn. ¢ 


We Chair Corp 
Staple Extractors 
ustener ( 


Staples & Stapling Machines 
ams Co., Sam 


\ Fastener Cort 
Arrow Fastener ¢ ] 
I Mfg. Co 


Neva-Clog Prod 

Vail Mfg. Ca, 

Ww m Jones Co. 
Stationery Racks 

I erson Special - 


Stencils, Brass 
Dayton Stencil Work 
Stenographer’s Notebooks 
M , 


vk Tablet ¢ 
N nal Blank Book ( 
Rockwell-Barnes Co 
Stools 
I Frank r ‘ I 


Harter Corp 
Continued on page 7) 
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EXECUTIVES AVAILABLE 


” MAN thoroughly experienced in all phases of com- 


pment business, available for management or key 
eastern Massachusetts. Minimum potential $7500 plus 

e Office Appliances, Chicago 6, 

FFICE FURNITURE to join progressive firm. Experienced 
ng and material handling. Wonderful opportunity for 
ste full details, including salary desired, in first letter. 
3, N.Y. 

SALESMEN AVAILABLE 
TA NERY \LESMAN WITH EXCELLENT RECORD would like to hear 
seeking top representation in Michigan, indiana, Ohic 
Kent West Virginia, or a major portion of that area. Now actively 
handising. Has full knowledge of all dealer items 


K-79, care Office Appliances, Chicago 6. 
NG, SUCCESSFUL experience selling office supplies 
’ esires to represent one manufacturer full time, or 
nes on straight commission. Territory preferred is some 
District NSOEA. Well acquainted with practically 
al stationery, —_. het ture, and some office ma 
rage. Address K-80, care Office 


first-class sale 


\ h NG FIFTH DISTRICT for well known concern in cor 
field plants to make change in near future and would 

facturer seeking top grade representation. Interested 

files and filing systems, furniture or other office 


nterviews at NSOEA convention. Leave answers at 
Booth C-20-21, Conrad Hilton Hotel during NSOEA 
swers t . 86 Office Appliances, 600 W. Jackson 


EXECUTIVES WANTED. 


RE “MAN with extensive experience in better lines qualified 
yement to assist owner to run well established business 

New York City. 7“ tantial salary and % interest. M. Day- 
, 25 West 44th S New York 18. 


ALESMAN, Experienced Systems, Duplicating, Sorting, 
Finest lines machines, equipment, systems in country. Also 
Mimeo, Spirit, Whiteprint, Engineering & labeling. 
State Manager or Regional Vice-President. Salesmen 
opportunity right man. Commission. High earnings. 
B Appliances, Chicago 6. 


Continued from page 6 Art Steel Sales Corp 
{ Ss y t Browne- Morse Co. 
Ma ‘ Cole Steel Equipment Co 
Metal Off re Co Columbia Steel Equipment Co 
Royal M M Co Corry-Jamestown Mfg. Corp 
Wwe ( Doro Mfg. Co. 
Storage & Transfer Cases Globe-Wernicke Co 
sus I ment, In Haskell of Pittsburgh 
Amt & Index Co Manhattan Office Equip. Co 
Ancke I Co., li Maso Steel Products 
4 ! ior Mayfair Company, The 
\ . r Metal Office Furniture Co 
x « Morval Corp. 
& Co Peerless Steel Equipment Co 
bl Royal Metal Mfg. Co. 
Security Steel Equipment Co 
Shaw-Walker Co 
Standard Furniture Co 
Victor Safe & Equipment Co 
Wells Chair Corp. 
Tables, Folding 
Adirondack Chair Co. 
) Brewer-Titchener Corp 
Guide § & Supply Co Laxem, James P., © 
ng-H Marv Tables, Tier 
H-O Co., 1 Precision Mfg. Co. 
: Tablets & Pads 
Mohawk Tablet Co 
Rockwell-Barnes Co. 
Tabulating & Statistic Machines 
Burroughs Corp 
Remington Rand Inc 
Tags 
) Dennison Mfg. Co 
~ ; ‘ Tax Records & Forms 
Dome Publishing Co. 
Store Fixtures & Equipment Telephone Accessories 
411-8 nt. Ince Art Steel Sales Corp 
Na t I Bates Mfg. Co. 
Strong Boxes, Fire Protected Glidex Corp. 
" S S Cort Hugh-A-Phone Corp 
. Morris, Bert M., Co 
Reyam Plastic Products Co 
Victor Safe & Equipment Co 
Thumb Tacks 
r & I nt Co Graff, George B., Co 
Tables Noesting Pin Ticket Co 
Oakville Div. Scovill 
Vall Manufacturing Co 


W 
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The rate for classified advertise- 
ments is eighteen cents a word, 
minimum charge $3.60, payable 
with order. Add six words if box 
address is used. 


OFFICE MACHINE MECHANICS WANTED 





YOUNG EXPERIENCED TYPEWRITER, ADDER MECHANIC, some selling. 
Top franchises, in heart of Oil rich Permian basin, small growing business, 
possible to work into partnership. Barnes Office Equipment Co., 807 E. 3rd 


St., Big Spring, Texas. 





EXPERIENCED COMBINATION ADDING MACHINE and Typewriter 
Mechanic wanted, Must be sober and ambitious. Good wages and working 
conditions in Southwest. Give experience and references, also starting salary 
expected. Leon W. White, 406'/7, E. San Antonio St., El Paso, Texas. 





SERVICE MAN WITH ADDING MACHINE, Typewriter and Calculator expe- 
rience and some knowledge of cash registers. Very good proposition for 
man who qualifies. Give full information in first letter. Burgaver Business 


Machine Co., 109 W. Jackson St., 





SALES REPRESENTATIVES AVAILABLE 





Muncie, Ind. 


WHOLESALER OF USED OFFICE MACHINES covering southern Oregon, 


California, Nevada, and Arizona 


tems as representative or jobber. 


desires additional supply and equipment 
Sales truck used. Western Typewriter 


Service, 395 Valencia Street, room 518, San Francisco 3, Calif. 





| CONCENTRATE ON MICHIGAN—consequently my manufacturers get 
results. Can handle one or two additional high-grade lines in office equip- 
ment field. Write Box K-81, care Office Appliances, Chicago 6. 





LINE OR LINES WANTED for Michigan, Ohio, Indiana area by salesman 


with both wholesale and retail 


furniture, filing equipment and supplies, 


experience. Thoroughly grounded in office 


loose leaf, and all stationery lines. 


Well known by dealers throughout the Middle West. Will concentrate on 
one major line or will handle two or three as manufacturers’ representative. 
Leave answer at OFFICE APPLIANCES’ booth No. C-20, NSOEA convention, 
or mail to K-82, care OFFICE APPLIANCES, Chicago 6. 





MANUFACTURERS’ REPRESENTATIVE ORGANIZATION traveling Rocky 
Mountain states from Canadian line to Colorado has additional capacity for 
wood office furniture, steel office furniture, office machines except duplica- 
tors. Gives thorough coverage in an area too frequently neglected, Offers 


first-class selling job. Address K-83, 





care OFFICE APPLIANCES, Chicago 6. 


SALESMAN DESIRES MAJOR LINE fo sel! on straight commission to dealers 
in the Virginias, Carolinas, Georgia, and Tennessee. Will consider territory 


adjustment to fit requirements. 


Well 


experienced in stationery, files, and 


furniture. Capable and dependable. Address K-84, care Office Appliances, 


Chicago 6. 


Tieket Holders 
Markilo Co. 
Meier, Joshua, Co. 
Smead Mfg. Co. 
Trimming Boards 
Amer. Photo Laboratories 
Type, Typewriter 
Ames Supply Co. 
Shipman-Ward Mf. . 
Typewriter Cleaning Material 
Ames Supply Co. 
Barco Chemical Products Co 
Cardinell Corp. 
Clarotype Co., Ine. 
Norta Distributing Co. 
Regal Typewriter Co. 
Rivet-O Mfg. Co. 
Shipman-Ward Mfg. Co 
Van Wyck Products Co, 


Shipman-Ward Mfg. Co 
Typewriter Cushion Bases & Knobs 
Ames Supply Co, 
Peerless - “ Co., Ine. 
Rowles, EB. W Co 
Shipman-Ward dite Co. 
Speed Key Corp. 
Typewriter Cushion Keys 
Ames Supply Co 
Peerless-Imperial Co., Inc. 
Shipman-Ward Mfg. Co 
Typewriter Key Tops, Plastic 
Pearl Engraving Co. 
Typewriter Parts & Tools 
Ames Supply Co 
Pearl Engraving Co 
Shipman-Ward Mfg. Co. 
Typewriter Pedestal Desk Mechanisms 
Seng Company, e 
Typewriters, Manufacturers of 
Allen, BR. C., Business Machines 
Coxhead, R. C., Corp. 
Remington Rand Inc 
Royal Typewriter Co., Ine 
Smith- — E Ine 
Underwood C 
Typewriters, Rebuilt & Used 
al Typewriter Co. 
Reliable Typewriter & Add. Meh. Co 
Shipman-Ward Mfg. Co. 


(Continued on page 8) 


Uphoistered Furniture 
Ard Mfg. Co. Ine. 
Bright Chair Co. 
Dixie Chrome Products, Inc. 
Grand Rapids Leather Furniture Co 
Gunlocke, The W. H., Chair Co 
Jasper Seating Co. 
Johnson Chair Co, 
Maso Steel Products 
Modernize, Ine. 
Royal Metal Mfg. Co 
Stationers Manufacturing Co. 
Thomas Furniture Co. 
Wells Chair Corp. 
Upholstery Materials 
DuPont Fabrilite 
Kalistron Div. U. 8. Plywood 
United States Rubber Co. 
Vault Steps 
Card, D. R., Co, 
Cotterman, 1. D. 
Visible Systems Equipment 
rt Metal Construction Co. 
Art Steel Sales Corp. 
Boorum & Pease Co. 
Diebold, Ine. 
Globe-Wernicke Co. 
Master-Craft Corp. 
National Blank Book Co 
Remington Rand Ine. 
Shaw-Walker Co. 
Sheppard, The C. E., Ca. 
Stationers Loose Leaf Co., 
Victor Safe & Equipment Co 
Willson Jones Company 
Wardrobe Racks 
Precision Mfg. Co. 
Vogel-Peterson Co. 
Waste Baskets 
Art Steel Sales Corp. 
Cole Steel Equipment Co. 
General Fireproofing Co. 
Globe-Wernicke Co. 
Haskell of Pittsburgh 
Mayfair Company, 
National Vulcanized Fibre Co 
Security Steel Equipment Corp 
Shaw-Walker Ca. 
Steel-Parts Mfg. Co. 
Wells Chair Corp. 








WANTS AND FOR SALE, Continued from page 7 








SALES REPRESENTATIVES AVAILABLE, Continued 





SALES AGENCY IN SAN FRANC: n the market for a line or tw 


to be sold on consignment basis in Northern California. Interested in adding 
and calculating machines, duplicator tating equipment, other mechan 
cal equipment for offices, of anything else that might t i to advantage 


by energetic sales producers. Can w , billing if nece 
Address K-87, care Office Apr : hicago & 





LINE WANTED BY MANUFACTURER REPRESENTATIVE with successf 
sales background covering eleven west states. St 3 f wing w t 
jobbers and retailers. Box K-85 sre ff Applia hicago 6 





SALES REPRESENTATIVES WANTED 





MANUFACTURERS’ REPRESENTATIVE WANTED ¢ > fice supply and 


stationery stores to represent nat patented pper ring 
and portfolios. Prefer man wt f 
details. Reuben Company, 555 W 





Koldbar Division of Camley Internatior mpa ffers lucrative ex 
clusive sales agencies throughout the ted Stat snada for the new 
Koldbar refrigerated executive bar jned f ffice and home. Appl 
tions invited only from men having tat hed t with office fu 
ture dealers, jobbers and decorat niss basis. Write stating back 
ground and territory covered t 263 Westw iB evard, | Angeles 24 


California. 





OUTSTANDING OPPORTUNITY FOR THREE 
MANUFACTURER REPRESENTATIVES 
WE NEED three top men to represent us in exclusive territories. These 


will receive sole iocal distributor yhts for the perb new line of Magne 
disk dictating equipment. Enthusiast s acceptance, strong national ad 
vertising, and outstanding products w ; ea ’ 2y income for th 
right men. The three territories are | yreas ip sales structure 
representatives must be highly exer and me familiar with tt 
office equipment field. See our f page advertisement in this publicat 
for information on the Magnedisk Dictating Machine. For mplete inform 
tion on the Magnedisk program and nerat write James Stiege 
National Sales Manager, Magnedisk 31 B Mawr Ave Chicag 


40, Illinois. 





COMMISSION REPRESENTATIVE WANTED. Man actively calling on reta 


and wholesale stationery and off pply deals als paper, drug 
grocery and hardware jobbers. Leading e Income Tax Re s, establish 

37 years. Million users. Season just ops j bera nmissions plus repeat 
accrual remuneration. Give fu Jetails, territory vered, age, experience 
etc. In strict Confidence. Commonwealth Publis } Dept. A, 542 So 


Dearborn St., Chicago. 





REPUTABLE MANUFACTURER OF EATHER Desk Pad Desk Sets, a 


Accessories, catering to Office Furniture slers, Stat snd Departr 
Stores, will consider men ca 3 on this trade witt e or tw her 
on a commission basis. Interested y high calit nen, willing to w 
Territories open in South, Midwest Nest t, WV Box Y-35 


Office Appliances, 100 E. 42nd St., New 





LARGE LOOSE-LEAF MANUFACTURER ESTAB 
Sales Representatives. Commiss basis. Write stating experie 
desired, etc. Box 95|—Fal! River. M 





WANTED MANUFACTURERS’ REPRESENTATIVE by tstanding manufacture 


of wood desks to cover entire state of New York Pe vivania. with # 
exception of Philadelphia and New York ty. Please furnist mplete 
mation in first letter. Splendid t ty f sht ' Box Y-36 ; 


Office Appliances, Chicago 6 





SALESMEN: SIDELINE, Much Fine k Trays, Asht Baskets, A 


Card Indexes, Manufactured At t } Nf A FASHIONS 89 


Peters St., SW, Atlanta. 





RETAIL BUSINESS FOR SALE 





OFFICE SUPPLY, STATIONERY AN ’ PMENT TORE i estat 
business of excellent reputation sn Easter ty with ve 27 
population—annua! sales over $500. 00 } w ed ventory. B 
Y-37, care Office Appliances } é 





WELL ESTABLISHED OFFICE Pt A t Ht i by owner wh 


plans to retire. Product sells we ler trat Jas be ” 
frequently at major business A ty f 
seeking to diversify its output f “ to estat 


self as manufacturer by aca ’ Ad Y-38. care 


Appliances, Chicago 6. 





BUSINESS BROKERS 





WANT TO BUY, OR SELL R NAME WITH W. AA 
| have listings of businesses f S.A tie 25 f 
Bank references. Al! matters nf t . f f tie Wm, AA 
Johnston, 1718 St. Mary St., K 


DEALERS WANTED 





DEALERS WANTED to handle the new Adler Typewriter—Illino Indiana 
nd Wiscons Adler Typewriter Sales & Service C 301 W. Lake St 


cago 6 





WORKBENCHES 





Your third hand, newest space-saving MODELLI WORKBENCH, 48''x24''x 
completely equipped; $12.95 delivered; RIOLEMLIAN 








FREE MAILIN LISTS of 6,262 commercial stationers and office appliar 

ealers Also 5,78! typewriter and adding machine st Write for 

FREE catalogue of lists of retailers, wholesalers, manufacturers, institutions 
for addressing. SPEED-ADDRESS 48-02 


nks and others We charge only 
43d Street, W iside 77, New York, 





DUPLICATING MACHINE PARTS 





Dealer Parts t for Model 90 Mimeograph complet Write ¢ 
r Parts for other Models t w. MIMEO MANUFACTURING 


if copy 
MPANY NC 405 Broadway, New York 13, New Y 





FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





Calculating 
machines 
St 


ELLIOTT-FISHER Burroughs Moon Hopkins Adding 
Machine Comptometers Electromat Typewriters and fanf 
ight and J. Chicago Office Appliance Co., 1930 West 2Ist 





R SALE: 10 SPINDEX FILES for 8 x 5 cards, good ndition especia 
ed tor quick sle. J. P. Duskey, 313 Washington St Wausau, Wis 





ELLIOTT-FISHER and SUNDSTRAND machine Comptometers, Burroughs 

Friden, Marchant, Monroe Calculators Electromatic typewriters. Adding 
chines and a ffice machines bought, sold, rented, rebuilt. Teeter 

Warsh Co., 849 N 3d St., Milwaukee 3 

WILL BUY AND SELL—all makes 1 adding machines, book 

keeping machines and other office machinery Sive u pecification 
3 serial umbers—model number f possible, We juote highest 
e Internat nal Office Appliances Dept. EE, 326 Broadway 





R SALE, FOLLOWING REMINGTON RAND ITEMS: 3 Tub Files, | riling 
net 22 Drawers, | Rotary Index Complete with puide Cards a 
at | UAR Tabuliner for Tabulator A New rd Textile 
444 4th Ave.. New York [6. 





KKEEPING MACHINES, A Models, Bought and Sold. 




















ve seria mber and model! in request ft juotat 5 s Equ 
t Co 60 W Larned, Detroit 26, M 
ADDRESSOGRAPH FRAMES style VV “ Jit pecial prices o 
of 10,000 and lots over 15,000. Bus E pment C 60 W. Larned 
oit 26, Michig 
ASH PAID FOR MULTIGRAPH M TH Varityr Mimeograph 
Addressographs, Typewriter Presses. A we trade and Write Dixie 
King, North Carolina. 
VANTED - Late model kk aq 
hine M 270,000 s J. & Mach 
605 W. W 3+ St., Chica 
OTT-FISHER nachines, calculating hine sdding schines—a 
ght and ; w 906-908 N. 
Vate Milwaukee 2, Wis 
WANTED: BURR HS OR N.C.R. B k B Mach 
7 ulat ters Add 7 M Quot 
e est price. AMER AN BUSIN MA NE 
8 w New k - wa. F 
AR TYPER BM '« }) kinds +f . ‘ j } sht wholesale, 
+ A s T write 23 H 3-8086 
KAKUEA ACI kes used s u usanas 
T pa DO x Ww 1 ser 
or purchase or sa t our tat Chas. S 
’ 48 5 jway, New 
ARGE AM NT used Visible Cat t KARDEX, ACME and RANI 
s. A-| i? ; 
1 Street. New 
B ° MENT SPECIALISTS ’ se 
ss Kar 4 w & Erbe 
; and Ledger 8 res. Write 
w eeds. Sta 3 St.. New 
3, N 
KARDEX, ACME, Ff TINDEX, ET 
ALIST N VISIBLE Filing Equipment f 30 yea F perat 
n sales or purcha A pment tt ghly rebu 
‘ Ca 3 New Y 
N 
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O4's Press-“Time Galletin 


Late and Important News for Our Readers 





RONALD F, DOUGLASS DIES: A veteran salesman of W. H. Gunlocke Chair Company, Ronald 
F. Douglass, died September 2. Funeral services were held on September 4 
in Lakewood, Ohio. This well-known Traveler covered a large territory 
for Gunlocke and was a past president of the Fifth District Travelers 
Club. Complete obituary details will be published next month. 








EMECO CORPORATION ENLARGES FACILITIES: Construction of a new 200 x 360-foot one- 
floor building for the manufacture of Emeco office furniture has been 
started by Emeco Corporation, Hanover, Pa. "These expanded manufactur- 
ing facilities will allow us to streamline our production of aluminum 
chairs and other furniture for offices and institutions," W. C. Dinges, 
president, said. It is planned to have the new building ready for occu- 
pancy in the middle of November. 





BILL GOVE TAKES NEW POSITION: EMC Recordings Corporation, St. Paul, Minn., has an- 
nounced the appointment of WilliamH. Gove as vice-president and director 
of sales. Recognized as one of the nation's outstanding authorities on 
sales and personnel development and formerly associated with the Minne- 
sota Mining & Manufacturing Company, Mr. Gove will direct the firm's 
merchandising programs. He will direct the company's production of 
specialized recorded training programs for use by sales and personnel 
training departments in the industrial and distributing trades. 





COMPLETE 8TH DISTRICT NSOEA FOUNDATION: Meeting on August 26 the Board of Control 
of the 8th District NSOEA Foundation, formed for scholarship and other 
grants in time of need to Travelers, dealers and their families, elected 
John Brain general chairman; Ray A. Baldwin, executive secretary, and 
C. J. Cooper publicity chairman. Other members of the board of control 
are Dave C. Neuhaus, Tom Seward, Ed Shelpman, Vaughn T. Williams, Wil- 
liam Pickering and Fred Pfaff. It is pointed out that all funds, dona- 
tions and memorial gifts to the foundation are tax exempt. 





NEW SITE FOR NU-CRAFT PRODUCTS: Announcement has been made of the removal of Nu- 


——S— 


Craft Products Company offices and plants to a modern building at 321-327 
Clarkson Ave., Brooklyn 26, N. Y. 





DAHM GIVEN NEW ASSIGNMENT BY BURROUGHS: Douglas D. Dahm has been appointed assist- 
ant to the vice-president in charge of marketing, Burroughs Corporation, 
it is announced by marketing Vice-President Willis E. Morgan. 











FILM CATALOG IS NOW AVAILABLE: The 1954-55 film catalog is now available free of 
charge from Business Education Films, 630 Ninth Ave., New York 36, N. Y. 
More than 160 titles of rental motion pictures for commercial education 
teachers and training directors are given. 








FACIT, INC., MAKES APPOINTMENTS: Harold Knecht has been named Mid-Atlantic dis- 
trict sales manager of Facit, Inc., and George W. Hagg office and person- 
nel manager of the company's New York City offices, it is announced by 
Erik Ohlsson, Facit president. 





PRODUCE VIETNAMESE KEYBOARD: Underwood Corporation announces it is manufacturing 
an electric typewriter with a Vietnamese keyboard for an important role 
in the production of textbooks and other material by which American mili- 
tary and civilian personnel can learn Vietnamese and 20 other Asiatic 
tongues. 
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State of the Tudustry 


@ Start Em Young. Harold Mann, the personable 
fellow who directs the activities of the National 
Office Machine Dealers Association, has this advice 
to dealers in his NOMDA “Keeping You Posted’ 

“It’s time to break out with ‘Back to School’ pro 
motion and advertising. Be sure to aim at both 
the junior high and high well as the 
college folk. Get ‘em young! They don’t need a 
driver's license to operate a typewriter, so the 
younger they begin to type, the better for their 
own welfare.” 


choolers, as 


@ On the Other Side. While the office machine 
folks exert this activity in behalf of their writing 
machines the Fountain Pen & Mechanical Pencil 
Manufacturers Association has iron leadership 
from its executive Frank L. King in a campaign for 
better handwriting. This educational program is to 
be underwritten with $30,0! 

One of the objectives of the handwriting” 
campaign will be the cutting of paperwork costs 

In this connection it is interesting to note that the 
Industrial Division of Minneapolis-Honeywell Regu- 
lator Company noted improvements in speed, 
curacy in recording numbers and in seeing them 
through an extensive handwriting instruction pro 
gram. The seven-week course resulted in an average 
improvement of 20% in the quickness of num 
ber recognition, 9% in accuracy and 6% in hand 
writing legibility. 


better 


® Boon to Catalogs. The many [firms in the station 
ery and office equipment industry who publish cata 
logs have a vital interest in the recent Sixth Circuit 
Court reversal of a Tax Court decision. The higher 
court has decided that the incurred in 
publishing a catalog should be classified as an ad 
ertising expenditure, deductible when incurred, even 
though there would be benefits over future years 
Previously the Tax Court had ruled that the entire 
cost of publishing the catalogs had to be deducted 
equally over its period of usefulness 


expenses 


@ Convention Help. The National Office Machine 
Dealers Association is reminding its members ‘Go 
to the Denver (1955) convention on credit. American 
Express will finance your trip and you can pay 
later.” 


of October 
ly Handicapped 


@ They, Too, Deserve Jobs. Designation 
3-9 as ‘National Employ the Physica 
Week” should have the co-operation of this industry 
Paul A. Strachan, president of the sponsoring or 
ganization, talks sense when he says 

“Each year this week dramatizes 
and acute problems of the physically 
We want to stress to employers that qu 
cally handicapped men and women can 
selective placement, do a good jok 

A helping hand means opening t 
happiness and security. 


the growing 
handicapped 
tlified physi 
through 


yate to home, 


10 


@ Five Protection Rules. Addressing a recent Chi- 
cago convention of the Nationa e- Association of 
Retail Meat and Food Dealers, R. M. Keyser of the 
Mosler Safe Company enumerated these 
u anti-burglary program 

> proper safe—a round door money safe 
with an inner door that requires two keys to get 
at the cash 

2. Make sure the safe is heavy enough to pre 
vent a burglar walking away with it. If you have 
to, anchor it in a concrete block. 

3. Advertise the fact that you are well protected 
by placing the safe in a prominent 
location, preferably in or near 
in a back room where a safec 
his leisure 

4. Commit the safe’s combination to memory in- 
stead of writing it down. 

5. Have two men open and close the store, one 
to stand at a distance to give the alarm should the 


actica AL 


first be approached by a thief 








This Month— 


Page 14. A quick-service merchandising program for dealer: 


the co-ope effort of five manufacturers, is explained in 
letail. Here is the inspirational material which should stimu- 
late retailers to this industry to do a better job of display in 
their stores ftice Appliances will follow up with more de 
1ils regarding better self-service methods. 
Page 16. inderstanding of new tax law can sai 
money for retailers in this industry. Office Appliances has 
ecured the services of James Kobak, J. K. La r & Ass 


ciates, in providing a lucid interpretation of 
1953-55 congress in tl n 


1 series 


. Here's the first of Zenn Kaufman's new “Over t 
eries. This gifted 


n the part of 


= 
L€ 
salesman will spark new prom 
ol 


recjqers 


Stion ideas for the Christmas trade are pi 

ribed here in a helpful section timely to the 
are planning right now to taliz 
holi sea with better lisplay a 
Successful plans Ae ve ry and office 


€ ed 
1 real “how we did it” series—are unfolded 





Page 29. Dc 1 know how much to spend on advertising 


Another Ad iser article gives 


Next Month— 





@ You’ de not want to miss Office Appliances’ complete cover- 
1ge of the NS OEA convention. Editors who are both reporter 
ind photographers, who know 1e stationery and office 
squipment industry and the personalities in it, will brin 
ra ial account of the Chicago sessions 

M feature f t ber f 

C . nterpret . 
Kaufman will provi le the second of his “Over 
i] ) f - } 
rticles- —stimulati ng and informative for those 





to be better salesmen 
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ng exhibited by Gs 
staff together with 


ult to envision a closed 


industry such a 


ganizations. 


1 recent editorial gave 
w’ such as NSOEA’S 


oker DOCK pped 
tongues examined 


le lore exchanged, 


gossip bandied. It means rubbing shoulders with the ‘best 
little old gang of fellers in the whole world,’ because their 
interests like your own are concentrated on selling wash- 
ing machines, insurance, ladies’ ready-to-wear, asbestos 
drainage pipes, turkey feathers, automobiles or scent. 
“No television set, even equipped with color and smell 
as well as sound and fury, can ever take the place of a 
real, live convention where good fellows get together and 
make the joint really jump. A convention by TV is really 
a contradiction in terms, fit only for shut-ins and introverts. 
And whoever saw a real live wire who could sell refriger- 
ators to Eskimos, who was either a shut-in or an introvert? 
The old fashioned kind of convention is here to stay.” 


An Indictment of Store Salesmen 

lt is an unflattering indictment of the average store 
(retail) salesman which Toronto’s Globe & Mail presents 
after an investigation by the newspaper's staff. As re- 
printed in the Stationers’ Guild News the article says: 


“Salespeople generally no longer see in their jobs any 
connection with selling. They are in the store simply to 
serve—not to seil—its customers. Indeed, they are equipped 
for little else. They have been taught to fill out an order 
book, to wrap parcels and to make change. If there is 
more than this to selling, they have not been told, do not 
know and, in this writer's observation, do not care.” 

A Toronto reporter discovered that salespeople rarely 
try to upgrade a purchase either in quantity or in quality, 
that often enough they suggest a smaller size or a cheaper 
substitute article as a “money saver.” Most of the clerks 
were found to have little knowledge of the product for 
sale and even less of its performance 


The newspaper does a favor in pointing to the mote 
n the retail eye. Dealers in this industry certainly must be 
aware of the fact that selling, like charity, begins at home. 
And in this case it is behind the counter. 


Moments of Meditation 

To get himself and his business in perspective, in tune 
with current conditions and probable future events, every 
man in this or any other industry owes it to himself to find 
an ivory tower into which he may retreat frequently for 
moments of meditation. He needs a time and a place from 
which he can shut out the world, where he can think 
largely, see the pattern of his business as a whole, a 
complete mosaic instead of individual pieces. 


As he stands off and looks with his mind’s eye he will 
discern certain imperfections that mar the total picture. 
His meditations may reveal faults in his purchasing pro- 
cedure, or sales training, or display techniques, or store 
layout. He may detect disharmony stemming from person- 
alities. Salesman Bill or Bookkeeper Kate may be falling 
short of opportunities, or even failing to reach minimum 
standards of service. They need, and deserve, considera- 
tion as human beings. A little advice, guidance, skillfully 
given might change liabilities into assets. 


Moments of meditation could wel! be the most valuable 
and contributing time of the day 








8. American Capitalism 


Because man is a mora! being 
with ethical concepts, any eco- 
nomic system of which he is a part 
should offer more than a mone- 
tary return for high productivity 
and efficiency. Such a system 
should be fair, just and equitable, 
as those terms are understood by 
the citizens generally. 


Further, any sort of social or- 
der involving more than a few 
thousand people needs capital in 
order to function. Capital is 
usually expressed in terms of 
money, which has little intrinsic 
value but is of tremendous signifi- 
cance as a medium of exchange. 
Even under complete government 
ownership of all industry and 
commerce, capital and currency 
would be essential ingredients in 
the economy. 

Under the American Way the 
economic system is capitalistic. 
American capitalism has stood 
strong against the continuous on- 
slaught of critics because it has 
offered and continues to offer 
more opportunities to individuals 
than any other system yet de- 
vised. The American Way fosters 
and preserves individualism, yet 
voluntary group or community 
action is also inherent in the 
American system. Coercive col- 
lective action is minimized and 
individual self-determination is 
emphasized. 


Critics point the finger of scorn 
at American capitalism, accusing 
its proponents of catering to the 
acquisitive instinct of man. They 
say, “A good society is possible 
only if it is recognized that men 
have a fundamental need to com- 
bine and co-operate.” 


OFFICE APPLIANCES, OCTOBER, 1954 


Both statements are true, but 
they are not mutually exclusive 
nor is the first one necessarily 
harmful. Capitalism was built 
largely on the drive of the ac- 
quisitive instinct coupled with op- 
portunities extant in America. In 
turn, it proved to be a powerful 
technique for getting men to 
combine and co-operate” as 
skilled laborers, technicians, man- 
agers, and many other types of 
specialists. Under capitalism, the 
co-operation has been largely 
voluntary; under a political sys- 
tem it would, of necessity, be co- 
ercive. 


The implicit self-centeredness 
of the acquisitive instinct is not 
confined to the individual under 
its drive. Rather, it extends at 
least to the family for whom the 
individual is striving to provide 
security and the amenities of life. 
In capitalistic America this urge 
has found greater opportunity 
than elsewhere in the worid for 
expression in the form of more 
comfortable living and more 
beautiful surroundings. 


Inevitably trailing in the wake 
of a system that permits an indi- 
vidual to rise to a higher eco- 
nomic level through hard work 
and sacrifice are the lazy, the in- 
efficient, and a small percentage 
of unfortunates, who feel im- 
pelled to find some reasons out- 
side of themselves for their fail- 
ures. They see nothing of the toil 
and struggle involved in success, 
only its fruits. To justify their own 
unsuccess, they seek a scapegoat 

capitalism. Thus a system that 
has provided more things for 
more people is indicated as at 











THE AMERICAN WA\ 


fault, whereas in actuality the 
weaknesses are caused by human 
frailties which would be present 
under any system. 


By its very nature, American 
capitalism abhors the idea of 
government ownership of busi- 
ness and industry. Nevertheless, 
American business not only sub- 
mits to but believes in the kind 
of control wherein government 
participates as an impartial 
agency charged with the respon- 
sibility of administering the rules 
of fair practice in business oper- 
ations. 


American capitalism is not per- 
fect but it is the best system thus 
far offered, and it is self-purging. 
The fair minded student will find 
a record of steady progress. He 
will note that critics contrast the 
realities under capitalism with 
the idealism of other systems that 
have not been tarnished by trial. 
When tried on a small scale, the 
experiments in socialism and 
communism have failed, averag- 
ing in existence only two or three 
years. Large scale efforts (nation- 
al socialism—NAZI—in Germany 
and communism in Russia) turned 
out to be neither socialism nor 
communism, but rather dictator- 
ships. 


American capitalism is part of 
the American Way of life. It has 
contributed mightily to the com- 
fort and well being of the citizens 
of America. It offers much to those 
willing to pay the price. It chal- 
lenges its beneficiaries to become 
informed and articulate advo- 
cates of the American Way. 

(Extra copies of “The American Way” avail- 

able at following rates: Single copy, $0.05; 


25 copies, $1.00; 100 copies, $3.00 


Next Month — 


“Free Hearts and Minds” 
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Two 
Evaluations 





The Late E. Y. Horder 


1929 


which came in with 


“Ne W devices 
the opening of the new century were 
being illustrated and exploited in the 
day's advertising. Orrice APPLIANCES 
field, and efficiency and 
system became the watchwords. 

“ “Efficiency 


new machines 


entered the 


and ‘system’ demanded 
to ensure these factors. 
With the demand came the supply, and 
to the lasting credit of the publishers 
of OFFIc! 
and kept on insisting that the stationer 


\pPLIANCES they insisted 
was the logical medium between the 
manufacturer and the consumer. Month 
after month Orrice Appuiiances called 
upon the retail stationer to awaken to 
the great opportunity. We know that 
Orrice AppLiances has been an inspir- 
ation and a help in the building of our 
business and for several years 20 to 30 
copies Oj 


circulated each month through our or- 


that great publication have 


ganizatior 
E. Y. Horder 
Horder’s Inc op 
Chicago, Ill. 





Ivan Allen, Sr. 


1954 


“The lighthouse in our industry for 
little more than half a century is 
OFFICE APPLIANCES. The dream 
of Evan Johnson has come true. Yes, 
and the lights have been kept burning 
by John Gilbert and his resourceful 
and loyal staff. 

“A romance in merchandising from 
the tissue letter copying book and the 
manual letter presses to the electronic 
office machine controls and the thou- 
sand and one other office supply items 
of a modern office. 

“This magazine has described, illus- 
trated, advertised, helped sell, every 
one of these thousand and one items 
for fifty years. The continued improve- 
ment in labor-saving factory tools does 
not exceed the tremendous progress in 
labor-saving office tools. 

“Yes, this time Congress helped, too. 
Taxes: income and social security, have 
made many bureaucrats in government 
as well as in every business. The paper- 
work consumes office supplies and re- 
quires modern office machinery. It has 
made financial statements more true, 
credits easier. It has been a great half 
century of progress that OFFICE AP- 
PLIANCES has served so well.” : 

Ivan Allen, Sr. 


Ivan Allen Company, 
Atlanta, Ga. 


i i i i i i i i i i i di a a a a a a a a a a a 


GEORGE PATTERSON’S INVITATION 


@ IN AN EARLY ISSUE of his 
little Typewriter Trade Journal, pub- 


lished in New York for its first year, 
George Patterson unaware that within 
a few months publication headquarters 
would be Chicago, wrote, “If you 


are in any branch of 
THE OFFICE EQUIPMENT 
INDUSTRY 


and are in New York come in and see 


us, make our office your headquarters, 
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we have facilities for looking after your 
mail if you wish to have it sent in our 
care. We would like to have you look 
in often—206 Broadway—Typewriter 
Row.” 

And that invitation with change of 
address has been accepted throughout 
fifty years by subscribers in practically 
every state in the U. S. and was the 
foundation of fraternal relations with 
dealers in many countries and corres- 
pondence over many years. 


BALLERY 
SOLDEM 


WILSON JONES COMPANY, 
Chicago, Ill. 


In 1897 a clever mechanic doing jewelry 
repair work in Chicago invented and started 
manufacture of an aluminum sheet holder. 
He named the business Chicago Shipping 
and Receipt Book Company. It occupied 
one room and the “organization” consisted 
of the inventor and two helpers. 

This was the humble beginning of what 
is now the Wilson Jones Company, claiming 
to be the largest trade manufacturers of 
loose leaf equipment and record keeping 
supplies in the world. 

In 1899 R. B. Wilson, a man of wide busi- 
ness experience, came into control of the 
business. Under his management it pro- 
ceeded to make rapid progress. Loose leaf 
systems were then beginning to come into 
general use and the company added loose 
leaf ledgers and sectional post binders to 
the line. It also pioneered and developed 
other loose leaf equipment until it had a 





William Pitts’ machine shop as seen in 
1904. The Irving-Pitt Mfg. Co. merged 
with Wilson Jones in 1929. 


complete line to meet the requirements of 
users of loose leaf systems. 

In 1911 the company acquired the busi- 
ness of the Public Record Index Company 
and came into the forefront as producers of 
high grade index systems. In 1913 the busi- 
ness of Hamacher-Hawkins Mfg. Co., manu- 
facturers of ring binders under a patent 
license from the Irving Pitt Mfg. Company, 
was added. 

Meanwhile, the DeLuxe trademark was 
adopted and quickly gained recognition as 
the mark of quality in loose leaf. 

In 1914 the company effected a merger 
with the Jones Improved Loose Leaf Spe- 
cialty Company, manufacturers of loose leaf 
binders. Valuable patents were acquired. 
Shortly following, the name of the Chicago 
Shipping and Receipt Company was changed 
to Wilson Jones Loose Leaf Company, and 
in 1926 changed to its present name, Wilson 
Jones Company. 

In 1926 Wilson Jones Company acquired 
the business of the Samuel C. Tatum Com- 
pany, manufacturers of the leading lines of 
machine bookkeeping equipment and paper 
punches. 

At this time the Irving Pitt Mfg. Company 
held a high place among the leaders in the 
loose leaf field. In 1929 it was merged 
with the Wilson Jones Company. 

(Turn to Page 15, please) 
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uick-Service Merchand ising 


Program for Dealers 


Plan Provides Modular Fixtures and 


Overall Planning for Changing Retail 


Operation to Proper Balance for 
Serf-Service and Self-Selection 


® USING A COMPLETELY NEW 
approach, a flexible merchandising and 
refixturing plan is being offered to sta 
tionery and office equipment retailers 
by a group of five well-known station 
ery manufacturers. 

Objective of the program as de 
scribed by W. Brewster Towne, west- 
ern district manager of the National 
Blank Book Company and chairman 
of the manufacturers’ group, is to pro 
vide a service for dealers to help them 
with their over-all problem of floor 
merchandising, display, speeding up 
the efficiency of their salespeople, and 
ultimately with a change-over to a high 
degree of self-service and self-selection 
with maximum appeal at minimum 
cost. 

This program is being presented to 
the stationers and the office equipment 
dealers of America, in Chicago, at the 
annual NSOEA convention. 


Saw Urgent Need 


It was more than two years ago that 
Mr. Towne saw that the industry was 
faced with an almost universal set of 
problems. “The average dealer,” Mr. 
Towne relates, “was and is operating 
a warehouse, not a sales-house. He 
can’t help himself without assistance. 
He owns a lot of non-related display 
cases and fixtures which were designed 
for specific manufacturers’ merchan 
dise. The result is a store full of odd 
shaped fixtures bearing no continuity 
of design either from an appearance 
standpoint or a merchandising stand 
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point. He also finds that although 
his volume has increased, his operating 
costs have risen as sharply, and his net 
profits leave much to be desired.” 


Knew the Answer 


The answer to the question of what 
to do, was in most cases beyond the 
financial ability of the average dealer 
to solve. The industry however, knew 
the answer conversion to self- 
service and self-selection in as little 
or in as great a degree as the case 
required. The problem was nation- 
wide, and the ideal solution required 
the coordinated efforts of manufacturer, 
designer, and dealer. The manufac- 
turers were enthusiastic. Mr. Towne 
contacted leaders in the field, companies 
vitally interested in the welfare of the 
American stationer and office supply 
dealer result, the manufacturers’ 
group. 

Henry Berry, president of Henry 
Berry Associates, Milwaukee, Wis., was 
selected by the group to work with 
them in the development of two basic 
modular fixtures and a master plan, 
translating their merchandising knowl- 
edge into working, selling fixtures and 
store layouts. 

Experienced Designer 


Mr. Berry has been associated with 
the stationery industry as a creative 
designer for 17 years. The floor cases 
he has designed for the W. A. Sheaffer 
Pen Company are known to most 
dealers. He is considered an outstand- 


ing authority on retail merchandising 


PPP PF ™P™ FE 


Five Manufacturers 
Act as Sponsors: 


l. The Carter’s Ink Co 


2. Dennison Mfg. Co. 

3. Eaton Paper Co. 

4. National Blank Book Co. 
5. Smead Mfg. Co. 


problems and the methods of meeting 
them, and has brought to the group, 
design and manufacturing facilities that 
make the national scope of the program 
practical. 

To be assured that their program was 
completely practical for all retail out- 
lets the manufacturers and Mr. Berry 
set up a test store in Decatur, IIl., with 
the cooperation of Meredith Weck, 
owner of the Haines & Essick Com- 
pany. Mr. Weck and Richard Corlett, 
store manager became the dealer ex- 
perts required to round out the “know- 
how” needed to complete the program. 


Entire Store Converted 

Haines & Essick was completely re- 
equipped for self-service and self-selec- 
tion, using only the two basic types of 
modular fixtures with auxiliary units 
such as cash and wrap counters and 
pen cases. These two basic units were 
found to store and display for self-serv- 
ice 85°% of the entire dealer’s stock. 
The new layout increased self-service 
counters by over 200°/ and more than 
doubled customer working space. 

The manufacturers’ group and Mr. 
Weck and Mr. Corlett, working closely 
with Henry 
year checking the installation and oper- 


3erry, have spent over a 


ation of this test unit. It has proven 
satisfactory beyond expectation. For in- 
stance, Mr. Corlett said recently, “Our 
inventory was slashed from approxt- 
mately 13,500 items to just over 5000 

. and yet our gross and net volume 
has held up and with better turnover. 
It has not been necessary, as in the past, 
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Self-Selection in Operation . 


to add supplementary help during the 


vacation per Our salespeople now 


have time to do some real selling.” 


Work Out Master Plan 
Having proved that their approach 
to better | ess is right, the manufac 
turers and Henry Berry have worked 
out a plan that will enabie any dealer 


4 


in Amer secure a layout and to re 


fixture his store for quick selling 
successfully, and at a sensible cost. 
iterested in the program 
starts by ishing a scaled layout of 
his existing store and a breakdown of 
arious departments. He 


special layout paper fur- 


his sales 
S¢ nds this 
nished ) to Henry Berry Associates. Mr. 
Berry tl ilyzes the dealer’s entire 
operatior returns to him a com 
plete packaged master plan. This con 
Sists of four parts 
rint of the existing store. 
(b) A print showing the recom 
ended new layout. 
prehensive analysis, writ- 
ten especially for the individual 
re, giving the reasons for the 
rec ndations made. 
timates of the required 
new Nnxtures. 


This materia comprises the over-all 
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plan which is furnished the dealer com- 
plete for $100.00. This is less than the 
actual cost of the service, according to 
Mr. Towne, and is made possible only 
by the backing of the group behind the 


program. 


Dealer Can Set His Own Pace 
The retailer may, if he wishes, “eat 
high on the hog” and re-fixture his 
entire store according to the master 
plan. Fortunately however, it does not 
have to be done all at once. The retailer 
can go easy at first adding fixtures four 
or five at a time, completing depart- 
ments and leading towards the comple- 
tion of the store over a period of time. 
The manufacturers’ group has ar- 
ranged that the two basic cases, “Arc 
Segment” as a center floor unit, and the 
Berry Modular Wall Case as a wall 
fixture, along with the necessary auxil- 
iary units, will be stocked ready for 
shipment. Each individual manufac- 
turer has developed special inserts which 
will be warehoused also. 


Salesmen to Help Dealers 


The salesmen of the five manufac- 
turers are trained to work with the 
dealer in the completion of this plan— 
helping with shelf and stock arrange- 


.. New modular fixtures in function at Haines & Essick store, Decatur, Ill. 


ment and ideal inventory. 

Readers interested in knowing more 
about the new program may contact 
any of the five manufacturers: National 
Blank Book Company, The Carter's 
Ink Company, Dennison Manufactur- 
ing Company, Eaton Paper Corporation 
and Smead Manufacturing Company. 

Dealers attending the Chicago 
NSOEA convention will find the fix- 
tures in the manufacturers’ booths and 
a display—with personnel to give the 
complete story—in rooms 546A and 
548A, under the name of Henry Berry 


Associates. 


Golden Gallery 
(Continued from Page 13) 





The James G. Shaw Blank Book Company, 
famous since 183! for custom made ruled 
bound books, was added in 1930. This gave 
the Wilson Jones Company a commanding 
position in all lines of record-keeping equip- 
ment and supplie 

To completely round out the stationery 
line offered by the Wilson Jones Company, 
the Standard Diary Company was purchased 
in 1948, the Cooke & Cobb Company was 
acquired in 1950, and the Defiance Calendar 
Company was bought in 1952. All of these 
three acquired companies now operate as 
separate divisions but are an integral part 
of the Wilson Jones Company. 











by JAMES B. KOBAK 


J. K. Lasser & Company 
New York City 


PART I 


® FOR THE FIRST TIME in close 


to 75 years, the U. S. has a brand-new 
tax law to live with—a truly sweeping 
revision of the Internal Revenue Code. 

The importance of this new law to 
the individual taxpayer is great. But 
to the businessman it means even more. 
It is a challenge. Congress has given 
him a new economic freedom. In re 
turn, he is expected to use that freedom 
to insure growth and prosperity—with 
out the 
spending. 


stimulus of huge defens« 
It's Up to You 

Will business rise to the challenge? 
That is strictly up to you. The incen 
tives and concessions of the new tax 
law are there for the taking. Now it’s 
your job to find out about them—and 
make the most of what’s offered. 

To help you do that, here are som« 
of the highlights from the new law 
But in the space here, it’s impossible to 
flag all the many changes in the new 
1000-page code. There are hundreds 
of new benefits. Congress went through 
the old law with a fine-tooth comb in 
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its drive to soften or get rid of those 


provisions that might stymie business 
growth. All that can be done here is 
peint out some of those benefits—and 
suggest you talk to your tax adviser, 
bearing in mind these two important 
goals: 

@ How to get the best tax break out 


of the law for your business. 


@ How to use its provisions to bolster 
employee morale. 

Here are some of the important 
things you should know about the new 
law right now: 

Faster Depreciation Allowed. The 
depreciation rules are typical of the 
spirit of the new law. Their aim is to 
encourage new investments by giving 
taxpayers a break—in this case by 
allowing faster and larger write-offs 
in peak tax-rate years. 

You can now choose any of several 
methods for depreciating your property. 
You can take: (1) the old straight-line 
method, stretching equal deductions 
over the useful life of plant or equip- 
ment; (2) a “declining balance” method 
or a “sum of the digits” method, both 
of which enable you to recover about 
one-half the cost of an asset in about 
one-third of its useful life; (3) any 
other reasonable method of deprecia 
tion that fits your business (for in- 
stance, a rate of depreciation tied to 


your rate of production). 


Here’s a brief example of how these 
methods work: 

Suppose in 1954 you buy a new fac 
tory building for $25,000. The esti 
mated useful life of the building is 
50 years. Under straight-line deprecia- 
tion, you get a deduction of 2° each 
year, or $500. Under the declining 
balance method, you take 4 - not 
4°% of the cost, but 4°/ of the remain 
ing balance each year. In other words, 
over the first three years, you would 
deduct: 

Ist Year: 4 
2nd Year: 4 


3rd Year: 4 


of $25,000 or $1000 
of $24,000 or $960 
of $23,040 or $921.60 


Important Factor 
In comparing the straight-line 
method with the declining-balance 
Under 
declining balance, you get back about 
40 ol 


quarter of your asset’s life, about two- 


method, keep this in mind: 
your cost during the first 


thirds of cost through the first half. 
So if heavy deductions in the early 
years of the property’s life are impor- 
tant to you, you can use this system. 
Otherwise, if you have no high income 
to offset right now and want to keep 
your deductions constant, the straight 
line method is still available. 

The sum-of the-digits method has 
much the same effect as the declining 
balance system. There’s this difference 
though: Sum-of-the-digits permits you 
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to set your own salvage value; under 
declining-balance, the value is auto 


matically fixed 


Say you a machine in 1954 for 
$175. It has an estimated useful life 
of five years and an estimated salvage 
value of $25. Under sum-of-he-digits, 


your deductions on the machine for 
the first year would equal 5 ‘15 of 
$150 (cost less salvage value), 4/15 
3/15 the third year, 


and so on, The rate for any year 


the secona year, 
consists of a fraction. The numerator 
of this is the number of the year 


taken in reverse order, in this case 5. 


The denominator is the sum of the 

numbers representing the remaining 

years ol | plus 2 plus 3 plus 4 
plus 5 uf case, 15. 

Cheaper to Buy 

Besides ing you an added incen- 

tive for new construction, these depre- 


ciation rule which apply to new 


buildings and new equipment bought 


after 1953—may tip the scales in favor 
of buying new, instead of used, equip- 
ment. The extra cost of the new might 
be offset by the higher depreciation de- 
ductions. And on top of that, of course, 
you have the efficiency of new equip- 
ment. 

Partne nd Proprietors Can Elect 
to Be Taxed as Corporations. The 
most important change in the new law 
affecting partners and single proprie- 


tors is this: They can cut their business 


profits tax by electing to have their 
firms taxe iS 


don’t have 


corporations. And they 
incorporate to do it. 


Offers a Shield 


This can mean a lot to the small 
businessman. It offers him a shield 
against high personal income tax rates. 
By choosing to be taxed on a cor- 
porate basis, he can limit himself to a 


salary that ts him in a lower income 


tax bracket. And though the business 
pays a cerpor tax on the profits that 
remain, the total of the two taxes may 
be less than what the owner would 
have to all the income was re- 
ported o1 individual return. 


Example Y as a single proprie 
siness income of $100,000. 

. tax of $53,640 on that 
joint return. If you elect 
to be taxed a 


take a salar 


iN indi 


tor, have 


You now 


ir you hie 
corporation—and you 
say, $35,000—you pay 
tax of $11,900. On the 
000 from the business, 
rporation tax of $28,300. 
That makes a total tax of $40,200, 
compared with $53,640 if you had re- 


remaining 


you pay 
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Next Month... 


The second section of this report 
next month will tell how some of the 
new provisions can work toward 
building a happier, more efficient 
work force for your company. 


NN a nN FN FN FN TA Te 


ported all the income on a joint return. 
However, your real, over-all tax saving 
isn’t quite this big; the earnings left 
in the business are subject to a future 
capital gains tax of about $9,000. But 
even figuring that, you still come out 
with a savings of about $4,000 by 
choosing the corporate basis. 


Not all partnerships or proprietor- 
ships, of course, can take advantage 
of the switch to corporate reporting. 
There are certain strings attached. For 
instance, capital—in the form of in- 
ventory or equipment—must be a ma- 
terial income-producing factor in your 
operation. And even for those who can 
make the change there are some definite 
drawbacks. The election once made is 
irrevocable—unless there’s a change of 
ownership of more than 20°. It rules 
out any participation in a qualified 
pension or profit-sharing plan of the 
business. 


Savings Analyzed 


On balance, though, the new pro- 
visions amount to this: If they fit your 





case—and needs—they can mean siz- 


able tax savings. 


Accumulation of Surplus Rules Are 
Eased. A major accomplishment of 
the new law is to get rid of a trap 
that faced almost all closely-held cor- 
porations—the penalty on unreasonable 
accumulation of surplus. 


The new ground rules allow you to 
move safely within a wide area—put 
aside profits for future expansion or 
emergencies, even plan dividend dec- 
larations so they work to your tax 
advantage. The old law left the burden 
of proof on what was a “reasonable” 
accumulation of surplus strictly up to 
the company. There was no specific 
exemption, and penalties were stiff for 
those who ran afoul of the Treasury. 


Can Pile Up More 

Now that’s all changed. Under the 
new Code, you can accumulate up to 
$60,000, without penalty, to meet rea- 
sonably anticipated business needs. 
Where you pile up more than the 
$60,000, the burden for proving it to 


be unreasonable is now on the Treas- 
ury. And even if you do transgress, 
the penalties are lighter. They used 
to be applied to the entire amount of 
the retained earnings. Now you pay 
only on the portion that’s an unreason- 
able accumulation. 


Accounting Changes You Can Make: 
The new law makes it a great deal 
easier to choose or switch around your 
accounting methods. Here are just a 
few of the things it allows: 


@ You can use a 52-week or 53-week 
fiscal year instead of a calendar year 
or fiscal year ending on the last day 
of a month. A business can thus change 
its accounting period to end on a cer- 
tain day each month—rather than on 
the variable end of the month. Ad- 
vantage: Fewer adjustments to make 
on your tax return (you can end 
your year at the end of a working 
week—and so take inventory over the 
weekend). 


Shift Allowed 


@ If you have an installment dealer 
who reports on the accrual basis, you 
can shift to the installment basis— 
without paying a double tax on the 
income already reported under the ac- 
crual system. If you change to the 
installment basis, you get a credit each 
year for the tax on the income that 
you have already reported on an ac- 
crual basis. Note, however, that the 
new rules apply only to 1954 and the 
years that follow. 


@ You can now set up reserves for 
future estimated costs—cash discounts, 
vacation pay, self-insurance for injury 
and damage claims, returns and allow- 
ances, and the like. But check care- 
fully here to see just what the law 
says you can and can’t do. Estimated 
reserves will have to be reviewed each 
year. If they are too big, the excess 
must be added back to income. 


Spread Possible 

@ If you are on an accrual basis, you 
can now spread prepaid income over 
the period in which it will be earned— 
up to a limit of five years after the 
year you receive it. Under the old law, 
you had to report the money in the 
year you got it. This change suggests 
an inexpensive way to finance your 
business: Offer discounts for advance 
payments; if the discounts are less 
than the interest you would otherwise 
(Turn to page 56, Please) 
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Some columns of selling ideas based on the experience 
of smart salesmen both in and out of the office appliance 


By Zenn Kaufman 








x I DON’T BELIEVE there is a 
good salesman in America who doesn’t 
want to to be a better one 

A good salesman enjoys talking with 
other salesmen—he feels he is smart 
enough to pick up new ideas now and 
then by “listening in” on what others 
are doing. Hence this series 
a “trading post” for ideas. And perhaps 
a friendly reminder now and then of 
some of the things we may forget. 


to act as 


” = * 


All the good selling isn’t done in 
retail stores or over the counter. From 
Rockingham, N. C., comes an account 
of a very effective piece of salesman 
ship. According to the Associated Press, 
the defendant charged with annoying 
a woman at a bus station told the 
judge: “It was a mistake, Your Hono 
I was looking for my friend’s sister, 
whom I had never seen before but who 
had been described to me as a hand 
some blonde with classic features, fine 
complexion, perfect figure, beautifully 


Wy WAS LIKE THis 





dressed. . . . The prosecuting witness 
interrupted: “I don’t care to prosecute 
the gentleman. It’s easy to see how 
any one might make the same mis 
take.” 
e * * 
Another trait of a good salesman 1s 
pride in what he is doing. Not just 
pride in himself—his company and 
what he sells—but pride in his calling 


He knows the importance ol the part 
that salesmen play in keeping the 
smokestacks going in this country. He 
knows that business doesn’t move til 


someone sells something. 


Cabinets Sold 


That’s why we always have an eye 
peeled for stories of outstanding accom 
plishments of salesmen. Just such a 
story came to us the other day trom 
my friend Jim Noonan, now president 
of the Whitman Candy Company. Dur- 
ing the war Whitman decided to bring 
out a new candy cabinet. Their sales 
men had the job of selling it, sight 
unseen, to the druggist. The conversa 
tion would go something like this: 

“Ed, we're going to have a new 
dandy cabinet for you.” The druggist 
would answer: 

“Joe, you know my store is kinda 
small—how much room will it take?” 

“Well, we're not sure, it’s still in 
the drawing-board stage.” 

“How much candy will it hold?” 

“Ed, we're not sure, like I said, 
we're still working on the design.” 

“How much will it cost?” 

“That’s uncertain, too, Ed, because 
it’s hard to tell what prices will be 
after the war.” 

“What will it look like?” 

“Ed, that, too, is hard to tell because 
we don’t know what materials will be 
available.” 

“When would I get delivery?” 

“Hard to say—’cause we don’t know 
what the priority problem will be or 
how long the war will last.” 

Then the druggist would blow up. 

“What kind of a deal is this, Joe,— 
you want me to buy a cabinet and you 
don’t know what it will look like, how 
much space it takes, how much it holds, 


when I get it, or what it costs. What 
do you want from me?” 


To which the Whitman salesman 
would answer: 

“Ed, here’s what we do. You give 
me $200.00 now and $20.00 a month 
until you've paid in $300.00—then we 
put you on a priority list and when 
the cabinets are ready, you get one of 
the first ones.” 

And, as a result, the Whitman sales- 
men sold over 9,000 cabinets. When 
the cabinet finally came through, it 
was priced at $350 and the Whitman 
man had to go back and collect another 
$50 from every druggist, and in doing 


so, lost less than 50 sales. 


Salesmen Did It 
This, then, is the genius of the 
American salesman and represents his 
power to do the near impossible. You 
may say to me that Whitman was well 
advertised and had the confidence of 
the druggist, to which I will say, 
“Yes, but what was it that built up the 
confidence of the druggist, if not, along 
with the advertising, the steady, con- 
scientious dealings of these same sales- 
men who built up this wonderful rela- 
tionship with their customers. 


Do It Yourself 


“This is the do-it-yourself era,” 
Henry 
Bozell & Jacobs, Inc.., 


sald recently. And I don’t mean paint 
| | 


Flarsheim, vice-president of 


advertising firm, 


ing your house, cutting your hair, or 
laying asphalt tile.” 

“Tf you want to make more money, 
you have to do creative selling your- 
self; you have to do direct mail your 
self; you have to create goodwill 
yourself; you have to learn store af- 
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rangement and store problems yourself; 
you have to sell yourself!” 


Samuel Vauclain, who rose to head 
the great Baldwin Locomotive Works, 
sold engines in lots of five million dol- 
tantly telling the story from 


w’s point of view. While 


lars by co 
the other f 


he spoke he would sketch a locomotive 
before a prospect’s eyes—always draw- 
ing upside down so that the drawing 
would be seen right side up from the 
buyer's side of the desk. 

This simple knack is a true reflection 


of the philosophy of a great salesman 


unconsciously applying the Golden 
Rule in his daily work. 

* * > 

Insurance salesman, Charlie Zimmer- 


effective way to dramatize 
the need for a policy audit. He shows 


man, has al 


his prospect a dummy policy in which 
several holes have been cut in the text. 
In one spot, a line may be cut out— 


spot—a whole paragraph. 


Makes His Point 


in another 


He ask man, “would you accept 
this policy it were delivered in this 
condition?” The prospect invariably 
answers the negative. Zimmerman 


goes on to confirm his prospect’s an- 
swer, saying, “of course not. You 
realize that the absence of a line or a 


phrase might cost you a valuable privi- 
lege. | a single word could cost 
you plenty. Now, all I want to do is 
review your present policies to be sure 
you have erything you need.” 
This, of course, is wonderful selling 
since it dramatizes the possible conse- 
quences of not buying. 
* * * 
From George Morrow a suggestion 
tor salesmen, “next time you're in the 


fom | 
TA) KEEP THE CHANGE 





dumps, give the newsboy a quarter 
and tell to keep the change.” 


. * > 
“Egot says Bill Stroud, “is the 
antidote administered by nature to ease 
the pain of being a damn fool.” 
* * . 
Mixit etry with economics, we 
give ve it wonderful little stanza 
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that Cappy Ricks used to keep over 
his desk. Cappy was the lumber mer- 
chant who was the central character 
in Peter B. Kyne’s wonderful stories 
about the shipping business. The sign 
read: 


“Count that day lost, 

Whose low descending sun, 

Sees profits shot to glory, 

And business done for fun!” 
How true! 


BUYING MOOD. Have you ever 
considered the importance of putting 
a prospect into a “buying mood?” Any 
child of ten is smart enough not to 
ask pop for a penny for a stick of 
candy when pop is in the wrong mood. 
Yet, we often try to get not only pen- 
nies but often dimes and dollars from 
prospects when they are in a bad mood. 
And what’s more important, we some- 
times do things that put a man into 
a bad mood. Arguments, for example, 
will put people into a bad mood. Bad 
service will do it. Mistakes will do it. 


Avoid This Error 


One of our friends in the flavor busi- 
ness tells an unhappy experience that 
he used to have when asking ice cream 
manufacturers to sample a new flavor. 
Joe would come in all pepped up over 
a flavor and after offering a sample to 
a manufacturer, would ask, “isn’t that 
wonderful?” Quickly, the manufac- 
turer would answer, “yes, that’s mighty 
good peach.” Unfortunately, Joe was 
offering “pineapple” and had to tell 
this to the prospect. This challenge to 
the prospect’s tasting ability usually 
brought back the sad answer, “well, 
it’s mighty bad pineapple.” 


In other words, the buyer had to 
knock the product in order to protect 
his original judgment—otherwise he 
would be admitting to the salesman 
that he didn’t know a flavor when he 
tasted one—which would be a fate 
worse than death. Joe tells us that he 
soon learned to avoid this little head- 
ache by always telling a prospect what 
the flavor was before he offered it— 
thus sidestepping a clash of opinion 
and the resulting bad moods of the 
buyer. 


Protect the Buyer 


In all kinds of personal selling, it is 
important to protect the buyer from 
getting into a position where he can 
make a mistake because then he has 
to jump on you to get himself out. 


Let’s only do the things that put 
the prospect into a good mood. And 
let’s do lots of them. And often. 


NEWS 

Sales Clinics 

Watch the papers for news of sales 
clinics run by Sales Executives’ Clubs 
around the country. These usually run 
from two to four nights, are conducted 
by outstanding men, cost from $5 to 
$15. A few currently scheduled: 


Akron, Ohio—Oct. 4-7—Elmer 
Wheeler 


New York, N. Y.—Oct. 10-12—Jack 
Lacy 

San Francisco, Calif.—Nov. 17-19— 
Jack Lacy 

In Collier's 
Collier’s, October 7 issue, will carry 


a story by Bill Davidson on selling. 
Don’t miss it. 
Carnegie Sales Courses 

Dale Carnegie Institute is now spon- 
soring a 15-week sales course in 10 
cities, including New York, Boston, 
Philadelphia, Washington, Baltimore, 
Kansas City, Chicago, Detroit, Grand 
Rapids, St. Louis, New Orleans, Den- 
ver, Seattle—see local phone book for 
address. 





When Merchandise 
"Talks" to Customers 


Nothing is more uninteresting to pros- 
pective purchasers than an inarticulate store. 
How can merchandise be made to say some- 
thing? It’s all very elementary as far as the 
essential ingredients are concerned, for it 
calls for nothing more than the efficient use 
of colorful promotional material developed 
by manufacturers and suppliers to stimulate 
interest at final point of sale. 

The trick of it all, of course, is determined 
by the dealer's ability when it comes to 
“efficient use.’ Helter-skelter display cords, 
careless arrangement of merchandise, dearth 
of selling messages and price cards qll con- 
tribute to the prospect's willingness to go 
somewhere else. He may not be able to put 
a finger on the cause of his restlessness and 
probably gives the subject little thought. 
But he does know thot he prefers to trade 
in the articulate store, and he shows his 
preference with patronage. 


—Retail Lumberman 
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SALES PROMOTION IDEAS 
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Christmas Trade 





Early and Often 
Stress Office 
Supplies for 


Yuletime 





® ALTHOUGH the fighting war is 
over, thousands of young men and 
women will spend Christmas in some 
of the far-flung posts of Europe, Asia 
or distant American training camps. 

Gifts for them must, in most cases, 
be mailed a month in advance. The 
same applies to countless friends and 
relatives across the water. Then too, it 
a person is to be gifted with a type 
writer, desk or office chair budgeting 
must generally begin several months in 
advance, so it pays well to advertise 
early and often. 

Belcher & Schact, Long Beach, Calif., 
came out with a window showing a 
poster in red, white and green, and de 
picting Santa pointing to a sign “Christ 
mas Lay-aways.” Drafting board and 
instruments, leather portfolios, pen and 
pencil sets, small clocks, typewriter and 
globes were shown. 

Said the manager, “By arranging a 
Christmas suggestion window in Octo 
ber we sold many more quality items, 
since people were able to budget for 
same.” Later, the firm arranged another 
window, showing a poster of Santa 
with hands spread out towards the dis 
played office furniture and supplies and 
saying, “Here are the gifts that delight 
all office men—and women.” All the 
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Christmas Display . . 


items had cards of greeting attached. 
The window was garlanded with ropes 
of greenery. 

The Texas Office Supply Company, 
San Angelo, Tex., had the window 
frosted over except for a clear space in 
the center behind which stood a stylized 
Christmas tree. The floor was covered 


with snow. The background was white 


at Belcher & Schact, Long Beach, 


oP 









Calif. 
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. at Texas Office Supply, San Angelo. 


with cords and the words 


Christmas” were in silver letters. The 


“Merry 


window featured pens, books and many 
gift-wrapped packages. Near the front 
of the store were three wood and three 
metal desks which could be seen through 
the glass doors. A number of type- 
writers stood near the desks. 

A window that sold countless office 
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supplies and furniture was arranged by 
the Wilshire Typewriter & Office Equip- 
ment Co., Los Angeles. The floor was 


covered th artificial snow. In the 


center was a simulated fireplace and 


bearing lamp and clock on the 
mantel. At one side was a white rein- 
deer and in front of the fireplace stood 
a glass-stylized Christmas tree, lighted 
inside 

All 1 er of furniture and office 


shown, each with a clever 


; 1; 
supplies 


tached. Offerings included 


+] j 
ittie cara 


an executive chair, “Wanna Play Santa 
for the Ex tive; waste basket, “For 
the Office Boy;” files, “For the Office 
Manager File Clerk;” desk spike, 
For the Office Pest;” note book and 


rack, “For the Stenographer;” clock, 
For the Clock Watcher;” typewriter 


For the Typist;” small desk and chair, 
“For the Third Vice-President;” pens, 
For the Pen Pushers;” hat rack, “For 
he Visi 
“Easy to Own" 
Panels the rear decorated with 
glass ba had a red card lettered in 
gold, “We extend to all a Merry Christ 
mas and a Happy New Year.” Many 
typewriters were shown; also several 
tall floor lamps. A typewriter down 
front had the card “See how easy it is 
to own v Royal—C Inly $9.95 a 
month 


Bales Office Supplies, Santa Ana, 


Calif., arranged a display backed with 
red, up which were superimposed 
silver sta vhite balls, a Santa head, 
and at strip sign with tinsel letters 
saying, “Give Practical Gifts for a Merry 
Christmas Many big snow crystals 
hung fre the ceiling. 

The 1 v featured a desk, chair, 
duplicating machine, typewriter, comp- 
tometer! typewriter wrapped in 
lear cel ne, tied with red ribbons. 
In front the glass door at night was 
1 table covered with red cloth, upon 
which wv typewriter, and a card 
board cut-out of Santa, accompanied by 
1 card reading, “Folks Who've been 
Good G nderwood.” 


Texas Display 


The | riter Supply Company, 
Fort Worth, Tex., had a half back win- 
dow floo: vith white. In the center 
was a half length figure of Santa. Many 
typewr re shown on the floor; 
ilso one be wrapped in white paper 
and tied green ribbons. A large 
card ca ttention to re-conditioned 
typewriter . desirable gift for school, 
practi fice work. 
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Yule Ideas . . . at Wilshire Twp. & Office Equip. Co., Los Angeles. 
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Gifts Pushed . . . at Bales Office Supplies, Santa Ana, Calif. 
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Typewriters Featured . . . at Typewriter Supply Co., Fort Worth, Tex. 


from the ceiling. Red ribbons farmed 
latticework across the rear, and card 
said, “For a Portable Christmas.”——-WBS 


Another window showed a type- 
writer and a comptometer, enveloped 
in angels’ hair suspended by fine wires 








Daily Ads 
Good Yule 


Reminders 


® AFTER MUCH experimentation 
over the years with Christmas-season 
gift advertising, small two-column, 
three-inch “reminder ads” have proven 
most consistently effective at Walsh 
Bros., office supply dealer of Phoenix, 
Ariz. 

Dick Walsh, head of the firm, has 
made a successful concentrated effort 
to. win a larger percentage of the Christ- 
mas dollar. Two major reasons, he be- 
lieves, is effective newspaper advertising 
which tends to call attention to the need 
for unusual gifts for businessmen, 
fathers, professional men associates and 
relatives. 

Stress Store Hours 

Through the month of December, 
Walsh Bros. runs one of its “reminder 
ads” in reverse cut, almost daily. Em- 
phasis is placed on the fact that the 
store is open until 9:00 o’clock through 
the pre-Christmas weeks. A typical “re- 
minder ad” always run early in the 
month, when it is likely that employees 
of business firms will be giving con- 
sideration to the matter of gifts for 
their employers. It is headed simply, 
“Looking for a Gift for the Boss?” 
Below, copy suggests “We Have: Desk 
pen sets, desk pads and lamps, ashtrays, 
smoking sets, list finders, memo pads, 
and many other gifts of lasting use and 
pleasure.” 

Larger Ads Help 

Equally effective for the general 
market is a somewhat larger last-minute 
ad, two columns by eight inches, which 
was particularly effective during the 
1953 Christmas season. This display ad 
was headed with the question “Caught 
With Your List Undone?”, followed by 
the headline “Open Tonight Until 
9:00”. Below, listed as good, solid gift 
suggestions were desk lamps, ashtrays, 
desk pads, smoking stands, desk pen 
sets, portable typewriters, chairs, desks, 
files, letter tray, 
planter, list finder, picture, chair cush 
calendars 


adding machine, 


ion, memo pad and desk 


RAL 





Emphasis is on Tree . . 
white sprayed Christmas tree the center of attraction as it slowly revolved on 
a stand in this Christmas display. Office furniture and accessories were fea- 
tured in the window as possible gift merchandise, including a desk and chair 
set in the rear, as well as a cellophane-wrapped office chair in front of the 
window. The chair had appropriate ribbon bow. Gift-wrapped boxes under 
the tree offered appropriate holiday buying suggestions —ERL 


. Associated Stationers, Seattle, Wash., made a 





Break Down Suggestions 


to Boost Sales 


by WILLIAM MASON 
Out West Ptg. & Staty. Co., 
Colorado Springs, Colo. 


®@ ADMITTING TO HIMSELF that 
shopping in the office supply store far 
Christmas gifts is a bit difficult for the 


average woman and taking steps to help 


her buy with confidence, will substan- 
tially increase holiday profits for the 
dealer. 

For the past several years, we have 
found that we can attract many more 
women customers through the Christ- 
mas season by furnishing them with 
helpful, easy-to-use hints on how to buy 
for businessmen. 

We have gone farther and classified 
most of our gift lines so that the woman 
who knows nothing about office proce- 
dure or operations can successfully buy 
gifts for a business acquaintance, or for 
relatives who work at home. The the- 
ory is simply that the woman’s gift 


choice is quickly narrowed down to 
specific items, helping her to make a 
selection without fear that it will not 
be appreciated. 

The breakdown is posted on a large 
holiday sign which appears in the cen- 
ter of the store, bearing the heading 
“Christmas Gifts for Him.” In three 
columns below we list “Personal—Office 
—Home.” There are 15 gift choices in 
each column. Thus, the young lady 
who wants to buy a gift for an uncle 
who is an executive of an insurance 
agency, for example, as well as for her 
father who does much of his work at 
home, can quickly find a convenient list 
for each. 

Most women, we have found, are 
grateful for such suggestions, and in 
addition to making gift purchases, men- 
tion the display to friends. We are now 
selling a much larger percentage of each 
year’s Christmas volume to women. 

The suggestions aré based on our 

(Turn to Page 24, Please) 
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Giftwares Increase Store Traffic 


Pomerantz Program Adds 


Vew Customers, New Revenue 


@ A LARGE GIFTWARE selection at 
A. Pomerantz & Company, Philadel- 
phia, has brought in added traffic of 
newcomers to the store. Employees 
wishing to buy gifts for fellow em- 
ployees or management personnel have 
come to look upon this store as a center 
for their needs. 


“Giftwares are an excellent addition 
to a store such as ours because it ap- 
peals to the women and helps to attract 
them to us,” says department manager 
Marie Kerrigan. 


Sell to Women, Too 


“Primarily, our “businessman’s de- 
partment store” caters to men, but 
women are also important customers. 
And, in an effort to attract women into 


our store, we have added and expanded 
our giftwares department several times.” 


Select giftwares are displayed on the 
second floor of the store. These are 
suitable holiday occasions, wed 
dings, showers and as prize offerings. 

Among many items handled by 


nt are individual and com- 
plete desk sets, canisters, smoking 
stands and trays, wall and table clocks, 
card sets, flasks, cocktail mixers, small 
glasses and trays, lazy susans, silent 
butlers rs and illuminated map 


rl 
globe S 


“Generally, we have tried to confine 
our sele 1 of giftwares to items that 
office personnel would buy for other 
employees or as gifts for principals in 
their offi says Miss Kerrigan. “That 
is why we have been so selective in our 


' 
STOCKS 


Enlarge Department 


Originally, giftwares were added to 
the store when there was some open 
space available, points out Miss Kerri- 
gan, but the traffic attracted plus the 
additional sales that were made in other 
sections pted the firm to enlarge 
this department. Today, giftwares is 
one of the main departments in the 
store an ounts for a sizeable amount 
of business all-year round, especially 
during Christmas, Easter and other 
holida ons. 
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Stops and Pulls . . . Intrigued by this window, passersby at A. Pomerantz & 
Co., Philadelphia, drop in to buy. 


The store devotes complete windows 
to this department, ticing in with sea- 
sonal trends. Lounge chairs have also 
been included, because it has been 
found that more chairs are sold here 
than from any other store section. 


Chairs in Demand 


“We have discovered that the major- 
ity of the customers buying lounging 
chairs do so because they are designed 
for gifts,” says Miss Kerrigan. “And 
when customers buy gifts they take 
their time in doing so. Customers are 
not rushed in the giftware department, 
which accounts for the large number 
of lounging chairs that we sell here.” 


Many of the items displayed in the 
window are spotted throughout the 
store so that they are seen by the heavy 
main floor traffic. Signs on these dis- 
plays feature “additional gift merchan- 
dise on the second floor.” 


“Many of our customers ‘chip in’ on 
gifts then come to us to find out what 
they can get for the stipulated amount 
of money,” explains Miss Kerrigan. 
“We show them a selection of the items 
that they can obtain depending upon 
the occasion and the person for whom 
the gift is meant. In fact, we have 


become so well known for our selection 
that many customers will call us on the 
phone and let us select the gift our- 
selves. This shows the good taste that 


customers credit us with.” 


Whenever the firm’s contracting de- 
partment furnishes an office or suite, 
the giftwares section is notified. Some- 
times, wall and desk decorations can be 
suggested and sold by the contracting 
department while it is on the job. If 
net, Miss Kerrigan follows up with 
telephone calls and invitations to make 
a selection of decorative items and orna- 
ments. 


The giftwares department originally 
occupied a small area on the mezzanine 
of the store, but as the demand for 
giftwares increased, it was removed to 
the second floor which has been entirely 
devoted to this merchandise —PL 





In collection letters, remove all possible 
obstacles that may embarrass the debtor, 
so that he may correct his delinquency 
with good grace. Make it more desirable 
for him to pay than not to pay, and you 
will get your money. 

—Dexter Tomlin 
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Sales Appeal in Montreal . . . Office-type gifts given Christmas appeal by C. R. Robinson & Co. 


Ideas Build Christmas Display 


by D. J. ALEXANDER 


C. R. Robinson & Co., Ltd., Montreal, Canada 


@® AFTER READING an Orrice Ap 
PLIANCES issue on Christmas displays, 
we decided to incorporate some of the 
ideas found therein. The accompanying 
illustration indicates to what good use 
we have placed them. 

Our store and warehouse are situated 
in lower downtown Montreal not very 
far from Canada’s financial center. In 
this district, where we have many dif 
ferent types of businesses, as a rule win 
dow space is limited and displays lack 
imagination. For these and other rea 
sons, we have been more or less reluc 
tant to go overboard in the Christmas 
dressing of our windows. Nevertheless, 
with the help of ideas and suggestions 
from Orrice APPLIANCEs magazine, we 
have had a fine turnover of sales and 
the results are very gratifying. 


Show Home Desks 

We planned our sales appeal to the 
office workers, executives, and house 
wives, not forgetting the boss’ secretary 
Our window featured home desks with 
the use of show or “talk” cards as some 
called them. We sold a goodly number: 
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Montreal Firm Adapts Suggestions 
from Experience of Other Dealers 


of home desks during the short period 
of Christmas shopping. Another win 
dow displayed Protectall safes, proving 
that smaller safes can be merchandized 
for Christmas presentations. 


Hints for All 


Our main window display featured 
bookcases on either side of a mantel 
fireplace having burning electric logs. 
(We had an inquiry to purchase this 
fireplace.) Showcards expressed Christ 
mas greetings and offered gift sugges 
tions for the boss as a busy executive. 
One card, in shorthand, offered such 
hints to the boss’ secretary. Smoking 
stands, bond boxes, desk trays, wooden 
and mahogany wastebaskets and humi- 
dors were also displayed. 

3efore commencing the display we 
made sketches of the layouts, drawn to 
scale, i. e., the floor space and articles 
to be shown. This procedure saved 
valuable time in laying out such work 
and also eliminated guess work as to 
how the display would appear when 
finished. 

The 


gift suggestions were tied with 


red and green ribbons which went with 
the purchases. We used price tags on 
the articles in the windows. 


Suggestions Help 
Continued from Page 22 


long experience in selling businessmen 
in all fields. Under “Personal” gifts, 
for instance, we feature billfolds, brief- 
cases, fountain pens and pencils, pocket 
secretaries, scrapbooks and magnifying 
glasses, which have been mentioned by 
our customers as desirable. 


For the office we boost memo rolls, 
telephone index files, chair pads, penc‘! 
sharpeners, office shears, staplers, blotter 
pads, desk lamps, deluxe ash trays, 
daters, and other items. 


For the home classification, we go 
into deluxe expensive gifts such as in 
struments, filing cabinets, desks, chairs, 
record chests and rotary files. Most of 
these are ideal for the retired business- 
man who still conducts much of his 
work at home.—RAL 
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Smart Promotion Assures Holiday Volume 


VM. S. Ginn & Co., Finds Way 


to Expand Christmas Business 


by BEATRICE MILLER 


special writer 


@® ATTRACTIVE INTERIOR and 
window displays were considered the 
No. 1 factor in the 25 
Christmas volume over ’52 at M. S. 
Ginn & Company in Washington, D. C. 

Although supplemented with news- 


gain in "53 


paper promotion and direct mail, the 
display of gift merchandise in appro- 
priate office settings and at strategic 
points in the store drew traffic and 


proved a tremendous impetus to sales. 

Globes were set up on bookcases, on 
desks, and on stands tying in with 
office and home settings. Lighted up 
all night these displays of globes, desk 
accessories, leather goods and barome- 


ters, emphasized gift suggestions to 
passersby who were drawn in the fol- 
lowing day and reported the effective- 
ness of the lisplay. 

At the store entrance racks of Christ- 
mas cards extended back 15 feet 
through the center of the store, 12 
racks of on each side, placed back 


to back. Placing these near the en- 
trance 
where there was freer movement of 
trafic thar they had been placed 


wall, made selection easy 


against tn 
and service fast. 

Everyday greeting cards were placed 
in four racks in the rear of the store, 
separated from the Christmas card traf- 
fic, thus \intaining volume in this 
department during the entire holiday 
season 

“We used to lose volume on every- 
day greeting cards by putting them in 
drawers out of sight during the Christ- 
mas season,” said Paul M. Bower, man- 
ager of M. S. Ginn’s Ring Building 
store. “We have learned that we sold 
as many greeting cards in nine months 
by keeping them out and conveniently 
accessible as used to in an entire year.” 

Gift wrapping paper was also set up 
in racks close to cards. Matched sets 


of gift wrapping paper, ribbons and 
handily accessible next to 
Christmas cards. A wastebasket of 


seals were 
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the center of the store, 





Inviting Booklet . . . Cover of M. S. Ginn intriguing Christmas shopping 
idea brochure. 


assorted holiday wrapping papers pre- 
sented variety. 

A first mailing of 5,000 postcards on 
promoting Christmas cards went out 
in late September, followed by a sec- 
ond mailing to the same list followed 
November 9. Some 5,000 Christmas 
catalogs on gift office supplies were 


mailed out in late November. 

A special letter to 200 customers who 
had ordered personalized Christmas 
cards the year before but had not been 
heard from by early November were 
sent out as reminders. 

Supplementing this was newspaper 
advertising of Christmas merchandise. 








What the Courts Say 


CASE HISTORIES REPORTED BY 


ALBERT WOODRUFF GRAY 





RESTRICTIONS ON RE-EMPLOYMENT 


m AN EMPLOYMENT CONTRACT made by 
an industrial engineering firm engaged in 
the installation of accounting and cost sys- 
tems, provided that the employee would 
not while the contract remained in effect 
or at any time within two years after its 
termination, enter the employ of any client 
or customer of this employer and that in 
the event of a violation of this provision 
the employer should be entitled to an in- 
junction against the continuance of such 
employment and the sum of $10,000 as 
liquidated damages. 

A year later the employee left and ac- 
cepted a position with a client of this em- 
ployer. The company sued for an injunction 
and for the damages provided in the em- 
ployment contract. 


In awarding judgment against the em- 
ployee the court said: “Agreements by 
which an employee undertakes not to en- 
ter a competing business or employment 
on leaving his employer's services are rea- 
sonably necessary for the protection of the 
employer's business. Especially if the em- 
ployment involves the imparting of trade 
secrets, methods or systems and in contact 
or association with clients or customers it 
is proper to restrain the use when the 
service is ended, that the knowledge and 
acquaintances so acquired shall not be 
used to injure or appropriate the business 
which the party was employed to maintain 
and enlarge.” 


May v. Young, 2 Atl. 2d 385, Connecticut. 











Waist-High 
Display Sells 
Desk Pads 


@ WANT TO INCREASE desk pad 
sales? Then, the most effective method 
lies in getting desk pads up at maxi- 
mum “convenience level” as well as 
“eye-level”, according to Clyde Milam 
of Milam & Wikle, office supply retail 
ers in Phoenix, Ariz. 

During a recent remodeling of the 
Milam & Wikle store, Mr. Milam ef 
fected a complete changeover of stand- 
ard stock shelving along the left side 
of the store, keeping in mind the prob- 
lems of displaying small, flat items such 
as desk pads, as well as large, bulky 
“difficult -to-display” items. Conse- 
quently, the shelving at the Phoenix 
store is a sharp contrast to the usual 
tier-on-tier type which extends up from 
the floor in the usual store. 


Pads Stressed 
In redesigning the shelving, Milam 
& Wikle gave top billing to desk pads, 
always a profitable specialty item, and 
particularly important in view of the 
fact that the stere has maintained an 
intense “office gifts” merchandising 
program with the emphasis on elabo- 
rate, attractive developments in desk 
pads. For this reason, the display ar- 
rangement was so laid out that no cus 
tomer can fail to at least momentarily 
note an attractive desk pad no matter 
what else he may have come in to buy. 
Instead of being displayed on desks 
or vertical fixtures, the Milam & Wikle 
stock appears in five deeply recessed 
compartments at waist-height extending 
the length of the wall shelving. Each 
compartment is slightly more than 
three feet wide, ten inches high, and 
three feet deep. 
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At Convenience Level . . 


This is more than adequate space to 
show from 36 to 48 samples of desk 
pads, depending upon their width and 
size, conveniently flat so that any one 
model can be easily pulled out and 
slipped back in when desired. In the 
compartment nearest the front of the 
store are two stacks of smaller-sized 
desk pads, graduated size through 
the remaining compartments to the ex- 
treme right, where huge, top-priced 
models for maximum sized executive 
desks are shown. 

Use Open Bins 

In the space below the desk pad dis- 
play are five large box-shaped open bins 
made possible through merely remov- 
ing the lowest bank of shelving. These, 
with approximately rectangular dimen 
sions, form the effect of shadow boxes 
and are large enough to display such 
items as posture chairs, small tables, 
files and safes which were formerly 
likely to “clutter up the floor” when 
displayed out in the open. 

In combination with the set-in desk 
pad display compartments, the novel 


. Desk pads are displayed at “convenience level” 
as well as “eye level” at Milam & Wikle, Phoenix, Ariz. 


rearrangement of the shelving solved 
most of the serious display problems 
which the store was experiencing. 
Observation along the shelving re- 
vealed that at least one out of every 
five customers who shops in the Milam 
& Wikle store for one or more of the 
ofice supply items shown along the 
shelving, picks up two or three exam- 
ples of desk pads for closer examination. 
From this number, many “impulse 
sales” are developed, and when a cus 
tomer displays interest in any particu- 
lar desk pad, it is a certainty that a 
salesperson will step to his side and 
through good salesmanship point out 
its special features, color choice and 
price. Thus, he winds up with an 
added sale. 
Inventory Up 
Indicative of the success of this type 
display is the fact that Milam & 
Wikle has sharply expanded the store’s 
desk pad inventory since the remodel- 
ing took place, and desk pads have 
moved up several rungs on the store’s 
turnover list—RAL 
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Lack Space? Switch 
to Selling Signs 


@ THE ELABORATE USE of “sell- 
is the unique substitute for 
space which has been building profits 
for more than a decade at Benjamin’s, 
office supply dealership of Denver, Colo. 


ing signs 


Ben Mandelbaum, owner of the store, 
has been violating traditions in office 
supply retailing for more than 20 years. 
From a tiny store only 10 feet wide by 
50 feet deep, in the heart of the down- 
town Denver office building district, he 
does an annual volume equivalent to 


stores four and five times as large. 


Was A Pioneer 


He began selling on a self-service 
basis before the term was more than a 


novelty expression. He pokes fun at his 
d at himself, and, in the 
become one of the Mile 


customers al 
process, has 
High City’s most popular office appli 
ance dealers 

Unable to expand because of physical 


limitations, the store has been forced 
to make use of every available inch. 
Walls on both sides are lined solidly 
from floor to ceiling with shelving, di- 


vided into self-compartments, to fit the 
small items which the store offers. 

counters on either side, 
running back from the door, display 
all of the expensive, small, easily-pock 
eted items which might be subject to 
Otherwise, everything in the 


Two glass 


pilferage 
well-stocked store is out on “self-ser- 


vice” where the customer can help 
himself 

Few Salesmen 
There have been only four sales- 


people in the store through most of its 
operating experience. However, unless 
simply cannot find an 
which he is looking, or asks 
for help, Benjamin’s observes a “hands 


the customer 


item for 


off” policy, and lets the customer wait 
upon himself 

That’s the way they like it,” Mr. 
Mandelbaum says. “Particulary when 
the customer has already shopped the 
store at least once or twice.” 

The absolute lack of space through- 
out the store has meant that not a 
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“Signed to Sell”... 
Ben Mandelbaum, Ben- 
jamin’s, Denver, Colo., 
placing one of his “sell- 
ing signs” at a strategic 
point. 


square inch can be wasted. Mr. Man 
delbaum has been forced to exercise 
real ingenuity in displaying thousands 
of small, individual items, without 
“submerging them” in such a mass 
that the merchandise is to all extents 
invisible. 

In order to make the store an efh- 
cient selling tool, he has turned to two 
solutions, both of which, he finds, help 
to make up for the lack-of-space prob- 
lem. 

First, being an accomplished artist 
with a speedball pen, is his use of 
“selling signs.” Throughout the Den- 
ver store and its display windows, 
there are literally hundreds of small, 
individually-executed signs which iden- 
tify an item, give its price, tell some- 
thing about its use, and invite the 
customer to help himself. 


Self-Selling 


Except for the most commonplace 
articles, Mr. Mandelbaum makes up a 
new sign as soon as it is received in 
stock, and leaves it up to the customer 
to “sell himself” merely by reading the 
sign, helping himself and taking the 
purchase to the cash register. 

All of his signs are printed in any- 
where from three to five colors, usually 
with bright green, red, blue, yellow 
predominating. A typical such sign 
shows a rubber coin mat, rubber-taped 
on a 14 x 12 inch sheet of white art- 
board. To make this sign attract atten- 
tion, the Denver office supply dealer 
framed in the sign with black and 
then lettered out the words “Coin 
Mat—$2.49.” 

On the opposite counter is a sign 
which has led to a lot of sales of 
better-priced fountain pens. This states 
simply “$1 Buys a Fine-Line Pen.” 





Kept on the counter facing the door, 
this three color sign brings in a lot of 
trafic, “traded up” to better-priced, 
top-quality pens. 


Small arrow-shaped cards are clipped 
along the shelves, in profusion through- 
out the store, each pointing at a spe- 
cific item They have such terse sign- 
writing as “Index anything—50c—Ask 
Us How.” 

A similar sign will indicate “The 
Smallest Good Staple Rermover—60c.” 

“Selling signs” are heavily featured 
in the windows, which are just as com- 
pactly full as is the store interior. In 
every case, the sign has one purpose, to 
help the customer find the item, tell 
him the price and the use. Thus, it 
is no wonder that 85°, of Benjamin’s 
customers simply “serve themselves” 
whenever they enter the Denver store. 

Mr. Mandelbaum even keeps ladders 
conveniently handy at either side of the 
store for the customers who want to 
go up on a shelf in search of an item. 
It is not unusual to find half a dozen 
customers waiting upon themselves, 
while Benjamin’s salespeople are busy 
with more intricate merchandise, which 
requires explanation or demonstration. 


Uses Mezzanine 

A few years back, desperate for 
space, Mr. Mandelbaum built a mezza- 
nine across the rear, which extends 
out some 16 feet from the back wall. 
Here, there is space for stock storage, 
which relieved somewhat the serious 
situation on the street floor. 

“We'll never have space for every- 
thing,” Mr. Mandelbaum said, “so that 
we simply must keep turnover at such 
a pace that stock does not stay on the 
RAL 


shelves long.” 
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Solving a Problem 





Panel Displays Utilize 
Narrow Window Space 


@ THE FACT that the store windows 
are extremely narrow need not dis 
courage the office supply retailer from 
showing bulky, hard-to-handle items, 
according to Russell Mitchell, office 
appliance manager at Johnson’s Book 
Store, Springfield, Mass. 

The Johnson store, carrying one of 
the largest office supply departments in 
New England, has several windows of 
shallow depth at either side of entrance 
way which connects a bank building, 
elevator foyer, and the Main St. front 
of the store, These windows are di 
vided into three sections, and while 
relatively shallow, display almost as 
many office supply items as the stand 
ard window of similar front dimen 
sions. 

Are Easily Seen 

Mr. Mitchell has capitalized upon 
the vertical panel theory to show more 
than two dozen items suspended on a 
huge panel at the rear of the display 
unit, only a few inches away from the 
glass. They can be easily seen. Be 
cause of the relatively short space be 
tween merchandise and glass, it is a 
simple matter for the interested pass 
erby to examine details of construction, 
printing and color at close range. This, 
it has been found, lends a lot of selling 
efficiency to such displays. 


Provides Variety 

A typical window includes almost as 
many items suspended on the panel 
at the rear of the window as would 
normally appear on the floor of the 
standard cube-shaped display window. 
Expander envelopes, files, seat cush 
ions, desk pads, index finders, transfer 
cases, small office machines, personal 
files, columnar pads and blank forms 
are some of the “strange bedfellows” in 
such a display. 

Mr. Mitchell’s experience has been 
that every item shown in this way 
gets just about the same amount of 
attention, while it is no secret that it 
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On the Wall. . 
Many office supply 
items are displayed 
in shallow window 
at Johnson’s. 


is those items which occupy the exact 
center of the average window display 
which absorb maximum attention. 


Thus, the vertical window gives other 





items a “better break” from a display 
standpoint, and a narrow window has 
been converted into a potent selling 
asset —RAL 








Capitalizes On Phone Changes . 


. With all Trenton, N. J., adjusting to a change 
in phone numbers and dial exchanges, the H. W. Clopp Office Equipment & Supplies 
Co. of that city took note of the occasion with the display here pictured. It was aimed 
at assisting subscribers with their director needs. Prominently featured on the desk ai 
right center is a Victor Visible switchboard bracket unit, one frame of which is held in 
the hand of the mannequin. In addition, four illustrated newspaper insertions plus mail- 
ings of Victor enclosures resulted in excellent store publicity and created wide interest. 


OA—10/54 


t 
ST 


Sf 
th 


Ww 
ac 


pe 
fa 


0 





the r¢d-Viser 





by Irving Settel, authority on retail advertising 


HOW MUCH TO SPEND ON ADVERTISING 


@ THERE ARE MANY FACTORS involved in the deter- 
mination of an advertising budget by a retail office appliances 


store. What your store needs to spend and what your store 
can afford to spend may not be exactly in conformance with 
each other. While it is true that each store is different and 
requires individual consideration, there are some rules which 
may be followed which will help you to determine the 


budget to be spent on your promotion. 

Frequently, the rule of thumb is used and works very 
well with small and medium-sized stores. However, based 
upon the experience of many office appliances merchants 
t the country, the following considerations should 
be utilized your planning. 

1. How old is your store? Newly-opened stores usually 
must spend greater amounts of money for advertising than 
older well-established stores. This is necessary in order to 
publicize the new store in the community and also in order 
to attract prospective customers. Usually during the first two 


through 


years of retail operation most stores must spend 1% to 2 
times as much for advertising as they normally spend after 
they have become established in the community. 

2. What type of store do you operate? If your store is a 
highly promotional type of enterprise, larger publicity 
budgets are necessary to promote a rapid turnover of mer- 
chandise. Usually this type of store operates on a marginal 
profit basis and must do a substantial amount of business 
in order to operate successfully. The more promotional 
store, the greater amount of advertising is required for 
successru intenance, 

Depends Upon Type 

If your store is more on the institutional type, promoting 
name and method of operation, smaller publicity budgets 
can be used to attract the type of customer that is required. 

3. How large is your store? The size of the store is a 
very imp factor in determining the amount of money 
which is spent on a publicity budget. Usually the larger 
the store the more space is required in newspaper advertis- 
ing and the more time on the radio. Here, too, the large 
store must attract a large volume of business necessitating 
greater amounts of advertising. Also, the large store must 
promote merchandise in newspapers and other media with 
larger circulation in order to contact greater numbers of 
people. This results in a higher percentage expenditure 


a much larger budget. 


Is Your Store Small? 


The smaller store, while requiring consistency of adver 


and, of cour 


tising, can usually promote its business successfully on a 
smaller budget. With a smaller store it is necessary only 
to attract nited group of customers usually within a 
specined community. 

4. Wher your store located? If your location is in 
the center of the shopping area a certain amount of business 
will result m passersby. Consequently, a tremendous 
advertising budget is not absolutely essential. 

If, however, your location is out of shopping districts 
a publicit iget of greater amount is required to bring 
people to your area. Furthermore, stores which are located 
far away from shopping districts sometimes must publicize 
OA — 10/54 


special advantages such as type of transportation, parking 
space, freedom from crowds and less hurried service. 

5. Competition. Frequently the advertising budget of 
your competitor will determine the amount of money that 
you will spend on your own promotion. When competition 
is keen in a community a large advertising appropriation 
is usually necessary in order that a store maintain its volume 
and attract new customers continuously. 


Study Your Competitors 

A study of the activities of successful competitors can 
often give you the answers to how much money you may 
have to spend yourself. 

6. How high are the rates of your advertising media? 
This factor, of course, is a very important one in deter- 
mining how much you may have to spend during your 
promotional period. If the newspaper has very high lineage 
rate, obviously you may have to cut down on the amount 
of space that you buy. 

If, however, your town maintains newspapers and shop- 
ping guides with low rates you can afford to take more 
space at a lower cost. 

Know The Rates 

A study of the rates of newspapers, radio stations and 
other advertising media in your town will enable you to 
prepare an adequate amount of advertising under a limited 
budget. 

7. What do your records say? If you have been in 
business for any substantial length of time use your records 
as a guide for advertising expenditures. From your books 
you can determine whether or not your advertising has 
been paying off and if an increase in budget will bring 
in a proportionate increase in business. 

These are only a few of the major factors involved in 
determining a publicity budget for your store. On a per- 
centage basis most stores spend between 1% and 3% of 
gross sales for advertising. 

However, you and you alone can determine the exact 
amount that you need to maintain the volume ef business 
you think necessary. A study of the above factors which 
you may think important will give you a very good idea 
of what you should spend for advertising. 





The Profitless Prophets 


There are two classes of business prophets: Those who don’t 
know anything about it and those who know even less than that. 

Mr. Oliver Tremble, of the Nee High Bank ef Pewee, says: “This 
country is facing a bad year. Tough times are ahead of us.” 

Forget it! This glorious country of ours is wise and tough and 
can withstand all sorts of economic strain. 

Ignore Messrs. Tremble, Shudders and Jitters. 

The real guys who are leading the procession today are Messrs. 
Spunk, Backbone and Gutts. 

The gloom that is being spelled out (fortunately by the few) as 
being inevitable is just the alibi by those who are loathe to face 
reality. 

There is profit to be made by those merchants who are not afraid 
to promote merchandise and sell. 

—E£. B. Terhune, in Boot and Shoe Recorder 
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Color Vital 
to “Package 
Office” Sales 


@ “TO INCREASE your sales of office 
furniture and related equipment, sell 
the complete package; it’s more profit 
able, less competitive and offers the 
greatest opportunity for service to your 
customer.” 

So say the experts in the field, point 
ing out that successful offices, like suc 
cessful businessmen, are well-groomed. 

While no one doubts that package 
selling is the answer to profits and cus 
tomer service, the average office furni 
ture dealer contemplating such a pro 
gressive step in his merchandising 
activities often overlooks one of the most 
important aspects—that color is one of 
the vital keys to greater office package 
sales. The essence of the matter being 
that color has an important relationship 
to your customer’s own profit-picture, 
his clients and his employees. Similarly 
with your own premises, prospects and 
staff—for color is a modern science for 
improving business efficiency. 


Not New Story 


To institutions such as hotels and 
theatres, where a prime concern of the 
operators is to create feelings of wel 
come and comfort among guests, the 
use of color is not a new story. And, 
long ago the plant, as compared with 
the office, became interested in color 
because of its value in marking work 
areas, walls and danger points, and in 
providing eye-relieving contrast where 
necessary. 

Take a good look at your own store 
premises. Are they really inviting? Do 
they indicate the success of your organ 
ization? Reveal confidence in the firm’s 
capabilities? Are they pleasing, stodgy, 
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Presidential Suite .. . 


antiquated or possibly even depressing? 

If the answers to these questions is 
‘yes, there’s much you can do about 
it—and at the same time discover meth- 
ods for increasing your package sales 
to your business office prospects. 


What About Aisles? 


Are your store aisles too narrow? 
Well, light receding shades will make 
them look less congested; your show- 
cases will appear higher if the lower 
sections are decorated in fairly dark 
shades, with the upper sections in a 
light shade of a contrasting color. If 
pillars are your problem, these can be 
made less conspicuous by painting them 
in the same color as the walls or other 
adjoining surfaces. 

For that matter, in any type of office, 
unsymmetrical woodwork will appear 
inconspicuous if you finish it in a color 
identical to that used on the walls. 

Want to drop that high ceiling? 
Don’t call the carpenters; call your 
decorator and let him lower the ceiling 
visually by finishing them in a slightly 
darker shade than ordinarily used. 
Should your ceiling appear too low, 
try carrying the wall color right up to 
the ceiling; finish the ceiling itself in 
white or a very light shade. 


Package-planned for comfort and efficiency is this 
presidential suite, indicative of the modern trend of executive office furniture 
design for daytime living room. 


The difference will possibly amaze 
you; if you’re doubtful, try a simple 
test: Take two boxes of identical size 
and weight. Paint one of them white, 
the other a dark color. Try lifting 
them alternatively. You'll probably 
search for a pair of scales to disprove 
your conviction that the darker box 
isn’t heavier than the brighter one. 

These potent psychological reactions 
can be put to work in designing mod- 
ern office installations for your custom- 
ers. As a package-dealer, consider 
these colors and what they can do 
for your prospect: Blues, greens and 
allied tints are “cool” colors; yellow, 
orange and red are the “warms.” 


Impact Differs 

Report experts: Purple has great 
emotional impact. Blue and green abate 
excitement. Reds and oranges can be 
stimulating; browns both restful and 
warming, though depressive if used 
alone. Black should be used sparingly. 
White reflects more natural light than 
any color. It is cheerful but can prove 
severe if unrelieved. 

To secure an impression of greater 
spaciousness, light colors are your an- 
swer. Darker shades, of course, do the 
opposite. The findings of scientists tell 
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us that ti er-estimated in rooms 
in predor ntly red shades while 
under-estimated in blue. This latter 


point has |! roven conclusively dur 


ing color therapy tests in hospitals. 


From a ess office to a butcher 
shop may ike a long jump but 
the mora ious. The meat dealer 
in questi enjoyed a steady pat 


ronage for od many years but the 


customers to drop away rather 


badly short ter the store premises 
underwet t ration. 

Found Solution 

With his register badly hit, the 


dealer lost ne calling in the color 


experts wh found the trouble. 


The backgr colors in the new 
decoration scheme made the butcher’s 
meat look As soon as the color 


was chang one emphasizing the 


rich redne good beef, back came 
the steady nage and the profits. 

Another e concerned a large 
insurance ny employing several 
hundred office workers. During a rou 
tine cleanup job, the firm redecorated 
the walls cafeteria blue. Imme 
diately, « yees began to complain 
about insufhcient heat. As an experi 
ment, the were redecorated a 
heavy ye Then the complaints 


| 
were about ssive heat. 














It was o1 when a compromise of 
light buff v ind blue covered chairs 
was made that the staff found the heat 
ing had final been adjusted to their 
satisfactio! knew that the tem 
perature ha varied. 
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Packaged Reception Room . 
concern provides an inviting setting for quality line of office furniture. 


Certainly, color affects the emotions 
and actions of men. Medical authori- 
ties testify to the benefits of restfully- 
decorated surroundings on the tense, 
the highly-strung. One of London’s 
famous structures earned the title of 
“suicide bridge” until a color expert 
urged that its entirety be painted a 
light green. A one-third reduction in 
the suicide rate was evident almost 
immediately. 

In the office, the correct and attrac- 
tive use of color, together with proper 
office equipment, of course, provides 
employees with a feeling of pride in 
their premises, creating a desire to keep 


Fitted for Directors ... A board room setting in modern style. Here, color, 
lighting, furniture arrangement and overall decor combine to make the most 


of a large floor area. 
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. . Proper color planning at a large business 


them neat and orderly. The reduction 
of eye-fatigue is another important as- 
pect. Subtler reactions to 
color have a significant relationship on 
the quality and quantity of the em 
ployee’s production. In addition, the 
office worker who is freed from eye 
fatigue and similar physical hazards 
evidences an improved attitude toward 
his co-workers. 


emotional 


The compass is a good guide to 
propex color scheming, incidentally. If 
your prospect’s office faces south, it 
might best be decorated in cool shades, 
based on blue and green—to offset the 
yellowish tinge southern light beams 
apparently have. 


Depends on Exposure 
Since northern light offers a_pre- 
dominance of cool blue rays, the logical 
order for a room with such an ex- 
posure would be based on yellow or 
brown. Western outlook, being promi- 
nently red, requires wall decoration in 
cool green while eastern is just about 
neutral, the experts report; use a fairly 
neutral color, preferably gray. 


Sex has an important bearing on the 
matter, too. A test proved that the 
occupants of a certain large steno- 
graphic department were obviously hap- 
pier and produced more and _ better 
work when the walls were rose, peach 
or pink. Green, however, is the prefer- 
ence of most males. 

But there’s always the matter of 
individual color preference to be con- 
sidered because differences of opinion 
naturally contribute greatly to indi- 
vidual contentment. Take the case of 
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a prominent business executive: He 
preferred cardinal red walls, sea-foam 
carpeting, white ceilings and draperies 
because to him here was something 
soothing that actually sharpened his 
thinking. 

While the office furniture dealer who 
“packaged” the job was none too sure 
of such an arrangement, he had to 
subsequently admit that the room was 
startling, that the executive's business 
visitors would always not only remem 
ber the man but the room. 

Many office furniture dealers are in 
terested in the school 
Here, at last, the nation’s children are 
getting a new deal. Dark brown wood 


market, too. 


work and sombre blackboards are giv 


ing way to more cheerful surround- 
ings and equipment. 

But no matter whether your pros- 
pects for “the complete package” are 
in the business field, the institution, the 
school, or elsewhere, before you install 
the planned furniture you’ve sold your 
client, don’t gamble on the success of 
the final scheme by simply hiring a 
painter to “do the job.” 

Neither should you leave the matter 
of color decoration—the proper setting 
for your equipment—to your customer’s 
purchasing agent or even to the firm’s 
vice-president. Both may be very capa- 
ble men in their own field but rarely 
also expert on the economic and psy- 
chological angles of color lore. If you 


are within reach of prospects for pack- 
age deals, you are also within reach 
of some expert in the practical use of 
color. 

An expert’s co-operation will assist 
you in compiling quotable prices on 
the completely finished package. The 
cost of providing the right color scheme 
the first time won't be any higher than 
the application of the wrong color set- 
ting. The difference may decide the 
extent of your customer’s satisfaction 
with you as a package-dealer; and let’s 
not forget that his recommendation 
may have considerable effect on future 
package contracts with others in the 


ofhce furniture buying market. 


Eleven Dealers Share in Installation 


@ ONE OF THE “most co-operative” 
office furniture installations of 
size in this western region’s history 
took place recently in Denver—when 
no less than 11 office furniture dealers 
collaborated in the equipment of the 
new million-dollar plant of Dixon & 
Company. 

Dixon & Company, with branches 
in most major cities throughout the 
Rocky Mountain area, is one of the 
West’s largest suppliers of paper and 


major 


paper products. In addition, it oper 
ates a converting plant in its new 
windowless factory building. 

Headquarters offices for the com 
pany, large general offices and account 
ing department are located in the build 
ing as is a 66-bay paper storage plant. 

When construction began, and plans 
were advanced for equipping the offices, 
Dixon & Company was faced with the 
usual problem of the large-scale buyer, 
already doing business with many firms 
associated with paper products. 

In enhancing its “business relation 
ships,” the Dixon & Company manage 
ment found that it was supplying paper 
products to no less than 11 Denver: 
stationery and office supply firms, all 
of whom were likewise office furniture 
dealers. 
maintain good will with each firm, an 
unusual solution was hit upon. 


Consequently, in order to 


Under the plan, the total office furni 
ture needs, including files, desks, ta 
bles, business machines, special “re« 
ords islands,” and so forth, were added 
up and the total amount in dollar 
volume “split 11 ways.” 

It required a substantial amount of 
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juggling to present an equable purchase 
order to each of the suppliers, but in 
the end, Dixon & Company’s purchases 
for the offices came out the same to 
within a very few dollars, with all 
firms. Each co-operated, incidentally, in 
supplying furniture of near-identical 
finish, with the emphasis on small, 
modern desks for salesmen, clerks, 
typists in the general areas, plus over- 
sized hardwood executive desks in the 
officers’ offices. 

Much co-ordination was required in 


the “distribution,” according to Ralph 


Tising, company spokesman, but despite 
the 75-odd pieces which went to make 
up the office furniture set-up, there is 
a smooth overall appearance, just as 
if the 
single supplier. 


installation were made by a 

Firms who co-operated included the 
E. H. Kistler Kendrick- 
Bellamy Company, Midwest Office 
Equipment Company, Office Furniture, 
Inc., Office Equipment Company, the 


Company, 


Office Appliance Company and numer- 
ous smaller firms specializing in ma- 
chines, duplicating equipment.—RAL 











Two-Sided View . . . New England Staty. Co., Providence, R. 1., placed this 
modern office setting at its main corner window to give a two-sided view to 
its efficient layout. Special emphasis was upon comfortable lounging chairs. 
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Steel Shelving in Use . . . Typic 


While our shown a 
healthy increase each year, we believe 


the decline in stationers’ sales hurt our 


business has 


volume proportionately considering the 
large distribution we enjoyed through 
that sales source when we first started. 
Realizing the trend, we made a thor- 
ough study of the entire picture to de- 
termine whether or not we could find 
a stimulant in stationery dealers’ in- 
terest. 

From our survey we learned that 
91°% of all steel shelving sold is 36 
inches wide and second that 42% of all 
sales under $200 (not 42°% of the vol- 
ume) was through mail. 

With this information to guide us 
we designed a simple package unit 
aimed at the 91° market. 


Turnover Good 


Utilizing such a plan, the dealer 
doesn’t have to carry a large inventory 
of inactive sizes and parts as in the 
past. Consequently, he can enjoy a 
much more rapid turnover with a 
tremendous reduction in space devoted 
to storage. The package is so designed 
that it can be stacked vertically. 

This is a natural for “Do it Your- 
self” craze sweeping the country. Sim- 
ple instructions for erection are en- 
This is an 
entirely new market. Home users pro- 
vide the greatest potential, especially 
people who are building new homes. 

Packaged shelving is easy to sell, 


closed in each package. 


be 
Eo 


ak 





Steel Shelving Potentials are Large 


al Shiloh Metal Products Installation. 


easy to handle and easy to deliver. 

It is true that for a large installation 
of shelving it would not be economical 
to use packages but one of the most 
serious mistakes made in the past by 
stationers was for them to train their 
sights on large volume orders where 
competition was so keen there was not 
much left in the way of profit if they 
got the order. They failed to realize 
that the “sweet” business lies in the 
order under $500. That is where the 
package fits. 


Can Compete 

The new package readily places the 
stationer in a position to compete for 
the 42% market which is now sold by 
mail. 

Our experience makes it possible for 
us to be of real help in merchandising 
this package. We are ready and willing 
to place this experience in the hands of 
any dealer who is looking for profit. 

We pioneered 75-inch high shelving 
at a savings to the customer at a time 
when 87-inch was standard. The 87- 
inch type was found objectionable be- 
cause only tall people could reach the 
top shelf, whereas the 75-inch size can 
be reached by anyone. If more space is 
required the top shelf can always be 
used, which makes usable storage space 
equal to 87 inches high. We also es- 
tablished a standard bin unit for hard- 
ware stores which has had spectacular 
acceptance. 
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Seating by B. L. Marble . . . Comfort 
for the board of directors at the Hous- 
ton (Tex.) Academy of Medicine Library 
was secured by this installation of B. L. 
Marble Chairs, the No. 1938 UA model. 


More B. L. Marble Chairs . . . Chairs 
in the Houston Academy of Medicine 
Library reading room are of a special 
model manufactured by the B. L. Marble 
Chair Co. for this purpose. Two car- 
loads of chairs were involved in this in- 
stallation made by the Finger Office 
Equipment Co. in Houston. The same 
firm equipped the board room pictured 
on this page. 





Select Stax On Steel . . . To house the 
many thousands of valuable corporate 
and government records the Boeing Air- 
plane Co., Wichita, Kans., selected Stax 
On Steel transfer and record storage 
files made by Bankers Box Co. and sold 
through the Bauman Office Equipment 
Co. of Wichita. A. F. “Heinie’’ Seng- 
busch, Bankers Box. Co., representative, 
helped on details of the transaction in- 
volving 4,600 Stax On Steel file units 


Mode-Maker Desk . . . Private office 
of the General Electric Co., Dallas, Tex., 
features a General Fireproofing Co. 
No. 80 Mode-Maker conference desk 
equipped with a mist green velvoleum 
top. Chairs and bookcase are also 
products of GF. Stewart Office Supply 
Co., made this installation with the idea 
of providing the executive with func 
tional equipment easy fo maintain and 
attractive in the office setting 
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Invincible Desks . . . The “open plan- 
ning” and beauty of G. R. Kinney Co,. 
New York, offices are complemented by 
the No. 6030AB desks of Invincible 
Metal Furniture Co. Admiral Desk Co., 
New York, sold these desks to the Kin- 
ney firm which is a shoe store chain. 


Styled by Myrtle . . . The Service Ptg. 
& Office Supply Co. of Dallas just re- 
cently completed this impressive instal- 
lation for the Oak Cliff Savings & Loan 
Bank. Desks used throughout the Texas 
financial institution were from Myrtle 
Desk Co. 


Installation in Steel . . . A recent im- 
provement enhancing the appearance 
and promoting the efficiency of Save 
the Children Federation, U.N. Plaza, 
New York, consists of Security Steel 
desks and Cosco chairs installed by the 
Lion Desk & Partition Corp., New York. 
The Lion firm is presently improving and 
expanding its business premises. 


Sectional Comfort . . . Ralph Morse 
Furniture Co., provided the comfort-in- 
leather L-shaped sectional for the busi- 
ness manager's office of the Grand 
Rapids (Mich.) Furniture Guild. 
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Carlton-Surrey, Inc., 


OPEN-ARM CHAIRS 








Exhibitors’ Bldg., Grand Rapids, Mich. 


Original copies of authent 


are now being mar 


arm chairs 
or mahogan 
grain leathe 
These and t 
the Grand 








Bank of England open 
factured in walnut 
n a wide range of top 
ilar tannery desired. 

wn are made by 


y, upholstered 
rs trom any partic 
he Corbin cabinet 
Rapids firm 


SMOKER STAND 


Smo-King Products, Inc. 
111 Pioneer St., Brooklyn 21, N.Y. 


T a + 1 , 
} new N 3% mokers 


stand feature 
the unique "Spin-Top."' A touch of the 
finger and the tor pins itself free nt 
Base and top are 
combined 

t [ yrey, bronze, green 
maroor Overa eight is 26 


are available 


ed chrome or brass 


he 
ncne 


CONFERENCE TABLE 





Mutschler Brothers Co., 
Nappanee, Ind. 


This ser 


walnu 
work 
plyw 
white 


cessed 


extra ce 


es 171 Samsor nference table in genuine oak or 
t has Spartan ty in modern styling with no open- 
r pr tions ¢ s3¢tch dust. Top is five-ply, lumber core 
j Ice f American walnut or ritt-sawn 
sk. The side and end rails (four inches wide) are re- 
to receive top. The 12-, 14- and 1|6-foot sizes have 


tal 7 sdded stability 


nters, a locked-in date and a new form a 
book support as standard 


c 








Burroughs Corp., 
Detroit 32, Mich. 


Sensimatic two-teller window f ; 
Jesignated the F214 especially 

»d for unit and dual plan window ¢ 
stions where requirements demand 


macnine prc vide separate rr 
Jrawal and dep 
tellers, or regular and relief operat 
reased audit contr Feature 
ee-p tion teller selector ever 
ntification symbols in addition to the bank 
machine symbols, four transaction cont 


equipment. T 
matic F214 is claimed to be adaptat 
nstallation in small loar 
windows in commercial banks, mutua 
banks, and similar financial institut 


department 


ASH TRAY 





La Salle Products Co., 
2216 N. Clybourn Ave., 
Chicago. 


Featured in the Fall line of the company 
is the rich king sturdy ash tray illus- 
trated here. Cataloged N 18, 19, 
20 and 2 t has a diameter of 7!/ 
inches with a removal metal liner 
The bases and screens may be had in 
bright chrome, solid brass or jewele 

bronze. The firm reports it has a sur- 


| ? 


prisingly moderate pr 
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NEW PRODUCTS continued 


STEP-N-FETCH 


Narva Products, Inc., 
70 E. 45th St., New York 17 


This step and handle set is claimed by 
the manufacturer to solve top-shelf 
storage problems. Two models are 
available. One has a rigid step; the 
other, a step which flips up quickly tc 
be flat against the shelf edge. These 
steps are made to fit the ball of the 
foot. The user steps up with one foot 
and then with one hand grasps the 
handle which comes with set. Both step 
and handle are screwed to any stand- 
ard wooden or meta! shelving. Price is 
$2.95 for the Model 20 rigid step and 
$3.95 for the Model 30 flip-up step. 


a 
Ps 


Underwood Corp., 
One Park Ave., New York 16 


yreen, finger-form keys set 
pastel beige body, this newest 
1 portable, the Leader, reflects 
preferences of the style-con- 
sge market recently surveyed 
mpany. New features include 
tandard keyboard, setment 
he addition of several new 


the plus, minus and multipli- 
which the student survey 
wanted 





DESK DRAWER ROLLER 


Corry-Jamestown Mfg. Corp., 
Corry, Pa. 


' 


A new nylon and Buna "N" desk drawer roller is 
claimed to reduce storage drawer noise up to 72% 
and outwear steel. A special feature of the roller 
is an integral Buna "“N" silencer ring. The new 
Steel Age rollers, of special type flanged design, 
eliminate sliding friction between drawer and guide 
tracks, even for side thrust in either direction. The 
molded nylon is self-lubricating. Storage drawers 
of all Steel Age "1000 Line” desks now being man 
ufactured are equipped with four of the new nylon 
and Buna "N" rollers. 





OFFICE PAL 


Cal-Plastics Mfg. Co., 
445 E. Wilshire, 
Fulle rion Colif. 





rimarily for the office, but 
at home jis this automatic 
er with capillary moisture 
e Pal moistens and seals 
k perati nana tne c mpany SPEL-BINDERS 
snitary item w eal more ‘ 
wnt an aii Cite ae oe Joshua Meier Co., Inc., 
Y 4 wt ov 
water, ¥¢ ts priced to retell 153 W. 23rd St., New York 11. 


Designed for distinctive sales presen- 
tations, a series of gold-embossed 
brightly-colored V.P.D. Spel-Binders 
THREE-SIDED BALL PEN with acetate pages has been introduced. 
The new covers have leather-like wash- 
able material over semi-flex board. Fea- 


a tured are turned edges, rounded back- 
ee bone, leatherette lining and gold em- 
Risdon Mfg. Co., bossing. Colors are dusty rose, pale 
Naugatuck, Conn. blue, red, royal blue and natural. These 
overs are also offered in a three-ring 
has designed the Chevron ball point pen for writing metal filled with eight acetate sheet 
claimed that this pen, selling for $1.69, holds protectors as well as in a multo-ring 
nk for the user to write a full-length novel and that metal with eight acetate folders. Retail 
three-sided shape fits writing fingers with comfort price for both styles is $3.50 in 11 x8!/>- 

are available in either red or blue ink at $.49. nch size 
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ENVELOPE MOISTENER 


Bernay Products Co., 
412 S. Wells St., Chicago 7 


The Moistix envelope moistener features the r n principle 
and is claimed to provide an even flow without leak in any 
position. Retailing at $.98 it is designed to moisten envelopes, 
stamps or labels in the of hop home. A self-selling 
display carton contains 12 individually-boxed 
teners. 


Moistix mois- 


POSTURE CHAIR 


Fritz-Cross Co., 
300 E. 4th St., St. Paul 1, Minn. 


latest Fritz-Cross chair is 
No. 861, styled in square tubing 
T back adjustment 
simed to be improved, controlled 
hand wheel at base of tubing 


1a vert 3 


right. Also available is mode 
N 861L with patented ‘L k 
m WI l r 
| ny T oC | 





WALL-RACK 

Evans Specialty Co., Inc. 

407 Munford St., 

Richmond 20, Va. 

Made of aluminum, this dev 

is designed to fasten sec 

to an otherwise unused wa 
In its wide sections can be 
placed—for either temporary 
or permanent housing—mar 
papers or reference b 
used daily in an office. | 

ing can be placed on 

the bows with pen, per 
stickers. The Wall-Rack 

in two sizes—six or |2 sect 
Mailing rooms, catalog 

or self-service uses are claimed 
by the manufacturer who point 
out that it will hold up to 40 
pounds. 





WALL-RACK 
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NEW PRODUCTS continued 





TICKET RACK 


Lit-Ning Products Co., 
2504 S. Elm Ave., 
Fresno, Calif. 


company announces the 
elease of a new job ticket 
rack, No. I8-JTR. It will ac 
mmodate |8 job tickets, or 
be divided into 36 six inch 
npartment r 54 four inch 
each 4!/5 inches deep 

time card mall litera 

» by inserting rods throug}! 
hed holes. These racks 





mpany states, can be 

nted four x or @ight on 

a revolving stand, either for 

+ or counter height. The 

price f the 18-JTR is 
$14.00 








ALL-RUBBER STAMPS 
Sengbusch Co., 

2234 W. Clybourn St., 
Milwaukee 3, Wis. 


A wide v range of all-rubber 
stamps to cover practically 
ery stamp needed to docu- 


nent important office and ship 
ping room needs now is avail 
able. The firm states they are 
designed to retail at one-third 

tom stamps and 
efficient and eco- 





mical. The stamps come 
mounted n die-cut counter 
cards in three olor schemes 
and have r netal to rust or 
handles to break. Titles are 








' ' " . 
eériy eme se0 on Nhandies in 


ntractina , ° 
2S ] rs. 


LETTER RACK 
Currier Mfg. Co., 
2448 W. Larpenteur Ave., St. Paul 8, Minn. 


New tted trays allow quick and easy p 
iD Sw sterial, say man stact 

etter rack. They point t that it clear 
desks for action, sorts, classifies and d 


: accumulated paper work. Inward 
sloping trays with label holder 
sides catch and hold the pape There are 
rner posts to dodge. Rack mn 
7x 12 of 9 x 15-inct st 
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JUNIOR ROTARY FILE 


Ferris Business Equipment, Inc. 


Stratford, Conn. 


The new Ferris Master Junior rotary file is designed 
to simplify and speed up active record handling. 
Made in four cabinet sizes, Nos. 25, 35, 45 and 60 
it accommodates any record size. The files are out- 
fitted with sturdy 10-inch trays which are easily 
removable. It is claimed that up to 37% of the 
entire contents is always in view and accessible to 
the operator. Files operate by push button and 
foot pedal contro! and a special clutch device 
enables manual operation in the event of a power 
failure. All files are 38!/> inches high with the upper 
surface serviceable for letter baskets, and so forth. 
The manufacturer has made a free six-page illus- 
trated brochure available. 





ENVELOPE SEALER 

Chas. Vermilye Co., 

1010 S. Robertson Blvd., 

Los Angeles 35, Calif. 

in eye to attractiveness and 

mpany recently has released to the 

ealer pictured here. Vermilye 
me company gitt item. 


COUNTER DISPLAY RACK 
Halverson Specialty Sales, 

1221 W. Chestnut St., Chicago 22 

The new 6-tier display rack is designed 
for counter or table top use in keeping 
road maps, brochures, booklets and ad- 
vertising literature neatly assembled for 





-NEW PRODUCTS continued 





SHELVING DOORS 
Equipto Division, 
Aurora Equipment Co., 
Aurora, Ill. 


The company has an- 
nounced production of 
a complete line of dou- 
ble swinging doors for 
use with their steel 
shelving units. The firm 
reports that the doors 
will safeguard valuable 
tock, keep it free from 
dirt and away from 
ght. Each door is 
equipped with a three 
point locking device, 
sturdy built-in lock, and 
s reinforced on the in- 
side to prevent warping. 
Each pair is hung on its 
own rigid frame to pre- 


cat ; display and reading. ‘‘Tilt-backs" prevent vent sagging. 
a pane ima materials from leaning forward and keep 

them easy to see, select and replace. 

Overall dimensions of the 6-T are 27!/ 

inches wide, |0!/p inches deep and 19 

inches high with each of the six tiers 

26'/ inches wide. The rack is made of 

heavy-gauge steel finished in Hammer- 

loid baked ename 





COIN LIFT PANS, TRAYS 


C. L. Downey Co., 
Hannibal, Mo. 


Again available in the Downey line of coin handling equip- 
ment are Steel Strong lift pans [illustrated at right), which 
erve as compact containers for the coin trays (left) in the 
age and as a carrier to and from the vaults for night 
torage. One pan accommodates a number of trays. Sturdily 
built of sheet steel the coin trays measure 3!/> x 1134 inches 
with varying depth for different size coins. All sizes nest 
together to any height. Steel Strong lift pans measure 11% 
» 17% inches. 
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DRAFTSMAN’S CHAIR —NEW PRODUCTS continued 


Precision Mfg. Co., 
831 Chicago Ave., Evanston, Ill. 
A high swivel draftsman's chair 
has been added to the expanded 
f office swivel chairs by this 
manufacturer featuring woven 
plastic webbing on tubular steel 
rames. Though the new chair is 
primarily designed for draftsmen 
r telephone operators it is also ; 
desirable tor bookkeepers, ship a 
ping clerl r others working at 1 EE 


rn tet 






3h desks. It adjusts from 22 to 
30 inches in height. The webbed 


eatina, claims Precision, is resili- 


- without springs and provides TAPE RULE 


erall ventilation to avoid pers- 
Arrow Paper Products Co., 





ration on the part of the user. 


The chairs are available in scruff 502 W. 30th St., New York, N. Y. 
iinie Sor atts “ - — a A new tape rule for inside and circle measurement is being 
vs, the dpbalidess. webbiac distributed by Arrow Paper Pr ducts, designed in a variety 
iid tha’ saan a Ue a of colors to sell for $.39 and $.49. The standard 72-inch tape 
rule serves as an instrument for drawing circles beyond the 
range of the ordinary compass. It is available in both plain 
steel and white enamel steel. Merchandised for students, 
offices and as an aid to draftsmen, the iter mes in boxes 


PAYROLL BOOK 


of one and 12. 


) 


Cc 


Dome Publishing Co., 
Providence, R. |. 


The Dome Short - Cut Payr Book 
is designed to eliminate repetition 
of rewriting names and figures. Ac 
cording to the manufacturers ‘You Short-< ul 
write it only once—no name, r 
figure, no word is duplicated for ar . p R 

autos year." The ae book 5 Y OLL BOOK . OFFICE COPYING MACHINE 
thored by Nicholas Picchione, C.P.A 
and tax specialist, who is the aut! 
of the Dome Simplified Weekly 
Bookkeeping Record. 





TYPEWRITER CLEANER 
Berco Chemical Products Co., 
701 S. LaSalle St., Chicago 





Hunter Photo Copyist, Inc. 


The new Barco typewriter cleaner is designed for 

the maintenance of typewriters, multigraphs, add 586 Spencer St., Syracuse, N. Y. 

ing and billing machines, rubber stamps and other Operating on a new principle milar to that 
office equipment. It is claimed to clean type by employed by the self-developing camera, the 
dissolving dirt and ink instantly. Evaporating read Hecco-Kwik is claimed to produce immediate, dry 
ily, it leaves the machine ready for immediate use pies of any typed, printed, written drawn 
The manufacturers assert that it lengthens roller material. Material to be copied nserted, + 
life and both preserves and cleans rubber keys yether with light sensitive Hec Kwik paper, int 
The pleasant-odor cleansing fluid is applied from a the machine. A negative reverse-reading image 
swab in the bottle. Available in two and four- produced through ex f +} ra 
ounce, quart-and-gallon quantities the cleaner material and the Hecco-Kwik paper + 4 ht 
sold for bottling under the dealer wn label, if yurce. Unexposed t negative 
desired. Specia nter display boxes, holding one transferred to a second Hecco-Kwik sheet of paper 
dozen tw nce bottles, are provided as a selling resulting in a positive image, the process requiring 
aid. It is claimed that the user's insurance rates are ess than 45 seconds t mplete. Any material up 
not affected by storage, as the product carries the to 12 inches in width, any length, may be repr 
Underwriters’ Laboratories’ approval. Juced 
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INDEX TABS 


Superior Ptg. & Loose Leaf Co., 
900 N. Franklin, Chicago 10 


printed transparent index tabs 
he feature of easy, one-operation 
ales manuals and directories 

e leaf. No additional typing 
ary by the user. Standard sets 
alphabets numbers, months, 
nade available with the advan- 
transparency, attachment to any 


na n moistening necessary be- 
ticking. Die-cut Tabbies 
pecial sheet 


ADDRESSING MACHINE 





¥ 


Rex-Rotary Distributing Corp., 
19 W. 3ist St., New York 1. 


plate addressing machine has 
Seneral Services Administration 
mental agencies. Hand or foot 
plates from an or ginal filing 
100 plates. These filing trays 
aders and plate receivers. A 
ed automatically in origina! 
Rotary claims that dropping or 
thus avoided. A selector 

to pass through the machine 
silt into the printing arm tc 

|. Foot and electrically- 
> 8 a push-button ‘skipper 
rator. Detailed information is 


+ 


ntr 








OFFSET PAPER PLATE 


Ozalid, 

Division of General Aniline & Film Corp. 
Johnson City, N. Y. 

A positive working paper plate that can 
be made directly from a_ translucent 
original is announced. By the develop- 
ment it is claimed that a paper plate can 
be created for any popular offset-dupli- 
cating machine in less than 90 seconds’ 
processing time. The sensitized Ozalith 
paper plate is exposed in any Ozalid 
machine or lithographic exposure device. 
Two Ozalith solutions are swabbed on 
for developing and fixing. in cases where 
a translucent copy is made in a routine 
press run, Ozalith plates are also de- 
signed to eliminate the preserving of 
negatives and conventional plates. It is 
claimed that the translucent copy is 
easier to handle and file and can be 
subsequently used to make either a few 
additional Ozalid copies or an Ozalith 
plate for many copies at any time. 





SPIRIT DUPLICATOR 

Duplicopy Co., 

224 W. Illinois St., Chicago 

The Duplicopy A-44 automatic feed All-Star 
spirit duplicator is claimed to feature an 
easy-turn handle operation eliminating the 
possibility of tension and whip. New dual 
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cam principle is designed for pin-point regis- 
tration, copy to copy and copy to master. 
An H-44 hand feed model is also available. 
The machines have Magic Fluid Flow, a 
patented moistening unit which the manu- 
facturer asserts eliminates adjustments and 
flooding. 


NEW PRODUCTS continued 





DUPLICATOR INKS 


Frankel Mfg. Co., 
285 Rio Grande Bivd., Denver, Colo. 


Two new duplicator ink products are be- 
ing shown at the NSOEA convention— 
the Klean Write No. 777-A Miracle-Dry 
ink and the Klean Write Gestetner paste 
ink now supplied in attractive litho- 
graphed direct feed tubes. Miracle-Dry 
is claimed to have all the advantages of 
water soluble ink, drying speedily and 
eliminating the necessity for slip-sheet- 
ing. With less show-through it is asserted 
that mimeographing is possible on both 
sides of the sheet. The ink may be used 
in either the open or closed drum types 
of machines. The new tube paste ink 
eliminates the necessity for adaptors as 
it screws directly into the machine. 


FILE SHELF 





Metal Products Engineering, Inc., 
4000 Long Beach Ave., 
Los Angeles, Calif. 


Introduced to the trade is the company’s 
new, heavy gauge all-aluminum MP File 
Shelf which attaches firmly through the 
handle of any filing cabinet drawer to 
provide 4 secure, convenient working 
space. The item is |! inches wide and 
13'/o inches long with turned up sides 
to prevent stacked material from slipping 
off. Rubber bumpers guard against 
scratching cabinets and a hole in the 
bottom of the shelf allows users to hang 
it on the quide-rod of the drawer when 
not in use. 


a 











BANK VAULT DOOR 
Diebold, Inc., 
Canton 2, Ohio 


The Diebold-Basic vault door appea 
normal position when open—the posit 
in which most bank customer 


door. Both the interior face and the day 


gate have been styled for a hand 
appearance. To accomplish tt te 
rative effect, the door's operating mecha 
nisms are completely concealed 

face plates. Conical reflect pick 
and reflect light, colors and motior 
the banking room. The day 

complete departure from tt 

door" style. It features a symmet 


grill design formed by horizontal and 


vertical stainless steel bars fitted on 4!/- 
inch centers. A l-inch diameter nica 
reflector at each joint provide 
flective characteristics of the lara 
flectors on the interior face plate 





NEW SAFE LINE 
Guardsman-Valentine, Inc., 
La Porte, Ind. 


A new Military line of safe 

Underwriters’ Laboratories ‘'C ne ir 
fire, "T20" burglary and relocking device 
labels and the Safe Manufacturers’ Na 
tional Association one-hour fire label. 
These safes run in size from the Cadet 
a small low-priced unit, up to and includ 
ing a double door size. Also in tt} n 
is a wall safe called the Hideaway 
the Private, a personal insulated chest 
The line is being announced and shown 
for the first time at the NSOEA conven 
tion, Room 520-A. Dealers may secure 
direct mail advertising folders at 
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NEW PRODUCTS continued 





STAKMASTER FLAT FILES 


Stacor Equipment Co., 
768-778 E. New York Ave., Brooklyn 3, N. Y. 


Four and tive-drawer Stakmaster stee st t : 
now availat 3 ze THe 
k and tt } require fe 
we are * al thly 4 ‘ 
3 eq, r aea 3 a bear 3 € 
ble-hinged depr and back 4 

arawer are a neq Tf protect tracir 
and other papers tron irling. The Stak- 


nasters are tinished in green or gray Hammer 
hard baked enamel! and have hardware 
a e ries. Standard Jividers are availabdie 


provide each drawer with as many as eight 


ALPHACOLOR 7-70 SET 


Weber Costello Co., 
— a Chicago Heights, Ill. 





Vesig 1 a } “ rf and cratt 
t apr t A } 
70, A 7-70 ta an 
a t Alt dry pig 
nent x is to provide 
Jit Y 
Textile 
paint K reen paint, tinger paint 
and t k printing ink. / C 
material ¢ 4 3 nt of ¢ 
brushe packaged in a smart buff 
black and rea range c K. The 
attractive, illustrated sleeve on the 


box lends itself t¢ advertising dis 
play as well as serving the user wit! 


WASTE BASKETS 


National Vulcanized Fibre Co., 
Wilmington, Del. 


Back in production is the mpany’s 
Vul-Cot, style No. |, waste basket. Fash 
ned in a round taper style, the product 


measures 10 inches acr the top, 8 
: at the bottom and 12 inche 
Jeep. The company states it w 3 
> eff ent, attra rvice and 
NV T rack dent D t T 
le. Two laracr z reat 
a Kewise availa 





PCE SI 


HOLD-ALL UTILITY BOX 


Goodfrend Metal Products Co., 
14815 S. Loomis St., Harvey, Ill. 
Fishing tackle, screws, nails, fuses, tape 
washers and odds and ends of office or 
stock r ” P are nveniently kept 
rted and ir yht in the top compart 
ments ot the new Hold-A tility box 
Special hinge construction swings the 
tray up and torward, permitting full view 
and easy reach to the wer portion 
which car yntain larger items. Two 
latches and a hasp-lock prevent acciden 
tal opening. The box has a scratch-re 
tant baked enamel finish, available in 





gray or green. Further details and cata- 
log sheet nay be btained trom the 


company. 
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exclusive with Panama-Beaver'! 


PANAMA COPY-HOLDER BOX 


saves typing time + cuts office costs + folds neatly away 


It's a wonderful idea—Panama's alone! The new Panama COPY HOLDER 

Box serves a dual purpose: keeps your carbon paper handy, keeps your copy 
material upright and in full view. Helps prevent eye-fatigue . . . speeds work. 
No heavy, bulky contraptions . . . no unnecessary desk clutter: the 

Panama COPY HOLDER Box folds up neatly under the box lid 


after use. And it costs nothing extra! All this plus America's 


4 


sharpest-writing, cleanest-erasing, smudge-free carbon paper, too! co Many 
Op, Oy 


"Ou, 


Have the Panama-Beaver representative show you the 


exciting Panama Copy-Holder Box! No obligation, of course. 


MANIFOLD SUPPLIES CO. 


4) 47 
PANAMA-BEAVER 


show me the new Copy Helder Box. 


Coast to Coast Distribution 





— Mail Coupon NOW! == == 


19 Rector Street, New York 6, N. Y. 


, PR 
a “ey S79) 





Company 





MAnIFOLpD Suppules Co. 


Compony Address 





j 

Gio " AMON | Opel resets temo 
! 
! 


19 Rector St. New York 6, N. Y. City 


Zone 





EBONY DUPLICATING CARBONS EYE-SAVER UNIMASTERS LUSTRA COLOR 


OA~10/54 


FUL 


INKED RIBBONS 




















CHRISTMAS LIST BOX 


The Mayfair Co., 
315 N. Desplaines S#., Chicago 6 


Included in the Mayfair new line of decorated 
a Christmas list box whic 
package of 50 printed 


file boxes is 
index and a 


metal 
comes with 


NEW PRODUCTS : continued 





BLACKBOARD, BULLETIN PANELS 


Arnot Jamestown Division, 
Aetna Steel Products Corp., 
730 Fifth Ave., New York, N. Y. 


i 


add ir 


Blackboard and bulletin board panels 
creased utility to flexibility vable office par 
tition n new Arnot Jamestown units. These new 


designed tor use in editorial 
drafting and plan- 
where bulletin boards 
nvenience of black- 
blackboard and bulletin 
ngeable with panels of 
making it pos 
fice. They are 


modular units are 
ices: teen 


nterence fr 


ning offices and other area 
and the high visibility and 
boards are desirable. The 
board panels are 


onvent na ear rf 


intercha 


character of ar 





srtion in existing Arnot 


ALUMINUM CHAIR 


Emeco Corp., 
Hanover, Pa. 


A new chair tor restaurant 
eteria and dining rooms 
here high density seating 
n essential has been placed 


Emeco. The 
16'/4 inches 
hes deep. It 
eat pan cov- 


the market by 


nair seat 5 nly 


cards showing a record of Christmas missives sent ered with 3% foam rubber 
and received. The box, complete with index and nd is upholstered in plastic 
cards, retails for $1.00. Extra ref retail at $.20 woven tabric Construction 

of lightweight aluminum 


a package. 


A-DRESS-R 


Nettle Mfg. Co., 
27 Huntington Ave., Boston 16, Mass. 


} 





ELECTRO MAGNETIC STAPLER 


Sam Abrams Co., 
605 W. Washington St., Chicago 6 


This new high speed stay 


in its electrical operat fa tor 
and declared to be idea f Jer 
operation, stapling up t 

Industrial uses include the ba nq of potat 
chips, popcorn, candy, peanut ff 
and hardware item ; t , 


It uses Pilot stapler and standard stat 
to the strip. In operation the ba P ted 
under stapler and the use nal submneil 
cally trips the lever. A double star 

is available at $20 extra 


44 


e new model 500 A-DRESS-R has aut 
natic 
apacity teed hopper 


yper opening. The device uses ec 


ned through 48-hour mai 





ich is anodized for a sparkl 
finish and welded for ad 





plate feed and enlarged 1|50-plate 
1 | Quick reloading 
end of tray into 


by inserting one 


ize meta that can be ot 


plate 


} serv T t is $.05 ea 
4 three line nbossing. C 

T r any fr ber tT repeat 
are btainat A skipr 


READ-A-FILE 


Metal Specialties, Inc., 
2302 Bloyd Ave., Indianapolis, Ind. 


This cabinet file has been produced with a 
pull-out, ball-bearing hanger unit, designed fo 
make every stencil available at “See Leve 
Tor fT nspect r will T removing 
trom file in turers nave 
made if ava -? Gestetner 
photo and ax ster 5 fer vertica 
fi ing of standard r n Guplicat 
ing and x-ray negatives, tracings and maps 
he hang t nsists of 50 hanger clips 
eacn ) 3 Jua a? removal! witnout 
disturbing angers. One to four stencils 
may be nded from ea side of the 
hanger c r purp Jentification of 
noting 3 n 
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MORE TO CHOOSE FROM-MORE FOR YOUR MONEY 
A complete line of portable typewriters 





Illustrated here 
The Smith-Corona SILENT-SUPER 


$11350° 










Marks go up when 
schoolwork is typed! 





~ 








FASTEST KEYSET TABULATOR 
on any portable! Set and 
Clear and tabulate from 
the keyboard. No reaching 


PAY AS LITTLE AS 


$1.25 a week 


THERES A MODEL FOR EVERY TYPING NEED... 











Smith-Corona SILENT. Every Smith-Corona STERLING. Smith-Corona CLIPPER. A Smith-Corona Shyrilth 
feature for big machine per- Hand-set tabulator, among handsome, rugged, feature- Lightweight, with full-size 
formance, including our own other features. Top perform- packed portable typewriter at keyboard...extra convenient, 
amazing Page Gage. $1065°* ance ata medium price. $995 a low, low price. $9250" for use everywhere. $6950" 





' tc is for you ‘ See and try your portable...at Smith-Corona dealers everywhere 
, Dealers: This is 0 y e (See Classified Telephone Directory. ) Your dealer will 
This pow erful advertisement is appearing in full demonstrate and help you select the portable best for 


sany of the big magazines this fall. | you. Every model comes in its own smart carrying case. 
matt) Ip you sell more 





color in 
one purpose — to he *Prices for all states permitting Fair Trade laws. Subject to change. Slightly 


has just uhile typewriters. higher on terms. Excise tox and any applicable sales toxes to be odded. 


Smith-Corona port 


Smith-Corona port 
during this big selling seas 


illi ssages — and . 
. than twenty-one million messag 
ail of thi i ‘cing belongs to the dealers who mi a 
] ‘gf s ng > § : 
all of this adverts! , : een 
take advantage of it to increase their own + ard yn 


Smith-Corona Inc 


able typewriter advertising 
on will add up 


SMITH-CORONA INC SYRACUSE 1 NY 


Factories also in Toronto, Brussels and Johannesburg 
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ART STEEL SALES CORP., 170 
W. 233RD ST., NEW YORK 63, 
N. Y.—A tie-in of the right time 
for "Safer-at-Home"™ equipment 
Steelmaster's use of the 
showing the combination and 
logo. Art Steel will supply adver 
tising material consisting of 
combination lock, and so f 
dealers to place upon their k 
if they wish to employ tt 
of promotion. 
clock complete, there 
of $25 for the same. 


lf a dealer w 





TIFFANY STAND CO., 7350 FORSTTM 
ST., ST. LOUIS 5, MO.—The new 

page 1954 five-color br 

large product illus trati 

regular Tiffany models ar 

"Ton-Tested" series. Al 

of the stands are clearly 

plete specifications f 

point up Tiffany's appea 

and consumers a full page in +! ta 
is devoted to a montage 
sumer publications in wt 
vertises. Another page 

tures four Tiffany 
of the photographs showir 


installat 


stands in a school room. 
available to all Tiffany dealer 
to retail buyers of office eq 





poe -maigg RAND INC., 


WEBER COSTELLO 
and Sell Map 





Cco., 


and Globe the title 





CHICAGO HEIGHTS, 





ILL.—"*How to 
f the new 32-page 


JOSHUA MEIER CO., INC., 153 
W. 23RD ST., NEW YORK tt, N.Y. 
~An acetate-page ease! displayer 
that reta for $4.00 and teatures 
» V.P.D. Fold-Ea been intr 
Juced Tf € T av bulk 

’ ract Gisplay 
€ aid 3 men who 
Je] ations 
t pr 
ks j hed ¢ 
? pack nda The 
Vv Binder 
nda T ed wit 
j ailak 





k d by tt ske dealers and distributors bet- 
J Weber ( d A mplete section 
rit tt jlobes, globe 
1 map rmatior The manual 
d of sa > prod nd carries ideas 
r the disp n and sales of maps and 
anua pplied req mpany, is 
j 1 attra nted " 
GEORGE F. CRAM CO., INC., 730 E. 
eat ST., INDIANAPOLIS 7, 
IND. - T Quality jlobes with 
new ir ea 1954 Christ 
mas se ; d in Cram 
catalog 64 j the trade. 
Making t their exclu 
ive rv j sr +} r new 
* publica tr " best te 
HEYER CORP., 1850 S. KOSTNER AVE., CHI- a C ae 
CAGO 23—New pa 1g taining Hekt jraph style and art n - 

1 spirit carb ns and master t 25-sheet nas. Th eee meen tila a 
pa a De ° at Fa ventions. the NS ra ss snd 4 
A y meyer aea sn eater? a be ' ’ rt 

demand aller use s smaller “ 
kag an t box h has long 
inaara dustry simed by 
hat the 2 acka answer to 
na na . Tn n the 
3 K DOX guct 
{ ba > pack 


LA SALLE PRODUCTS CO., 2216 N. 
BOURN AVE., CHICAGO 4 A new 


ent ea w La oalle 


315 dag eee AVE., NEW vouK 10— 


A tabul 1 to increase the efficiency of ma 
chines and operator all of p sede card operations 
described in a new illustrated folder just released. The modern file, 
housing 80,000 + i J mbines the push-up reference fea- 
ture, positive ion followers, easy tray stacking, 
and trays-ir ' ple folder also shows the Remingtor 
Rand tabulating card Safe-Filek 





STATIONERS’ GUILD OF AMER- 


ICA, 1421 CHESTNUT ST., PHILA- 
DELPHIA 2. FA Pictured is the 
abinet re- 

ade ava its member 

by tl Cabinet- 

constr sed, finished 

nize v y store interior. 

The cabinet hold full gross of 
C ribbor cards for 
| 1a incl ided 
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Sound Tests Prove New Nylon Rollers 
Cut Desk Noise to a Whisper! 


Now—in actual audio measurement tests con- The development of this revolutionary whisper- 
ducted in a modern sound studio—revolutionary action roller for the storage drawers of Steel Age 
new nylon and Buna “N” rollers introduced by “3000 Line” Desks is the latest of many Corry- 
Ste ige prove up to 72% quieter than other Jamestown contributions to better office man- 
types of desk drawer action! Developed after agement. It is one more reason why Steel Age 
seve years of research, these self-lubricating dealers always enjoy and profit by offering their 

vion rollers (see inset) feature patented Buna customers the fimest in steel office furniture. 
“N” silencer rings for extra-quiet, extra-smooth Write today for the complete story of the Stee/ 
storage drawer operation. Age Family of Quality Office Furniture. 


Further tests proved that these 
amazing rollers actually ovtwear 


steel. After a quarter-of-a-million ‘eel 
opening and closing operations ( ' ee. ae 
—the equivalent of 50 years of 

— 


normal business service—the new 
Steel Age nylon and Buna “N” ° 
rollers showed no signs of wear. The Quality Choice of Modern Offices 





CORRY-JAMESTOWN MFG. CORP., CORBY 7 es 
Bran ron © New York + Philadelphia + Atlanta + Detroit + Chicago + Dallas + Oakland 
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NATIONAL VULCANIZED FIBRE CO., 
WILMINGTON 99, DEL.—Theme of 8-page 


booklet just released is the ution of pro- 


-SALES STIMULATORS continued 





























duction and design problems by Sherlock 
Fibre. Treating the company's vulcanized 
fibre prod booklet trays the ma 
terial in the e + the ed detective 
Sherlock racks tough prod case 
IDEAL SYSTEM CO., 340-346 S. and offers designers a host of desirable 
FLOWER ST., LOS ANGELES 17, CALIF. product Tk or brochure 
A newly-improved self-service d a! p nur plications 
ack being exhibited at the NSOEA canized nd de “ 
ention. This rack designed ¢ processed at 
zase sales of Ideal System books w 
inimum of floor space—lI! x 17 in 
anda savin and offact GIFT CRAFT LEATHER CO., 101 SPRING 
art of soles personne Sturd P ST., NEW YORK 12, N. Y.—Made available 
tructed of durable metal, the cas ; to stationer » "ew desk ac- 
» rich finish of bronze gold and de cessories and nps. Samples of the tod 
ated with colorful red and gold deca grain whid thers a ided and de- 
harmonize with any store are = criptic ns are en £ sh. mplete desk 
buted at the convention are cor Secestory UA! 8 va t lamp 
the 1954-55 advance edition of + finished 
me tax bulletin al security and 
payroll te hart: hed by Id S 
ip Gy, Contig ar gonna, > sgh BERNARD FRANKLIN COMPANY, INC.. 
ene Npotanr ye The bulletin nt re HEDLEY, BATH & BRISTOL STS., PHILA- 
hanges made recently by Conare DELPHIA 37, PA.—The 6-page cata- 
5 sau 08S ten lew. log H4 de mar en added to this 
firm's standard line of steel shelving, cabi- 
nets, binds, trucks, st snd other storage 
and office re nt. Detailed 
MOSLER SAFE COMPANY, HAMILTON, OHIO—Telev information jiven on applications, con- 
owners in 223 major cities, who number rn can now see { structions and cificat aid in solv 
themselves how safes and ma ank va doors are manufac ing storage andling problems 
tured, Edwin H. Mosler, Jr., president of the Mosler Safe Co.., r 
cently disclosed. The fine art tabricating protective devices 
featured in a current issue of "Industry Parade,” a weekly tele COOKS' INC., CAMDEN I, N. J.—A new catalog No. 254 depicts 
vision newsreel produced by National A ation of Manufa Ful-Vu items for display, selling and protection. Albums, displayors 
turers. The film was phot jraphned at M Hamilton, Ohi p lant and flip trays are illustrated and described for cost data 
The NAM said that the film, called ''S« ty in Steel," ild a artwork, instruction sheets, product sched reference data, 
be seen on television and in libraries around + world th | ervice manuals, clinical record and f catalog is 
co-operation of the U.S. | A ndexed for easy reference. 
Ihey are recent graduate ; 4 tit electrica 
acs sasiasitasis Jack E. Wood, Wood's Typewriter Exchange, 310 
BUSINESS Erie St., Toledo, Ohio, has been named agent f Jnderwood type 
writers a Underwood Sidicite } iding ma Robert 
Lemmon peen named regiona ger Tt T rittsourar Cc r 
ON nna nd Columbus area for R naton Ra 
bane AK 
oe DEALERS meer. 
MANUFACTURERS » All Make & Reliable Vypouriter Company w settled 
r ff O!| W. Liberty St Whitaker ; Boulevard 
Nu-Craft Products Company | | ts ow! wr Sree Machines, Inc., has been granted a charter rporatio 
building at 321 Clarkson A E klyn 26 N. The buildir with cay ck of 200 share e firn sted at 41-18 Queen 
modern, one story brick struct vit 000 squa Blvd., Long nd City, N.Y Oscar G. Penegar, Jr., formerly 
floor space. With the r e refur f Gast ; N. C., recently ved eenville C to open the 
job, including 1 the addit permits assem| Equipment C ny. The offi Augusta St 
line productio Repeat- Oo “pe Stencil Manufacturing Company act as an agency for Underw “John i “Condon, Houston 
is established | in its new a J rt st 153 ¢ y : visor for Reminat Rand transterred t 
Brooklyn. Joseph Keene, ased spa Richmond, Va., to handle the tirn ystems-phot rds product 
result in greater prod 
. * e . * * * . = 
The Addressograph- paemigrape Corporati on has establist Thornton- Levey Company, 628 } : _" 
agency in Lexington, Ky. R ennai Cc. ‘ Boon lene neh enld 4 5 teal Printing ‘Conga 
for Mu Itigraph and David F. Greene Jr ; Adare rar 603 E. Wa aton. of that ’ Columbus Blank Book Manu: 
Burroughs has ann ef ro AN & enero facturing Company, 317 S. High Si as been named 
1023 W. Third St., in Little F achine con a = chantes in enatesh Cita bert tandard § » Compan 
offic es now are ocatedq 7 e = + . , \ vy r Aj toen 
v va Worporae . e | 
C. S. Butt has joined aS a 
hir les representat : 
ae “THR ed ' Burrows Opens 11th Store 
<r Burrows, chain of office equipment stores in Cleveland, 
J. E. Reineke ha pore oft Be. Ohio, opened its 11th retail outlet in the Westgate Shop 
writer sales rep Richard D. Muckley 
aaa Robert C. Schafenacker to the Fort Way ping ¢ ‘enter in suburban Fairview Park near Cl dal 


Ind., 


sales and V 
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Operating on an entirely new mimeograph principle, the B D C is the first 
hand operated mimeograph that is really clean. There is no drum to ink, no 
pad to change. The ink is a heavy paste that does not and cannot leak. The 
machine is always clean—but better yet, so is the user! The B D C is 
designed like a printing press, and with it any office worker turns out copies 
that are printing press quality. Get the whole story on the first basic mime- 
ograph improvement in 25 years. Write for complete dealer information. 
Bohn Duplicator Corporation, 444 Fourth Avenue, New York 16, N. Y. 
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Miitesits 


aillees 





Set & 


>. er 


YOUR 
CUSTOMERS 
don’t “no” 
good 


salesmanship! 


— 4 —- 


MR 

[. 
WILL 
PEPPER 
UPPER 





as 


Give credit line to a three-time Busi 
ness Builder winner from sunny Calli 
fornia for the above practical, usable 
lead-off statement for Mr. I Will Pep 


per-Upper to flash on OA-TV screen, 


above . 


And now via OA-TV we bring you 
this important flash from: 


AN IDEA FROM UNDER MY HAT 





—4 


Ba aa 
ei : se : 


ee 





It’s easier 


to retain than 
to 
regain accounts! 
a el 


the winner of the above is a 
Massachusetts stationer 


Broadcast over Station SALES Operating on a 
Wave Length of CONFIDENCE . . . COURAGE. . . CO-OPERATION 





N EQUIPMENT 
for Efficiency 






Presented 
each month to 
give your dol 
lars CENTS 
INSURED 
plus SENSI 
ASSURED! 


Remember 





the price 


\N IDEA FROM YOU FOR EACH 
IDEA ORDERED 


(Always mention the idea number. 
Address the co-ordinator of this page 
care of Shaw & Borden Company, Box 
2153, Spokane 10, Wash. Use this 
same address in sending in your 
thoughts for our Mr. I. Will Pepper 
Upper, An Idea from under My Hat, 
and Terse Trailer departments of Bust- 
Ness BuiLpers’ monthly telecast.) 





« IDE \ EXCHANGE » 


*Yours for your idea-exchanging: 
BUSINESS BUILDER No. 9-54-1 
comes trom an Oregon office outfitter 
who headlined it this way: “Better 
Ways to Drama-picture-ize your Sales- 
meetings.” 


*And this month’s teammate is from 
West Virginia, and captioned No. 9 
51-2: “Sales Contests that Have Clicked 
for Us!” 


Again we emphasize: 
“TERSE TRAILERS 
PRODUCE FOR YOU!” 
So send in your TERSE TRAILERS 
and there’s a prize for each one 
used. 

A Georgia stationer gives credit line 
to The Ellaville, Georgia Sun for this 
quaint Terse-Trailer . . . we know 
you'll relish it: 

eee, 
When thou art 
in the bathtub, 
ask not for whom 


the phone rings. 
ee 
IT RINGS FOR THEE! 


Office efficiently yours: 


Ralph B. Ortel 





Profits Through 
the Daily Mail 


Do you read your mail? That might be 
considered a “‘silly question” by many, but 
it is surprising the number of businessmen 
who cannot answer that question with a 
“yes. True, they do open and read all 
First Class Mail, but often toss Third Class 
and other matter into the waste basket 
without a glance. This is a good way to 
throw away an idea that could have made 
money for you. 


Every firm that does direct mail adver- 
tising uses Third Class mail; and many 
times such firms have items that can be 
profitably sold by a retail merchant. Or 
they have an idea to offer that can lead to 
a profitable operation. But it won't come 
to the attention of the individual who 
throws it away without looking. 


Only a few seconds are required to look 
at each piece of mail received. Then, you 
are sure you haven’t missed something you 
wanted to know about. Try it. It could 
mean more profits for you 

The Hobby Merchandiser 


PPP PPP PPP PPP PP PPP PPP 
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JIVE KEYBOARD adding machine 


NOW! 


Every key 
a 
motor fiar! 





Saves up to 50% hand motion! 


Now you « 


ing aim 
—a vreat 
No won 

Amou 
instant 1 
because « 
back an 
to motor 
1 motor 


trified Ad 


Nationa 


makes 
binations 
time-and 
All cip 
more elt 
of the d 


ist and add without touch- 


' 
T} 


r! 50% less hand travel 
» of effort for operators. 
ike it! 
added and printed the 
set on the keyboard— 
y is electrified! No more 
motion from keyboard 
because every key is also 
e only completely elec- 
Machine! 
feather-touch” action 
than ever to press com- 
ys at one time—more 
saving! 
print automatically—still 
time saved! At the end 


erators feel fresher—and 


they have accomplished more with less 
effort. 

The National Adding Machine gives 
you “Live” Keyboard plus 8 other time- 
saving features combined only on Na- 
tional: Automatic Clear Signal . . . Sub- 
tractions in red . . . Automatic Credit 
Balance in red. . . Automatic space-up 
of tape to tear-off line when total prints 

. Large Answer Dials . . . Easy-touch 
Key action Full-Visible Keyboard 
. . . Rugged-Duty Construction in com- 
pact size for desk use. 

One hour a day saved with this exclu- 


sively National combination of features 


will repay the entire cost of a National 
Adding Machine every year—an annual 
return of 100%. 


THE NATIONAL CASH REGISTER COMPANY, vayron 9, onto 


949 OFFICES IN 94 COUNTRIES 
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you can forget the motor bar! 


Contact Dayton Office, 


Adding Machine Division, 


now, for information about the 


complete adding machine line 


dealerships still available. 











-_ 


Libby's Boy Takes 
Stationer’s Stake 


Libby’s Boy, owned by the Peter 
Pan Cleaners Racing Stable of Wash- 
ington, Pa., and driven by Delvin 
Miller, won the featured Vernon R. 
Evans Company of Utica two-year-old 
pacing stake in 2:03.1 recently at 
Vernon Downs. The fast time was a 
season’s record in the nation for two- 
year-old pacing colts. 

Miller started from the No. 1 post 
position with the son of Worthy Boy, 
took the lead as the wings of the mo- 
bile gate closed and he stayed on top 
all the way to win by more than a 
length over Jim Hackett’s Convair, 
with Del Cameron’s Meadow Ace in 
the show position. 

The victory was the second in a 
row for Libby’s Boy and he made it 
look easy. Coming down the stretch 
with Convair close behind, he paced 
like a seasoned campaigner and not 
a colt in his first year at the races. 

Miller was leading driver on the 
Grand Circuit last year and two years 
ago his large public stable became the 
first in the history of harness racing 
to win over a half million dollars in 
a single season. He employs four 
other drivers, all tops in their field. 
They are Harry Harvey, winner of the 
1953 Hambletonian with Helicopter: 
Jimmy Jordan; Jimmy Arthur and 
Huston Stone. 

The $3,000 stake event was named 
for Vernon R. Evans, well-known 
Utica sportsman and president of a 
large offices supplies and equipment 
company. 


L. E. Friedmanns Mark 
25th Wedding Date 


L. Ed Friedmann, for 35 years rep- 
resentative of Le Page’s, Inc., and 
Mrs. Friedmann are observing their 
25th wedding anniversary on Sep- 
tember 17. 

The St. Paul couple has two sons, 
John, with the U. S. Army in Ger- 
many, and Jerome, a senior in high 
school. The latter has won consider- 
able notice by his pitching exploits 
and has completed a great season with 
an American Legion team. 


52 


Viason, Jrs. Observe 
Golden Anniversary 


Mr. & Mrs. William Mason, Jr., 
Colorado Springs, Colo., recently ob- 
served their 50th wedding anniver- 
sary and were honored guests at a 
family dinner given by their children 
at the Garden of the Gods Club. They 
have three daughters and two sons, 
eight grandchildren and one great 
grandchild. 

William Mason, Jr., for many years 
has been president and general man- 
ager of Out West Printing & Station- 
ery Company of Colorado Springs. 





W. Mason, Jr. 


Starting as a printing plant in 1872 
the company opened up a commercial 
stationery and equipment division in 

898, which is the year Mr. Mason 
started with the firm. He was suc- 
ceeded by his son, William Mason 
II], as manager of the stationery 
department. 

Mr. Mason has served as governor 
of NSOEA, then NSA, for the 10th 
District. His co-operation and that of 
his organization helped to make Col- 
orado Springs a favorite meeting 
place for 10th District stationers. 
Four times in recent years it has 
been selected for the regional con- 
vention. 

The company’s new store, of which 
Mr. Mason is proud, with good rea- 
son, was described in OFFICE APPLI- 
ANCES last year. 


Distribute Ashes As 
Souvenir of Bixby Fire 


Floyd Mayo and Orson C. 
have capitalized in a novel manner 
on the unhappy situation resulting 
from the fire of July 1 at the Bixby 
Office Supply Company, Grand Rap- 
ids, Mich. A packet of “select ashes” 
is sent by Messrs. Mayo and Grant 
who state, “They were taken, by 
hand, from the site of our office fur- 
niture store . . . which recently was 
quite conflagrated as you darn’ well 
know. 

“There have been innumerable re- 
quests for momentos of this historic 
and unhappy happening—and we are 
only too happy to accede to the 
wishes of our dear public. 

“But—may we add a word of cau- 
tion—the Better Business Bureau has 


Grant 





reported an international ring of 
illicit ash-peddlers to be active. in 
this area—be sure to accept only 
them ashes as bear this signature . . . 
Floyd Mayo.” 

The novel mailing also bears the 
signature of Mr. Grant as “Notary 
Soljac.” 


Launch Red Feather 
Drive for Distressed 


Two prominent Americans, Omar 
N. Bradley, General of the Army, 
and Harvey: S. Firestone, Jr., have 
launched the United Community 
Campaigns of America to aid the less 
fortunate. Community Chest, Red 
Feather and United Fund drives 
make up the largest single voluntary 
fund-raising effort in the nation. 

Last year more than $280 million 
dollars was contributed to finance 
these once-a-year campaigns which 
finance 19,500 health, recreation, 
family welfare and defense related 
services. 





atin 
muz—E UNITED way 

This year public spirited citizens 
who voluntarily donate their time and 
effort to aid the distressed, hope to 
surpass last year’s figures. Citizens of 
all races and faiths . . . 2,000,000 of 
them .. . plan and conduct the cam- 
paigns. People everywhere, young 
and old, need your help. Won’t you 
lend a helping dollar? 


Bouquet to OA 


A 400-page June anniversary issue, 
commemorating a half-century of serv- 
ice to the office equipment industry, 
has just been put out by the OFFICE 
APPLIANCES magazine. 


The publisher, editors, and staff, of 
Offset Duplicator Review congratu- 
late OFFICE APPLIANCES on this, 
their fiftieth anniversary; and for the 
wonderful job they have done in their 
50 years of publishing service, which 
is a tribute to the publishing field 
itself. 


Samuel D. Wolff, 
Orrset Dupticator Review, 
New York, N. Y. 
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Let this traffic- 
building Royal Portable 
promotion build profits 

for you! 


@ 2 

Its basis is G booklet e e e How to Type Your Way to 
Extra Money. You’ve seen it. You’ll want to use it . . . to boost 
your sales of the world’s fastest-selling portable— Royal. 





Backed by full-page ads in LIFE... . te maga. 


zine more people read sends more people to your store .. . for the 
booklet and for Royal—the portable people prefer. 


e © 
Display material e e e Window streamers and counter cards to 


let your customers know that you are headquarters for the valuable 
free book . . . and the moneymaking Royal Portable it talks about. 


And You e e e When a prospect asks for the booklet, you’ll know he’s 
ready for the hottest sales talk you’ve got on the new Royal Portable. 


UYAL 


ELECTRIC + STANDARD + PORTABLE 
Roytype Typewriter Supplies 


You’re the most important part of any promo- 
tional campaign. Use the material. Display Royal 
Portables. And let How to Type Your Way to Extra 
Money make extra money for you. 





Now is the opportunity of a lifetime 
to push the typewriter for a lifetime! 
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Now ... you can offer your customers all these 
features for only $217.00*. Features that have 
made this easy-to-use, simple-to-service 

Roneo 250 Portable Duplicator world famous. 
Such features as a totally enclosed drum 

plus completely automatic inking plus Roneo’s 
famous clogproof and leakproof SEMI-PASTE INK. 
The Roneo 250 also reproduces continuous tone 
photographs. Entirely self-contained, no separate 
loose covers. Feeds post cards to legal size 
automatically. There’s also an automatic counter. 
Nothing to compare with it at this price! 

Entire machine weighs only 28 pounds. 

Write in for details on dealer franchise 


*Plus federal tax: 





ADDO MACHINE COMPANY, INC., 145 WEST 57th ST., NEW YORK 19, N. Y., Circle 5-6940 
Exclusive U. S. Distributors; Roneo Duplicators, Addo-X Machines 
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pa VARI-TYPER LINE NOW 
BLE FOR DEALER DISTRIBUTION 


— —_ rs 


RALPH C. COXHEAD CORPORATION 


wANUEACTURERS of oFFrice TYPE-COMPOSING MACHINES 


720 FRELINGHUYSEN AVENUE NEWARK 5, NEW JERSEY 


To meet the wide-spread demand for a stencil writing machine with changeable 
type, we have decided upon a program of distribution of the famous ‘mM’ Model 
Vari-Typers through dealers in stencils and stencil duplicating equipment. The 
advantages of Vari-Typer's changeable type and changeable spacing increases the 
use of stencil duplicators. Pamphlets, booklets, forms, price lists, church pro- 
grams requiring bold and condensed types can be composed on the ‘M’ Model Vari- 
Typer and reproduced quickly and efficiently by stencil duplication. A large seg- 
ment of this market is now being covered by Dealers of Stencil Duplicators. The 
addition of the ‘mM’ Model Vari-Typer offers the progressive Dealer the opportunity 
to present complete, compact, composition and reproduction service to his pro- 
spective client. The Ralph C. Coxhead Corporation’ s fifty Branch Offices are 
available to maintain service on Vari-Typer equipment under the liberal Limited 


Dealers Agreement now being offered. Send for further details, today. 


padt/ 


J. J, OPPASSER 


General Sales Manager 


[his O.K. clipped to your letterbead 
will bring all the facts. 

















pay for the use of the money, you're 
ahead. 


@ Hybrid accounting methods, the 
new law says, are now perfectly O.K. 
For instance, you can use the accrual 
method to report sales and purchases, 
a cash basis for deductions for rent, 
wages, interest, and insurance. In effect, 
this gives a green light to small busi 
ness to use whatever accounting meth 
ods suit their operations best. And 
there’s no worry about having to adjust 
for tax purposes. 

Loss Carryover Rules Eased. For 
businessmen who have had good profit 
years and who are now running into 
losses, the new rules for carryback of 
net operating losses are a welcome 
change. You can now carry back a 
loss against the profits of two pre 
ceding years—not just one, as the old 
law allowed. And the new law is more 
liberal in the reductions you have to 
make in your carryover loss. On top 
of this, you still have the five-year 
carry-forward against future profits. 


Refund Possible 

Example: You made a $10,000 profit 
in 1932 and a $5,000 one in 1953, In 
1954, you have a $15,000 loss. Under 
the old law, you could carry back 
your loss only to the $5,000 in profits 
earned in 1953. That would mean a 
refund on 1953 taxes, but the other 
$10,000 of the loss could be applied 
only against future profits. Now, 
under the new law, you can go back 
two years, which in this case uses up 
the entire loss. A refund is in store 
on both 1952 and 1953 taxes. 

Research Expenses Can Be Deducted. 
The old law was muddled about re 
search costs. In most cases, small com 
panies had to capitalize and write off 
expenses over the useful life of the 
benefit. Or, much later, they could 
deduct them as an abandonment loss. 

That’s all different now. You can 
deduct research and experimental ex 
penses in the year the cost is incurred. 
Or you can elect to amortize the ex 
pense over a period of five years or 
more. However, once you decide how 
you want to handle the costs, you can’t 
change unless you get Treasury ap 
proval. 

One note of warning: The new rules 
don’t apply to land, or to buildings 
and other depreciable property used in 
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The New Tax Law—A Challenge to Business 


research work. Nor do they cover 
mineral, oil, or gas exploration. 
{dditional Deductions Allowed. 
There are many changes in what a 
company can deduct from income. Here 
are several of the more important ones: 


@® Organization expenses to set up a 
corporation—legal fees, stock taxes, and 
so forth—can now be written off over 
a period of five years or more. Under 
the old law, you couldn’t take them 
until the corporation folded up. 


Easier on Debts 
@ The new law makes a bad debt 
out of any bad debt contracted while 
you or your company is in business. 
This holds even if the debt goes sour 
after the company goes out of business. 
The old rule was that a debt that 
turned bad after a taxpayer had gone 
out of business wasn’t a bad debt. 
That meant the taxpayer was deprived 
of a fully deductible loss against ordi- 
nary income. The reason: A non 
business bad debt is deducted only 
against capital gains and ordinary in 
come up to $1,000. 


® Corporate charitable contributions 
that top the 5 
carried over to two succeeding years— 
provided they’re within the 5° limit 
for those years. Under the old law, any 


limitation can now be 


excess within a year was lost to the 
( orporation. 
New Applications 
Other Changes. There are scores of 
other ways in which the businessman 
will find the new tax law an easier 
one to live with. For instance: 


@ Stockholders of closely-held corpora- 
tions are now eligible to cash in on 
the tax benefits of restricted stock op 
tions. The old law barred anyone who 
owned more than 10 ofa company’s 
stock from getting them. 

Now a person holding more than 
10°4 of a company’s stock can take a 
restricted option provided the option 
price at the time the option is granted 
is at least 110°4 of the value of the 
stock. The option must be exercised 
within five years of the time it is 
granted, or within one year after the 
enactment of the law. 


® Distributors and dealers can now 
apply capital-gains rules to the pay- 
ments they get when their franchise 


(Continued from Page 17) 


or distributorship is cancelled. How- 
ever, they must have made substantial 
investments in the facilities of the dis- 
tributorship. 


@ The threat of a double tax in the 
sell-out of a corporate business is now 
all but removed. Under the old law, 
a double tax was always a danger: 
The first when the corporation sold the 
company’s assets; the second when the 
stockholders received the proceeds in 
liquidation. Now a corporation that 
plans to sell out can adept a plan of 
complete liquidation. If it sells all its 
assets — except for certain inventory 
items and installment obligations — 
within 12 months after the adoption 
of the plan, there is no tax. The 
only bite is on the stockholder when 
he gets the proceeds of the liquidation. 
And he pays then only if the proceeds 
are more than the tax basis of his 
stock—and only at capital gains rates. 


Gives Protection 
@ The new law gives you specific tax 
protection in cases where a creditor 
cancels some of your debts. It used 
to be that the courts would often have 
to decide whether the cancellation con 
stituted income to you. Now there’s a 
simple way out: You merely reduce 
the tax basis of your property by the 
ameunt of the discharge. All you have 
to show is that you incurred the debt 
in connection with property used in 
your trade or business. You don’t have 
to be incorporated, nor does the debt 
have to be a secured one. 

These are only a few of the im- 
mensely important benefits that the 
new tax law offers to business. It’s 
your responsibility to take full advan- 
tage of all of them—each and every one 
that applied to your operation. 





Two Impressions 


With each sale, we have two chances to 
make a good impression on the customer: 
one when we present to him in the store 
clean, attractive stock to buy; the other 
when the parcel is opened at home and 
the favorable impression created in the 
store is confirmed, generating the will to 
return to trade with us again and again, 
until doing so becomes a habit. 


—J. C. Penney 
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America’s lowest-priced 


“quality” business chairs! 

Why sell your prospects “just any” chair? 9 

Today’s aggressive competitive selling em- Aa 

phasizes the importance of handling the <I 

line that offers more for the money. Com- 

parison will show that the WELLS “ARISTO- y 

CRAT” Line offers just that! Here is a guest 

complete line of the most luxurious chairs 

ever presented. eres 

Write TODAY for complete details. & { 

. . . and don’t forget, WELLS PAYS THE C . -——- 

FREIGHT! on shipments of 100 Ibs. or more. pes 
g 9 


receptionist 


+ 
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thick, comfortable 


COMPTROLLER No. 224 
illustrated in elastic os 


"37° 


Slightly higher in Zones 2 & 3 
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(om . = 
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president director vice president junior executive comptroller debonair debonair 
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WELLS CHAIR CORPORATION 
Michigan City, Indiana 
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K. C.Allen \/ sOmatics 


Profit conscious dealers today are promoting R.C. ALLEN VisOmatic 
Adding Machines. 

No others offer the visibility and the automatic features which give 
the VisOmatic line its name. These are the features that put it far 
ahead of every other make. 


And the R. C. ALLEN line builds volume because it’s designed and 
built to the most exacting standards, to give lasting satisfaction. 


No matter how you figure, you can’t add up to a better buy for your 
customers or a more profitable line for you to handle. 








No. 915 
Electric 
Adding Machine 
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— easiest to sell profitably 








No. 700 
VisOmatic 
Typewriter 





Now there’s a new standard of excellence for manual typewriters. 
R. C. ALLEN’S VisOmatic — unquestionably America’s most ad- 
vanced office typewriter. Its features make it wanted wherever 
it is seen. 


Only the VisOmatic offers a combination of visible and automatic 
margin setting. Ultra-modern styling, the 10-second “Quick Switch” 
platen, keyset tabulation — in all 38 points of superiority make this 
the finest, smoothest-acting typewriter on the market today. 


And the features that make it so easy to sell make it such a wise 
choice for you to promote. They mean fast sales, satisfied customers, 
steady volume and high profit. 


Write for complete dealer information. 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, N.W., Grand Rapids, Mich. 
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New Appointments, Promotions 


Valleau Represents Imperial Desk .. . Underwood Promotes R. F. Witteman... 


Underwood Corp. recently announced the ap- 
pointment of Robert F. Witteman as manc- 

ger of its market research division with head- : 
quarters at One Park Ave., N.Y. Mr. Witteman, 

formerly typewriter division manager of the 

Newark regional office, joined Underwood in 

1928. Native of Brooklyn now living in Union, 

N. J., he will direct general market research 

activities with emphasis on typewriters, adding 

machines and supplies. 


Fred D. Valleau (pictured) is the new field 
representative of Imperial Desk Co. in the 
Central Midwest, Ohio, Mississippi and Mis- 
souri River territory, according to announce- 
ment by Norman A. Gerth, Imperial Desk 
official. Mr. Valleau, formerly vice-president 
in charge of sales for the Clemco Desk Co. 
has had wide experience in the office furni- 
ture industry beginning as a retail floor sales- 
man with Blodgett & Sperry Co. in St. Paul, 
Minn. He succeeds George Litchfield, who 
resigned. 





SoundScriber Signs Distributor . Manages Clary Branch in Atlanta . 


Edward Henry Wigand, Jr., has been appointed 
manager of the Atlanta, Ga., factory branch 
office of Clary Multiplier Corp. Widely-known 
in Georgia office equipment circles, Mr. Wigand 
has been associated with adding machine and 
cash register sales in Atlanta for the past eight 
years. He succeeds R. T. Terrell at Clary’s 
Atlanta headquarters at 430 Luckie St. 


Jack F. Brower of the New Mexico Dictating 
Machine Co., Albuquerque, N. M., has been 
appointed distributer for SoundScriber equip- 
ment in that area. A native of Texas, Mr. 
Brower has had a number of years experi- 
ence in the office equipment field in both 
Texas and New Mexico. He has been formerly 
associated with both the Monroe Calculating 
Machine Co., and Remington Rand Inc. 





Advanced by Smith & Butterfield . . 


Walter J. Reine, a stockholder in the Smith 
& Butterfield firm of Evansville, Ind., has been 


Moffet on McBee Sales School Staff... 


Dale P. Moffet has been added to the McBee 
Co.’s sales school staff in Athens, Ohio. Mr. 


Moffet has been named executive assistant 
and will help in the training of new sales- 
men for this division of the newly-formed 
Royal McBee Corp. He has been a member 
of the McBee sales organization since 1941. 


promoted to second vice-president. He has 
been with the firm since 1921—starting as a 
stock boy, and is now an outside salesman 
covering southern Indiana and southern Illinois 
in addition to his Evansville territory. His 
address in Evansville is 7400 Newburgh Rd. 





Addressograph Appointee . . . 


W. F. Mulhall, Jr., has been appointed Ad- 
dressograph assistant sales manager at Ad- 
dressograph - Multigraph Corp.'s home office. 
Mr. Mulhall joined the corporation August 28, 
1945. Instrumental in the establishment of 
simplified paperwork processing systems in 
many leading business enterprises, he is a 
recognized expert in his field. 


All-Steel Assigns Lang to Kansas City . . . 


Jack Lang, who has been assisting All-Steel 
Equipment, Inc., on chair development and 
promotion, has been appointed by the Aurora 
firm as district manager of the Kansas City 
territory, consisting of Nebraska, Kansas and 
western Missouri. The new district office address 
is 6032 Antioch, Merriam, Kans. 





a 
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The Salt Lick 


MONTHLY MUSINGS ON SALESMEN 
AND THEIR PROBLEMS 


by L. R. ADDINGTON, vice-president 
stock sales, Art Metal Construction Co. 





fully whether there are shortages or sur- 2. A logical plan in the presentation of 
pluses of goods. They have another dis- 
covery to make which is that successful 
salesmen convince and help people buy 
what they need. They do not go forth 
determined to sell at any cost. Making 
sales is not determined by just spouting 
words or making statements. A constantly 


mW TODAY EARNEST SALESMEN in the 
market places of America are seeking to 
improve their sales techniques because they 
see prospects buying competitive merchan- 
dise which is inferior. The man who sells 
quality merchandise knows that the cus- 
tomer should buy quality but he cannot 
convince his prospect. 


his product or service. 


3. A sincerity which gains the respect 
and confidence of his prospect. 


4. An alert natural enthusiasm for his 
job, his company and his product. 


successful salesman has: To sum up we cannot mouth pat phrases 





Now these determined men are study- 
ing, thinking, and striving to find out why 
some of the old timers seem to sell success- 
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1. A conviction that he can help a per- 
son or a company through his products or 
his services. 


and at the same time be convincing. Sales 
success must start by believing in what you 
are doing. 
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Holds Finest Duplicators 


AT THE WORLD'S LOWEST PRICES 


Introducing 
SPEED-O-PRINT’S 


LIBERATOR MODEL SOO ELECTRIC 


SPEED-O-PRINT CORPORATION 


1801 W. LARCHMONT AVENUE + CHICAGO 13, ILLINOIS 


for demonstration 


VISIT BOOTH 108 
NSOEA CONVENTION 


HILLSIDE... America’s Fastes 











* See us in Chicago 
NSOEA * Booths 349, 350, 351 
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t Growing Line of Steel Office Furniture 





RE 


QTM oe 77, ‘ 262 PASSAIC ST 
INLILSMDIE HZ. | I Sores NEWARK 4, W. J 
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"" Send for | ee and COMPARE" catalog 
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ROOF: The dry, high-slip finish of 


Du Pont Fabrilite sheds dirt and 


grime, stays cleaner longer! 


usT see the difference between the 

two halves of this plastic-covered 
cushion! During this test, the cushion 
was used continuously for over two 
months without washing 
half on the left, covered with ‘‘Fabrilite,”’ 
has shed dust and dirt, looks clean and 
new. That’s because of the dry high-slip 
finish specially engineered by Du Pont. 
**Fabrilite” elastic-supported viny] plas- 
ticupholstery just doesn’t collect asmuch 


yet see how the 
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dirt and grime! There is also more sitting 

comfort to ‘‘Fabrilite”’ 

pleasant ‘‘feel’’ of this high-slip finish. 
Elastic-supported ‘“‘Fabrilite’”’ is avail- 


because of the 


able in many high-style patterns and a 
wide range of colors. ‘“‘Fabrilite’’ uphol- 
stery keeps its pliability for years— 
resists cracking and splitting. So specify 
Du Pont “‘Fabrilite’’ when you buy up- 
holstered furniture . . . offer your cus- 
tomers all these advantages. 


DU PONT 


Fabrilite 
S & A Bese 
supported viny! plastic upholstery 


ate 


BETTER THINGS FOR BETTER LIVING 
«+» THROUGH CHEMISTRY 
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“Business. 
For Nearly 
1y, 


Sowing 


Awohicow 
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~ HERE IS 


A 
TIP! 


for greater 
sro 


SELL THE WORLD’S MOST COMPLETE 
LINE OF EQUIPMENT FOR HANDLING... 
RETAINING... PROTECTING RECORDS 


Take a tip from the experience of Diebold 
dealers. They enjoy unlimited profit pos- 
sibilities with the Diebold line. 

For handling active records there are 
rotary, vertical and visible files . . . most 
customers need all three for top perform- 
ance on different applications. The Super 
Elevator File, an entirely new product, is 
creating new business volume for mass- 
record handling. 

For record retention there are Safe-T-Stak 
steel storage files and Flofilm, the mod- 
ern microfilming business tool. With these 
two lines you can help your customers 
with planned record retention and de- 









struction programs .. . help them reduce 
mountains of records to orderly, usable 
proportions. 

Protective equipment includes complete 
lines of Underwriters’ Laboratories’ la- 
belled fire-resistive safes, insulated files 
and vault doors, and complete lines of 
holdup and burglary-resistive cashgards. 
Add them up. Quality of all products is 
tops. Delivery and service are excellent. 
Successful performance records pave a 
sure way to more business with old cus- 
tomers. Satisfied users line-up new busi- 
ness by telling their friends, “see the 
Diebold Dealer”. 


Write today for details about the profit 
possibilities of the complete Diebold Line. 





964 MULBERRY ROAD, S.E., CANTON 2, OHIO 


i @ # CG 


* VAULT DOORS + FLOFILM (MICROFILMING cour.) 
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Representatives of office equipment concerns abroad, visiting in the United States, are cordially 

invited to make the offices of this journal their headquarters. The staff at the main office, 600 W. 

Jackson Bivd., Chicago, and the staff at the branch in charge of G. C. Wheeler at 1023 Pershing 

Square Bidg., Pershing Square, 42nd St. and Park Ave., New York, will be happy to be of any 

possible service. While the facilities at New York are not so many as at Chicago, there will be 
found the same desire to serve. 





NOTES AND NEWS FROM THE BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


(News copy from Great Britain, not available at press time, will be published next month.) 





AUSTRALIAN NEWS 


W. BEECHAM, Correspondent 
Box E256, G.P.O., Perth, W.A. 





June stocktaking 


Sales of office appliances since t 
evident that staff shortages ina 


have been generally good and it 
number of offices have led many f 
would, in the general course of event 
on their work in a more old-fashioned manner 
have also led to similar mechanization. 

Fortunately, as more and more offices 
those businessmen who have yet to make 
fail to be impressed by the labor and time-saving brought about by 
modernization. 


to mechanize, otherwise, they 
have been content to carry 
Short working hour 


ise modern appliances 
nstaliations cannot 


* * = * 7 


Of a recent Perth exhibition of appliances, John Warren, 
Burridge and Warren Pty. Ltd., Perth, said: "This has been a very, 
very good show. The interest shown in our exhibits has been very 
satisfactory indeed." John C. Waterman, of Steelbilt (W.A.) Pty 
Ltd., Welshpool, said: "The organizers of this exhibition are to be 
congratulated. Such an exhibition has been needed for a long, long 
time. It was well worth while. 

Eric G. Palmer, of Lamson Paragon Ltd., Perth, said: “Every credit 
is due to the organizers of this exhibition. So far as we are con- 
cerned it has been most satisfactory. We hope to be ‘in on the 


ground floor’ in any future exhibition of the kind." And John C. 
Waterman, of Bouchers Industries Pty., Ltd., Innaloo, said: "There 
has been some excellent spade work done +t! sh this exhibition.’ 


In brief it would seem that it is wise to display office appliances a 
widely and as thoroughly as possik 


Application No. 156,256 has been lodged by N. Le Roy-Tracy 
Pty., Ltd., for an Australian patent for card index filing means. 


The Mason-Kolok Manufacturing Company, Ltd., manufacturers 
carbon paper, will not pay an interim dividend this year, althoug! 
the company earned a smal! profit for the half financial year ended 
March 31, 1954. (No dividend was paid for the financial year t 
September 30, 1953, as a consolidated loss of £12,633 was shown) 


> * . * al 

Brownbilt (New South Wale td., manufa ers of steel office 
furniture and equipment, reports a substantia rease in profits for 
the financial year July |, 1953, ¢ ne 30, 1954, but no details are 


yet available. 
> * * > * 
The British Tabulating Machine Company, Ltd., has increased its 
capital to £3 million by the f 500,000 new shares of £! each 


. * * +. > 


Many Australian manufacture re complaining regarding the 
easing of import cuts, | Minister Menzies points out that 
nothing in recent overseas trade figures leads him to expect that the 
reimposition of import cont: will be necessary in the near future. 
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"Rising imports," he says, “following the relaxation of import con- 
trols, should occasion neither surprise nor alarm, for such rises were 
foreseen when the government decided to relax the controls.” 
Mr. Menzies admits, however, that it is the business of the manu- 
facturers’ spokesmen to seek reintroduction of controls. 

There is also a steadily-increasing demand for the imposition of 
heavier tariffs, Australian manufacturers being seriously concerned at 
increasing costs of production. Generally there has been an improve- 
ment in manufacturing production, but at greater cost than ever. 





India Plans Business Efficiency Exhibition 

The Business Efficiency Exhibition, organized by the Sta- 
tionery & Office Equipment Association of India, is being 
held for the second year in succession in Calcutta, tentatively 
set for November 26-December 12. 

The 1953 exhibition, the first of its kind in India, was 
generally acknowledged to have been a great success. Con- 
sidering the limited scope of the exhibition—products or 
services which are a direct aid to efficient business or office 
management and organization—the participation of no less 
than 40 different exhibitors may be taken as a fairly large 
number for a country like India, where modern office proce- 
dure has still to be given the importance already recognized 
in western countries. 

This year the exhibition is being held under the patronage 
of the Governor of West Bengal and the leading chambers 
of commerce and industry in India. Elaborate plans have 
been made to ensure the success of the exhibition. It is for 
the first time in India that prefabricated stalls will be used 
for such a purpose. 

The site selected for the exhibition is most centrally situa 
ted and considered the best in Calcutta. It is on the Maidan, 
next to Fort William, on the main road to Dalhousie Square, 
the business center of the city. 

Special efforts will be made to attract visitors that matter 
rather than a large number of sightseers. A direct mail 
campaign for this purpose will be launched, aimed at the 
top executives of business houses all over the country and 
their senior staff. 

During the exhibition a convention of the stationery and 
office equipment traders and manufacturers in the country 
will be held, to discuss problems affecting the industry and 
the trade. 

The association invites foreign manufacturers in the ste 
tionery and office equipment line, who are represented i0 
India, or intend sending out travelling agents about the time 
of the exhibition, to utilize this opportunity to exhibit their 
products. 
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Private Office Distinction for the General Office 








through the magic of ' METAL-LUX CHAIRS 


Here’s the distinction that sells businessmen everywhere: the remarkable ability of METAL-LUX 
chairs to impart new. clean-lined beauty to even the most ordinary office interior. Yes— 
METAL-LUx is the finest fit anywhere, and MILWAUKEE dealers are selling the complete business 
installation—general office, private office, reception room and conference room. The line is a 
solid selling success on the sheer merit of unprecedented metal chair beauty, superlative comfort 
and construction—and obvious good value. Your metal chair sales will show a definite boost when 
you stock and display METAL-LUx. You'll clinch the complete sale on new installations; and 

once you get a few numbers into old installations, youll convert them to METAL-LUX 

throughout. These chairs of distinction belong on your sales floor—now! 











If you haven't yet shared 
in METAL-LUX sales and 
profits, write for full lit- 
erature on the complete 
line today. 








MILWAUKEE METAL FURNITURE COMPANY «+ 101 N. Campbell Ave., Chicago 12, Illinois 
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(Same as always) 


et the Facts 
on the New “Quick-Service 
Merchandising Program” 
for Dealers! 


eoeSponsored by National Blank Book Company and Four other | 
Major Stationery Manufacturers 


























See how you 
can get a complete 
SELF-SELECTION | 7 } 
program layed-out to 3 











“LF 
dev 


meet your specific 


requirements } _ a 


gad 























Self-selection Aisle Cases Self-selection Wall Cases 


Every progressive dealer knows that sooner or later _ specific needs over a planned period of time. We'll 
he is going to have to re-design his store to feature _ have full facts for you at Booth A — also in rooms 
“*Self-selection’’ in order to keep his share of business. 546A and 548A. 

It can mean headaches . . . expenses, if not care- 
a —— aha ay tg ot Mane. ON DISPLAY IN BOOTH A — NATIONAL’S NEW 
acturers offer their dealers an individu aster 
Plan with floor layout designed to meet the dealer’s a See eee oe we 








NATIONAL BLANK BOOK COMPANY 


Holyoke, Mass. - New York + Chicago - San Francisco - Atlanta - Dallas - Boston - Los Angeles 
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... a really major improvement 
in liquid duplicators .... 


Now for the first time with Margi-Set, you have a liquid 
duplicator with a position control that raises or lowers the 
copy from a small fraction of a line to a full seven lines— 







"LIFT-OUT" Rollers... another Copy-rite makes even hair-line registration easy —incorporates a visible 
development! Just turn the pressure release indicator which shows the “setting” at all times—shows how 
to the “off’’ position and "lift’’ out one or ° ° 
eit callers, with your Gagerd We tacks or much the copy may be raised or lowered from its present 
gadgets of any kind required! position—can be changed even while the machine is operating— 
Worsee lg operates at the touch of a finger but which “‘locks”’ in place 
Copy om, automatically. 
Duriic 


.and don’t forget, ALL former Copy-rite advantages are still 
retained in these new models in addition to the 1955 improve- 
ments listed herein . . . and there’s no increase in prices! Now, 
more than ever, Copy-rite is your best bet—in design, in construc- 
tion, in value! 


Write for the full story of “Copy-rite for '55”’! 





WW re | L Rg pa fou Models shown are priced from $188.50 
DUPLICATOR & SUPPLY CO. to $349.50. Other models as low as 
1203 CORTLAND STREET + CHICAGO 14, ILLINOIS $157.50. All prices plus tax F.0.8. 

Factory. 
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In Mexico 


National Paper 
“Deals” Way 
To Forefront 


by MABEL F. KNIGHT 


Correspondent 


Your correspondent recently com 
pleted a tour of the National Paper & 
Type Company plant in Mexico City. | 
had judged from the address of the 
firm, 235 Bolivar, that it was located 
near the heart of the city. Instead, | 
found it rising imposingly in a quarter 
of the old city, but the journey to it 
was worth the effort. 


Your trip from the center of the city 
takes you through a picturesque section 
with colonial type homes fronting on 
streets with grass plots in the center 
and dotted with venerable churches 
that have a colorful history. 

My guide and counselor through the 
plant of National Paper was Edwin H. 
Watson, the genial salesmanager who 
turned out to be a mine of information 
on the growth and progress of the firm. 
The company handles printing ma 
chines and all kinds of paper, both 
imported and local, and is affiliated 
with the largest paper mill in Mexico. 


One of Three Distributors 


The mill, called San Rafael, is on 
the slopes of extinct Ixtaccihuatl, more 
familiarly known as the Sleeping Lady. 
National Paper is one of the three 
distributors for the mill and has offices 
in Monterrey, Torreon, Guadalajara 
and Mazatlan. 

Mr. Watson pridetully mentioned 
his company’s tie-in with the Under 
wood Corporation in Mexico as well 
as with the Stafford Company which 
produces ink, carbon paper and type 





Tons of paper, all rigidly inspected, 
await shipment in wareheuse. 


writer ribbons which gives National a 
comprehensive spread in the office 
equipment industry. 

National is particularly proud, the 


sales chief stated, of its afhliation in 
June, 1953, with the Otis, McAllister 
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In Old Mexico 

Big, modern plant of 
National Paper & Type 
Co. is located in pic- 
furesque old part of 
Mexico City. 


Company which has extensive branches 
in far flung lands. While still retaining 
its entity, National thus is enabled to 
have representation in such areas as 
United States, Central America, Pan 
ama, Colombia, Venezuela, England, 
European countries, Africa and the 
Orient. 

“The afhliation,” stated Mr. Watson, 





Office quarters are marked by spacious- 
ness which invites freedom. 


“permits us to offer our clients an ex- 
tensive business and technical service 
and at the same time permits us to 
retain our own liberty of action.” 
National is noted for the quality of 
paper it produces and goes to extreme 





pains to see that the high standards it 
has set in the past are rigidly adhered 
to. Paper making is an art and National 
sees to it that its craftsmanship is of 
the best. 

The Stafford Company falls into the 
same category with regards to its car- 
bon sheets and typewriter ribbons and 
the tie-up has proven of mutual advan 
tage to both companies. 


One of the surprising off-shoots of 
the extensive tenacles of National is its 
interest in a coffee mill in Tapachula in 
the state of Chiapas, but as Mr. Watson 
laughingly remarked, “with the present 
price of coffee, it looks more like a gold 
mine.” 

National Paper has been located in 
its present quarters 12 years, but has 
been on the Mexican scene more than 
30 years. Mr. Watson, a native of 
Arizona, has been associated with the 
company for the past seven years. Prior 
to that time, he did war work with the 
U. S. Ordnance Department. 

National Paper & Type Company is 
another example of the type of com- 
pany which rapidly is pushing Mexico 
to the fore along industrial lines. 


“A KICK” FROM “MAKE-UP” 


®@ WE WISH all of our subscribers 
might have the privilege of “making- 
up” an issue of Orrice APPLIANCES to 
get the big “kick” that comes from 
handling the bulk of material which 
composes its contents, and to experience 
the fascination of getting five pecks in 
a bushel measure. Cutting the galley 
proots, sorting the matter, arranging 
the heads, fitting the pieces in their 
respective places and laying out the 
pages, impresses one with the fact that 
this industry is alive and throbbing 
with enterprise and enthusiasm, di- 
rected to very useful and practical ends. 
“Making-up” affords a panoramic view 
of the entire industry. Nothing can be 
passed unobserved. All must receive 
attention. Everything registers. One 
follows the products of the industry 


to the markets of the world, skips from 
Scandinavia to South Africa, helps to 
decorate a good window in San Diego, 
shares in arranging store displays at- 
tractively in Portland, Me., and attends 
a convention in Tampa, or goes to a 
business show in London. In “pasting 
up” one looks in upon a dealer in 
Paris and sees machines with which he 
is familiar, helps unpack a lot of goods 
in Batavia or participates in an activity 
in New South Wales. 

One will not turn the completely 
printed pages without an impression of 
the importance of the industry, but to 
put the material together, to paste it in 
the “dummy” is to see the industry in 
its entirety; a splendid, progressive, eco 
nomical factor in the conduct of the 
business of the world. 
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No. 60-S 
Smoking 
Stand 
No. 260 
Smoking 


Stand 





designed to selll 


W/EALL 


























modern satin-spun aluminum accessories for offices, 


/ In designing the Valco line of 
7 aluminum accessories every effort 


the utmost in beauty, smart- 


2 
\ 
, 
\ 


struction. Their exceptional eye-appeal 
Aluminum Accessories customer 


where. Yes, Valco Accessories are 


Write today for dealer 
pricelist and literature on 
the Valco Accessory Line 


= © 
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Remember to visit us at 
BOOTH NO. 427 
N.S.0.E.A. 
CONVENTION 
Conrad Hilton Hotel, 
Chicago 
Sept. 18-22, 1954 








has been made to achieve 


ness, and fine con- 


has made Valco Satin-Spun 


favorites every- 


truly “designed to sell.” 


No. 25 
Torchier 





hotels, restaurants 


No. 408 
Costumer 





No. 56-S$ 
Sand Urn 


VALCO COMPANY - 1311 ANN AVENUE - ST. LOUIS 4, MISSOURI 
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Competitive grades notwithstanding, more dealers 
are ordering R-B FILE FOLDERS because uniformity 
of quality and production assures them profitable repeat 
orders. FILE FOLDERS are another quality item in 
the R-B line of ‘‘Customer-Keeping”’ products. 


FEDERAL TAG... a superior —9% pt. Medium Heavy. 
grade of Document Manila, 

processed to comply with cer- KRAFT... available in a 
tain Federal Specs. Available _ choice of two popular weights 
in three weights—14 pt. —11 pt. for “‘heavy’”’ duty— 


Extra Heavy—11 pt. Heavy 9'4 pt. for “‘normal”’ use. 


Prices and samples available to qualified dealers upon request. 


Spotseald ° Adding Machine & Other Rolls * Desk Blot- 
ters, Embossed & Plain © File Folders, Manila and Kraft 


Memo Fillers * Notebooks, Eye-Tint© & White * Pads, 


Plain * Pads, Ruled © Printed “Copy” Second Sheets 











LETTER SIZE file folders in standard 
and guide height, and legal size 
in standard height—straight cut 
or tab cut—immediately avail- 
able from stock. Special sizes, 
special tab cuts, double-top fold- 
ers, or “‘specials’’ to fit any filing 
requirement, available on special 
order. 


RE ttc 









Rockwell-Barnes 


Company 


Bond & Sulphite Pee) | ee Specialists to the Stationer since 1903 


Papers * Duplicating Papers * Manila Second Sheets 


35 E. WACKER DRIVE © CHICAGO 1, ILLINOIS 
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Dollars and Sense formula - makes money! 








Precision Pen Quick Sales 
Quality Turnover 
+ — + 
Low Retail High Dealer 
; Price Profits 































®@ Low price alone does not create sales ° 
volume. People are fed up with unsatis- ° 
factory low-priced pens. Precision quali ° 
r — . ALht-F2iLTéDeluxe 
alone does not create sales volume, be- ’ RETRACT-O-BALL 
‘ei . 4 Press top — point's 
cause most precision pens are too high- ’ out. Flick clip—point’s 
. ; in. New design refill- 
priced for the mass market. e cartridge ts evsily 
; and quickly changed 
e without soiling your 
@ ALL-RITE is the pen, above all others, that . Sager. 69¢ 
. Pen, 
combines low price AND precision quality. . ALL-Rile retell 
. STANDARD Refills 25¢ 
That is the vital reason why ALL-RITE PEN ° The quolity leader 
P * in the low-priced 
sales are skyrocketing from coast to coast. - field. Can‘t leak, 


skip or smear. 10 
beautiful colors — 
* Blue or Red ink. 





® Order ALL-RITE Pens from your supplier— ° 94 

display them—the sales results will amaze . 2 anes e 
. ,¢ 

you! ° 


Only_222-22<TE Pens have the MICROGRAPHIC 


POINT which guarantees smooth, easy writing with 
bank-approved ink. 


Send for illustrated catalog and prices — TODAY 


ALL-RITE PEN, INC. 
241 Hudson Street, Hackensack, N. Jd. 
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MAKE IT 
A POINT 
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AND SEE 
ne WORLD'S 
MOST VERSATILE _ 
HANGING FOLDER 


e 
aAA&& Monroe, Michigan 
Ce ——— 


74 OA — 10/54 OA. 














Successful management 
| recognizes the importance of efficiently designed office furniture 


STOW & DAVIS 


FURNITURE MANUFACTURERS 


RAND RAPIDS, MICHIGAN 
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Mayor Hails Golden Jubilee 


National Business Show 


Mayor Robert A. Wagner of New York City has pro 
claimed the week of the Golden Jubilee National Business 
Show, September 27 through October 1, as Business Week 
in New York City, in honor of the Business Show’s 50th 
year and the: service rendered to the city and the nation 
by business leaders, office equipment and supply manu 
facturers. 

In his proclamation, Mayor Wagner states that “the office 
machines and equipment industry, as the ‘industry behind 
the operations of all industry,’ whose products have been 
displayed at the National Business Show for the past half 
century, has played a major role in the maintenance and 
growth of our country’s business and general welfare.” 

To remind the business community that the Golden 
Jubilee Business Show will be held in both the 69th and 
71st Regiment Armories in New York, several hundred 
golden coins announcing that fact are being distributed to 
distinguished business leaders. 


Over 240 Exhibits 


The two locations together will offer more than 240 
exhibits by major manufacturers and suppliers of every type 
of business machines, equipment, supplies and systems to 
meet all needs of every modern office, large or small. 

Included are such categories as typewriters, furniture and 
seating, communication equipment, recording and tran 
scribing equipment, accounting, calculating, computing and 
statistical machines, filing, indexing and storage equipment, 
duplicating and reproducing devices, and addressing, mail 
ing and distribution equipment. 

Four companies which exhibited in the first National 
Business Show in 1904 and which are with the Show again 
in its 50th year are: Addressograph-Multigraph Corp.; A. B. 
Dick Co.; Elliot Addressing Machine Co. and Felt & Tar 
rant Mfg. Co. 

First known as the Typewriter & Office Furniture Ex 
hibition, the premiere of the Business Show took place in 
the old Madison Squaré Garden, New York City, December 
12-14, 1904. 

Originated by Payne 

Fred W. Payne is recognized as father of the National 
Business Show, and he got his idea from the 1904 Auto 
mobile Show at the Garden. In his own words, “I thought 
if so many people would turn out to see automobiles—for 
pleasure, why wouldn't an exposition of Office Appliances, 
Furniture and Business Systems—for business also attract 
a large attendance of business people.” 

Mr. Payne teamed up with Harry A. Cochrane, salesman 
with the Fay-Sholes Typewriter Company. They obtained 
a 60-day option on the Garden and sold sufficient space 
within that time to take up tl There were 65 
exhibitors, including the four previously mentioned which 
are in this year’s show. The show management and ex 
hibitors had only a little over a day to clean up after a six 
day bicycle race and make ready for the opening at noon 
on Monday. But they made it 


« option 


76 





i 
=. 





Tickets Ready .. . Tickets for the Golden Jubilee National Busi- 
ness Show are printed for the first time on punch cards which 
are exact reproductions of the Underwood Samas punch card 
which is to be introduced to the business audience at the show. 
Examining the master design and tickets are (left to right) Harold 
E. Russell, manager, Samas Punch Card Division, Underwood 
Corp.; L. C. Stowell, president, Underwood Corp., and Rudolph 
Lang, managing director, the National Business Show. 


Unprecedented as it was, the three-day show drew nearly 
100,000 visitors and received universally enthusiastic en- 
dorsement. It offered for the first time a complete display 
of office appliances, including typewriters, typewriter sup- 
plies and specialties, office furniture and specialties, dupli- 
cating machines, adding machines, dictation machines and 
office systems. 

One observer reported that “the attractions of the show 
drew a larger and more interested crowd of commercial 
men than has anything of its kind in America, there being 
assembled representatives from all parts of the globe, and 
the attendance during the mornings and afternoons was far 
above the average, and composed of interested beings bent 
on study, and many purchases actually reported. There is 
no question but what such an exhibition will continue to 
prove a great attraction, and warrant being an annual 
affair.” 

He went on to say, “The attendance exceeded all expecta- 
tions and the show was a screeching success from the outset. 
Literally, it was a gold mine for most of the exhibitors, and 
many complained that they had not secured space to exhibit, 
and not room enough for more than one or two demon- 
strators, where they ought to have had eight or 10.” 





The show continued to prosper under the guidance of 
Messrs. Payne and Cochrane. In 1911, the National Business 
Show passed under the control of Frank E. Tupper, who 
from that time until 1949, did much to develop and im 
prove the show to the point where it became the world’s 
most important management show and the showcase of the 
$2 billion office machine and equipment industry. The 
Office Executives Association of New York, Inc.. purchased 
Turn to page 82, Pleasel 
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the 
“DESK 72 FILE” cabinet 


A retractable desk, plus a 
safe for valuables, drawers for checks, 
files for letters, compartments for books 


and drawers for stationery. 


All the equipment necessary for 

a complete office combined into one 
handsome unit protected by two 

strong outer doors under lock and key. 
Will add dignity to any room. 

Made of heavy gauge steel. 3112” wide, 
60” high, 18” deep. Olive green 


or Cole gray baked enamel finish. 


om 99879 


Available in Grained Walnut, Mahogany or 
Knotty Pine finish $15.00 additional. 


<_ All your important papers at your finger tips. Used for contracts, 
leases, club and school records. The retractable desk glides 
smoothly in and out on ball bearing rollers. 


When day is done, all your valuables, 
typewriter and important records qe Gt. 
place under lock and key. 


“CLOSED VIEW 





COLE steer equipment CO., INC. 


NEW YORK 285 MADISON AVENUE » CANADA [ooo ee ekoKn 






COLE’S SECRET VAULT CABINET! 

































These units have been designed to increase the 
working space of an office. There is one for every 
business need. They are all made of heavy furni- 


ture steel, with full suspension drawers. Electrically 





welded throughout. The enamel finish is baked on 
for two hours at 275” Fahrenheit. 


The “MERCHANT'S” File 


Just right for your office. A file cabinet, a storage cabinet 
and a concealed secret vault all in one. Made of heavy 


gauge steel. Contains: two full suspension letter files; a 





double drawer for 3x5 or 4x6 index cards (3200 capacity). 
Can also be used for leases, contracts or cancelled checks; 
two adjustable storage compartments under lock and key; 
a steel safety vault doubly protected by Dial-Lock, plus an 
extra outer door under lock and key (only YOU know the 
vault’s combination). 3012” wide, 32” high, 17” deep. Cole 


gray or olive green baked enamel finish. 


No. 1370 49 Shipping weight 98 Ibs 


With plunger-type lock that automatically locks all drawers, 
No. 1370PL $57.45 





A 
FULL SUSPENSION 


Ideal for any office where space is limited! 


—— ee 


A filing cabinet, typewriter stand and storage cabinet all in oné 
The ball bearing typewriter desk is built in and protected bys 
locked door. Has two full suspension letter files, two 3x5 cam 
drawers (6400 cap.) plus two adjustable storage compartments 
Heavy steel, 3414” wide, 40%” high, 17’ deep. Green or gray 








59” 
No. 479 Shpg. wt. 130 Ibs No. 379 LETTER SIZE Has two 


Similar to above but with an adé@ © Storag 
tional letter size drawer instead@ and key, 


index card drawers. wide, 30 

steel, or 

<- » Ore 
$5495 Shpg. wt. 125 lbs. 

No. 127¢ 


All units available with 





No. 879 LEGAL SIZE 


The above No. 379 with legal si, With loc! 
instead of letter size drawet, No. 127¢ 


37'\4” wide, 40%” high, 17” deet 
Above cabinets in Grained Walnut, Mah ny 
ets nu ahogany or $5995 Sine. we. 190 ie Miidice 
Knotty Pine finish at $12.50 additional 


CUTS OR PHOTOGRAPHS OF ALL COLE PRODUCTS AVAILABLE ON REQUEST 


COLE steer EquipMENT CO., INC. 


LT 


plunger-type lock that automatically 
locks all drawers at $7.50 add'l. 






NEW YORK 285 MADISON AVENUE « CANADA (oO oe eee ONT 


The “EXECUTIVE” File 


Contains: Two full suspension letter drawers; two 
adjustable storage compartments under lock and 
key; two drawers for 3x5 or 4x6 cards (6400 ca- 
pacity), also used for cancelled checks; plus a 
secret vault. 30%” wide, 3712” high, 17” deep. 
Cole gray or olive green baked enamel finish. 


$599% 
No. 1478 Shipping weight 113 Ibs 


LEGAL SIZE Also available with legal size instead of 
letter size drawers No. 1878 $69.95 


Shpg. wt. 125 Ibs aay 
i =2622- 


The “DIRECTOR” File 


These files will pay for themselves by preventing 
petty pilferage. Contains: three full suspension let- 
ter files; two adjustable storage compartments un- 
der lock and key; plus the secret vault. 30%” wide, 
372" high, 17” deep. Cole gray or olive green 
baked enamel finish. 


53° 
No. 1473 Shipping weight 108 Ibs 


LEGAL SIZE Also available with legal size instead of 
letter size drawers No. 1873 $56.95 
Shpg. wt. 118 Ibs 


Above cabinets available with plunger-type lock that 
automatically locks all drawers at $7.50 add'l. 


Actual size of lock 
used on these files —> 


NOTICE! 
Should not be 
confused 





The “STENO” File with imitations. 
full suspe etter files, Actual size of lock 


torage cor ortme ft under lock 
nd key, plus the Secret Vault. 30%” 
- ‘ ‘ 

vide, 30%” high Jeep. Heavy (not a “blown-up” 


green or g 


shown at right... 


picture)... 


1270 94395 wt. 85 Ibs COMPARE! 


Nith lock for t wers 
12701 $4.25 add'l 


ned Walnut, Mahogany or Knotty Pine finish $12.50 additional. 


SEND FOR OUR LATEST CATALOG 


COLE street EQUIPMENT CO., INC. 


NEW YORK 285 MADISON AVENUE « CANADA 














PRONTO STORAGE FILES 
































for less active records.. 


OTHER SIZES AND PRICBS 





SUGGESTED USES 


Inside Dimensions 


FIBRE BOARD 
DRAWER FRONT 


DRAWER FRONT 





Width Height Length 


File 
No 





Ea 
OS 
Legal or Cap... 
Invoices lee ale 
*2 Rows 8x5 Forms 
*Invoices or 2 Rows 8x5 


Freight Bills 
Checks . ES 
Drafts or Checks... 
Drafts or Checks... 
5x8 Forms —. ae 
eDeposit Slips (2 Rows) 
Deposit Slips _._.__ 


Tabulating Cards 
*3x5 Cards (3 Rows). 
4x6 Cards (2 Rows). 
*3x5 Cards (2 Rows). 

Vouchers (Upright) _ 

Ledger Sheets _.._ 

Ledger Sheets __ 











12% .. 10%... 24 
12% .. 10% .. 15 
IS% .. 104. . 24 
10% .. 8%... 24 
10% .. 8%... 24 
10% .. 8%... 18 
2 on Beal 
10. .. 4%... 24 
We .. 44. 24 
We .. 4%4.. 18 
8% .. 5%.. 24 
8% .. 5%.. 15 
8% .. My... 24 
% .. 3%..24 
b/e .. 4.. 24 
2 ees 
10% .. 3%... 24 
Sip. . 10%. . 24 
me oe «oe 
mm ..1M%.. 1 





E210 .. 


E210S 


E510 .. 
EI0? .. 


E108 


EI08M . 


E97 


E104 . . 


E94 
E94M 
Ess 


E84 
E73 


E64 
E24 


E103 . . 
E592 . . 


EqI 
E12 


Ess . . 


PRICE 
Single Carton 
$3.55 . . $3.45 
3.45... 3.35 
435... 4.25 
3.20 . 3.10 
3.50 . 3.40 
3.45 . 3.35 
3.00 . 2.90 
3.05 . 2.95 
2.40 . 2.30 
2.35 . 2.25 
2.70 . 2.60 
2.60 . 2.50 
2.40 . 2.30 
2.40 . 2.30 
4.35. 4.25 
3.20... 3.10 
3.05 . 2.95 
3.35 .. 3.2 
4.05.. 3.9 
5.15... 5.05 


ha BF Pt > OE 
ouvmwvow 3ss 
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~~ Ne ooo 
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WRITE FOR LATEST CATAL 


*These numbers have removable divider partitions. ~ *Packed 6 to a carton—all others 12 to a carton. 














Letter Size $355 
Legal Size $435 
Check Size $24 


STURDY CONSTRUCTION — Prontos are buill 
275-lb. test corrugated fibre board and # 
forced with steel on the shell and the four com 
of the drawers. 

SAVE FLOOR SPACE — Constructed so . 
interlock into solid units and stack as hi 
the ceiling, saving valuable floor space. 


LOCATE YOUR RECORDS EASILY — No more®# 
of fussing and fuming. With Pronto files you? 
get at all records just as easily as in your reg 
active files. 

BEAUTIFUL APPEARANCE — Pronto files are # 
tiful in appearance, finished in an attractived 
green. The steel drawer front matches your @ 
lar active office files. 


s 
. en 
| ) 


PRONTO rite corporation 


NEW YORK 285 MADISON AVENUE » CANADA ‘5; 


LE STEEL INTERNATIONAL, LTD 
FFERIN STREET, TORONTO, ONTAR 























with these beautiful 
full-color direct-mail 
showrooms’ 


AVAILABLE ONLY TO 
Murphy-Mille. DEALERS 


PROFIT FULLY from the exceptional value and excellent variety 
that builds EXTRA VOLUME for Murphy-Miller Dealers! Make 
frequent mailings of these full-color, full-size postcards (sold to 
you at our actual cost) and you'll make sales . . . and more 
sales! Effective selling messages printed on back of each card 
cover all the facts that prospective buyers look for. Just add 
your imprint, mail‘em out . . . and watch those pennies spent 
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See our Exhibit at SPACE 374-375 — NSOEA CONVENTION 
Sept. 18-22—Conrad Hilton Hotel, Chicago 
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the exhibition at that time and under managing director 
Rudolph Lang, the National Business Show has maintained 
and improved its position and services to business. Aver 
aging close to 100,000 visitors over the past three years, the 
Golden Jubilee National Business Show is the culmination 
of this half-century of experience. 

“The National Business Show,” Mr. Lang declares, “is 
our industry’s largest annual display of the progress made in 
the field of office equipment, machines and services. It is 
international as well as national in character and last year 
attracted visitors from 38 foreign countries and every state 
in the union. This year promises to top last year’s show 
in the interest of exhibitors and visitors. We have in our 
Golden Jubilee Show an amazing variety of the latest and 
most important developments in our two-billion-dollar-a-year 
industry. It is sure to be one of the most rewarding exposi- 
tions we have ever held.” 


Wholesalers Hold Mid-West Conference 


In response to the call of chairman Cort B. Horr, Asso 
ciated Stationers Supply Company, 45 people appeared at 
the annual Mid-West conference of the Wholesalers Station- 
ers Association on August 5 at the Drake Hotel, Chicago. 
Co-chairmen of the meeting were C. W. Lofgren, Sanford 
Ink Company, vice-president representing the manufacturers 
division of the association, and James E. Bradley, Higgins 
Ink Company, Chicago regional chairman of the sales rep- 
resentatives division. 


A luncheon preceded the business session, which lasted 
till about 4:30 in the afternoon. A cocktail party was the 
concluding event. 


Tells Promotion Plans 


Clarence McGuire, Hoover Bros. Company, Kansas City, 
Mo., chairman of the association’s national marketing com- 
mittee, outlined promotion plans for the remaining months 
of 1954 and for the year 1955. First on the program is to 
ask for a spot on the NSOEA convention program in Sep 
tember to tell the wholesalers’ story. Next is to arrange for 
an exhibit at the 1955 NSOEA convention. The third item 
involves revising the mailing list of *Modern Retailing”, a 
publication sponsored by the Wholesale Stationers Associa 
tion. The fourth and fifth items call for an educational 
bulletin outlining the economic soundness of a wholesaler’s 
service and co-ordination of the selling programs of manu 
facturers and wholesalers. 


Harold Jacobsen, Associated Stationers Supply Company, 
Chicago, cited the Wholesale Druggist Association as a good 
example of what the Wholesale Stationers group might do. 
Mr. Jacobsen pointed out that 90°% of drugs and druggist 
supplies are sold through wholesalers. In the stationery field 
only 5°% of the merchandise is sold through the wholesaler. 
By making good on the claim that it is economically sound 
to sell through wholesalers, Mr. Jacobsen contended that the 
percentage picture in the stationery field could be changed 
considerably. 


Suggests Education 


Chuck Lofgren suggested that some means be found to 
educate the salesmen of manufacturers and wholesalers so 
that a manufacturer could think of the wholesaler as pro 
viding a sales force for the manufacturer. 


Following a brief recreation break, General Manager 
H. C. Whittmore functioned as moderator of a forum discus 
sion on plans for expanding the influence and increasing the 
membership of the Wholesale Stationers Association. A 
number of suggestions was offered for consideration by 
the executive board of the association. 
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New Morse Flo-Ball Line Introduced 

High enthusiasm reigned at the sales conference of the 
Flo-Ball Pen Corporation recently, when all sales repre 
sentatives gathered for the unveiling of the new Morse 
Flo-Ball line of jewelry-boxed ball point pens. It was the 
first general sales meeting to be held at the company’s 
new headquarters in Holland, Mich., under the regime 
of H. E. Morse, president and general manager. 

Drawing upon his extensive jewelry background, as well 
as achievements in pen development work for other leaders 





Newly-Introduced . . . Line of Morse Flo-Ball jewelry-boxed pens. 


in the pen industry, Flo-Ball’s new prexy is introducing a 
richly-styled line of ball point instruments in the retail 
price bracket of $3.95 to $10.00. 

Since this new line steps up into a new and higher plane 
of ball point quality and mechanical excellence, these 
jewelry-boxed pens are being launched under their own 
exclusive name, Morse Flo-Ball. They will be actively 
promoted in the gift market, with national advertising 
to appear this fall in Life and Saturday Evening Post. 

The standard Flo-Ball pen will continue at its $2 retail 
price, although it has been given refinements under its new 
management. 

In speaking to the sales gathering, Mr. Morse declared 
that the established acceptability of the ball point pen now 
opens the door to a much higher standard of mechanical 
excellence. There is a mounting interest on the part of the 
buying public for something better, and it is the fixed 
policy of the Flo-Ball company to advance on that plat 
form, he said. 

Regional sales managers for the Flo-Ball are Charles 
Sabel, New York; Allen Newman, Chicago; and Jack 
Howard, Los Angeles. Frank Worth is sales manager ot 
the advertising specialties division. 


40 “Star” Salesmen Feted by Victor Adding 

Forty Victor Adding Machine Company salesmen holi 
dayed as guests of the company during the first week m 
August. Acclaimed “Sterling Stars,” they followed a busy 
schedule that gave them a fun-packed three days in Chicago. 

The “Stars” came to Chicago from all parts of the country, 
They were awarded the holiday for their achievements 
the company’s fourth annual year-long “Sterling Star” con 
test. 

“The appearance of forty ‘Stars’,” Vice-President 
A. F. Bakewell, “is no mean achievement. The largest group 
ever to make the trip, these men represented better than 
11°4 of the entire Victor branch sales organization. Sine 
eligibility requirements called for consistently high sales 
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performance over a year’s time, the response can be con 
sidered vivid proof of Victor salesmen’s ability to ‘get that 
sale.’” 

The “Sterling Star Holiday” was officially opened with an 
English breakfast at the Edgewater Beach Hotel. At this 
time Mr. Bakewell presented the “Stars” with their awards. 

This year for the first time the men had elected a group 
of honorary officers. In addition to their pins these men 
were given Longines watches and hand lettered scrolls ot 
their offices. The group included Ed Ulfik of New York, 
president; Art Sullivan, also of New York, executive vice 
president; William Kirk, Brooklyn, vice-president; Don 
Wassem, Los Angeles, treasurer; James Kelly, Detroit, sec- 
retary. 

These men had campaigned for and collected votes on 
the basis of their sales volume. The total number ac- 
cumulated by each man over the year constituted the votes 
cast for him. 

The first day’s schedule of events also included a tour of 
the Victor plant at 3900 N. Rockwell, a sales seminar, a 
cocktail party at the Edgewater Beach and dinner and the 
show at the Chez Paree. Other highlights were a day of 
golfing and swimming at Barrington Hills Country Club, 
a White Sox-Washington Senator ball game, the hit show 
“A Wonderful Town” plus eating at some of Chicago's 
famed dining spots. 

A number of the “Stars” were back for their second or 
third holiday trips to the Windy City. Two of them (Ed 
Ulfik and Art Sullivan ) have made the trip each time since 
the “Sterling Star” series was inaugurated four years ago. 


Plan West Virginia Office Equipment 
Dealers’ Meeting November 5-7 


Hotel Morgan, Morgantown, W. Va., will be the site 
of the West Virginia Office Equipment Dealers Association 
Fall meeting with the following program: 


FRIDAY, NOVEMBER 


1-5 p.m.—Golf at new Lakeview Country Club. 
6-7 p.m.—West Virginia University’s Mountaineer Week 
end Parade. 
8 p.m.—Champagne cocktail party. 


SATURDAY, NOVEMBER 6 
9 to Noon—Tour of West Virginia University campus. 
1:30 p.m.—West Virginia-Fordham football game. 
5-6 p.M.—Hospitality Hour, Hotel Morgan. 
6 p.M.—Buffet dinner followed by association 
meeting featuring an outstanding speaker. 
9 to 1 a.m.—Dancing. 


SUNDAY, NOVEMBER 
9 am.—An 18-hole handicap golf tournament at Preston 
Country Club, Kingwood, W. Va. 

Reservations are to be made with Forest R. Thompson, 
secretary-treasurer, West Virginia Office Equipment Dealers 
Association, Box 845, Morgantown, W. Va. The package 
price is $12 per person including football ticket. 


business 





Plan District 13 ‘55 Meeting in Catskills 


The 13th District NSOEA 1955 regional convention dates 
have been set for June 19-21 at Grossinger’s, Ferndale, 
N. Y., in the Catskill mountains. 

In addition to the speaking program some of the features 
will be free golf, swimming, dancing lessons and enter 
tainment. 

Reservations will be limited and on a “first-come, 
served basis”, state convention co-chairmen Stanley Geismar, 
Joshua Meier. Company, Inc., and Martin M. Moldow, 
manufacturer's representative. 


first 
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Humid Heat Attends Horder Golf Tourney 


With perspiration running well above par, 66 players 
toured the golf course at the Roselle Country Club, Roselle, 
Ill., on Saturday, August 28, as participants in the annual 
Horder Employee Golf Tournament. Some of the wiser 
(and older) boys stopped after nine holes, but most of the 
employees and guests trudged wearily through 18 holes 


fh 


Outing Chiefs and Winner . . . LEFT—Chairman Frank Rainey 
and Co-Chairman Jim Kerr; RIGHT—Marshall Palm, winner of 
Horder trophy with an 83. 





of humid heat, ostensibly paying no heed to atmospherie 
conditions. Eleven could not stay for dinner, but 13 others 
came out for dinner only. 

Frank Rainey, perennial chairman, was assisted this year 
by co-chairman Jim Kerr, and Don Brown and Wally 
Their advance arrangements and methods of han- 
dling the events of the day won the approval all who 
in the events of the tournament. 


Ozog. 


shared 

Prizes, copious in quantity and high in quality, were 
distributed under the direction of Frank Rainey. The 
Horder Trophy went to Marshall Palm, who registered 
an 83. The low gross score of the day was recorded by 
Bob Krumwiede, Chicago Desk Pad Company. His card 
showed an 80 despite two balls going in the tremendous 
lake miscalled a pond. 

It was won a prize. 


a great day. Practically everybody 


AMA Plans Chicago Conference 


What facts the sales manager needs and how to get and 
to use them will be the subject of a special conference to be 
conducted by the marketing division of the American 
Management Association October 4-6 at the Conrad Hilton, 
Chicago. Attendance will be limited to 400 sales executives 
from all parts of this country and Canada. 

Sixteen speakers and discussion leaders will take part in 
the program, which will be conducted in a new style 
combining case-history presentations with intensive small- 
group discussion. 


The first two days will be devoted to the information | 


sales management should receive. Speakers on the final day 
will take up data the sales manager should send to others. 

Ray R. Eppert, executive vice-president of Burroughs 
Corporation, will open the meeting October 4 with a 








“central intelligence program” for sales management, telling | 


° . . . : 
how to organize a sound fact-gathering and reporting | 
program. 

Mathews Dick, Jr., vice- president, sales, A. B. Dick 


Company, 
should supply to make their reports more accurate. John 
L. McConchie, director of sales, The Kendall Company, 
Boston, will look at the reporting job in the sales office— 
flowing to the sales manager can be 

Turn to page 106, Please 


how the reports 
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“Below are some features you get 
in our new Generalaire. 
Before buying any office desk compare 
it point for point with this line 
and I think you'll find Generalaire 
your best investment.” 


enerolore 


Durable, easy-to-clean Velvoleum or 
Textolite writing surface. 


Space-saving 30-inch depth. 


Aluminum top binding combines 
maximum protection with attractive 
appearance. 


Locking device that saves time and 


effort in operation of pedestal drawers. 


Insulated for quiet operation. 


Self-lubricating nylon bearings for 
easy and quiet drawer movement. 


Wide aluminum pulls protect top 
edges of drawers and reduce reach. 


Complete line of accessories for any 
office job. 


Full panel backs for comfort and 
appearance. 


Adjustable to either 29” or 301,” 
height. No movable glides to cause 
vibration. 


Aluminum shoes with non-skid 
rubber foot plates. 

Sanitary leg base for easy cleaning 
and moving. 

Baked enamel finish requires mini- 
mum maintenance. 

Anodized aluminum trim can’t rust 
or corrode. 

All- metal construction eliminates 
splinters, rough edges, sticking 
drawers. 


Modern styling that still harmonizes 
with older models. 


Good metal business furniture is @ 900d investment 
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ALFRED J. BALL 


Vice-President 
Furniture Sales 


45 different models 
to choose from 


© GF Co. 1954 


Generalaire is the ultra modern desk 
—the newest creation of the world’s 
largest manufacturer of desks. 


The General Fireproofing Com- 
pany, Department X-36, Youngstown 
1, Ohio. 


GENERAL 
FIREPROOFING 


‘ Metal Busine 


MODE-MAKER DESKS « GOODFORM 
ALUMINUM CHAIRS « SUPER-FILER 
MECHANIZED FILING EQUIPMENT « 
GF ADJUSTABLE STEEL SHELVING 
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On August 15, Leon B. McCarthy— 
vice-president in charge of operations 
—completed 50 years of continuous 
service with The General Fireproofing 
Company. 

Born September 26, 1888, in Min 
eral Ridge, Ohio, “Mac,” as he is 
known to everyone, began work in 
1904 as an apprentice in GF’s original 
machine shop. This was only two |. 8. McCarthy 
years after the company was founded. The entire plant at 
that time consisted of only four buildings: an office, a one- 
story building where metal lath was made, a two-story build 
ing for custom made office equipment, and a small power 
house. 

In a few years, he became foreman of the tool room, and 
later superintendent of Plant 2, superintendent of Plant 1, 
and in 1936, general superintendent. On March 7, 1949, he 
was elected vice-president in charge of operations. 

Commenting on Mr. McCarthy’s 50 years of service, Wal- 
ter Bender, GF’s president, said: 

“Mac has had complete charge of our operations during 
the period of the greatest expansion in GF’s history. He 
has seen us grow from a little shop employing only a few 
hundred men to the largest fabricating plant in Youngs 
town and with the largest sales in the office furniture in- 
dustry. 

“Much of the credit for our growth and success can be 
attributed to his capable direction of the manufacturing end 
of our business for many years.” 

Mac’s father, Joseph, was a general foreman at GF for 
many years, and one son, Joseph H., has been a GF’er for 
15 years. “I guess it runs in the family,” Mac says. Another 
son, Ralph K., is with the F. C. Russell Company, in charge 
of all of their plants. 





C. E. Rapp Appointed President of Ideal 
g The Ideal Stencil Machine Company 
has announced the appointment of 
Clarence E. Rapp as president. Born 
on a farm not far from the Ideal 
plant in Belleville, Ill., Mr. Rapp has 
participated in almost every phase of 
his company’s operations during his 
more than 30 years with Ideal. 

A vice-president since 1948, he was 
placed in charge of purchasing and 





C. E. Rapp 
accounting in 1939, made office manager in 1943, a director 
in 1946, treasurer and general manager in 1947. 





Two Appointments Made by Marchant 


Edgar B. Jessup, president of Marchant Calculators, Inc., 
has announced the promotion of Donald J. Griffin to agency 
manager of the 118 Allen Building, Midland, Tex., district 
office where Frank J. Scott is service manager. 

Another appointment is that of William O. Wright, Jr., 
to agency manager of the Wichita, Kans., district office 
located at 519 South Breadway, Wichita. Service manager 
there is Vena W. Roy. 
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The Reyburn Manufacturing Com- 
pany, Inc., has announced the appoint- 
ment of Percival L. Wise to the 
position of vice-president and general 
sales manager. 

Mr. Wise succeeds E, L. McCusker, 
Sr., who is devoting his full time to 
the position of secretary and treasurer 


of the company. 
_ P. L. Wise 





Jack E. Adams Back with Laird’s 

Jack E. Adams, for more than 50 years connected with 
the stationery industry, is back with Laird’s Stationery of 
Oakland, California, the firm which he left a number of 
years ago in order to make his home in California. 

Mrs. Adams passed away while Jack was in Florida and 
he then decided to return to the Far West where he had 
spent many happy years. Still in good health, Laird’s asked 
him to return and take over where he left off as manager 
of the store. 

Carrying on in the field which he knows so well the Cal- 
ifornia returnee says: 

“I am happy to be back in the work and with my good 
friends. In all my years this place (Laird’s) is one of the 
stores | have enjoyed working for more than any others. 
My wide experience has made it possible for me to carry 
on and do a real good job here. 

“While in Miami I was connected with Skagseth Station- 
ery Company for a while and enjoyed the work there also. 
I kept in touch with the stationery business at all times so 
as not to lose my hold on the new things as they arrived in 
the field.” 





ae 


J. Edward Conlon has been named general sales manager 
of the office paper and office paper specialty division of Butler 
Paper Corporation. A Press-Time Bulletin last month gave 
the impression that “Ed” is general sales manager of all 
divisions and he modestly informs us that this is not true. 


A new Arrow Fastener Company display will be intro 
duced at the current NSOEA convention. Picture caption m 
the September issue inferred that Arrow was showing for the 
first time at this exposition, which is in error. The company 
is a veteran displayer. 


Accompanying a Golden Gallery story concerning A. W. 
FaberCastell Pencil Co., Inc., in the August issue of Orrict 


APPLIANCES was a picture of the original home of A. W.} 


Faber in Nuremberg, Germany. This was incorrectly cap 


tioned as the original American home of A. W. Faber } 


Castell. This editorial oversight is regretted. 
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Outstanding 





lity, remarkable versatility and depend- 


able perf ince—these are the features that have 
ver made ARROW Staplers, Tackers and Pliers world-famous 
ler for practically every fastening job! Here is convincing 


proof that YOU CAN BE SURE WITH ARROW. If ARROW 


ive . . 
i STAPLING PRODUCTS are not already working for you— 
al *1) . 
t will pay t vestigate the many proven time, labor 
and money saving advantages this complete line has 
offer. 


STAPLING IS OUR BUSINESS —OUR ONLY BUSINESS. 
the WE SELL ONLY THROUGH THE TRADE. 








LY ADVERTISED IN 
















NATIONAL 
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W te 
ap 25, jupuSTRIAL & SPECIALTY enon . ONE JUNIUS STREET, BROOKLYN 12, N. Y. 
re! and OVER 


PIONEERS AND PACESETTERS FOR OVER A QUARTER CENTURY 
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@ First-Half 1954 Sales Way Ahead 






of 1953. 
— . Large, New Plant Ups Capacity 


(Three Previous Plants Have Now 

| Been Outgrown). 
@ New Rest-All Models, new service 
features, new styling, new colors 
give Rest-All Dealers every ad- 


vantage for maximum sales and 





—— profits. Write for complete details. » Model 700 








—_ 


Model 950 







Model 1500 





<1] 


| 





THERE IS A REST-ALL MODEL FOR EVERY NEED, FOR EVERY SALES OPPORTUNITY 
408 NORTH MERIDIAN RD. - YOUNGSTOWN, OHIO 
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Carr's 
New Home 
Arresting 


TYPEWRITER 


in Design §& - a " | 


Facade Treated with 
Colonial Undertones 
to Dispel Intrusion 
in Residential Area 





~ 





ne? Bae 
Like a Fine Residence . . . 


ate 


by E. J. BARANOWSK! 


designer 


® While the new home of Carr Business Machines of Great 
Neck, L. I., has what most anyone would consider the ideal 
location, there were many problems from the business aspect 
and from the design approach which are not readily noticed 
upon viewing this installation. 

The shop is located on the most important and heavily 
travelled highway in that sector of the Island. And just as 
importantly, the shop stands at the corner gateway of Uni 
versity Gardens, an exclusive residential development on 
the fabulous North Shore of Long Island. This played a 
very important factor in the architectural composition of the 
whole setting. Mr. Carr’s showplace compounds a unique 
position because it is undisturbed by any other commercial 
encroachment. This former tinsmith shop, with basement 





measuring 16 x 65 feet was erected long before the post-war een 

luxury residential boom swept over the Gold Coast. Zoning 

laws now prohibit any other commercial establishments in 

this particular area. The 
Two factors, the swift moving traffic and the “pressure” Meta 

of the residential group were the problems which had to every 

be considered in constructing a store tront. Wor 
As can be readily seen, the facade is treated with definit« filing 

Colonial undertones, not too unlike those pleasing qualities dade 

of a fine old home. Misf 
The porcelain letters on the store front with individual ry 

built in transformers and plastic faces illuminate into rose aii 

pink color with sheer white sides against a white and tur 

quoise background. The other coloring on the front is black, 

grey tile and white drop board with red brick. This coupled 

with the low overhanging roof and white sign on a brick 

rail, attains what Mr. Carr had specifically emphasized—a 

design that in a flash will give the passing motorist an ar 

resting picture of his show room and impress upon him that 

“here we have business machines” 
Another feature to further enhance the front and “put it 

into the center of the highway”, the narrow footwalk was 

eliminated, and a large cement patio was laid right up to 

the curb line 15 feet from the building line. Also, becaus« 

of the beautiful locale an abundance of lush planting and 

foliage was scattered about. eas 
There is a large parking area to the rear and the side of 

the shop. 5; SEMERAL 
Into the plans there was incorporate d the most flexibl Equipped for Service . . . Carr's repair department. 
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Art Metal Speed-File drawers 
are full height, with guide 
rods. They use standard-size 
index guides, permitting 
direct transfer of contents 
from ordinary files. 


less lao here... 
re: 


less di “ g here 
eS 


... cuts down needless office delays ~ 


The simplicity of single-action operation introduced by Art Art Metal’s 66 years of file improvement service will pay 
Metal in the Speed-File effects savings you can multiply at you further dividends in reduced floor space requirements... 
every desk where papers are needed for reference. actually a 40% saving when you use 5-drawer Speed-Files in 
World’s fastest files to use, Speed-Files save a full third of place of conventional 4-drawer files. 

filing labor through Art Metal’s ingenious drawer construc- Why not let Art Metal equipment and experience in office 
tion and indexing. Papers arrive faster where they are wanted. planning help you achieve maximum efficiency in office 
Misfiling, which leads to costly delays, is minimized. Work paper handling? Your local Art Metal dealer is listed in the 
gets done throughout the office with less fuss, less delay, Yellow Section under Office Equipment. Or write Art Metal 
more speed Construction Co., Jamestown, 5, N. Y. 







For 66 years 
these helpful Art Metal aids the hallmark 
in devel ping inc reased office efficiency cee of the finest 
|_| Simplified File Analysis in ottiee 
. ; ’ equipment 
(1) Faster Filing and Finding with Speed-Files 






and systems. 





SEWERAL OFFICE AND EXECUTIVE DESKS - CORRECT-SEATING ALUMINUM OFFICE CHAIRS - FILING EQUIPMENT - WABASH FILING SUPPLIES - POSTINDEX VISIBLE INDEX CABINETS AND SYSTEMS 


FROM ART METAL NATIONAL ADVERTISING TO BUYERS 
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type of a lighting system—namely—an outdoor night flood 
arrangement, general interior lighting, drama and spot light- 
ing, all individually controlled or set as desired on the time 
clock. The lighting is incandescent mixed with fluorescent. 

The store front plate glass with its narrow stile Kawneer 
entrance door creates a very inviting welcome. 

The show room and office operate as one integrated whole. 
The typewriter sales area with its dramatic overhead lighting 
soffit and formica bar runs along the left wall, starting eight 
feet from the show window, and is at a good vantage 
point from the entrance door. The wall is covered with per 
forated masonite finished in sheer white to give maximum 
appeal to the machines hanging thereon. Also along the 
left wall there is open adjustable shelving for further dis- 
playing carrying cases, business machines, and supplies. The 
office area is enclosed by a low ash wood rail in natural fin- 
ish, affording the office help a controlling eye over the sales 
area. Along the right wall a stair case leads to repair and 
service department in the fully modernized and air-condi- 
tioned basement. The balance of the right wall is utilized 
for displaying other office equipment and duplicating ma 
chines. 

The coloring of the interior is pleasant and easy to live 
with—muted blues and greens being used in combination 
with white and mocha—here the object being to create those 
colors we like in our homes. 

The ceiling is white plaster, the floor covering green vinyl, 
offset with but a few white squares. 

The idea of hanging the typewriters on the wall was sug 
gested by Tom DeWitt of Smith-Corona, Inc., portable divi- 
sion, and we find that it is not only impressive but a very 
satisfactory way of displaying the machines. 

Features of the departments are: 
SERVICE 

Four stand-up benches (bank teller type) plus two sit 
down benches with folding legs; open beam ceiling; pale and 
dark green walls; white beams; dark green ceiling. Right 
wall lined with shelves for stock. Island shelves between 
right wall and benches for repairs. Each bench equipped 
with compressed air line, electric outlets, bench light and 
overhead fluorescent light. 

PARTS 

High shelves go all around room for storing platens, 
plates, cases, and other large parts; four 27 inch drawer 
cabinets for storing medium size and certain high mortality 
parts; thirty-five 3 x 5 inch file card drawers for small parts 
stored in envelopes, identified by catalog numbers. 


CLEANING ROOM 
One extra large tank for water mixed solvents; two large 
sinks, one for oil bath. Booth is used for blow off and right 
for paint spray. Other equipment includes mimeo drum 
washing machine, lathe, grinder, and so forth. 


Name A. B. Dick Distributor in Toledo 

Appointment of Duplicating Machines Company, 136 W. 
Woodruff St., as Toledo, Ohio, distributor was announced 
recently by A. B. Dick Company. 

The new firm succeeds the Mimeograph Duplicator Com 
pany in the area, following the retirement of Victor Litz 
inger, the former owner. All personnel of the latter company 
will represent the duplicating machines firm. 

The organization will serve Erie, Fulton, Henry, Lucas, 
Ottawa, Sandusky, Seneca, and Wood counties in Ohio, and 
Monroe County in Michigan. 

Robert Wright, president of the new company, was 
formerly district sales manager for A. B. Dick Company 
and is experienced in all phases of the duplicating business. 
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Underwood Offers Scholarship 
in Promoting New Portable 


UNDERWOOD 


UNDERWOOD LEADS AGA 
AND PROUDLY PRESENTs 
THE NEW 


A 


OUR PORTABLE TYPEWRITER 


Heads Up Underwood Campaign .. . Frank R. Dellitt (center), 
newly-appointed sales manager of Underwood Corp.’s dealer 
division, admires the company’s newest entry in the portable type- 
writer market, the Underwood Leader, during a sales presentation 
meeting at One Park Ave., New York, attended by dealers from 
throughout the country. Also showing approval are J. D. Donovan 
(left), general sales manager, and D. J. Crombie, director of 
manufacture. Recently branch manager of typewriter and office 
machine firm at Rockford, Ill., Mr. Dellitt was brought in from the 
field especially to head up the company’s national campaign for 
this new machine. 


Something new and “off beat” in popular contests to 
promote a consumer product has been announced by Under- 
wood Corporation. 

To stimulate “back to school” and holiday 
new Leader, and other Underwood portable typewriters, 
the firm is awarding as first prize a $1000 scholarship to 
any college or university “anywhere in the world.” 


sales of its 


Starting September 1, any purchaser of a new Underwood 
portable will automatically become eligible to enter the 
competition whose rules are about as simple as any ever 
devised, explained Frank R. Dellitt, sales manager, dealer 
division, of Underwood Corporation. 

“Any resident of the United States buying any of our 
portable models between September 1 and December 31, 
1954 will receive an entry blank on which to write a short 
statement expressing why he or she likes his new typewriter.” 

In addition to the $1000 scholarship first prize, there will 
be further awards of a $500 scholarship for second prize, 
four third prizes of a $100 U.S. Savings Bond, and 20 ad- 
ditional prizes of $10 in cash. 

High enthusiasm for the scholarship promotion is being 
generated among more than 9000 Underwood dealers by 
making it possible for them to win valuable prizes, too, it 


was revealed. The dealer and salesman selling the “winning” | 


typewriter will each receive a $500 United States Savings 
Bond, Mr. Dellitt reported. 

It was explained that there is no age limit for contestants, 
since the first two prizes are college scholarship awards. 
However, the Underwood spokesman said that the age of 
each contestant would be taken into consideration by the 
judges. Should an adult win one of the first two prizes, 
the winner is free to designate any boy or girl to receive the 
award, 

All entries will be judged by Underwood Corporation on 
the basis of originality, sincerity and aptness of thought. 
In the event of ties, which is always a possibility, duplicate 
prizes will be awarded. 

The contest is closed to members of Underwood Corpor 
tion, their families and members of the advertising agency 
handling the Underwood account 
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BATES 
NUMBERING 
MACHINES 


Exclusive inside move- 
ment, watchlike preci- 
sion, dial setting and 
roller bearing 

action — all 

these combine to 

make Bates Nunm- 

bering Machines 

the world's out- 
standing leader. 


Bates 

Perforator 

Easiest action, large waste 
container. Compact, 
economical. 


Bates 
Automatic 
. Eyeleter ‘4 
ewe C Stop! Bates Ther the ~ aod pom ote 
ony Oe res" J hea: 
a * Fasc auaten. Bates Refill Wide range of models for : action. 
One loading 5000 rustless Brass every requirement. oe my bd 
staples each loading. — , 


Silent Stamp Pads Powerful, easy to use— 
Reversible, renewable filler 4 — up to 

for long life, clear V4" of paper. 
impressions. 


Bates Staple 

Remover and Punch 

Instantly removes any staple. 
Punches a hole up to 

a thickness of 

eight pieces of paper. 
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HELPS YOU SELL COMPLETE JOBS 


The Harter 1800B line of four matching chairs 
includes the swivel armchair, side armchair, 
swivel chair, and side chair. This harmonious 
executive suite helps you profitably sell com- 
plete installations. For information, write 
Harter Corporation, 1025 Prairie, Sturgis, Mich. 


A TOP QUALITY 


STEEL EXECUTIVE SWIVEL 





ARMCHAIR! 


) “b 


HARTER MODEL 18008 







— 1 
List 





Check and Compare 
This Quality Construction 


Smooth Steel Construction— no weld spatter 
or hose-catching roughness. 


Comfortably Curved Backrest with Foam 
Rubber Cushion, 


Molded Rubber Armrests — never need re- 
upholstering. 


“Balanced-Ease” Chair Control—fingertip 
handwheel adjustment. 


Seat has Resilient Padding over Coil Springs 
— waterfall front. 


Heavy Gauge, One-piece Formed Steel Base— 
stainless steel scuff plates—finest ball-bearing 
casters with two-inch soft rubber tread. 


Fabric, Plastic Coated Fabric or Leather Up- 
holstery —wide range of pleasing colors. 


Two Coats Durable Baked-on Enamel — me- 
tallic gray, green, brown or pastels. 


AA RITE R 


MICHIGAN 


iy S410 82:6 15, 
1B sTEEL CHAIRS 
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CLOSE 
INSPECTION 


assures you of 
longer, far 
better service 





IT PAYS TO CLOSELY INSPECT THE CONSTRUCTION 
DETAILS WHEN NEXT YOU ORDER METAL 

OFFICE EQUIPMENT. For instance, a close inspection of 
Peerless files will tell you why you can expect far more in 

the way of performance. You'll appreciate that 

the general overall rugged engineering details will result 

in unexpected life. You'll appreciate features like the heavy 
gauge cold-rolled furniture steel . . . the three heavy metal 
channel uprights welded to each side to form a 

single solid unit . . . the rugged cross pieces that are arc 

welded into the front uprights . . . the 

welding or permanent fastening of all parts ... the ball 
bearing suspension slides . . . plus many other life-giving 
construction features. Your Peerless Dealer 

would like to make this close inspection with you—and 

when it comes to longer, far better service in office 


equipment, he’s a good man to know. 





PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 
New York « Chicago « Dallas « Los Angeles 


Poh a metal desk, file or table for every office need ——— 








BWRePRRPFreAy 
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Barnum & Flage 


Opens Branch BARNUN YT: FLAGG 


in Riverside 


@® BARNUM & FLAGG Company ot 
San Bernardino, Calif., established in 
1881 to become one of the oldest office 
equipment and supply houses in the 
West, held an open house and recep 
tion recently at its new Riverside 
branch headquarters at 3651 Main St., 
opposite the well-known Mission Inn. 
William G. Anketell, who has been 
promoted to managership of the new 
branch, and the store staff joined com 
pany ofh¢ials in welcoming invited 
guests and visitors at the opening. 
Ernest Martin, vice-president and 
general manager, announced that the 
firm has been appointed the franchised 
dealer for Clary adding machines and Above ... Eteties © 
cash registers in Riverside County. vlow af eftenttice 5 
Barnum & Flagg in Riverside carries Barnum & Flagg Co. 
a complete line of office equipment, store. Opening day 
supplies, furniture and stationery as —— are in evi- 
well as providing commercial printing — 
service. 











The new store has a frontage of 30 
feet with a depth for selling space of 
100 feet. Beyond it, it has an addi 
tional area of 20x30 feet where a full 
repair and service department is main- Right . . . Adding 
tained for office machines. machine, typewriter 
Of special interest in the new store and dictating ma- 
is the use of National Blank Book chine section. 
Company self-service fixtures. Several 
pieces by Weber Showcase have also 
been used, including that company’s 
self-service units. Shelving is exclu 
sively in steel by Berger and Burroughs. 


Other fixtures and store layout are 
the result of original study and design ~~ —. 
by members of the organization after supplies are dis- 
drawing freely on reports of other played. A portion of 
stores appearing in Orrice APPLIANCES one of the self-serv- 
as well as personal Visits to new stores ice Weber units is 
in the southern California area. visible at the right. 








Personalities . . . Shown on opening | 
day are (left to right), Melvin C. 
Lackey, service department manager; 
William R. Petit, Jr., dealer sales super- 
visor for the Clary Multiplier Corp. 
Ernest Martin, general manager of Bar- 
num & Flagg; Jack Hamilton, branch 
sales supervisor for Clary; George 
Ennis, business machines department 
manager, and William A. Anketell, 
branch manager, Barnum & Flagg Co. 
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VELVET: ball PEN: cil 


the pencil that writes with ink 


e lightweight and well-balanced for greater writing ease 
















e writes better and faster . . . never grows shorter 


e won't leak, blot, flood, smear... never 


needs refilling 


e filled with permanent, non-fade 


ink that’s banker approved 


7 BS i T Zale 
VELVETS : : 
4hu e nothing to turn, push 


or click... new 


Are x ‘ : ink-control 
nationally 
advertised 


insures instant 


starting 






for twice the profits 
sell BOTH VELVETS 


e exclusive 









Velvet 
homogenized 
{( tal V I \ a 4 process produces 
Meret lersh ) finer, perfectly mixed 


lead... clearer, blacker lines 


] as? op 
88,000,000 » A? wy e smoother writing with no 





hard spots, no soft spots 


e stronger because exclusive Pressure-Proofing 


clinches wood to lead, ends internal breaking 


efor the money, the finest pencils you can sell 


VELVET pencil 


the pencil that writes with homogenized lead 


American Pencil Co., Hoboken, N. J. 


pnt * Ask your American Pencil Co. representative how you can 
and pens tie in directly with the big Velvet double-profit promotional program. 
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New Facilities . . . TOP, new factory warehouse, York Safe & 
Lock; BOTTOM—Interior view showing storage facilities for safes. 


York Safe & Lock Adds Warehouse 

D. L. Barnard, sales manager of York Safe & Lock, has 
announced the opening of a large new warehouse for fin 
ished goods in Canton, Ohio, to assure York dealers of 
prompt deliveries from factory stock. Production schedules 
for York Safe, chests, vault doors, and map and plan draw 
ers have been set up to maintain stocks in the new ware 
house for immediate delivery. 

The new warehouse is located near the main plant in 
Canton, Ohio. It is 360 feet long by 200 feet at its widest 
point and has 60,000 square feet of storage space. Of steel- 
frame fire-resistive construction, it has brick exterior and 
tile interior walls. A railroad siding enters a bay equipped 
with a 15-ton crane for handling heavy equipment. 

The main floor is built at shipping platform height and is 
divided into bays reserved for different product lines. Each 
bay has its own loading dock. The building is well lighted 
and heated. Facilities are provided for completing final 
assembly operations on some products, and for packing. 

In addition to the factory warehouse stocks, dealers on 
the east and west coasts may draw on the complete stocks 
now carried by York distributors in New York and Los 
Angeles. The New York City distributor is Atlas-York Safe 
Corp., 326 5th Ave. The Los Angeles distributor is located 
at 1845 S. Western Ave. 





First public showing of a new executive 
suite manufactured by Art Steel Sales Corp. at Riverdale, N.Y., 
was timed fo coincide with the showing of “Executive Suite.” New 
desks and new modular furniture to be introduced by Art Steel 
this fall were included in the model office set up in the lobby of 
the Dale Theater as here pictured. 


Steelmaster Tie-In . . . 
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Parke’s Printing Scholarship Plan 
Creates Local, National Interest 


Frank H. Parke, president of the Democrat Printing & 
Lithographing Company, Little Rock, Ark., has developed 
a printing scholarship program for high school graduates 
that has created much interest both locally and nationally. 

The Printing Industry of America recognized the worth 
of the program and wanted detailed information. Mr. 
Parke, therefore, had a prospectus made up which graphi- 
cally presents the plan in all its phases. 

Realizing that the printing industry must be constantly 
alert to attract young men to the many occupational oppor- 
tunities in the field of graphic arts, the Democrat Printing 
& Lithographing Company caused to be established a schol- 
— in printing at the Southern School of Printing, Inc., 

Nashville, Tenn. The Little Rock firm hopes that recipients 
of the award will be available to it for employment. How- 
ever, acceptance of the scholarship is not binding upon the 
student in any manner. 

This scholarship offer is open to seniors at the high schools 
within the Greater Little Rock area and is valued at $1,200, 
payable $120 per month for 10 months. 

School authorities screen the students and those who can 
meet the requirements visit the Democrat Printing & Litho- 
graphing Company to interview department heads. Tests 
are given on personality traits, attitudes and aptitudes. 

Only one applicant receives the scholarship to the South- 
ern School of Printing. However, the other applicants, on 
the option of the company, may be considered for possible 
employment, upon graduation, with the D. P. & L. Com- 
pany. 


Columbia R. & C. Speeds Research 


Columbia Ribbon and Carbon Manufacturing Company, 
Inc., has signed Adelphi College, Garden City, N.Y., 

a $5,000 research contract. 

This marks the first time Adelphi has ever undertaken 
a “sponsored research” project. The money will support 
research in the field of duplication processes, centering 
specifically on the problem of permanency in spirit hecto- 
graphing. The ultimate aim of the project is to produce a 
hectograph ink which will not fade over a period of time. 


“Such a discovery will perfect the hectographing technique, 
insuring fade-proof office records by means of handy, in- 
expensive duplication. It will greatly increase the already 
numerous uses of the widely adaptable spirit hectograph 
duplicator,” according to F. R. Nichols of Manhasset, pres- 
ident of Columbia Ribbon. 

Directors of the project are: Douglas A. Newman of 
Glen Cove, in charge of research for Columbia Ribbon, 
and Dr. Alfred Vogel of Wantagh, chairman of the chem- 
istry department of Adelphi College. 





favored 
One of the 
purposes of his visit was to talk with American distributors 


Ben Sanders of Ben Sanders Company, Toronto, 


Orrice Appliances with a visit on August 18. 
with nation-wide sales organizations. His sales in Canada, 


he reported, were good and he expected to expand his 
activities into the United States. 
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.on purchase price 


Only $249.50! Complete with all accessories 
About half the price of most machines. 


on operation 


No constant buying of belts, discs or records. One 
Lifetime recording disk can be used over and over 
without wear... lasts as long as 10 years without 


replacement or loss of fidelity. 


on efficiency 
Dictation and transcription with Mogne@isk has 
proven under actual tests to be 209himore efficient 
than acoustical dictating equipment 


10 Day Free Trial in Your Office — Wire or Phone 
, i 
agnedisk, Inc. manutacturers of electronic dictating equi 





replacement or reclaimin 
grooved to be interchangeab 









adjustments. 
@ Easy ¢ ; 


1131 Bryn Mawr Ave., Chicago 40, Ill., LOngbeach 1-0088 : 
Dealerships in a few territories still available. Legh 











Open Display Emphasized at New 
Swan Store in Buffalo, N. Y. 


Wide-open display and flexibility of layout are striking 
features of the newly-opened store of Swan Printing & 
Stationery Co. Inc. at 682 Main St., Buffalo, N. Y. 

Organized in 1940 by Harold W. Gale, president, and 
Charles J. Wehrfritz, vice-president, the office supply com- 
pany grew rapidly and management found that larger 
quarters were necessary. It was decided that a Main St. 
location in downtown Buffalo was most desirable. Ample 
parking space for customers adjoins the new store. 

Self-inspection and self-service merchandising technique 
played important roles in planning the selling floor layout. 
New fixtures were selected in order to provide as much 
open display as possible for the many lines carried. 


Use All Space 


All available display space is put to selling use, including 
wall cases and gondolas for open display. 

Sixteen racks of greeting cards along with gift wrappings 
and related items make this selection one of the finest in 
Buffalo. The greeting card department is strategically lo- 
cated just inside the entrance where it serves as a consistent 
traffic puller for the store. The greeting card display may 
be seen from busy Main St. through the display windows. 

Directly behind the greeting card department is a large 
self-service gondola devoted to all types of office supplies. 
The tiered shelves invite self service. 

The rear portion of the store, separated frqm the front 
by an archway, is devoted to the display of office furniture 
and equipment. Mirrored walls heighten the display effect 
in this section. Lighting comes from brilliant chandeliers 
dropped from the high ceiling. 

A balcony at the rear of the store provides space for 
some of the offices. 

The store has 3,200 square feet of space on the first floor 
and a similar area in the basement which is used for ware 
housing. 

Convenient for Buyers 


An attractive rear entrance opens into the dowtown Bus 
Terminal area, making it convenient for visitors to the city 
to purchase cards, gifts and other items. 

Most of the fixtures are portable and were chosen to give 
floor display a high degree of flexibility. Displays can be 
changed to meet the demands of the various seasons, such 
as Christmas, Valentine's Day, Mother’s Day and gradua 
tion. Window displays are tied in with floor displays and 
are considered of vital importance because of the store’s 
strong traffic location. 

In addition to its retail operation, the firm has a Swan 
Equipment Division which deals directly with schools, in 
stitutions and plants. This division of the business also 
manufactures several items for use in hospitals, clinics and 
factories. 

Rapid service is made possible by orderly arrangement of 
stock. All telephone orders are filled and delivered from 
the basement warehouse, rather than from the store shelves. 
Ample shipping and receiving facilities at the rear of the 
store relieve congestion on Main Street and speed up de 
livery. 

In addition to its store employes, Swan has 10 outside 
salesmen covering Buffalo and the western New York area. 
Chester H. Panfil is store manager —GET 


Bolta-Wall Distributor Named 

The appointment of Savage & Son, Inc., Denver, Colo. as 
a distributor of Bolta-Wall vinyl wall covering in the state 
of Colorado and most of Wyoming has been announced by 
Bolta Products, a division of the General Tire & Rubber 
Company. 
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TOP—Self-service fixtures are em- 
ployed to a considerable degree in the new Swan Ptg. & Staty. 
Co., Inc., store. The gondola in the foreground holds a wide 
variety of office supplies. BELOW—A view of the office furniture 
and equipment section located at the rear of the new Swan store. 
lt is separated from the up-front section by an archway. Large 
wall mirrors heighten the display effect. 


Equipped for Selling 


Chesapeake Subsidiary to Manufacture “Fax” 


Facsimile equipment of radical new design, greatly ex- 
tending the range of business uses for this electronic com- 
munication medium, will be manufactured by Allen D. 
Cardwell Electronics Productions Corporation under a licens- 
ing agreement announced with Hogan Laboratories, Inc. 

Cardwell, with plants in Plainville and Stamford, Conn., 
is a subsidiary of Chesapeake Industries, Inc. Headquarters 

Hogan, a pioneer name in “fax” research and develop- 
ment, are in New York City. 

(Facsimile is electronic transmission of both words and 
pictures over telephone lines or radio circuits.) 

Most revolutionary new feature of the Cardwell equip- 
ment will be continuous transmission—for the first time in 
facsimile history. All other facsimile equipment uses the 
drum or “lathe” method of transmission, in which the 
machine must be stopped, reloaded and restarted for each 
piece of copy. 

Through new Hogan patents, based on a simple com- 
bination of electronic and optical principles, the Cardwell 
transmitter will permit uninterrupted flow of copy. This 
will result in increased sending speed and great savings in 
labor costs, according to Ralph H. Soby, president of Card- 
well, who made the announcement 
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A Giant Step Forward 









































} BIG FEATURES 7 
Style Note 
The roll edge 
of the seat 
Style Note é 
The Swingline 
backpost— 
steambent to form 
7 a Style Note > 
1 | The tapered 
is back panel | 
em 
i Comfort Note : 
ture SWINGLINE—a complete new family of contemporary The full size seat 
‘ore. office chairs featuring the distinctive Swingline backpost. and cradle backrest 
urge 
ex 
om 
D. 
ens Comfort Note / 
The broad arm rest 
nn., 
ters 
‘lop 
and : a mum ~~. 
ae. | ae 
uip Construction Note 7 T 
j 
e in DE LUXE SWINGLINE—o new high in contemporary styling Frame double dowelled 
the that adds personality and character to the modern office. and corner blocked | 
the | 
each Because Gunlocke’s new Swingline has a rare combination: full com- ens 
fort and high style. Add to this its attractive price level and you have 
vel 3 good reasons why your customers will choose it for their offices. 
he THE SWING 1S TO SWINGLINE __ Construction Note 
‘ard a Coil springs on 


webbing, tied eight 
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Begin New Clary Meetings Series 

First of a nationwide series of new 
ment meetings for Clary Multiplier Corporation has oc- 
curred, it was announced by J. W. Stallings, general man- 
ager of distribution. 

The meetings in 10 cities during August were designed 
to obtain not only the best salesmen prospects but also men 
who can qualify for branch management positions. 

Under the program, branch managers in 34 cities con- 
duct preliminary interviews with salesmen applicants and 
the more outstanding men are chosen for further confer 
ences with visiting regional and home office executives when 
the latter arrive in each branch headquarters. 

Making the rounds during the first series were Richard 
Dodge, aide to Mr. Stallings; James Reed, director of per- 
sonnel; and J. L. Jackson, manager of the western division. 

Cities visited in August included: Kansas City, Chicago, 
Minneapolis, Milwaukee, Detroit, Denver, Dallas, Portland, 
San Francisco and Oakland. 

Other trips to branches will occur during this Fall, Mr. 
Stallings said. 


Paillard Products Names Two as Executives 

Paillard Products Inc. has announced the appointment of 
Edward L. Slater as advertising manager and Lawrence 
Viarengo as treasurer. The company, the American sub- 
sidiary of Paillard, S. A., a Swiss organization which has 
been producing fine mechanisms for 140 years, since 1814, 
handles the sales and service of Bolex cameras and Hermes 
typewriters throughout the United States. 

Mr. Slater, a graduate of Harvard in 1947, formerly was 
an acountant executive with the New York advertising firm, 
Martin L. Smith Company, and was with the advertising 
department of W. T. Grant. 

Mr. Viarengo, a member of the National Association of 
Credit Men, joined Paillard in 1949 after graduating from 
Pace College. He became head of the company’s accounting 
and credit department in 1950. 


Royal Register Sales on Upgrade 

Sales of the Royal Register Company of Nashua, N. H., 
show a substantial increase for the fiscal year according to 
an announcement of R. Dexter Brown, president of the 
firm. Mr. Brown stated that this year’s growth in sales 
closely parallels last year’s record. 

“There is no doubt that Royal’s policy of standardization 
of register forms has enabled us to speed up service to such 
an extent that we can now make delivery of standard and 
special standard register forms to our dealers in from two 
to three weeks,” Mr. Brown continued. By selling only 
through dealers, the company has been successful in extend- 
ing distribution throughout the United States, enabling 
Royal dealers to give faster service to their customers. 


New Reduced Price List Issued by Frontier 

Becoming effective August 2, a new price list of Frontier 
Manufacturing Company, P.O. Box 13266, Dallas, Tex., 
was issued with lowered costs for the more popular items 
of the line. C. D. Hannum, manager of the 
equipment division, in announcing the price reductions has 
invited interested distributors to write for information on 
the dealership program or visit the Frontier display in room 
612-A during the NSOEA convention. 

It is also announced that Harold Vertel, 
city salesman for Frontier, has been made 
manager of the company. 


sales steel 


formerly Dallas 


assistant sales 
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man-power recruit- 


Theater Promotion—B. L. Marble chairs were featured by the 
Stotz Office Equipment Co. in an Easton (Pa.) theater display in 
connection with the movie, “Executive Suite.” By newspaper ad- 
vertising, Stotz invited the public to see the exhibit of modern 
office furniture and equipment in the foyer and on the mezzanine 
during the movie run. Chair, desk, typewriter and lamp were 
given away from the stage. Stotz is the B. L. Marble Chair Co. 
dealer in Easton. 














Record Shipment Hailed . . . A pretty Swiss miss, 18-year-old 
Rosemarie Dreyer of San Gabriel, Calif., hammers secure the last 
crate in a record $50,000 shipment of cash registers from the 
West Coast to Europe. Hugh L. Clary (left), president of the Clary 
Multiplier Corp., which made consignment to Aarau, Switzerland, 
and Werner Wahl of the Swiss Consulate, participated in the 
send-off at the San Gabriel factory before the shipment left the 
Los Angeles Harbor. 
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Why Cosco Office Chair Dealers 


# SELL MORE BIG INSTALLATIONS 


rom Viil-lalde MMe Ko) ME Gel gelolgotilelal- 




























Big Corporations Today 
Buy Office Chairs with an Eye on Value 
and a Return On Their Investment 


Cosco Delivers More of Both and Cosco deal- 
ers everywhere sell more big installations 
because—in today’s highly competitive situa- 
tion—America’s top corporations demand 
value. Cosco chairs deliver more value—more 
luxury features—than other leading brands 
costing up to twice as much! And Cosco chairs 
do reduce fatigue and increase efficiency! 





Such major companies as... 
* American Airlines 
* American Optical 
* Loew's Theatres 
* United States Plywood 








ly in 


" ad- * Trans-World Airlines 

dern 

inine ..-now use Cosco chairs, and attest to their 
wn greater value and work performance. 

°. 


Want to sell more big installations? You 
will when you feature Cosco...the chair that 
holds the value !=ad! 














MODEL 15-F 
Secretarial Chair 
$29.95* 


FEATURE 
NATIONALLY 
ADVERTISED 






LO 5 L Ve. phe 

f- Id . : + 

oe Ginic 

n the MODEL 18-TA MODEL 20-LA 

Clary Executive Chair Conference Choir 

rland, IT PAYS $47.50" *Zone | retail prices 

n the TO GIVE THE CUSTOMER 

the WHAT tee WANTS HAMILTON MANUFACTURING CORPORATION 


Columbus, Indiana 
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Bumper Typewriter Order . . . Here's what $20,000 worth of 
typewriters looks like to Roy Kennedy of Kennedy Business Ma- 
chines Co., San Jose, Calif., as he checks them over with Miss 
Lillian Fagan (center) and Miss Leah Lawrence. The order repre- 
sents 116 new typewriters to be delivered to the San Jose Unified 
School District as ordered recently following submission of bids. 
The baiance of machines shown are but a part of those sold to 
schools near San Jose. The typewriters are to be used for instruc- 
tion and the number illustrates the rapid growth of the school 
system in the San Jose area. 


Functional, Decorative Color Standards Set 


As a guide to improved lighting and better appearance, 
the Wood Office Furniture Institute has standardized 16 
wall colors for its Certified Office Planning Service. 

Eight are functional colors with light reflectances of from 
48 to 68°; eight others are decorative hues with reflectances 
ranging from 10 to 65 

In the functional group, yellow has the highest reflectance 
value of 68°%, followed by coral with 60 In the decor 
ative group, oyster white leads the list with 65°/, while its 
nearest runner-up is chartreuse, with 38 

Lowest reflectance value in either group goes to maroon, 
in the decorative class, with 10 


Ennis Tag Adds Snap-A-Part Sets 

A new line of Snap-a-part unit sets and register forms has 
been added by Ennis Tag & Salesbook Company exclusively 
for dealers. 

Advantages of the new product detailed by the company 
are faster, more efficient writing, elimination of carbon 
fumbling, slipping in copy alignment, mismated and faint 
copies and the possibility of errors in copying. 

The items are being displayed at the NSOEA convention 
and are detailed in a catalog now available. 


Doro Manufacturing Adds Factory Space 

Doro Manufacturing Company has added 10,000 square 
feet of factory space in a new location at 814 N. Franklin 
St., Chicago, one-half block away from the firm’s large 
factory at 220 W. Institute Place. 

The N. Franklin location will be 
the manufacture of wood desk trays and the warehousing 
of Doro’s other office furniture. The move is designed to 
facilitate delivery service on the entire line 


de voted exclusively to 
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Steel Service Manufacturing Company 
Purchases Steel Equipment Line 

The Steel Service Manufacturing Company of Steuben- 
ville, Ohio, manufacturers of Steel-Pride lockers, cabinets 
and steel ceilings, on July 12 purchased the steel equipment 
line formerly made by Advance Metal Products Corp. of 
Chicago. 

Advance’s present operation will be consolidated with 
that of Steel Service for a more complete line of steel 
equipment. 

Dealers for both Advance and Steel Service can secure 
more information about the change by writing the Steel 
Service Manufacturing Company's general ofhces at 330 N. 
7th St., Steubenville, Ohio. 


R. L. Bryan Expands Distributorship 

Expansion of the area serviced by the R. L. Bryan Com- 
pany, 1440 Main St., Columbia, S. C., to include all of 
South Carolina except the northwest corner, was announced 
recently by A. B. Dick Company. 

The new territory to be added is a 12 county area sur- 
rounding Charleston. 

The Bryan Company is one of the oldest office supply 
companies in the state, and has been an A. B. Dick Com- 
pany distributor for more than 35 years. Robert Davis is 
manager of the duplicating equipment and supplies depart- 
ment of the firm, and A. St. J. Simmons is general manager. 





Clinton Partnership Dissolved 

Edward M. Clinton and Earl C. Clinton, who have been 
carrying on business at Traverse City and Manistee, Mich., 
as Clinton Office Equipment Company have announced 
the dissolution of the partnership 

Partnership assets located in Manistee have been sold 
to Edward M. Clinton who will continue in business in 
that city at 410 River St. as Clinton Office Supply Company. 

Likewise, the partnership assets in Traverse City have 
been sold to Earl C. Clinton who will continue in business 
there under the name of Clinton Office Equipment Com- 


pany. 








Start New Art Steel Plant . . . Steelmaster’s Plant No. 4 was 
integrated on August 6 when steam shovels broke ground af 
234th St. and Broadway, New York, for the new 55,000-foot 
warehouse and miscellaneous assembly operation facilities of Ad 
Steel Sales Corp. The $500,000 project is slated for completion 
in 1954 and President Joseph Burger says, “The breaking of 
ground is a practical showing of our company’s confidence in the 
future and our desire to maintain and to continue to supply the 
ever-increasing demand for Steelmaster products in the trade and 
throughout the world.” 
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Scouting 
for Customers? 


To reach out for more business, use 
the ‘yellow pages’ of the Classified 


Telephone Directory. 


That’s a sure way to build sales 
because surveys prove that the 
vellow pages’ are used by 9 out 


of 10 people who-are ready to buy. 


You can get new customers .. . keep 
contact with old ones... by advertising under 
appropriate classifications in the Classified 
where prospects are likely to look for the 


advertised brands and services you sell. 


Scouting for business is economical and 


effective when you use the ‘yellow pages’. 
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Look to 


Friden figure-thinking _ 


to save as others do 


Everywhere in business you find Fridens. Because 
the Friden performs more steps in figure-work 
without operator decisions than any other calcu- 
lating machine ever developed. Each automatic 
Friden decision reduces costs by saving human 
time. It’s likely your business can’t afford NOT 
to own a Friden. See what you think when you 
see the Friden figure-think. Call in your nearby 
Friden Man and watch a demonstration! Friden 
sales, instruction and service available throughout 
the U.S. and the world. FRIDEN CALCULATING 
MACHINE CO., INC., San Leandro, California. 







Friden builds 


in every size, 
for every 
figuring need 


PUBLIC UTILITIES... process volume figure-work with 
the fully automatic Friden Calculator. In engineering 
and maintenance operations, as in the general offices, 
Fridens reduce time costs on jobs from construction 
to billing. Figure-work, complex or simple, gets done 
faster with the Friden! 


INSURANCE AGENCIES... use the fully automatic Friden 
Calculator to insure accuracy and save time (often 
50%!) in figuring commissions, premiums, prorata 
and short rate cancellations, endorsements, ALL in- 
surance figure-work. The Friden works so automat- 
ically no special operator training is needed! 


AUTO DEALERS... use the fully automatic Friden Cal- 
culator for budgeting and daily operating control, for 
auditing of invoices and repair orders, to take parts 
inventory, figure tax accruals. The Friden helps hold 
hours spent on figure-work to a minimum—saves so 
much time it pays for itself quickly! 


Fri M ne Co., Ime 
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The Thinking Machine 


of American Business 








calculators in a 
wide price range, 


Meetings and Dinners 


Continued from page 84 


selected, analyzed, and summarized for quick reference. 

On the final day three other speakers will outline the 
types of data that should come from the sales manager. 
William H. Frank, president, BullDog Electric Products 
Company, Detroit, will tell what top management expects 
from sales. R. H. Whidden, vice president in charge of 
sales, W. A. Shaeffer Pen Company, Fort Madison, Iowa, 
will suggest what kind of facts the sales manager should 
give his sales supervisors and salesmen, 


GF District Managers Convene 

District managers and Youngstown sales personnel of 
The General Fireproofing Company took part in a sales 
conference held at Youngstown, Ohio, July 21 through 
July 23. The conference was under the supervision of Larry 
Miller, GF’s manager of dealer sales. 

The purpose of the conference was to present the latest 
information and developments concerning the company and 
its products. 

A portion of the meeting was devoted to each of the 
Lectures were given on 
advertising program, 
Discussion 


company’s major product lines. 
current production problems, the 
and the dealer program for the coming year. 
periods were scheduled so that ideas could be exchanged 


and individual problems considered. 


Philadelphia NOFA Members Enjoy Outing 
The annual summer golf outing and dinner of the Phil- 
adelphia Chapter of NOFA was held July 20 at the Manu- 
facturers’ Country Club, Oreland, Pa. Attendance totaled 34. 
Low-score prizes were won by Jack Memhardt, Columbia 
Steel, and Joe Mazer, Keystone Steel. High score was 
achieved by Ozzie Krug, Cole Steel. Other winning players 


included Bill Seifert, Peerless Steel: Morris Golden and 
Seymour Golden, Business Furniture; Jack Pierson, Co- 
lumbia Steel; Jack Pinkerton, Hoskins; Roland East, East 


Safe & Equipment, and Sam Galespie, Galespie Company. 
Delicious Pennsylvania Dutch pretzels were distributed 
Guth. 


by Henry 





Global Wishes ... 


on 


19 REIN Ree. 


Philip M. Zenner (left), newly-elected pres } 


dent of Royal McBee Corp., receives a handmade, bas relief globe } 


of the world by 389 members of The McBee Co.'s administrative 
and sales departments. Made in Milan, Italy, the globe is pre 
sented by C. W. Doulton, retiring McBee Crest Club president, af 
the annual meeting of the honor sales organization at The Greer 
brier, White Sulphur Springs, W. Va 
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ya is 
SS Thic Christmas ~ 


at More GIFT Business with 


Home you sell Day! 










Last Christmas, more dealers than ever dis- 

covered that holiday shoppers are quick to 
buy Stationery and Office Supplies ... often in sur- 
prising volumes . . . whenever these items are 
packaged and promoted as Christmas Gifts! 


Many of the items that you regularly stock and sell 
are appreciated by everybody, young and old, as ' 
gifts they can use and enjoy throughout the year. These Popular Wilson Jones Items 4 
Make Ideal Gifts for: 


Here’s why it will pay you bigger profits to pro- 














mote your regular merchandise as gifts this @ Business Men and Women ( 
Christmas: @ Students andProfessionalPeople (_ _ _/ ’ 
@ Youcan offer items within whatever price range © Homemakers 
—uume your customers prefer. 
@ You and your salespeople are familiar with and 
know how to display, promote and sell the Daily Reminders 
items you handle the year around. and Diaries 
@ You save the investment in special holiday 
merchandise, and avoid the need for clearance 
sales to get rid of left-over seasonal stocks. 
@ You get your full mark-up and profit. 
Desk Calendars 
Hobby and Home and Memo Packs 4 


Record Books 





Brief Bags 






Ring Binders 
and Memo Books 


: = and Zippits 
Family Budget Books and Files 
Desk Classifiers 
.. Wiison Jones 


209 S. JEFFERSON STREET + CHICAGO 
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Super - Sales Stimulators 


Get MORE business! Meet EVERY prospect's needs. In- 
diana Chair’s complete line of highest quality, hand- 
some wood office chairs fill the most exacting demands 
— EVERYWHERE. Our national advertising tells them 

you sell them! Start enjoying those extra profits 


from these super-sales stimulators now. Write for 


details today. 








ee Chair Ce. wc 


JASre rR, INDIANA 


) OFFICE FURNITURE INSTITUTE 





turday, July 31 


Eo ant saler 
quipmen Vea 


Daytona Beach. Florida has 
ductive, groups and this 
al idea jood 


witnessed the '54 meeting 
Association at the 
one of the n 
meeting produced 
»wship and fun. New officers elected are: 


ve, as we 6s pro- 
benefi- 


President—W. V. (Tom) Simons, L » Super Mian 

Vice-President—Geo. Martin, Martir Equir ackson- 

Secretary—Fred Griffith, Palm Bea pewrite pany, W 

m Beach 

Treasurer—Murray Joiner, Busine ‘Ss Ft. 
Lauderdale 

Joe Alvarez, the outgoing preside Jed in | 3! impec 
abie manner 

—a 


New firn t pping up all over srea. Dave Thompson, 
mer buyer for Halsey-Griffith W. Palm Beach, ha pened hi 
wn store in Ft. Lauderdale, Fla., mpson Office Equipment 
mpany, 117 S.W First Ave. First time I'm down that way I'll wash 
Cad 4 C sve 
Bob Seimon w the buyer at Halsey-Griffith 
* * * * * 


Ee J. Sta ners have opened Miami at 97 N.W. First St. 
Joseph Dorf, formerly of New York the proud owner of this one. 
He will carry a mplete line of mmercial stationery items and 

TmICe eq jiome 
* * * * * 
Ft. Lauderdale must be a b rr v ecause T tirm 


pened there recently 
McGilligan Office Su pply , 
headed by 


2035 W 


- | 
c wuly 


the Robert E. 


f peneo ac +t the 
McGilligans. Now faith an 


begorra they must be from Ireland t man said W nsin, 
* * * * > 
Still another in Ft. Lauderdale is Florida Sta é 506 N.W 
t Ave. George W. Metcalidis is th ad man her t my hard 
working (?) reporter failed to give me re d George 
 & = 2m 
Nobod as gimme any info on tt ne but it that the 
>t. Pete dyna P. K. Smith, is opening branct Clear 
water, Fla Dave Wolverton, { buyer for P.K hen f 
B&G & Gene}, is back witt kK ina helt pT 
w stor 
*6¢ ee 6 
Still another one coming up next nm Carl Elliott formerly with 
Augusta Office Supply Company wa heduled t¢ pen | wn 
re in Aiken, S. C., about September 
see @ 6 
L ng Office S Ipply Miami, has a xpan n coming up on 
September The firm will move waret ana rde department 
m 25th St. to || N.E. 6th St. The new ding 8.000 sa. ft. 
with 1,700 more in a separate buildin which w be used for 


repair ana ery 


turniture and equipmer 


ruck a K railroad 


Red ana T ai en A-|! 


Jing and plenty of parking space w 
pliant The jenera ffice will be dD, T T } can wasn 
wn Cad 3 Red. 
* > > . 
Foster-Parke mpany Nashville atter an 50 year 
t 215-3rd Ave. N. should now be w | 303 Demon 
r n St 
> > > > > 
Another recent move of note was that rick Of Equipment 
C mbia, S. C ne block nearer to the ne d t, same side 
the stree 1004-1006 Gerva ew st re than 
Jouble the old one with a full basement and third rage 
ana tne tw George . Swartz F ar 
. * . 
C : f disconnect Bob Peacock | ed m 
ther Howard in their store in De Ga., and pooled his re- 
urces and multiple talents with Mrs. Hanson T Hanson 
mpany Atlanta. 
* * * * * 
The sa r that sent + aid e | 
knew that Moward 4s a new } yiar 
* * * . 
ne J disconnect is really Tom Stuart, £ the 
ndo §S h, has left t George and yht t the 
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Protectall Challenger Safe in attractive “Copper Tone” color —just one of the smart new “Color-Styled" shades 


Now! Protectall introduces the first 


"Color - Styled" 


CCE es © ae 


Never before could you offer office safes in such 
smart, distinctive colors — matched to the most color- 
ful shades of all the major lines of office furniture! 


THINK WHAT an advantage this new Protectall develop- 
ment gives you. For more and more firms, today, are 
modernizing their offices. And every one of them is giv- 
ing more and more thought to color. Not the drab, dull 
colors of yesterday... but the smart, distinctive colors 
that really say, “‘up to date.” 


And that’s where you come in... with Protectall’s new 
“Color-Styled’’ safes. No matter which of the new, mod- 
ern shades used by the major office equipment lines your 
prospect wants to match—you’ve got it for him. 






’ Protectall Safes 
Hamilton, Ohio 


(4 


nt 
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Safes in America! 


And you've got it in the safe whose smart styling, extra 


protection features and extra value have a/ready made 
it the fastest selling safe in America bearing the popular 
Underwriters’ Laboratories, Incorporated “C”’ label... 
the Protectall Safe. Why not mail the coupon, right now, 
for a new catalog and full details on how to cash in? 


Now! Every Protectall Safe Bears the Underwrit- 
ers’ T-20 Burglary Label giving additional protec- 
tion and insurance discounts to your customers. 


Protectall Safe Corporation, Dep’t 926-] 
Hamilton, Ohio 


Please rush me a catalog and full details on the new Protectall 
“‘Color-Styled”’ Safes. 
FIRM NAME 

YOUR NAME POSITION 
ADORESS 


ciTy : ZONE STATE 
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Super - Sales Stimulators 


Get MORE business! Meet EVERY prospect’s needs. In- 
diana Chair's complete line of highest quality, hand- 
some wood office chairs fill the most exacting demands 
— EVERYWHERE. Our national advertising tells them 

you sell them! Start enjoying those extra profits 


from these super-sales stimulators . . . now. Write for 


details today. 


_lndiana Chair ©. i 
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aturday, Ju witnessed the ‘54 meeting of the F ja Oftice 
yuipment Dealers Association at the Daytona Pla Hotel in 
sytona Bea Florida has one of the most active, as well as pro- 
ductive, groups and this meeting ~ ed its tull quota benefi- 
a gdea } °| wshi p and tu Ne Ww Ticers elected are: 


dent—W. V. (Tom) Simons, bine ffice Supply, Mian 


Vice-Preside Geo. Martin, Martir fice Equipment, Jackson. 


Fred Griffith, Palm Beach Typewriter Company, W. 


secretary 


m Beach. 
Treasurer Murray Joiner, Busine cCquipment Company Ft. 
Lauderdale 
Joe Alvarez, the itgoing president, presided in F 3! impec 
bie manner 
* * * + 


New firms st popping up all over the area Dave Thompson, 


er buyer alsey-Griffith W. Palm Beach. ha pened ¥ 
wn store in Ft. Lauderdale, Fla., Thompson Office Lipment 
mpany, 117 S.W. First Ave. First time I'm down that way 7 ll wash 
r Cadillac, Dave 
Bob Seimon now the bu yer at Halsey-© +}, 
~ 6 => oe 


& J. Stationers have opened in Miami at 97 N.W. First St. 


Joseph Dorf, formerly of New York, is the proud owner of this one. 
He will carry a mplete line of commercial stationery items and 
Hf equipment 

> - > > > 


Ft. Lauderdale must be a "boom" town because another firm 
pened there recent! 

McGilligan's Office ‘Supply, 2035 Wilton Dr pened about the 
first of July, headed by the Robert E. McGilligans. Now faith an 
begorra they must be from Ireland but the man said W nsin, 


S Ft. Lauderdale is Florida Stationers, |r 506 N.W. 
t Ave. George W. Metcalidis is the head man hers tT my hard 
rking (?) reporter failed to give me any more dope on George. 


S*+ another 


> * > . 

Nobody yimme any info on tt ne but it that the 
t. Pete dyna P. K. Smith, is opening branct n Clear 
and Dave Wolverton, former buyer for P.K., then for 


& G Billy & Gene) is back with P.k and helping set up the 
Ww T 
a « & «4 
Still another one coming up next m Carl Elliott formerly with 
Augusta Office Supply Company, wa heduled t pen | wn 
re in Aiken, S. C., about September 
* * * > 
Long Office Supply, Miami, has a nice expansior ming up on 
September |. The firm will move warebh e and order department 


m 25th St. to || N.E. 6th St. The new building has 18,000 sa. ft. 
with 1,700 more in a separate building which w be used for 
epair and service of furniture and equipment. Truck docks, railroad 

ding and plent parking space w sive Red and Tom an A-! 
plant. The genera! offices will be in the new job, t Y an wasn 
wr Cad a Red. 


* * * 7 > 
Foster-Parke mpany, Nashville, Tenn., after more than 50 years 
215-3rda Av N suld now be in its new home at 303 Demon- 

L n St 
* > > * > 
Another recent move of note was that of Lorick Office Equipment 
Columbia, S. C ne block nearer to the business district, same side 
the stree 1004-1006 Gervais. The new store has more than 
Jouble the d » with a full basement and third f f toraqae 

ana the Tw Ge rages, Swartz wna Kautmar 
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; ple d nnects.” Bob Peacock has pulled out from 
ther Howard in their store in Decatur, Ga., and pooled his re- 
rces and multiple talents with Mrs. Hanson at 


sompany, Atlanta 
> > > > 
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Protectall Challenger Safe in attractive “Copper Tone” color — just one of the smart new “Color-Styled" shades 


ow! Protectall introduces the first 
"Color -Styled" Safes in America! 


EE le © eee 


Never before could you offer office safes in such 
smart, distinctive colors — matched to the most color- 
ful shades of all the major lines of office furniture! 


THINK WHAT an advantage this new Protectall develop- 
ment gives you. For more and more firms, today, are 
modernizing their offices. And every one of them is giv- 
ing more and more thought to color. Not the drab, dull 
colors of yesterday ... but the smart, distinctive colors 
that really say, “‘up to date.”’ 


And that’s where you come in... with Protectall’s new 
“Color-Styled”’ safes. No matter which of the new, mod- 
ern shades used by the major office equipment lines your 
prospect wants to match—you’ve got it for him. 


Protectall Safes 
Hamilton, Ohio 
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And you've got it in the safe whose smart styling, extra 
protection features and extra value have already made 
it the fastest selling safe in America bearing the popular 
Underwriters’ Laboratories, Incorporated “C” label... 
the Protectall Safe. Why not mail the coupon, right now, 
for a new catalog and full details on how to cash in? 


Now! Every Protectall Safe Bears the Underwrit- 
ers’ T-20 Burglary Label giving additional protec- 
tion and insurance discounts to your customers. 


Protectall Safe Corporation, Dep’t 926-]J 
Hamilton, Ohio 


Please rush me a catalog and full details on the new Protectall 
“Color-Styled”’ Safes. 


FIRM NAME 


YOUR NAME POSITION 
ADORESS 
city ZONE STATE 
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THE NEWLY IMPROVED 


FFANY STAND 


FOR OFFICE MACHINES 



















VED With the open-top design machine noises ge 


* through the top . . . do not rebound to the op- 
iC ” SAFE erator .. . greater efficiency . . . less fatigue. 






© 





© 





New top cups fit ay 
tically all machine feet. 





Extra rivets on foot cast- 
ings . . . add strength to 
base. 





Elongated ends on cross- 
members strengthen frame. 





Stand top is bigger and 
square for greater flexi- 
bility. 





Top channels now attach 
front to back or sideways. 





Larger drop leaves . 
14Y," x 18%," for more 
working area. 








braces for extra sturdi- 


MODEL 
=f 3000 





10 larger rounded corner é 














And VOW ...New heavier duty 
TIFFANY 7» Ay ===> STANDS 





Larger, square 
top design. 









1 


2 


Rigid V-type 
cross brace. 3 








Huge 16”x20” 
drop leaf. 


Rollers instead of 
pins on caster 
retracting device 


9002 ot. M. Reg. for easier 


7350 FORSYTHE 
$T. LOUIS 5,M0.— 















Augusta Office Supply Company. I've had two separate reports 

this one. One that just Tom was involved and the other that 
Charles was in on the deal, tod. W t have to wait and let 
events straighten us out there. Since the big “blow” at Augusta 
the destiny of Augusta Office Supply was a big question mark 
but now that the name Stuart is at the helm we car k out for 
the dust. Con jratu ations Tom, and Char Will expect t ee you 


way out in tront + things next year at the rea na 


Got tw new additions this month, both in Atlanta 
Mrs. Peggy Baker, advertising manager at lvan Aller adver- 
7 


ng Leonard Pierce II in every ‘spot’ she can find, all 7 pounds 
snd 7 oz. of him. Peggy left work at 5:30 one afternoon, proceeded 


slmly to the hospital for Leonard's arrival a tew hours later, and 
) announced she would be back at work n—whooee-wotta gal! 
. * * * . 


All but one "little detail is missing on tt ne but Ralph Moses, 
sles manager at Atlanta Stationery and Printing Company finally 
nade it. Just go by there and I'm sure you will get all the details 

m Ralph. 

> al > * > 

Didn't know that L. J. Henry Company, or Rhodes Office Supply 

mpany, both of Augusta, Ga., had moved to new stores. How- 

such seems to be the case although the new addresses and 


pertinent deta are amongst the m 
* * * * * 
Carl Johnson, formerly with Ivan Allen in Augusta now office 
nanager with James A. Head Company, Birmingham 
° . al * >. 


Some of our folks ain't doin so wel n the health department, 
that is. Bob Smith, Smith's, Hollywood, Fla., suffered a heart attack 
and indications are that he will be contined to his home tor quite 
a time. 

* * * . . 

Norman Johansen, buyer at Skagseth's, Miami, was in the hospital 
recently with a bladder infection but r urgery was necessary so 
Norman was expected to be out soon. 

7 * * * * 

Frank Hodgkinson, Athens, Ga., is now back at work for a couple 
f hours a day after a heart attack several months ago. Nice 

ng Frank—but take it easy, willya?? 

* * . * . 

This heart attack thing must be catching. Now comes Fred 
Rosolio, Savanah, Ga., with one. Just the fact that Fred was in 
the hospital was all | could get at this time. Hope to have more, 
and | sincerely hope, pleasant news next m 


"Uncle" Jim Cooper is still improving as was evidenced recently 
by his “taking off’ on a train trip around Florida. 


* . > * . 

Tommy Tompkins writes that he now “in the dough.” He 

ecently acquired the Park Sherman line and expects to leave the 

Packard club and join the Cadillac clut n. When you do 
Tommy I'd love to help you test flight 

> > * * . 

Sho did get high up on the hawg this month when it came to 


help on the imn. Many, many thanks fellers and d by all 
means, keep it up. Johnny (S.P.) Floyd, Tommy (Groceries) Tomp- 
kins, Joe (Hows He Do It?) Maura, Fred (Speedy) Pittman, 


Jackson (Inky) Lydiard and a new com: the fold, Jess Marshall, 
sme througt well, 
* * * * . 
“Good Chompin T-Night" | 
How at t a really stomp down yenuwine, A-|, tirst ass, red 
McCoy Italian dinner? For a spaghetti dinner ked in the rea 
ld country” style, including imported spaghetti and wine, and | 
erved in a real Italianish atmosphere, y will never beat Joes 
1641 Gervais Street, Columbia, S. C. The Cuts Mama, Papa 
and daughter, will see to it that y sre added to their long list 
or delignted tomers. Joe's sted ju , % r block our 
Gervais from the Columbia Hote Jon't miss it on your next 
s umbdia ] 
* . * * . 
Next stop—Chicago. 


Change Name of Paper City Stationery 


Jack Heenan, manager of the firm, has announced that} 
Paper City Stationery of Kalamazoo, Mich., on August Df 
changed its name to Office Supply & Equipment Company. } 
There is no change of ownership, interest or policy. The] 


firm is merely using a more definitive name. The address 
remains 756 W. Michigan Ave. in Kalamazoo. 
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Modern Design’ Greater Efficiency 








help you sell INVINCIBLE iad 
ISINeSs Engineered" Modernaire 


Bookcase 


& J e j 

executive oftice suites: hon octal 
ered to match desks, 

, a a al os Two adjustable 

Designed to suit the most discriminating taste, Invincible metal office duabeenesetnntinds 

furniture offers outstanding beauty, quality construction and maxi- Available with or 

without sliding glass 

doors. 








mum efficiency features that are sure to win favor with any executive, 
Yes, Invincible executive office suites are “Business Engineered” 
. to help you clinch more sales. 


See how ‘ll make more sales, more profits when you display 
and stock this popular line. Write today for details. 


Remember! Your profits are pro- 

tected under Invincible’s dealer 

sales policy! : NEW! 
Modernaire 

Telephone Stand 


Linoleum top matches 
ey desk. Adjustable non- 
e Invincible products are backed by a ‘ ‘ rust glides on base 
national advertising program in lead- «i, ee can be set to level 
ing consumer and trade publications stand . . . eliminate 
... with all inquiries directed to you. eee 


@ Invincible relies on you to do the 
retailing job. We do not sell direct- 
ly to the consumer. 





that wf \ 

st 15 ie 

pany ¥ » 
™| y : 


ldress 
Invincible Metal Furniture Co. © Manitowoc, Wis. 
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Sell Weldon Roberts Jet Erasers by the 
handfull to your Christmas trade! Use this 
Jet display card with your display of greeting cards as a 
powerful reminder that Weldon Roberts Erasers will cor- 
rect the mistakes people always make in addressing greet- 
ting cards—and in all kinds of writing all year ’round. 


me 2 | Erasers as ideal gifts to put into Christmas 


stockings—to tie onto Christmas trees. School students, 
artists, office workers, will welcome Weldon Roberts 
Erasers as thoughtful remembrances for year ’round use! 


Sell Jets and all other Weldon Roberts 


JET ERASER 


Convenient cylindri- 


cal stick eraser in 
attractive transparent 
Tip 


eraser 


plastic holder 


unscrews so 


can be moved out- 
ward. Red rubber for 
pencil erasing, gray 


rubber for ink. Pocket 
clip style for general 
use Brush whisk 
style for typists. Re- 





fills. Tops for typing, 
accounting, drafting, 
professional and stu- 








jent use 





400 ARTEX 
Soft, smooth, white rubber 
eraser or pencil work, draw- 
ing drafting. Handy, bias- 
beveled shape. Sharp edges 


and ends for erasing fine line 
work; broad sides for clean- 


ing. 








Write now fer Illustrated Price List. 


WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue Newark 7, N. J. 
W orld’s Foremost Eraser Specialists 
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CBS commentator Charles Collingwood 
(right) greets Langdon Littlehaie, advertising director of the 


An American Shrine... 


Mosler Safe Co., which built the 50 ton safe that guards the 
Declaration of Independence, the Constitution, and the Bill of 
Rights. Background shows a working scale model of the Archives 
display which Mr. Collingwood demonstrated on a telecast. 





5Sr+rH District Notes 


ROBERT W. LAMSON, CORRESPONDENT 
89 N. 26TH ST., NEWARK, OHIO 








Louberts Stationers, Inc., is the try 
Dayton, Of where veterans (Lou) Mast nd $ Ro|berts) Schuder 
and Spurrier, now you know where } sme Louberts)} 
with an accumulation of 57 years experience have ed at 146 
Valley St. Our ngratulations and best w 
s oa 
Quaid ven who many travelers w remen m The 
Charles Ritter Company in Mansfield t an officer and 
nager ft the newly-formed Denzer f firm in Sandusky, Ohi 
Mr. Quaid moves to his new post with a wealt a trainin 
flable p nality, and a host of ideas for merchandising and 
Good k and congratulations to t new nizati 
> + «+ + & 
Aug o Earl Balk of the News B. Newtor Son pany if 
° | inderw urgery, a double he 5 peratior + + Ray- 
nd Hospital and Clinic at Johnstown, Pa. Ear t of friends 
will be glad to know that he is doing fine and ex be back 
the harne } rtly 
* * * > 
Charlie Meyers of OF Desk ( Cc J f was 
recently hospitalizeqd when pneum 1 K a and 
nl 
* * * * . 
John Howison, nt partner in the Kelsall-V y in 
ncinnat pent me time at the Bethesda HW home 
where he had a gall bladder peration re back at his 
+. areetina the road men will 
* * * > 
Gene Hall, who recently resigned nest as presides crue 
West Virginia Office Equipment Dealers A at nd May Office 
Service, Beckley, W. Va., has accepted a road b with Joseph 
n Crucible Company and w headquarter with | wife and 
amily ast’ Gam ee | ‘ a 
. . * . 
A sé 3 traveler h an Ted 
Hargen, Jr. + dad has been | ba nd E. tor 
af r ‘ and Ted Jr r » New 
Y k Sta and make 3 eets 6 
Jealer w nc ne lr M r wit \deal 
* * * . 
Elaborat have been mailed Va. Office 
Equipment Ass ati n me MA N vem 
0. 
. om 
Don Plehn, B n & Pease travele ndiana, spent two weeks 
n a flying trip vacation in Mex he can 1 : a bouf 
ate guide ata y got ney's worth 
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Fortune 


Se pate sector ¢ §935 


Catalog No. M-6 


WALLSTER 


0-6 
Catalog No. W-4 


Catalog 
oftice 


$135 


Higher 0” 
West Coos! 


FOUR-POSTER 


entory 
Catalog No. FP-4 


vi 
\n Control 


13) €3044 3 


Catalog No. DK-4 


STANDBY 


Catalog No. ST-4 








_ SAUTOMATION 


Exclusive “AUTOMATION 


speeds all figuring work... 
makes the Monro-Matic the most 
economical automatic calculator! 


Here is an entirely new, an 
incredibly simple concept of 
figuring control. To operate 
the Monro-Matic requires 
no more skill than— 
1) feed it figures... 2) push buttons. 
That’s all. Anyone can do it. The 
Monro-Matic controls itself automatically. 
Try the Monro-Matic with exclusive Automation a week or 
so on your own figure work, in your own office —on us. 
Monroe Calculating Machine Company, Inc., Orange, N. J. 


Sales and service everywhere. 


OPERATORS WHO KNOW... PREFER M O N ROE CALCULATING, ADDING, ACCOUNTING MACHINES 
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Keep tab with — ee ae 


OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, IL 


= Gala Opening . . . There are 17,000 people employed in the 
Insurance Exchange Building at 175 W. Jackson Blvd., Chicagg, 











More than 6,000 of this number stopped e grand opening 
n August 25 and 26 of the new Commercial Stationery Company 
tore in the north lobby of the building 

Moving to a better location within the building the Chicago 





firm which has main offices at 220 W. Madison St., has doubled 
the size of its retail store. Along with the advantageous space § 





FILE FOLDERS 


IS OUR BUSINESS 


UNIFORMITY 
DEPENDABILITY 
SERVICE 


Specializing in the manufacture of File Folders exclu- 











sively for more than fifteen years is your guarantee 


of dependable performance. 









ALL 
STANDARD 
STYLES 
and 
WEIGHTS 












Seen at New Store Opening .. . 1. C. E. Bodeen, secretary @ 
Commercial Staty. Co.; Lee Lowe, general sales manager d 
Browne-Morse Co.; Jack Parry, manager Commercial Staty. @ 
store. 2. Self-service store fixtures installed by Ray J. Eichenlaub, 
Service Steel Products Corp.; 3. Seated at new Browne-Morse Co 
desk are Mr. Lowe and “Miss Ruth Commercial.” Standing af 


Write for Sample and Prices Paul Leaf (left) and Paul Cory of Browne-Morse. info 
r 


Commercial Stationery has added new self-service fixtures designé@y line 


TAB-TEX CORPORATION Scies sincoudtioniog: Gel’ ih citer warn’ proveed wa 


















. ae wh shatianesd slave an wheee notenhal 1" 
Manufacturers of File Folders ee ve y store in a building potential custom# 
The veteran manager, Jack Parry, has been with Commercial @ 


3913 SECOND AVE., BROOKLYN 32, N. Y. 


28 de personally knows tt snds who work in the Insuramt 
Exchange i 


wor 


Jing. 





occasion for office f the ago firm wk 


Qa 
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SEE US AT THE NSOEA— BOOTH 309-310 


STAKMASTERS 


top-drawer 





* All St fil 
3 Py Ban Be LIST 
= able with locks. (4 DRAWER MODEL 


give your customers X-RAY 
FILING 


STACOR high quality CABINETS 


STAKMASTER low-cost features 1 end 3 drawer, 
“ge progressive cradle “PLANMASTER”* BLUE 

Designed to fill your requirements for today's price- suspension. PRINT FILING CABINETS 
conscious market and give you more fields to a The bi int file th 
Designed to fill your customers’ requirements for qual- e blue print file that requires 
ity features, low-cost efficiency. Perfect for both—and hy gg = 
proving it in sales and service. welded te Soeeas gy Aye 

: . - 0 a ar rawers. a 
@ Variety of 5 sizes up to 38" x 50 drawer mtd all standard sizes. 


in both 4 x 5 Drawer Units 
Precision built of heavy gauge wz 
eens f0 ferme THE LINE WITH THE MOST CONVINCING SALES TALK 
Holds drawings, tracings, blue- 
prints, artwork, cuts, paper, cloth 
swatches, small parts, etc. 
All drawers pre-punched for 
partitioning — fits everybody's 
business 
All drawers roll smoothly on case- 
hardened ball-bearing rollers— 
can't pull out accidentally 

@ Closed top—no cap required 
Available with Flush or Leg Bases 
Stack high for greater profits— 
sell extra units as needed 


TRACING BOARDS 

& TABLES in STEEL 
TABORETS DRAFTING AND Portable fluorescent "Trace- 
ATTRACTIVE | ISCOUNTS Heavy gauge steel weld- « DRAWING TABLES master," scientifically de- 


Write for C« ) and complete ed to form. Two drawers. Four-post steel base, kiln- signed reflector, modern 
: 4 : streamlined design. Tracing 
information on the full STACOR targe eqbinet acion wih | dried) oft “woed top, | Sreamiinad dein. Teacng 


line TODAY casters. 84. Ball bearing drawers. 3%" x 4 
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NEW FREE 


CATALOG 


of 


FAST-SELLING 
e PROFITABLE 


PRODUCTS BY 


,, for © OFFICES 
¢ HOTELS 


e MOTELS 

e RESTAURANTS 

e BEAUTY PARLORS 
e THEATRES 

¢ SHOWROOMS 

e INSTITUTIONS, ETC. 


Complete line of 


COAT TREES 


WARDROBE RACKS 


WALL RACKS 


UMBRELLA STANDS 


COAT HANGERS 


SAND URNS 



























#119 Umbrella Stand 
List Price 11.00 


#300 Coat Tree 
List Price 10.50 


SMOKERS 














Pd | 


1 
q ‘ ol 
Wall Rack 


WRITE TODAY for new free catalog 


of complete line. Has 
large illustrations to 
show all details, speci 
fications, and prices. 








#14 Sand Urn 
List Price 10.00 


GLARO MACHINE PRODUCTS CO., INC. 


LINDENHURSeee. f., m. Y. 











lude Harry Burberry, president; Stuart MacDonald, urer and 


C. E. Bodeen, secretary. Manager Parry vice-president 


Dozens of Great Lakes travelers attended the grand opening and 
xtended ongratulations to Comme 3 Stationery Company 
fficers. Playing a prominent role in the casion were Lee Lowe, 
jeneral sales mm anager oft Browne Morse . mpany anda his sales- 


men. This store features the Browne-Morse line of e furniture 
snd most leading brands of office pplie AS well a e Sunbeam 
Corporation line of electrical good 
> > . * 
y r J Ua Ele ver Gre € a Je0q May- 
nard Westring’s annual golf party at Rockford's beautiful Forest 
dills Count Clut August 26. Besides Travelers, the visitors 





Poumamiies at Westring Golf Party .. . 
Gordon Kickels, C. L. Barkley &o., presents gift from the group to host 


' Maynard Westring. 

2. Jerry Henningson, Joseph Dixon Crucible Co.; Dave Rucker, B. H. Hallin 

& Associates, Chicago; Bob Kane, mfrs. rep.; Zane Grey and Axel Soderr 

~~ Mid-City Stationers, Inc., Rockford. 

. B. Horr, Associated Stationers Supply Co.; Harry Brandt, Maywood 
Typewriter & Office Supply Co., Maywood, Ili.; Clarence Clemen, G. J. 
Aigner Co. 

4. Ray J. Eichenlaub, Service Steel Products Corp.; Maynard Westring, Mid- 
City Stationers, Inc.; .; G. O. Stevens, Stevens, Maloney & Co., C icage; 
Ken Reister, Minnesota Mining & Mfg. Co. 

5. Gordon Kickels, C. L. Barkley & Co.; Ray Achtner, Office Staty. & Equip- 
ment Co., Chicago; Cliff Morris, Mid-City Stationers, Inc.; Roscoe Benge, 
Codo Mfg. Corp. 


luded Dave Rucker, B. H. Hallin & Associates, Inc.; Henry 
Brandt of Maywood Typewriter & Office Supply, and Ray Achtner 
f Office Stationery & Equipment Company, also several members 
tf Mr. Westring's Mid-City Stationer rganizat A number of 


the men took their wives along for the day Attendance 
ncluded 2! men and some |0 or 12 ladie 
he pr Iran tarted with an elat rate Jed with a 
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DUPLICATING 
SPECIALISTS 


Scientific know-how and research 
make ROSE products the highest 


in performance and dependabilit) 


® MASTER UNITS* 

© SPIRIT CARBONS 

® HECTOGRAPH CARBONS 
® SPIRIT CARBON ROLLS 

_. VESOR Ditto) iteronstelo me ibblomme 


R es SE RIBBON AND CARBON 
N B/ MANUFACTURING CO.. INC¢ 
CSfere™ 


General Offices and Factory * Harrison, N. J | 
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COMFORT- 
CONTROLLED 
MOTION 





“Free and easy” is one way to 


describe the feeling Collier-Keyworth Chair 


Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls .. . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design. . . 


buy Collier-Keyworth! 


COLLIER-KEYWORTH CO. 
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teak dinner at which the Travelers presented a t to Mr. Westring 
) a Toker ta 3 will. 

* . . * +. 

Bowling Season . . . Members of the Chicago Stationers Bowling 

League have opened a new season different location, the 


Fireside Bowling Alleys on Chicago's west side. Meanwhile, Mil- 
waukee Office Equipment Dealers has a begun annual kegling 
at the Hote! Antlers Bowling Alieys. 


* * * * * 


Good News . . . George F. Hanson, Boorum & Pease sales- 


nan, has graduated to a cane and doing splendidly in his 
speration from a fractured hip. He expects to get rid of that, 

n a0 T xX weeks. 
* * * * * 
Picnic Date Jim Gibson, Commercial Stationery & Office 
Supply Company, Milwaukee, entertained members of h rganiza- 
tion and their families at the annual mpany picnic on Sunday, 


August |. The group took advantage of the ideal weather and 
enjoyed boating and swimming at the Gibson summer home on 
beautiful North Lake. 

Guest of nor was Ray Simonds, a former employee at Com- 


nercial. Ray was on furlough, after completing Army basic training 
st Fort Leonard Wood, Missouri. 
These Milwaukee items are contributed by our genia 


alesman and governor, Art C. Finger. 


newsnawk 


New Members . Recent additions the Great Lakes Trav- 
elers Club re nclude Richard P. McClanahan, Geyer Publica- 
tions: Ben Philbrick, Pelouze Manufacturing Company; Carl H. 
Schmits, manufacturers’ representative; Paul H. Ulwelling, Speed 
Products Corporation; John N. Behr, Jr., and John C. Dux, Wilson 
Jones Company; and E. |. Deacon, Chicago Desk Pad Company 
Glad to have fellows aboard. 


Fox Valley Notes ... Good old W. A. McNichols, Amberg File 
& Index Company, passes along news about the Fox Valley Sta- 
tioners Association. At a general meeting at which ex-governor 
Ed Napp, Napp Office Supply, presided, Chester H. Racine of 
Racine's Office Supply, Green Bay, Wis., was elected president, 
The secretary-treasurer is Ray Scharpf of Scharpf's, Inc., Oshkosh, 
Speakers at the affair were none other than those two traveling 
ompanions, golfers and Chicago stationers, Eldon Just and Ollie 
Stevens. 


— 


-Financial Notes 





Burroughs Corporation, Detroit, Mich. — Earnings for the first six months 
ended June 30, 1954, from the company's operations in the U. S. and Canada, 
and including dividends received from subsidiaries operating in other coun 
tries, amounted to $3,651,173 or 73c per share, compared with $3,793,241 or 
76c per share earned during the same peried in 1953. Total revenue from all 
world-wide operations for the half-year was $86,064,737 compared with 
$77,220,676 reported for the first half of 1953. Combined net income from 
Burroughs operations throughout the world for the first six months, after 
taxes, was $4,667,720, compared with $4,632,293 for the same period in 1953. 
The increase in revenue during the first six months of this year reflects @ 
srger volume of defense business and also increases in the revenue of sub- 
idiaries operating outside the U. S. and Canada. The fact that earnings did 
not keep pace with the rise in revenue is to a large extent accounted for by 
ncreased expenditures for research, engineering, new product planning and, 
ontinued expansion of the marketing organization. These costs were 3% 
higher than in the same period in 1953. 


International Business Machines Corporation, New York, N. Y.—The cor 
poration on August 24 announced an agreement to borrow 100 million 
Jollars from Prudential Insurance Company of Americ&\on 3%4% notes 
maturing in 2055—or |0! years from now. Thomas J Watcoy IBM chairman, 
said the notes will be issued in various amounts from time to time, not 
later than December 31, 1957. He said continued growth of the company’s 
business requires additional funds for working capital and other corporate 
purposes. After May |, 1963, at the option of either company, the notes 
may be converted, in part, into 25-year 3% notes. 


W. A. Sheaffer Pen Company recentiy declared a regular quat 
terly dividend of 30 cents and an extra dividend of 10 cents a share 
on its common stock. It was payable Aug. 26 to stockholders oF 
record Aug. 16. The directors also voted a profit-sharing payment 
f 22 per cent of employees’ earnings for the three-month period 
ending Aug. 31, payable Sept. 17. 
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only wire insulators give the 


UNIFORM DISTRIBUTION OF P 


so vital to — upholstered furniture! 






a oe; ihe 

«a te Ric ce ae: § 

4, _*, te 
. ae ce haa 


Here's What Happens! 


thout wire insulators with wire insulators 













ea ' 
“7 
' 
, Ordinary ft” insulators allow padding to cup into No matter where pressure is applied on seat or back, 
ee spring opening when pressure is applied. Plastic uphol- Perm-A-Lator Wire Insulators take up strain instantly 
: 4 Tig and distribute it evenly over entire surface area. Plas- 
stery is pulled unevenly . . . soon shows strain lines tic upholstery is not strained in any single spot . . 
ont and unsightly sagging. stays smooth and resilient, and lasts much longer. 
‘ xe ‘ ay 





lie aR 
| You can eliminate all “egestas whew 
| you specify furniture built with stronger, longer-lasting 


3 PERM-A-LATOR wire insulators 


* due to insulator failure 


Most common cause of “come-backs” in upholstered furniture is 
insulator failure. Padding cups into spring openings and cushions 
and backs become lumpy and sagging. Perm-A-Lators are closely 
spaced spring steel wires that keep padding out of spring openings 
permanently. Padding can’t shift or sink . . . springs work free and 
easy. Your furniture stays plump and comfortable and gives many 
extra years of service. You can be sure of enduring customer satis- 


_ 
« «© 
wr 
w 




















‘7 faction when you insist on stronger, longer-lasting Perm-A-Lator 
and, Wire Insulators built into all the upholstered furniture you buy. This 
3th d extra assurance costs no more—so, why take less? 
; 
. | Torture Tests Prove Wire Insulators NATIONALLY ADVERTISED TAGS! 

‘illion | Last 212 Times Longer Perm-A-Lator Wire Insulators are a quality 
— a se : feature known to millions thru continuous 
rman, | orture tests of millions of poundings prove : l ad 3 Ask li f 
}, not conclusively that Perm-A-Lator Wire Insulators national advertising. your supper for 
pany’ last more than 2% times longer then ordinary these well known Perm-A-Lator tags, sample 
pe insulators . . . positive assurance of furniture pads, floor and window displays, and other 

‘with longer life and lasting comfort and FREE SALES AIDS 

beauty. ; 

ss WRITE TODAY FOR FREE INSULATOR MANUAL 

Nel Perm-A-Lator Wire Insulators are made by 


rs ©@ 


ne 38> Geom F-Vile) eal ma sa 7 clan tee 


eriod 
Plants in Carthage, Mo. and New Castle, Pa. 
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Write for full information con- 
cerning the new Victor desk stapler 
—today’s best value in stapling 
machines. 


IMMEDIATE SERVICE 
AT ATTRACTIVE PRICES 


VAIL 
MANUFACTURING 


COMPANY 


th Street Ot sb lore tere) 
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7TH District Notes 


ARNOLD E. BERGLUND, CORRESPONDENT 
4415 CHOWDEN AVE., S., MINNEAPOLIS, MINN, 








7 . 
The Northwest Travelers Club wishe r naratulate the NSOFA 


ts 50 year t good service ft the nember t this group 
much good has been done by perative ettort that the 
5 at n ha become ne + the tstanging trade 4 ciation 
Y SSOC 
America the world. for that matt We pledae to help 
pest we nT ntinue fr 
. «a 
August 3 was @ Dig day in Minr ta. The annual dealer 
traveler aolt ana steak dinner meetina was held at thview Club 
St. Paul, with a fine attendance 6 for golf and J15 for 
TI ee : 
jinner. The 19 le was well attended. Earl Collins and Stan 
Greibel andiea fr n @ very tine ner 
* * * > . 
ate to announce that Mr. & Mrs. Mel Sowell are 
> pr J parent tT 8 baby girl borr 25 Many IPPY year 
=] y 
* @ 8 
Sperry Office Furniture, St. Paul, ha 1d tw n the 
k list—Warren Long and George Franzen. They are well on their 
way ft re er 
s eu 


Gus Martin, M. & S. Sales, Ft. Dodae wa, broke his lea running 


an order, but doing well and will walk next 
. 
y and be at the Northwest Travels : tmas Party at Edina 
ntry Club (Minneapolis). Traveler Jealers. from here or 5 
town, are r t welcome, and the wive r girl triend t irse 
The mmittee working so that we al! w have a delightt 
See y there, we hope. 
. 
Under the able leadership of Clarence Benson, plans are already 
nder way f the 1955 7th District Regional. Golfing and fishing 
be extra rricular activities. Good speake ha been en 
yaged. May 27 and 28 are the meeting day The ty [ th 
Minr 3 nditioned). It won?t 
aqenaa rigqnt now 
a 


Tess, wife of Larry Goodhand of Oxford n the Brainerd | 


with né poisonina. We 
‘ 
Ranas fice Supply Company Virginia, M 
ed the tat nery department t v\ A F € mpany 
is will just have printing 
‘ 


Bennyhoff's, Brainerd, Minn., ha 1 out to Rudolph Vutitick, 


Harry W. Hitchcock and family enjoyed Glacier National Park 
their vacation this year. Harry wa ery enthusiast about the 
rip as were Pat, Maryann and Chuckie. Harry sé for American 
b x l 
> * * * 
} r, Clarence Benson, of Farnham Stationery & 
S Minneapol _ has asked that we put . st ulders 
w nna ae? 9me more dealer and tielid member Th 5 
a a if To tn | 
* * * ’ 
atch sty 


Galveston Firm Takes New Quarters 

The Galveston Typewriter Company, formerly located at 
2212 Mechanic St., has moved into new and larger quarters 
at 2220, a few doors away.—JHR 
Appoint Representative for Dallas Firm 

Myron Scholosberg of New York City has been appointed 
typewriters sales representative for the Dallas branch office 
of the Underwood Corporation.—]HR 


Open Book Firm in San Antonio 

The Little House of Books was opened on September I 
by Mrs. Charles A, Meyer and Mrs. John A. Sandige at 5701 
Jroadway.—] HR 
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Pencil Sales Division 98-J-10, Joseph Dixon Crucible Company 
Jersey City 3, New-Jersey 
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THERE'S A STURDY 


BOSTON 


FOR EVERY PURPOSE 


DISPLAY BOSTONS for a Fresh Slant 
on the Pencil Sharpener Market! 


There’s money in BOSTONS. Get your share. Here’s 
the main selling reason why customers prefer 
BOSTON pencil sharpeners. BOSTONS feature the 
famous solid steel cutters with 6 extra cutting edges, 
giving 25% more service. Sturdily built, long lasting, 
dependable, the best money’s worth to customers. 
Sell more BOSTONS with “Trouble Free” Quality 
Construction. 


You can’t sell better than a BOSTON 
Backed by a Full Year's Guarantee! 


C. HOWARD HUNT 
PEN CO. 


CAMDEN 1, N. J. 
MORE CUTTER—LESS PUTTER 


EST. 1899 © Also manufacturers of Speedbal! Pens and Products—Hunt Pens 









BOSTON 






PENCIL SHARPENERS 
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Mr. & Mrs. Vaughn Williams of the S ey Printing & Stationery 
a mpany Kar G ty were in - % t ee a Cardina ‘ball 
ame. Fri . they proceeded to Washington, | where 
attend National American Lea Convent 
+ * > * > 
Mr. & Mrs. Dan Scott and Mr. & Mrs. Ken Holderman, of Scott- 
Rice Company, Tulsa, Okla., were in St. | the weekend of August 
27 to attend the baseball games betweer Cardinals and the 
ants and the Dodgers 
a 
Mr. & Mrs. James O'Brien of Boorum & Pease, and daughter, 
Nancy, stoppe r a visit in St. | enroute to New York 
luring tele n July. 
> > > 
Midwest Trav and the 8tr Reg ico Their anr tT game 
nd dinner Friday, August 27, at the Santa Fe H ® y Club, 
Kansas City, Mo. Newman Donnell of Wilson-Jones Company and 
Bill Froehle of Boorum & Pease, president Midwest Travelers, 
directed the grand affair. Leonard B. Wileon, vice-president of the 
distributors’ div NSOEA, and of Robe Printing & Stationery 
Company, Hutchinson, Kans., and » Serco Ray A. Baldwin were 
ntroduced. It was announced that the holarship foundation had 
ncorporated and was now 4 reality ntormatior n tne toun- 
will Dé ent To all dealers ang traveler r The OTT L trict in 
near tuture it-of-town quest nc ded 
St. Louis, M eae Mitchell and Bill Froehle. 
Chicago—Owen ‘Doss, Associated Stationers Supply, and Rus 
Ragan, American Pad & Paper Compar 
Tulsa, Ok Jimmy O'Brien, Boorum & Pease Company. 
Ponca C -Winfield White, Southwestern Stationery & 
Bank Supply Company. 
Wichita, Kar Earl Scott, Baumar fice Equipment Company; 
Homer Lay, ke, Inc., and genera hairman for 755 regiona 
Springfield, M Ed Shelpman of Shelpman 
maha, Net John Brain, Jr., past 
Aspen, C Art Pfister, Smead Manufacturing ‘ npany. 
Topeka, Kar From Crane & Compa Warren Howe, John 
| Richardson and Fred Brous; from Thact : Arnold May, Kem 
Ruge, Les Martin and Bob Moore; from Midwest Office Suppliers: 
Quentin Reed, Wade A. Reed, and Roy Wiedwald, and Jack Crow, 
Hall Stationery npany. 
al . 


Al Perry of rpenter Paper Compa klahoma City, informed 

e about the de t J. Brent paomey « ke, Ir Wichita, Kansy 

J |. Mr. Brent was in the office pply t n Wichité 

f 35 year and had worked tor Johnson Pre Western 

thograph and Duke, Inc. He was known as the chewing gum and 

Jog b an. He gave away thousands of sticks of gum to his 

ends and all the kids he came in contact with. It is said that each 

enina 15 neighborhood dogs would meet him at the 

bus, each w J get his dog bis Jd trot me off to his 

me. All the friend f the 8th Rea snd their deepest sympathy 
Mrs. Lillian Hewey. 

* * > ’ 

. & Mrs. Walter Ruedy, S. G. Adams Company, St. Louis, aré 

te happy he return to St of their da ter, Jean, 
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IZZY VODA, CORRESPONDENT 
2001 S. HANLEY RD., ST. LOUIS 17, MO, 





. & Mrs. Dan MacDougal have t returned from their trip to 
the “oe t Coast. Dan and Enid had a vely trip. They sre now OD 
1g plans f wedding of their ely daughte 


aki 4 
* 8 
rese *] again 
ar t NSOE C This 
2| >t. L group 3 bod a d 
: roup of sta L 

. @ 
and Kansa City entiy were T wind 
300d w ymba od rs and glutt ant Austin Water- 
bury, The Carte nk Company; Loyal Carlen, Bates Manutacturing 
mpany: Herb Walsh Ace Fastener rporat Carl Shutz, 
Eagle Per Som ; Bev Cherrington, American Pencil Company; 
Rus Ragan, American ‘Pad: Bill Boyd, A Products-Art Steel; Dave 
Neuhaus, Invincible Steel Company; Clint Cooper, Esterbrook Pen 

( pany; and Harry Balch, Quality Park Envelope Company. 


* * * * . 
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, 66 Columbia products have always measured up 
to the requirements of our customers. Colum- 
bia Sales Cooperation has always given us 
progressive sales assistance. After 20 years, 
we're still sold on Columbia. 99 


ADRIAN PEMBROKE 
Pembroke’s 

24 East Broadwa 

Salt Lake City, Utah 


Columbia Typewriter 
Ribbons and Carbon 
Papers are nationally ad- 
vertised in The Saturday 
Evening Post, Business 
Week, The Office and 
Purchasing. 
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\EW BEAUTY 


the 


DUO -FAST 


Pocket Stapler 


Only this PEN SIZE stapler has 
enthusiastic users— 
Insurance Men > 
Workers Teachers 
Doctors Claim 
Students - 
Nurses 


SO many 


Salesmen 
Otftiec 

Lawyers 
\vents - 
Shop 


llome make eo 


Ow 


Auditors - 
Fore mie mM 


GIFT BOXED 


=a )95 


SS WA 


— nd 
“glip off caP a ; 
use. 
G, it's ready fOr 
4m 
Helpful Sales Aids—To help you with 
your job, we furnish diplay cards, 
envelope stuffers, newspaper mats. 


FASTENER CORPORATION 
860 Fletcher Street, Chicago 14, Ill. 
Please send the following to company below— 
Quantity 
Dozen DUO-FAST POCKET STAPLERS 
Cartons Refill Staples No. 154, 24 packs of 1000 ea. per 
display carton 
O Please send Additional Dealer Information 


Store Name___ 
Your Name ce i iliac. 


Se iia : — 
City ee eS 





wohks/ 


their son-in-law, Reverend Nays, and the grandchildren. Reverend 
: , 


Nays recently received a call to St. Lo after living in Eldorado, 
Kans., the past six years. 


Walter Kane, National Blank Book Company, has returned from 
vacation in Europe. Walter need not go abroad to become a 


STAY ALIVE FOR ‘55 IN WICHITA 





Orn District Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 











e Marion Hote! at Little Rock ready ¢ 1 
<i oh te 


zional meeting which w be hela on Apr and 
22. Governor Jack Perdue is pushing for a top registration of 555 
— E te 


C sre asked to constantly mention the 55 
55" when makina their calls on dealer 
ae eee 
Frank Dunstan has moved his Office Supply Company 13 W 
alifornia St., to 110 N. Dixon in Gainesville, Tex nnectina the 
tationery department with the furniture by itting thr sh con 
necting wall and making the store 250 feet deep treet t 
Ther 
. 6 ¢ ta 
J. L. Woolsey reports that Little's Printing & Stat s+ 910 W 
Main in Duncan, Okla., plans a complete enlarging and remodeling 
b after the first of the year. 
: 


Otto Schlamme, for many years with Atlas Printing & tice Sup 


y at Houston, has opened his own Ott fice Supr any, at 
2436 Times Blvd., Houston. 
‘ — 
Dale Hawkins, operator of Dale Hice Equipment Company 
04 E. Main, Norman, Okla., has j t meet the 
rease in busine 
* * * > 
Atter 20 yea ne location at 1214 Texas, Heste ffice Sup 
n Lubbock, has moved to 1420 Texa Jat 4 pera 
tions and teaturing a self-service department 
. ee oe 


Joe B. Johnson has moved his Johnson Printing & Office Supply 
314 Ch kasha Ave., in Chicka na kla. The new ation 
dern in every way and completely a nditioned 


tore tc 


The Bea ey ‘ 


mpany, at 4719 Main St., H ton enlaraing the 


tore and Frank Bobyanski, formerly wit argill C y, has taken 
arc TION wiTl Bea ey. 
ae a) 
McCord fice Supply, operated by Chester McCord, ated at 
509 Ave C Lawton, Okla. is a new dealer in the ff pply 
reid. 
* * * . 
E. C. Harrison, for many years with Eaton Stationers, Plainview 
, 
ex. now a ated with Industria ttice Supply ir + 
ee & aoe 
Clarence King is now at the buyer's desk at Carmax Corporation 
Houston Jane Bills has left Carmax for Texa Supply 
Troy McNeill has taken over the M ppi and | ana terr 
ry for Stationers Distributing Company of Fort Worth and Houston 
* * > > 
The Donie Chair & Manufacturing Company, in Grapevine, Tex. 
J. D. Pryor, manager and part-owner, wa mpletely destroyed by 
fire recently. L was estimated at $50,000 to $80,000. Plans are 
being made to reopen aft once. 
. . eon 
Jone TTICE Supply, McAllen, Tex 3 me up wit 1 ppor 
tunity tor office equipment and supply salesman wt 55 and over 
and ready to retire or get out of having to work ara winter 
limate and who would like to spend the rest of their working hour 
» the R Srande Valley. Any one who may be interested may write 
Sam Jones | mplete intormat 
. * 
EAT AND DINE 
lf you are king for the finest steak hops and seafood and 
happen ft ¢ Tulsa, d not mr 800 Restaurant in Utica 
Square. iT very distinctive with the ntriquing atr phere of old 
AJ 
iNew r | 
® y } TOp at Carlile’ West 3rd at Elw } } Tu a 
1 ask é srlile or Harry, the chef, for your favorit t of steak 
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Everybody’s a potential customer for these 
Genuine Leather Ring Binders! 


ZIP! 





ZIP! HOORAY! 1, RING BINDERS. Genuine 2. ZIPLOCK RING BINDER. 
We're back in production 


sewed pocket. One-inch capacity. flexible construction. Two large ver- 
with these genuine $3012—11 x 8% tical inside pockets, front and back. 
One-inch capacity. Zipper opens 3 

leather binders. sides. 3012Z—11 x 81% 





leather (cowhide), black, flexible, Genuine leather (cowhide), black, 








SEE YOUR BOORUM & PEASE SALESMAN TODAY! 





eS stand 3 


Manufacturers of Loose-Leaf Covers and Forms — Visible Equipment and Bound Books 


BOSTON 10: 8 


NEW 
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NERAL OFFICES: 84 HUDSON AVE., BROOKLYN 1. N.Y. Pi auct 
SUMMER ST. * ST. LOUIS 2: 115 SO. 8TH ST. * CHICAGO 7: 310 W. POLK ST. FOR EVERY RECORD~ 
YORK CITY SALESROOM: 349 BROADWAY, NEW YORK 13. A WAY TO KEEP IT 
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ome does it again! 


A brand new idea in short-cutting the 
keeping of payroll records, the first major 
development since 1935. It’s the only pay- 
roll book of its kind that can truthfully 
boast: “Write It Only Once... No Name 
..» No Figure... No Word . . . is dupli- 
cated during the entire year”. 


SEE and HEAR ALL ABOUT IT 
at the 50th Anniversary 


Convention. We'll be looking for 
you Sept. 18-22 in booth 311A 
Conrad Hilton, Chicago 


REVOLUTIONARY SHORT CUT 
PAYROLL BOOK TEAMS UP WITH 
SENSATIONAL BOOKKEEPING SYSTEM! 


Now You Have nq DOME 


t Colli 
9 Fas Prof Makers! » 


SALES HISTORY 
IN THE MAKING 


You already know what a 
good, steady yearly sales 
maker the Dome Simpli- 
fied Weekly Bookkeeping 
Record has been. We are 
most confident that the 
new Dome Short-cut 
Payroll Book will ac- 
celerate your Dome 
sales to a history- 
making high. 


fe) 
RETAIL FOR 


$3.00 


EACH 





brand new and packed with sales dynamite! 


CASH REGISTER 


with 
VISIBLE ITEM 
INDICATION *#* 


*DOUBLE-VIEW 
WINDOW 

erk ana cust 

fale iM aleitis! 


total! 


<<. 


The fabulous REGNA DELUXE Cash Register: REGNA FEATURES SELL THEMSELVES: 
Tila) isles diale MAaleme[acteli-\tmelehZelile-Miamactiy e 

register design in a decade! Sleek, stream ° 

lined, low in cost— it's the perfect answer to 

il-Mal-)-le lo) ideale] MelaleManl-tellUluMip4-Ma-t ell (tae e 

iit. ©)» |-¥) B) a ROP Gamelha-t mh ele) | olgeloh Maelilice) 

Over cash-credit .. . protects funds sim 

plifies store accounting. For the REGNA DE symbol: 
LUXE is not only a precision-built cash register ~ 
aS els) olelollaleMMaalelaallal-Mmelale Meloy Malo] iby tomcat 
Tit elelaie ile stele) 4.4-121 el fale ME elslol¢-1 ME fete) Bahining p 


idclelple) @le)s).¢-lelkti-taMela-Meh Zell (el ol(-MiamiatolaleleL 

ols Electrically Operated Models with regular 

Or oversize cash drawers. 6 to avlate 

IN CANADARRegno Cosh Registers of ¢ Seerrateees |REGNA CASH REGISTERS, INC. “T 
Dame St. W., Montreal, Que., anc Busine M [175 Fifth Avenue, New York 10, N. Y. 

489-R King St. W., Toront | GENTLEMEN: Please send more information about the REGNA eee) 
OUTSIDE CONTINENTAL U.S. jen x Berg Cash Register and about becoming a REGNA deocler. 


Norway 


wider f De 


wy rte 


Name 


Company. 


een eS 
REGNA CASH REGISTERS, INC. * 175 Fifth Avenue, New York 10, N. Y 
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Wleu-R-Kerk UNIVERS 


CARBON PAPER 




















Meet ALL requirements 
of ALL typewriters 



















WHY Stock 34* Carbon Paper Items? 
WHEN Nnev-r-KURL UNIVERSAL 


. . - Can Be Used on Standard, Noiseless and 
Electric Typewriters 


.Cuts Dealer Carbon Paper Inventory 
. . Slashes Investment in Stock 
. . Simplifies Purchase for Dealer and Customer 
. . Saves Customer Office Supply Space 


New inking makes NEV-R-KURL UNIVERSAL wear 
TWICE as long. This all new smudge-proof car- 
bon paper will continue to give clear, legible 
carbons long after the ordinary paper would 
have been consigned to the waste basket. 


NEV-R-KURL UNIVERSAL will not curl or wrinkle 
under any conditions—it’s plastic backed. 

Dealers can increase carbon paper profits, cut 
their costs and the costs of their customers to 
make more sales. Let us tell you the rest of the 
story. Write to: 


*Dealer Average 


L. A. PHILLIPS, President 











eI 


f \ gs | proryre 
j ————_«s TYPEWRITER 
CARBON PAPER RIBBON 


PROCESS “CO. 













CLEAR-PRINT 
WOOD STAMP 
PADS 















192 MILL ST.. ROCHESTER 14, N.Y. 
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EDWARD L. ROBINSON, CORRESPONDENT 
4272 KING ST., DENVER, COLO, 










vacatior re at tT over and the boys here in the territory are 
3 trail tor Fall busine t nave Deen absent tor 
> past Tw Y t Out trom here or tT Ww come 


a & & e = 


Vacationer George Feeley of Dennison Manufacturing Com- 
¥y spent time in the East and says that he has aln t become 
1 Bostoniar Ernie Sawyer of Binney & Smith reported back from 
f to Canada . Jim Haynes, American Per ated in 
nd Earl Zuhlke reported doing the same with 
as usual... F. E. “Boots Booth was around 
3 getting acquainted with his new Re 1 Hornet rmowever, | 
| : { hing tories fa 

. 2 &. ae 
F girly | | attendance thr uat the past Summer n rT at our 
Friday luncheon meetings. Present were Ed L. Robinson, manufac 
representative; E. L. Michael, eph Dixon Crucible Com- 
pa Dick Sheble, Lyon Metal Prod George Feeley & Earl 
Zuhlke, Dennison Manufacturing Company; Jim Haynes, American 
Per Company; Tom Varnum, Eberhard Faber; Lloyd Johnson, 

im & Pease, and Lloyd Gilbertson, Minnesota Mining & Manu- 


* * * . * 


Joe Simmer and Jim Pryor of Wi were in town recently 


re an assistant to Joe in the territory. Melvin J. Ross of Ross 
B ne >ysten Venver is the new mar He w work Idaho 
Montana Wy ming and parts of Utal ana ce lorad “ Welc me to 
M f H pe Tt see you at r meetina 
° 0@ 8 ean 
Lloyd Johnson of Boorum & Pease ha t returned from New 
Mex ina ft f where busine eported fc King c 
. + . . * 
Dick Youngstrom has resigned from Mittag & Volger, Inc., as of 
ptember snd will be traveling with John Stewart, manufacturers’ 
tat 
* * * * * 
Sound tT hammers and saws are heard at the ranch near Aspen, 
ew me goes up for the Art. Pfisters, Smead Manu- 
ee 6 San 
Some building and remodeling taking place in the region. 
mbroke's of Salt Lake is doing an extensive rebuilding job. This 
give more display space for merchandise, added office quarters 
and more furniture display . Ken Ford f Ford's Office Supply 
Boulder erecting a new structure ise the t iness P 
Kistler's, Denve now completely self service main floor. 
Racks and displays have been set up ¢ take sre t this type of 
ff 
se e¢ 6 ia 
Word has been received that the wife of Bat Anderson, General 
pply Company, died recently after ympathies 
extended to you, Andy. 


Dennis Dial, Midwest Office Supply It Lake ty the new 
Ernie Gabrielson + 


w nha harae + + P sle 


of Corrall Chatte tt the pre . Com- 
Dick Sheble, 2142 Welton 


ana ntrit tT n are tc be 


Young Named President of Eversharp 


Directors of Eversharp, Inc., have announced the retire: 
ment of Carl G. Preis as president and the election of Fred 
}. Young as his successor. 

Mr. Preis had been president since 1952 and a director 
and member of the executive committee since 1943. He 
will continue as a director and act in a consultant capacity. 

Mr. Young is a partner in Fred J. Young & Company, 
New York City securities dealer. He has been an Eversharp 
director since 1948 and a member of its finance committee. 
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JENT 
DLO, 


Earl 


ison 





°*'.* 
In 1932, Ellingsworth de: veloped DUO- TANG, aan 
the original loose-leaf cover with built-in dou- Bee, 
ble-prong fasteners and reinforced metal bind- 2", 3 
a e* e*t 
ng holes. There are many imitations but o* .°". 
DUO-TANG's quality and workmanshi 


t the leader in its field. It pays to stock the every 


ee cael MANUFACTURING Co. Sie 
oe 200 South Peoria St., Chicago 7, Illinois ay 


a ° 7 62° 
Sa x PARK a as a sath ut Sees es =*, eee pe ert ee ete yy o*, 












DUO-TANG FORTEBELLO COVERS 


DUO-TANG LEATHERINE COVERS 








America's Most Imitated : 
LOOSE-LEAF COVER 


* 


°',@ 
p keep. © 2° ¢@ 

* 
requirement. 42 different colors in 5 e* .* 
plete line which includes a _ Variety of 


° 
grades of material from stock Specials, too, © e*% 20° 
vers for sheet sizes 11” x 8 . Styles for 


7 * 
Write for samples, prices and catalog. yay 











As you might expect, OA’s Buyers Index issue is the outstanding buying guide in the 


most recent questionnaire: 


industry, because it is geared to the expressed needs of dealers and advertisers. 
To make sure of providing the most useful service possible, Office Appliances 
contacts users from time to time seeking better ways to serve dealer needs. 
So, when stationers, machine dealers and furniture dealers across the country 
say that OA’s Buyers Index issue is in almost constant use—that it is an invaluable 
source of buying information—it is an endorsement that is meaningful and respected. 


Here, for example, is what a representative number of dealers told us in our 


° 
89 %o use the Buyers Index issue at least once each month 
(only one said “never’”’). 


° 
44.6% use the Buyers Index issue at least once every 


week. 


Small wonder that, during the first 
six months after the Buyers Index 
first introduced buyers’ inquiry cards, 
more than 8,400 dealer inquiries 
have been received concerning prod- 
ucts and manufacturers. Such re- 
sponse registers the steady dealer 
traffic in the annual Buyers Index 


a issue—traffic that pays off for adver- 
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rs and dealers, alike. Here's How: 
locates customers: When deal- 
the Buyers Index they are 
buying information. 


Bae 
Or. 


They are ready-to-buy customers 
looking for a buying source. 

lt locates wanted merchandise: 
The complete listings direct ready- 
to-buy customers to available lines. 
They locate the right merchandise at 
the right time for making sales. 

It directs buyers to your company: 
The complete listing of manufactur- 
ers provides full between-calls cov- 
erage and service to customers, 
when they are ready to buy. 

It makes new sales contacts: The 





full supply of dealer inquiry cards 
in each Buyers Index directs inquiries 
to the efficient OA Service Bureau 
where they are quickly processed 
and forwarded to proper suppliers. 
They enable OA to direct new cus 
tomers to appropriate sources. 

This effective 4-in-1 sales service 
provides a plus value to manufac 
turers who supplement their listing 
material with additional sales infor- 
mation by advertising in the Buyers 
Index Issue. 
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There’s this about 


The Buyers Index Issue... 


For Advertisers: The dramatic leadership 


»f the Buyers Index issue in number of pages 
of advertis 1 the number of advertisers 
s solid evid of its importance in pro- 
jucing sales the year ‘round among office 
upply and pment dealers. 

For Dealers: The advertising in the Buyers 
ndex issus vides an additional source of 
helpful inf tion on merchandise and 
merchand } that makes the Buyers Index 
the most hensive, most-used buyers 
yuide ava 


MORE ADVERTISERS 


Buyers Index Advertisers 





47 48 49 "50 "5! "52 "33 “4 














































































PLAN NOW te get full soles advantage of 
the most complete, most-vsed, buyers guide 
in the industry. Be sure you are edequately 
represented in both Office Appliances and the 
cnnval Beyers Index issue in February. 
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Three important reasons why: 
CATALOG-TYPE INSERTS. 





HE ; 
“a 
rk 
i 
le 


if 
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OFFICE 
G99 | 





CHICAGO 6, ILLINOIS 


NEW YORK: 100 E. 42nd ST. 
LOS ANGELES: 2633 MILITARY AVE. 
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PAQODERNMN AS A JET 
AND SELLS JUST AS 


FAST 









Model No. 463:A 
Arm Swivel Chair 





Model No. 461-A 
Companion Arm Chair 





Here’s modern comfort for the modern day execu- 
tive .. . at a price all your customers can afford. 
Gregson’s new 400 series of fine office chairs was 
designed to meet any executive requirement. Finest 
hardwood construction, plus 2” ball bearing casters, 
guarantee long, trouble-free service . and there’s 
a finish to suit even the fussiest executive. 


So for complete customer satisfaction, make sure 
you sell office chairs by Gregson. 


Available in all oak finishes, and walnut or 
mahogany on pecan. Upholstered in elastic 
Naugahyde, top grain leather or buff 
leather. Also available with all wood arms. 


DEALER INQUIRIES INVITED 





GREGSON MANUFACTURING COMPANY 


Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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11itH District Notes 


ROBERT ANDERSON, CORRESPONDENT 
608 N. 47th St., SEATTLE, WASH. 





hear Dick Tuesley Yakima Bindery & Printing took the final 
.f oo. 62. 


k Aug rT wishes for a4 ng 1 happy marriage tf 
> > > > . 
Saw Wilson Turner of Craftint in Portland, deep ir nversation 
th an army major. Wonder who wa elling wnat to whorn 
* > . > . 


Francis Faulks of Northwest Wholesale Stationer excited about 
new home. He d his other home to Art Joy t to keep it 
r ndlued 
ist heard of the passing of Craig Lancaste W. Gra- 
am Company and am sure the industry me in expressing our 
2spect + } Tarr 
s 1 amily. 
* * * > . 
The annua! Stationer G lf Tournament wa neid n Aug t 13 at 
ylewood Country Club and our thanks go to Bill Jessmer for a 
endid time 
The winner as follows: Blind handicap: first, Robert Brister 


Centralia, John Hayes of Everett; R: sr handicap; first, Fred 
Priebe of Everett, tied for second, George Youngston, Ray Horne, 
nd Bob Anderson; long ball, Dick Hunt of Tacoma; Closest to the 
John Hayes of Everett. That's all for now, see you next month. 





14th DISTRICT NOTES 


Jack Ellis, Correspondent 
Box 722, Manhattan Beach, Calif. 





An rry to have missed the last tw Off Appliance 
T ave bdeé my annua! trip throug} Death Valley via burre 
k. This is a rugged trip and only the most experienced traveler 
an make ft trig 

* > * > * 
All the peddlers were gone the early part of the week from this 
area to attend the opening of Parron and Hall's new store in San 
ego. From all reports Stan Hall has a very beautif tore in the 

eart of dcwntown San Diego. 
e © Siete 


{ 


New arrivals: Chuck Saggau (Latex 
Van Nuys) are the proud pappies of 


Jack Malone (Bus! 


* * * * . 


ir old good friend and traveler Harry Ford now an outside 

an for Stat Corporation. He has taker Lon Creasey’'s 

don't ask me Lon’s first’ name, please) territ Best of luck 
marry 


* * * * * 


The announcement of Charlie Conley as president and Lon 


Creasey a manager of Stationer rporation was made re 
ently. Both r these boys have beer eadaing slesmen for Sta 
ners Corporation for years, and jon't believe better men 


ild have been chosen for the task 

. o = ea 
Our old buddy Dan MacDougal (Stationers Loose Leaf) dropped 
on us early this month. Pete Masterson and myself tried to make 


him feel at home. Dan said the only trouble with California was: 
There were T many beautiful women, The weatner wa T pertect, 
and there wa much business, and easy to get, that an old 
broken down peddler from the Mid-we be tempted to gef 
zy and it of ndition, 
> * * sl . 
Other visitors were Bob Brown from Des Moines and Peg Rader 
m Omaha sm sure they had many stories to tell the home 
ks about ¢ reat, great country of Southern California. 


.* * * * * 


Our old buddy buddy “Wild Bill" Hageldron (Westwood Office 


pply eld eighth anniversary party on the parking lot next 
to his store. Fourteen of we peddlers had displays and the cus- 
mers really poured through. Bill quite a guy. His slogan 
hich won third national honors this year ir tdoor advertising 
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NOW sos rue canents 


THAT. COMPETITION CAN'T MATCH 











CABINETS: 


The Only Cabinets 
with 














| ® 
hil 
eT | 
Construction 
H. a complete new line of storage cabi- both single and double doors. Your choice of 
nets the most saleable because the most service- two colors: forest green or office gray. 
ible e ever seen. They last a lifetime .. . 


You can sell these Steel-Pride Cabinets at a 


ssemble them in a matter of minutes. solid profit, ond coum 


because of the famous JET-LOK con- on steady volume of bus- 

vhich not only saves costly man-hours iness, because “‘one cus- 

ng, but gives great rigidity in service, tomer tells another” 

an extra margin of safety in pilfer- about JET-LOK con- 

prot Another worthwhile feature is the struction. Mail the cou- 
flex { shelf adjustments to fit your personal pon today for catalog 


and full information. 


>: . Door frame assembly 
eat Steel-Pride cabinets of heavy-gauge back slide together au 


ailable in every size and style you We Sell only through JET-LOK, the feature that 
: ‘ : ey rh “ our cost greatly by 
need k-high, file-high, and full-height, with dealers ... Never direct. : ae 


assembly time appreciably 


o 
steel-pride 


Please send me catalog and prices of STEEL-PRIDE Cabinets, and full details 





ATTENTION on local franchise. OA1054 
OFFICE APPLIANCE DEALERS POO 58 <6 06 8 ne died ccc ccess cy pgetenaceesunesalsaeeideeas 
Mail this coupon today for cata- 
ee” erices, ond descriptive PUB sabe c ccc cccgscvcccccs ced epepinnde sss deibes heen 
literature. RB i oie cicicccccccctvcvcgavabedemsete ta cuiiie die be’ abit: 406 cane eos 
GEN poe he bdkcb bids cs bobscysobvet DOT viens <ies DOE 6 ocdavivedinsécontan péee 
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Electrically welded 

heavy gauge steel 

construction helps 
you sell the 


PARKER SLIDING 
DOOR CABINET 


3 CONVENIENT SIZES 


6 SLIDING DOOR 
MODELS 


Features of Construction 


1—No swinging Doors to block 
aisle space 

2—Adjustable shelves for Storage 
use or easily converted for 
Wardrobe use 

3—Shelves easily adjustable within 
cabinet 


4—Electrically welded construction 
throughout 


5—Sh SET-UP ready for im- 
jiate use (no nuts, bolts to 

fuss with) 

6—Heavy gauge furniture steel 
throughout 

7—Baked on Enamel finish in Grey, 
Green or Brown 

8—Doors operate on large roller 
bearings which have continu- 
ous smooth operation 




















STYLE DESCRIPTION SIZE 

72SL Steel Sliding Door,. Storage | 72x36x18 
or Wardrobe 

72SL-24 | Steel Sliding Door, Storage 72x36x24 
or Wardrobe 

42SL Steel Sliding Door, Storage 42x36x18 

42SLG | Glass Sliding Door, Bookcase | 42x36x18 

30SL Steel Sliding Door, Storage 30x36x18 

30SLG | Glass Sliding Door, Bookcase | 30x36x18 





(Available with lock on request) 


A NEW STEEL SLIDING DOOR CABINET—It’s a must for business 
concerns. Saves valuable space — only one of its kind. Sell 
its many fine points—you'll profiti Sliding doors glide on ball 
bearings. Electrically welded. Four shelves adjustable every two 
inches. Available with lock optional to assure privacy. Avail- 
able in baked enamel finish: Green, Gray, Grained Walnut and 


Mahogany. 
SEE OUR EXHIBIT @ CHICAGO CONVENTION e@ BOOTH 346 


PARKER STEEL PRODUCTS, INC. 


60 COLUMBIA ST. BROOKLYN 1, N. Y. 
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Biggest Clip Joint in Town" and has a large paper 


Buy from the 
the de 

* > > > >. 

Joe Davis and family took a busine f 4 1 Frisco 
rthern suburb, and had a grand t 

* * * * * 

ere nas beer much talk about rr 1 trom our many visitors 

4 ver the intry, and believe me the stories are fantastic. 

t me te and all, there are many advantages to smog. 


Here are thre 


é them and if anyone can come up with some 
re (advantage 


please contact me at once: 


Last month another peddler and myself were waiting to 
Walter McNevin, buyer at Stationers Corporation. The smog 

was particularly heavy which caused our eyes to burn and water 
and as Walter looked around the corner and saw the tears stream- 
ng down our faces, he told us he would see us shortly. Within 
20 minutes Walter returned and gave us both the largest orders 
we had ever received in our careers, and with arms around our 


ulders escorted to the door, telling us to wipe our tears 
nd take a week's vacation—that he did not realize things were 
tough with 
2. Another advantage is the morning after, you can always tell 


ir dealers the smog sure makes your eyes bloodshot. 


3. Professor Hanz Smulgazeek, a scientist from Geneva and at 
present in the employ of the City of L Angeles, came up with 
these startling facts. The city of Philadelphia second to Los 
Angeles in population, Philadelphia with a population of 2,987,121 
and Los Angeles with a population of 2,987,132 taking in the 

uthern suburb of San Francisco. In Philadelphia the past 12 
months, the nose drop business amounted to 20,975,452 drops. 

the City of Angeles although larger but se enough for 

omparison, the nose drop business amounted t 347,924 
drops. May | quote Professor Smulgazeek, “Der Smug dun it, 
der smug contains der chemical 2NI ICY kepts der membrains 
f der snoozle open und is a great help in making der snoozle 
drops unnecessary 


* * * * . 


DOWN HERE WHERE THE HAND GRIP !S A BONE CRUSHER." 





PACIFIC NORTHWEST 


by C. M. LITTLEJOHN 
918 Twelfth Ave., N., Seattle 2, Wash. 





Marking a milestone in ifs busine Ind industrial development 
Seatt Wa the new Seattle branch headquarter t the 
Burroughs Corporation is relocated in the ne-story building of 
west architecture to which the Seattle busine public flocked 


ate in August for the splendid recept 


hand for the housewarming were leading exe 
mpany from headquarters in Detroit, as we 
egional executives such as John S. Coleman, president of the cor 
ration; Noel L. Mudd, general sales manager; G. F. Wineman, 


cific Coast regional manager; and J. D. Anderson, reciona! serv 
manaqer 

* * 7 . 

The Addre yraph-Multigraph Corporation w ipy a fine 

ew structure, erected to be completed by January |, at S.W. 4th 


f $120,000 
Addre jraph, and B, A. 


Ave. and M St., Portland, Ore., at a 
Branch Managers J. L. Marshall 


Schroeder of Multigraph recently nmented ir nnection with 
the move that their business in Portland has tripled in the past 
12 year itgrowing the present location at 1117 S.W. Washington 
* * * * * 

e pioneer paper firm of Blake, Moffitt & Towne, has secured 

> large tract of land on West Marginal Way near Idaho St. 
Se attie T >] mmodate enlarged company ffj e sna a ware- 


e. The new building to be erected on the site to care for 
me of paper business will contain 100,000 square 
tract itself containing some 230,000 square feet 


suqgmented 
feet of space, the 


Business Opportunities 





Office Supply Lines Wanted in Venezuela Erwin B. Petzall, Apartado 
No. 4870 ESTE, Caracas Venezuela, S.A., desires to secure exclusive repre 
entation for Venezuela from export-minded manufacturers of office supply 
tems such as pencils, clips, expanding files and chalk. Mr. Petzall now repre 
sents The Bates Manufacturing Company and other American suppliers. 
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’ ..” 
No. 1425 
; Office Guest Chair to 
| complement either No 
- 1400-G or No. 1400 
2 
4 
ial di 
' 7— 
“7 x 
| 7 = 
' ° ° : 
iN | ... featuring a higher back frame te ee See 
sh. ' wu aL way Ly Sy 
and a larger backrest 16% x13% fiber glass base. -- 


Identical! in all other specifications to our 

1200 series (don’t worry—it remains in our line) 

ced | the new 1400's provide higher and larger — Sn 
backrests. And the slight price differential is 
probably less than you or your customers 
would guess. We especially recommend 

van No. 1400-G equipped with the amazing fiber 

glass base which never gets unsightly, never 

needs refinishing, is just flexible enough to keep 


a all casters firmly planted on an uneven floor 
and is noiseless in motion. Note, however, ae 
: io. 1400 
A that No. 1400 is the same chair mounted on our Tilting swivel chair—day long 
. popular streamlined metal base which encloses Coatient masetes oa Ge toumes 


oe ' streamlined metal base. 
shed the casters. Now you can please them all. 





ail ny fe and Minimum Maintenance 

are never becomes unsightly, never needs refinishing, 

ee! will not jiggle on uneven floors and is silent in motion, or 

' , with all casters enclosed and undercoated 
with sound deadening material for quiet operation. 

Ss N takes a lifetime of swiveling. ; 
— ng: perfect fit for long life. POSTURE CHAIRS 
srtacc — ne > ;: »— ovrtr ale > ols 
a oversize ball bearings, extra wide rubber wheels. Manufactured in Sturgis, Michigdn and Charleston, South Caroline 


upply Metal Parts: 10 to 20 times as abrasion- THE STURGIS POSTURE CHAIR COMPANY, STURGIS, MICHIGAN 


repre: resistant as other finishes. 
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2210 WB 
2210 
2210 UB 


Offer this handsomely styled series of 
Boling Chairs in either solid wood or up- 
holstered seats, with interchangeable backs. 
Customers can buy extra backs with any 
chair in the series . . . can use wood or 
cane backs for coo! hot-weather ease, up- 
holstered backs for chilly winter months . . . 
can give their offices a new look, and 
brand-new seasonal efficiency, any time 
during the year! . . . Backs cost little extra, 
are readily changed. 

Ask to see the new Boling Changebak’* 
Series . . . brightest idea in years for all- 
season office comfort. Walnut, Mahogany, 
Light Oak or Softone finish. 


BETTER BUN BOLING 


*T. M. APP. FOR 
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3210 UBS 
3210 
3210 WB 


Cane back 
UB = Upholstered back 


WB = Wood back 


di On 


ANNIVERSARY 
High Point Bending & C of Siler Cty. BE 


9) Boling 
Oa Cc. 


HIGH POINT BENDING & CHAIR C 
SILER CITY, N. C 








0/54 


OLUMBIA 


DISTINCTIVE OFFICE FURNITURE 


THE HIGHEST GRADE EQUIPMENT AVAILABLE PROFITABLE TO SELL 


SEE COLUMBIA FURNITURE AT THE N.5S.0.£.A. CONVENTION BOOTH 46 
A FILING CABINET FOR EVERY NEED e! DESKS AND TABLES FOR EVERY BUSINESS PURPOSE 


BUY AND SELL THE BEST TO KEEP YOUR BUSINESS GROWING 


COLUMBIA 

FURNITURE . 

FOR BETTER Hy 
OFFICELIVING | 


10) 68 
EXCLUSIVELY 
THROUGH 
DEALERS 


COLUMBIA STEEL EQUIPMENT COMPANY 


4500 NORTH THIRD STREET, PHILADELPHIA 40, PENNA. 
Phone: Michigan 4-3983 
Plant No. 1: Third, Orianna, Annsbury & Wingohocking Sts. * Plant No. 2: American, Bodine & Wingohocking Sts. * Plant No. 3: American & Philip Sts. 
mm | 6"STABLISHED 1919 ALWAYS DEPENDABLE 
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“Just Among Friends” 
By E. J. Mitchell, 
329 Belt Ave., St. Lovis 12, Mo. 











se of justry who were unat to attend eithe r both 
he tine ita ' ports outing tT The Ith and the 8t! Regions 
NSOEA w kely continue to hear what very fine events they missed, 
ealers and Travelers whose hearts are in their ¢ esses should 
yk ill advantage of the opportunities presented them at these 
kind f industry gatherings to better understand the brother- 
ber 
will pay dividends in knowledge and friendships as well as cash: 
i snd will tend to make yo ir busine te a happier one snd who is 
ere among n thes > days >t Dusine trife, aggravating, de- 
ed reports, tax w ae and so forth, wi woulan t we me a bit 
increased happiness to the busy day 1: ? 
* - * * * 
OF COMFORT r friends, the W. B. Boharts of St. | sre king ahead to 
he days of retirement from the worries of business. They have pur- 
hased a building lot on a popular lake-sids ation in the northern 
Arkansas Ozark intry and have at t mpleted a modest, mod- 
é home to which to retire when Bill give p road work for Eber- 
hard Faber Company, and his wife, Lillian, leaves her position as 
Jirector of purchases for the Koplar hote n St. Loui It i nder- 
d that their plans are still rather ng ne 
“esse 


To the many friend f Sterley F. Jerue, f McClain & Hedman 


3 y 
mpany, St. Pa Minn., who may not ] noticed f name listed 
NSOEA as one who will be awarded an a ation life member- 
p at ti year nvention banquet, we wish t ; t to your 
n+ r : may rej ice with a r naustry members in this 
ynition of many years of loyal sf ip of local and national 


ciation stair by Sterley. 
He was one of the founders of the 7th Region and of the North- 
t Travelers Club, and his interest and efforts for the welfare of 
yroups have never wavered, with the results that both have 






























pered just as has his personal busin« Our hats off to a real 
ntleman and a very successful b 
* * * * o 
A lette ving in mia-Au > sage from the West Coast, written by 
NO. 2000 Grandpa “oh MacDougall, tells o ew Jeep interest in a district golt 66 
tournament of the Juvenile Golf ation held at | Angeles a 
preceded one held in «rl City late in Auaust for which 
The full measure of every customer’s comfort— an had been assigned heavy responsibilities. He f irse, dis / 
that’s the most reliable means of measuring your arged sual effic wey 
chair sales profits. And in genuine comfort—as in e “ cnid, accompanied west p Ww & they 
fi lit d ' ti th aw anda we enterta ined by sev 3 ; mer Mi dwest a the 
nstruction . e new 
ny wees Sone , George Ladiend Peter Maiteniees 1 and Jack and Esther Ellis. 
. ir meet tomer’ r P 7 
Craftsman No. 2000 Chair meets your customer’s Upon Dan's return to Kanses Cit e was faced with completing 
most exacting demands his part of the plans and arrangements for the 8th Reaion-Midwest 
. si: Travelers’ aolt party: € J enile aolt a ‘ tion + rnament: ° “ : 
Invite him to feel the satisfying resiliency of " J F y a v7 UV J 5 and TI 
: T The Ié tT OT 6 wedding plans tor the marr NG 
the soft foam rubber in the back and seat. Ask isola g fon Lee, in late August. Rather busy man, et Of mo! 
him to glide his hand over the rich smoothness of irse, Enid had a part in all of +t f us 4 
‘ : . , . : Says 
its high-quality upholstery—and its finely finished 6 6 €e me 
genuine American black walnut and Indiana A recent fine service inaugurated with the estat ment of an real 
quartered oak ral Stat nery Company, wholesale stationery ar 2 fice supply orde 
* . v r t arpente ape ympany r r Cit ’ 
Let him sit down, relax and enjoy the proper ; r Paper Com nanse y. Mo., and 
St. Paul, Minn., has been well received and patronized by meny 
posture fitting support of the new Craftsman No. Jealers of the central and northern states. particularily those dealer An 
2000. n the smaller ymmunities. Many larger city dealers have also terri 
Help him take the measure of this leading d Federal an advantageou Irce indise. Its p 
favorite of fine chairs to his full satisfaction. It ecole ror 
7 strat 


means a full measure of increased volume and . . 
Dixon Again To Entertain 


The Joseph Dixon Crucible Company announces that, in Our 
addition to greeting its many friends at Booth 89 at the | paig 


profits for you. 





a a wee See Golden Anniversary Convention of the NSOEA, it also ex J | 1. 
tends an invitation to all convention visitors to visit Dixon 
in Suite 2325 of the Conrad Hilton Hotel. us. | 
Toledo Branch Sells the Goods 
The Toledo branch of Smith-Corona, Inc., was first 
among 18 company branches in the country in percentage 
of quota in office typewriter sales for the first five months 
of 1954. The branch also placed second in adding machine 7 


and cash register sales, and in portable typewriter sales.—AK Vaults 
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sd. 
| 
TO 
Jf- 
d 
8s 
jer- 
= 
ted 
his 
né 
' 66 : 
| (ee tack. 1. the bink tub! 
Way ZZ i og Morey MH Ud, 
says Mr. John Mueller of the Southern California Safe Company, outstanding dealer in Los Angeles, Cal. 
THAT REGULAR national advertising Mosler keeps running 
month after month certainly pays off as far as we’re concerned,” 
s Mr. Mueller. “‘It softens up prospects for us. Makes them 
4 realize the risk they’re taking. Makes it a lot easier to write up 
rders for Mo Safes. 
“And those special promotions Mosler puts on. . . say, they’re 
. terrific! We’re taking advantage of one, right now—the Grocery 
Promotion—and, believe me, the material, the ideas and the 
trategy are helping us make a real dent in the market out here. 
+ in | Yur Mosler Money Safe sales are way up as a result of this cam- 
the | paign. And we’re looking for them to go even higher. See what 
» * | I mean about the way Mosler backs us up? It’s worth plenty to 
1xONn : 
| It’s really money in the bank!’ 
| 
' j ~y 4 F " . " " +2 - = 
' 'F IT’S MOSLER . . . IT’S SAFE ARE YOU KEEPING ON with this special Mosler pro 


motion directed at food stores? Dealers who are say it pays 

first Company off bigger and bigger all the time! If you’d like further de- 

itage ) er = € . a tails on this campaign (and the terrific new one which 
' ince ‘ tte 

ynths Mosler will break soon) write or wire, 

a , at tenets “eeeion ee ee The Mosler Safe Company, Dept. OA-10, Hamilton, Ohio. 


1s bank vaults that withstood the Atomic Bomb at Hiroshima 
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Thousands of Royal Register dealers have found 
that Royal's two to three week delivery of standard 
register forms is the key to more profits in register 
form business. Royal can guarantee shipment of most 
register forms in from two to three weeks so you can 
see that Royal's ‘rapid delivery” will help you service 
your accounts and protect your established register 
form business by making sure that you get the profits 
of valuable repeat business. 


Royal sells only through dealers NO direct 


salesmen! 


Royal is right . . . in quality, in price, in faster service. 


RAPID DELIVERY 


Your orders will be acknowledged immediately. And 
you will be surprised at the variety of register forms 
— cash and charge — cleaners and dyers — bills of 
lading — custom forms with standard specifications 
— which Royal can ship in from two to three weeks, 
Write today for Royal’s complete catalog of register 
forms and equipment and find out for yourself the 
advantages of selling the Royal line. Your customers 
will love Royal’s “rapid delivery”. So will you! 








! ROYAL REGISTER COMPANY, 

{ Nashua, N. H. 

Please send me your latest catalog of Register Forms and equipment. 
SETS EPRI AE ONY 
SESE Sean | Bere 
ee te 
! 


142 

















I 

| 

| 

| 

| 

| 

{ y 

REGISTER COMPANY 

pN AS HU A NEW HAMPSHIRE 

| p Tr. — 

, “Bussdave— > 
a 

| <3 C7imA- 


OA — 10/54 













OA 











OA~10/54 


Dec. 13 Issue Dec. 4 Issue Dec. 21 Issue 


PLUS 29 other ads in 16 national magazines 





Get Your Share of the Business This Campaign Will Create 
CHECK YOUR STOCK—ORDER SHORT ITEMS NOW 





Be sure you have enough Esterbrook Pens, Pencils, and Desk Pen 
Sets to fill the demand. Send your order today. 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Lid., 92 Fleet Street, East; Toronto, Ontario 

















CURMANCO 


Steel Office Specialties 
Letter Racks 


CLEARS YOUR DESK FOR AC- 
TION. Sorts, Classifies and Dis- 
tributes the papers of your daily 
work. Sloping Trays Catch and 
Hold the papers. NO CORNER 
POSTS TO DODGE. Green, Gray 





or Brown 
No. *SS102. Letter Size, 2 tray and base $5.50 
No. *SS103. Letter Size, 3 tray and base $6.50 
No. *SS104. Letter Size, 4 tray and base $7.50 


*SS. NEW SLOTTED SHELVES 


Sorting Tray 
For ready reference. Opens like a 
book. Instant contact with 1-31, 
A-Z, Monthly, or Tab Indexes. 
Corrugated bottom. 


No. 115. Letter Size, Without Index, Olive Green $4.00 
No. 116. Legal Size, Without Index, Olive Green.._$5.00 


Correspondence Separator 
A HANDY MEANS OF CLASSIFY- 


ING Correspondence. Price Lists 
or Catalogs for Immediate Refer- 
ence. Not Adjustable. Special 
Sizes Made to Order. Many firms 
have simplified sorting routine by 
purchasing special Separators 
with 4” to 12” partitions and from 
four to thirty pockets. Olive Green 


Art Steel. 
No. 105. Letter Size, 5 Pocket, 154 Wide .....§6.00 


Stationery Separator 
Insert for desk drawer. Holds 
letter heads, carbon, and copy 
paper. Saves time, space and 
stationery. 


No. 310. Letter Size, Olive Green ....$4.50 


Cashier’s Pad Rack 
Every business has various pads, 
bank checks, receipts, contracts, 
partial payments, delivery and 
service forms. This rack holds 
each in a pocket easy to reach. 
Saves space and confusion. Art 
Steel electrically welded. All one 
piece. Hollow space inside 


No. 566. Six Pocket, packed 6 to cazton $4.00 
No. 568. Eight Pocket ...... ee 
No. 570. Ten Pocket $7.50 








Center Drawer Desk Trays 


ADJUSTABLE 





Pins, Clips, Pencils, etc., quickly available without 
clutter and confusion. Art Steel Olive Green Finish 


PACKED 12 TO CARTON 
No. 425 4x17/gx18 to 31”. Adjustable; 12 to carton....$2.50 


ORDER TODAY—Distributed By 
Associated Stationers Supply Compeny, Chicago 6, Illinois 


CURRIER MFG. CO. 


2448 W. LARPENTEUR AVE. 


ST. PAUL 8, MINN. 
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“Cood Night, Sweet Thing” 





by KATHLEEN BERGER 


Dean, Chandler School for Women, 
Boston, Mass. 





® DID YOU EVER SEE a pretty secretary pause to kiss 
her typewriter good night? No! Neither has any other per- 
son; but if she really appreciated the part that the wonderful 
machine has played in her own life; if she full compre- 
hended its star role in romance; its truly dynamic contribu- 
tion to economics she would bow in honor before it, morn- 
ing, noon, and night. 

Inanimate? Two thousand separate parts assembled by 
five thousand operations with frequent tolerances of within 
seven thousandths of an inch! Any other machine, even 
the ubiquitious automobile seems fairly simple compared 
with the typewriter. 

On winged keys, the secretary has written letters of mar- 
velous portent on this most faithful office assistant; letters 
telling a man he has been successful in securing a position 
that will mean success; letters to companies reporting profit- 
able orders; letters to wives and husbands with the news 
that the writer would soon be on his way home. 

Were it not for the unassailable fact that there is a type- 
writer in every business office in the world, one would be 
inclined to believe that the machine that prints was un- 
appreciated. And who ever heard of a typewriter wearing 
out ? No one! Once a typewriter owner, always a type- 
writer owner, until you sell or trade in on a newer model. 


Should Pay Homage 

Not only secretaries, but her bosses as well, should pay 
deep homage to that silent, expressive machine that has won 
a powerful fascinating, and everlasting place in the lives of 
men and women. 

Mr. Businessman, himself, should erect monuments to 
the typewriter; he should urge poets to applaud the machine 
with the golden heart that not only speeds his written 
thoughts to the postoffice but plays a constant, unseen, part | 
in guiding millions of young men and women to their | 





destiny. 

How many of the 2,000,500 secretaries who now answer 
proudly to the title of, “MRS.” would be spinsters in their 
menfolks’ kitchens were it not for that unparalleled—and 
and almost unfailing—machine, the typewriter. 

When Miss Secretary becomes Mrs. Secretary, an apatt- 
ment is painted and polished. An avalanche of furniture, 
draperies, kitchenware, bed linen, layettes, cribs, and baby | 
carriages follow in quick succession to swell the coffers ot | 
the businessmen. 

Helps Brides | 

In this splendid scene reflecting the changing role o 
women in life, frozen food manufacturers should garland 
the typewriter with roses and hang honeysuckle on it 
chromium trim; because were it not for this marvelous i 
vention; the bride would have begun the day with a slow 
pot roast; because, having no typewriter, and therefore, 10 
job she would have little to do as a housewife except @ 
spend the morning whipping up a cake with folded-in eggs 
while the afternoon could be devoted to unpackaged put 
dings and pies. 

Not Mrs. 1954! All over the world, at five o'clock, will 
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a 2 a || Smart Stationers 
x i build good will 


*hine 


a The staff will bless you . . . because smooth-writing with Sma rt 


thei MIRADO makes work easier and less fatiguing. In 


impartial tests from coast to coast, 7 out of 10 office & Purchasing Agents 


swe! workers —executives, secretaries, accountants, tele- 


- ph : : op : war IRADO as smoother 4 by reco m m e ne ng 
Eagle MIRADO 


And the budget-minded boss will approve .. . 
because MIRADO’s durable lead makes a line over 
35 miles long, and MIRADO points are so strong they pd 
never break in normal use. Superior MIRADOs go Rockies 


farther than “cheaper” pencils. 


So specify MIRADO pencils... and ore EAGLE 

set compliments instead of com- 

*“Chemi-Sealed” 

(Super Bonded) ” a 


up a ti lal supply. The whole office z ‘i > 
will find them the finest pencils they ‘ 
hat € €vel used. : 


Drcmemc mates: fart 2: salad 
“ EAGLE PENCIL COMPANY *® 
» New York « London « Toronto « Mexico « Sydney 


, ° & 
plaints. Ask your stationer to send ' 
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ANYONE WHO 


USES A DESK 
NEEDS IT! 

















MODEL NO. 
V 25s 


SPECIFICATIONS 
DIVIDERS 
BY2" x 844" x 3%" 
BASE 


132" x 9%" x 42" 




















THE NEW FUNCTIONALLY DESIGNED desk 
organizer for catalogs, manuals, text 
books, directories, correspondence, ready 
reference data, etc. 


1. PATENTED ANGLE CONSTRUC- 
TION holds contents always in upright 
position. 


2. Sectional dividers for easy “finger-tip” 
selection and replacement. 


. Title holder for orderly grouping. 
All metal construction for lasting service. 


Rubber studs on base prevent scratching. 


ao uw > Ww 


Gray hammertone enamel finish. 
RETAIL PRICE — $795 


Inquiries invited. 


Write for literature. 


P.S. MURPHY & CO., INC. 


516 FIFTH AVENUE 
NEW YORK 36, N.Y. 
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letters neatly typed, addressed, ready for the mail in one- 
third of the time it would have taken by hand; our secretary 
expertly seizes the cover of her machine with one hand 
while she fastens her hat on with the other. A point of 
honor sees her first in the elevator and quickly on her way 
to the home of her dreams—be it a penthouse or a cold- 
water flat. 

In an economy of forethought and motion that would 
have staggered her grandmother an enchanting metamorphis 
occurs when a tailored secretary becomes a charming wife 
and hostess in the twinkling of an eye. Would you deny 
that Lady Typewriter is the godmother in this universal 
situation? Nor would we overlook the subway coach, nor 
the able horses; barbecued meats, frozen foods, delicatessen, 
and the invincible automatic washer. 


A Boon to Families 

The spanking new homes springing up in ranch or Cape 
Cod style; the marching feet of children bound for nursery 
schools; expanding families; and two-tone convertibles; all 
these are indebted to a greater or lesser degree to the chang- 
ing economy that permits Mom to be a secretary or part 
time worker with her indispensable typewriter. 

Few young men have salaries adequate to start a family 
in these inflationary times; but when Miss Secretary doubles 
as a wife or mother we have a good solution. “The 12- 
Pound-Look” has vanished, replaced by a happier way 
where the young husband and his wife go hand-in-hand 
down the Cost-Of-Living-Highway sharing the burden of 
homemaking and upkeep, as well as the care of the chil- 
dren in a manner that shatters the older patterns and builds 
a new horizon in rainbow hues. 

By the way, have you thanked your typewriter today? 


Audograph Company, Inc., Organized 

Sales and service of Gray Audograph dictation equipment 
and Gray Phon-Audograph central dictation system in 
northern California and most of Nevada is now being 
handled by a new organization, Audograph Company, Inc., 
it has been annuonced by W, W. Scott, Jr., president. 








$10,000 Bill in Display . . . A recent Gestetner stencil duplicator 
window display by A. Pomerantz & Co., featured a real $10,000 
bill framed and mounted on a sign (upper right) which read, 
“This Machine Saves Big Money.” In order to have an insurance 
company insure the bill it was necessary to place it in the window 
in such a position that anyone breaking the glass could not reach 
in and grab it. The firm employed Brinks, Inc., to call for the bill 
each night when the store closed and deliver it again in the 
morning. The Gestetner machine in the window was in operation 
and had plastic sides to show the working parts 
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A NEW GALLERY 
CHAIR HONORS... 
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A new, lower-priced version of 
the celebrated Sikes ‘Fixed-Float- 
ing Seat” executive posture chair, 
thoroughly modern in appear- 
ance and staunchly built of Solid 
Walnut for matchless beauty and 
the satisfaction that only wood 
can bring. 


In matching or contrasting com- 
binations of heavy fabric and 
genuine top-grain leather. 
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Hgt. of seat from floor: 17” to 20%” 


DOO 


Hgt. of back from seat: 16” to 17%” 
Width between arms 2042” 
Overall width 2442" 
Sitting depth 18%" 
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including tones to match 





or complement colors used 


on metal equipment. 
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THE SIKES COMPANY, INC. « 32 CHURCHILL STREET - BUFFALO 7, 











The Sikes Company, Inc. builds wood furniture exclusivel 
and is first again in the presentation of these new inter 
pretations that will set the pace in office decoration on 


comfortable seating for years to come. 


The appropriateness, warmth, exceeding long life ané 
unrivaled charm of good wood furniture have never beer 
successfully challenged. As in the past nearly 100 yeor 
of wood leadership, you can continue to look to Sikes fo 
the pioneering of new designs, interesting upholstey 
treatments and special ways of building comfort into fine 
seating for business and professional men and womet 


their guests and clientele. 
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INTRODUCING Ganes 


FAST-SELLER 
FOR SCHOOLS AND OFFICES 












LIGHTS AT ANGLE — 
REDUCES EYE FATIGUE 





HOLDS 10 VOLUMES 
WITHIN EASY REACH 


3 wa“ s 
m1 ve ‘Ce. 
me AN \ 
rN 






\ 5 





ADJUSTABLE BOOK REST 
FOR EYE COMFORT 





®@ Only 10” deep, 18'2” wide, and 20” high 
® Saves 37% in desk space 
® Perfect for study and taking notes 





SUGGESTED RETAIL PRICE 


$] 2 95 each 


SLIGHTLY HIGHER IN WEST 





REMOVABLE SHELF GIVES 
EXTRA ROOM FOR WRITING 











You’ve never seen anything like the entirely new 
Faries “STUDEE-LITE”! Designed to save eye- 
sight, space, time and motion, the Faries “STUDEE- 
LITE” is the result of detailed research into student 


study habits at several large universities. 


Beautifully finished in Faries new and smart two- 
tone Desert Bronze with Pastel Gray book rest, the 
“STUDEE-LITE” is approved by Underwriters Lab- 
oratories. Takes two regular incandescent bulbs. 
Packed individually, 6 to a special introductory 
standard package. Weight 12 Ibs. each. 


Look for our booth, No. 223, at the National Stationers Conv. 





x 


PAGE HOLDER LEAVES 











LAMP 
DIVISION 


F' 


General Lamps Mfg. Corp... . 





Elwood, Indiana 
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HANDS FREE 


Faries Lamp Division, Elwood, Indiana 
Please ship ot REGULAR DEALER DISCOUNT 


Faries “Studee-Lite” #60200 
Quantity (Shipped 6 to a Special Introductory Standard Package) 




















Send Advertising Newspaper Mat: 2 col 3 col. (Check One) 
DEALER'S NAME 

BY 

STREET 

CITY STATE 
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No. 2185. Priced to sell 
fast. Pen features popular 
semi-hooded point. $1.00 












No. 2836. Features 
America’s most famous 
popular-priced pen — 

WEAREVER Pennant, 


with choice of 5 points. 
$1.98 
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FOUNTAIN PENS 
BALL PENS . 
MECHANICAL PENCIL 
















No. 3906. WEAREVER 
PresClik Ball Pen, 
WEAREVER Pennant 
Fountain Pen and 

WEAREVER Pennant 
Mech. Pencil. $2.98 





No. 2908. WEAREVER 
SlimStyle Ball Pen and 
WEAREVER SlimStyle 
Mech. Pencil. $1.98 
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if she uses carbon paper ribbons... 




















SHE’S YOUR BABY, 


NMR. DEALER 
for stronger, cleaner PEERLESS IMPERIAL 


CARBON PAPER RIBBONS 


NEWS— Practically every typewriter company already sells or is planning to come out 
with machines that take carbon paper ribbons. 


TIP —Here is an expanding market, a fertile field for a brainy Carbon Dealer and his 
salesmen. 


SURE SALE—Peer.ess IMPERIAL Carbon Paper Ribbons are made of fine rag tissue, 
strong enough to prevent cutting through. They produce clean, sharp, uniform impres- 
sions acceptable to the most exacting executive. Available in 5 weights and 3 finishes 
for every requirement. 

MONEY—T7o make money you have to get out of .the groove and get a jump on 
your competition. Because of the turn-over ratio, every customer you sell on 


PEERLESS IMPERIAL Carbon Paper Ribbons is a continuing source of profit. Get on 
target, Mr. Dealer. Write today for samples and prices. 


PEERLESS-IMPERIAL CO., INC. 


General Office and Factory: 32 Peerless Place, Newark 5, New Jersey 
New York Office: 13, 108 Franklin St. « 
Detroit 18, 37 linden Street, River Rouge, Michigan 


6 99 
. oe | Creat Ame in Ear one Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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WHEN DOES 1 DIVIDED BY 1 
EQUAL 2? 


. - » One large room can easily become two by 
letting us install one of our Modern Flush Type 
Partitions in your office, factory or showroom. 





Here are two examples of the flexible, portable 
Flush Type Partitions we manufacture, sell and 
install. Above is the functional bank height, 5’6”. 
Also 36”, 42”, 7'2”, 8'6” high. 





. .. And this is the popular ceiling high partition 
—a private office without the addition of unnec- 
essary and costly space. 


DEALERS PROTECTED 


All Flush Type Partitions are portable, movable; 
have sturdy clip-on construction; no screws, no 
nails, Steel & glass & solid steel, 2”, 234” & 3” thick- 
ness, Permanent, baked on finish; all colors. Packed 
with glass wool insulation. Ready for immediate 


delivery and installation. 


Tell us your needs, Our expert lay- 
out specialists are at your service. 


IRWIN CASPER, inc. 


401 Broadway 
WaAlker 5-2555 


New York 13, N. Y. 
W Alker 5-4218 
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All’s Not Rosy in Moving to 


Suburban “Shopping Center 


® WHILE THERE is undeniably a bright new trend 
toward “moving out into the suburbs” on the part of re 
tailers for all types, the office appliance dealer should think 
twice before making this major move. 

That statement is based on the experience of numerous 
office appliance retailers throughout the country, who have 
found that the expected pickup in profits did not material 
ize, while headaches, on the other hand, became quite 
worse, 

In most of the country’s major cities, there are already 
many examples of office appliance retailers who have given 
the community shopping center or suburban location a 
whirl. Disappointed, they have moved back into the down- 
town district. 


Idea Is Good 


At first glance, the neighborhood shopping center has 
many advantages. No. 1, of course, is the fact that there 
is supposedly huge amounts of parking space available, 
which will suffice to bring shoppers, weary with congested 
downtown streets “out into the country” to shop at leisure, 
Second, the shopping center is usually designed to incor- 
porate stores of many types, so that all needs can be 
assembled at a single trip. Last, but not least, there is 
the generally misunderstood notion that “the downtown 
district is dying.” 

While all, or part of the above may be true in some 
instances, the chances are that the office appliance dealer 
who rushes into a newly-developed suburban shopping 
center will find a lot of disadvantages accruing immediately. 
He may feel that the new location, in addition to parking 
space and an eye-appealing attractive store, will permit him 
plenty of space for later expansion and an opportunity to 
attract droves of new customers. Alas, many of these are 
rosy dreams. 

Here are some of the drawbacks to locating in a com- 
munity shopping center as voiced by half a dozen dealers 
who have either moved out of such locations, or who are 
planning to do so in the near future: 

1. High cost of leases Most community shopping 
centers, whether they be located out toward the city limits, 
or built on property reclaimed by tearing down homes and 
commercial buildings in crowded residential areas, have 
been constructed at enormous cost. They are usually short- 
term investments by realty development firms, banks and 
improvement associations, which make it imperative that 
costs be returned quickly. 


Cost May Be High 


As a result, the dealer is likely to find that a lease in a 
suburban shopping center may cost him as much as three 
times that for a downtown location when all of the oper- 
ating costs and long-term factors are considered. It is true, 
of course, that a far more attractive building may be 
obtained, with the most attractive advantages in heating, 
air conditioning and customer convenience. Surprisingly, 
however, it has definitely been determined, the cost per 
square foot in such shopping centers may be substantially 
higher than effecting the same results in the downtown 
area. 

2. “Advertising minimums” Because the heads of 
any such community development must have rapid expan- 
sion and a heavy volume of traffic, it is mandatory in many 
new community shopping centers that the dealer agree to 
spend a prescribed minimum amount per month for news- 
paper and radio advertising. 

Scores of development agencies sponsoring such commu- 
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r oyhe Yew Hallmark of Cine Quality 


In distinctive office furniture this 
Executive emblem is the symbol of traditional 
wood craftsmanship, combined with the most modern concepts 
of good functional design and construction, 
to produce desks, tables and accessory units of the 
highest character. Watch the Executive line — 
it’s the biggest news in the industry for 1955 — 


ITIVE ready for delivery soon! 


Were 


2800 VIRGINIA STREET e WICHITA FALLS, TEXAS 


FURNITURE 
COMPANY 
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No streaks | 








—with FLAGSHIP 





Streaks (roller marks) have been voted the most baffling problem in getting 
out perfect carbon copies — especially with the high feed-roll tensions of 
modern typewriters. 


Now, with Flagship’s newest metallic-back carbon paper development you 
have the easily proved, quickly demonstrated answer to that problem. 


Roller marks are out! Clean, perfect copies of brilliant color strength and fine 
erasability are in — for good — with Flagship. 


And Flagship can be counted on to lead the race for a genuinely better 
carbon paper that will give more satisfaction to more customers. If you are 
not getting results with ‘‘the line you have always bought"’ Flagship may be 
your answer. 


metallic back makes it easier to handle, wear longer and give sharp, 


permanent copies. Meets the needs of more people with fewer 
OS weights and writing strengths. 


Let us tell you more about Flagship. Make it a point to call or write us today. 


“yo FLAGSH i & is curl-proof, with smudgeless erasures. The 


AL LIE BD carson ano risson MANUFACTURING CORPORATION 


| General Offices and Factory: 165 Duane Street, New York 13, N. Y. 





Western Office and Warehouse: 3404 So. Main, Los Angeles 7, Calif. 











OA — 10/54 





54 





; 


OA~10/54 





good for 










American business? 


WATERMAN PEN COMPANY says no 


and will refuse to do business with 


“DISCOUNT HOUSES” and other price-slashers 


Whenever a product attains stature and recogni- 
tion through superior quality soundly publicized 
by astute merchandising, it runs the danger of 
price-cutting by the so-called “Discount Houses.” 

Waterman’s Sapphire and Waterman’s C/F, 
the sensational new cartridge-filled fountain pen 
now being introduced through national advertis- 
ing, are two products that are sought after by 
discount houses, directly or through peta 

Waterman has not been selling to any dealer 
or distributor who fails to abide by his agreement 
to sell Waterman products at advertised prices. 
However, there have been cases where price- 
slashers have secured Waterman merchandise 
through subterfuge. This is being stopped through 
CONTROLLED DISTRIBUTION. We are taking every 
possible step to stop price-slashing and our efforts 
are meeting with success. 


We'd like to state our case 


We believe in quality products, with the finest 
possible workmanship and materials at prices that 
are both equitable and competitive. No manufac- 
turer really names his own price. Price is deter- 
mined by the customer who sits as judge and 
jury on what he buys and what he pays. In other 
words, we couldn’t overcharge and stay in busi- 
ness, nor can we undercharge. 

Waterman believes in delivering customer satis- 
faction. For seventy years we have backed our 
products with an unlimited warranty. Waterman’s 


customers expect the best. It is our sacred trust 
to see that they get it. 

Waterman believes in a fair profit for the dealer, 
large or small. Through the dealer's loyalty, 
Waterman’s name has become legend in the pen 
business. The dealer is Waterman’s sole repre- 
sentative at the retail level. He deserves a reason- 
able profit and full protection against unfair com- 

tition. 

The retail dealer’s business is built on knowl- 
edge of the product, courtesy, service and standing 
in his community. Only with this type of estab- 
lishment will Waterman do business. Waterman 
wants no part of the “Let the customer beware” 
boys. 

Waterman wants its products sold by mer- 
chants who hold uppermost their customers’ in- 
terest and will stand back of all merchandise they 
sell as we stand back of our products. 

CONTROLLED Di1sTRIBUTION is Waterman’s an- 
swer for Farr Trave. It makes possible wide dis- 
tribution at a fair profit for all. It makes possible 
the effective use of national advertising in estab- 
lishing brand name and acceptance. Price-cuttin 
cheapens the product, labels manufacturers = 
franchised dealers as profiteers. 

Waterman pledges its franchised dealers a rigid 
policy of quality products at reasonable profits, 
strong advertising support, and full protection 
against unfair competition. That's the American 
way of doing business. 


WATERMAN PEN COMPANY, INC., Seymour, Connecticut « NEW YORK + LONDON « PARIS - MONTREAL 
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nity centers throughout the U. S. insist upon the dealer 
signing a contract co-incidentally with the lease, in which 
he guarantees to “uphold standards of business conduct” 
and as a rider, to spend a set amount per month for pro- 
motion. Since the community shopping center is mentioned 
in all such advertising, this, of course, is a boost for the 
entire development. The retailer may quite reasonably find 
that the amount involved is far more than he cares to spend, 


? 


3. Additional haulage expense . This can quite easily 
become a major factor in the new location. Much mer- 
chandise will be shipped only to the freight station, or the 
nearest warehouse and must be transported at the dealer’s 
expense to the store. Thus, additional cost is added to 
most merchandise carried in stock, with additional delays in 
delivery time to contend with. 


More Mileage 


A distant location likewise works the other way in that 
the dealer who delivers to his customers will find extra 
miles added on to every run, plus the same longer spaces 
of time between customer order and delivery. Where com- 
mercial agencies are involved, either in the receipt of stock, 
or in customer delivery, the dealer is likely to find himself 
in an “outer zone” which means a higher cost for trans- 
portation either way. 

4. Lack of customers 
shopping center, glamorously furnished with ultra-modern, 
eye-appealing buildings, is designed on the idea of attract- 
ing customers from all over the city, this is more likely 
to be fallacy. It is true that the suburban shopping center 
will attract new customers from the surrounding areas, but 
it is more likely that the old customer, located far away 
on the other side of town, or nearer the downtown district, 
will simply look up another store, convenient to his own 
location, for the merchandise he wants. 


Although every community 


It requires extreme loyalty, or special services on the part 
of the store, to make a customer drive a long distance out 
of the way to visit a new suburban location. Most office 
appliance retailers who have relocated miles out of the 
former downtown district area, have found that the familiar 
faces of regular customers have disappeared. 


Prices Are Higher 


In this connection, it might be well to note that most 
of the suburban shopping centers which sprang up imme- 
diately before and after World War II, were noted for 
higher prices than their downtown counterparts. Dealers 
mistakenly set up a “deluxe atmosphere,” began specializ- 
ing in top-price lines, and placed far too much value onto 
the word “exclusive” in their dealings with the public. 
There are many instances of shopping centers which went 
bankrupt on that basis and it is unfortunately true that a 
lot of people today associate the shopping center with 
higher prices. That is automatically an obstacle in the 
dealer’s way. 

5. Parking 
state that the dealer may find himself beset with even 
more serious parking woes in the community shopping 
center than at the downtown location. There are scores ol 
newly-located retailers in all fields, who have been floored 
to see that every inch of parking space in the capacious 
shopping center is taken up. Men driving in to shop, may 
find it necessary to park outside the shopping center, and 
walk several blocks to the store. 


. . It is an astonishing, but sad reality to 


Must Use Autos 


The reason is simply that every person shopping in the 
center arrives by automobile, and that a huge percentage 
who formerly took their purchases home by streetcar of 
bus, now bring the family car instead. If the center is suc- 
cessful, traffic will soon fill it up. Parking lots, for one 
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Are you cashing in on this big market? 





e"== 


BORROUGHS 
Wrap RACKS 





... they sell without sales chit-chat...they sell on sight! 


This is Wrap Rack season, and Borroughs Racks have what 
it takes to make extra sales and extra profits for you. Write 
Joe Davis for Borroughs’ new catalog. There are 4 pages 
devoted entirely to Wrap and Check Racks. 4 pages of 











WRAP RACK 


WALL WRAP RACK Sa a =| | 
—— ——— 


{¥, at. ie 
LAAA Tit; fr. 
C é 0 FU Uy iy 


descriptive data. There’s a need for a Borroughs Wrap or 
Check Rack wherever wraps are hung. Are you cashing in> 
on this big market? Over 2000 dealers are sold on the 
Borroughs Metal Office Furniture line. 


tl ies 
— ee 
“am ae 
- 


<i, 


CHECK RACK 


WALL CHECK RACK 


BORROUGHS MANUFACTURING COMPANY 


BSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3004 NORTH BURDICK alll KALAMAZOO, MICHIGAN 
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KEEP YOUR TRANSFERRED RECORDS 
READY FOR INSTANT USE IN 


Oxford 





FIBERBOARD 





LETTER 





LEGAL 


3x5 CARDS 
{2 ROWS) 









INVOICE 





4x6 CARDS 
(2 ROWS) 










CHECKS 
OR 
VOUCHERS 
(3 SIZES) 


TABULATING DEPOSIT SLIPS 6x9 


OXFORD FILING SUPPLY COMPANY, INC. 


Garden City, New York 
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FILES 


Why store records in inconvenient cartons or bundles, when 
Oxford Files give you instant reference at such low cost! 





There’s a size for practically every standard office form, 
from a 3x5 card to a big legal size sheet. 


Files are delivered knocked-down. They are quickly and 
easily set up, saving your floor space until needed. 


Choose from the three models listed below. Select the 
handsome fade-proof Steel Front for front-office use, the 
Steel Clad for lower-cost heavy-duty service, and the 
Standard Series model for the utmost economy. No shelving 
needed. They stack and interlock in solid batteries. 









































STEEL FRONT and STEEL CLAD FILES 2%<*e? 
] ee eases 
STEEL FRONT Drower | STEEL CLAD 
Stock Size measure inside Stock 
No. Ht. Wd. Dp. No 
JIA Letter 10%, 124%, 24 7I1E 
72A Legal 10%, 15% 24} 72E 
73A *Invoice B85, 10%, 24 73E 
75A Check 4, 9g 24 75E 
76A Check 44%, 104%, 24 76E 
77A Tab. Card 34%, 7%, 24 77E 
78A 5x8 5, 83%, 24 78E 
79A *4x6 49, 127g 24) 79E 
710A *3x5 33, 10% 24} 710E 
712A Dep. Slips 4% BY, 24) 
713A 6x9 | 6'/2 9%, 24 713E 
734A 12x12 | 12% 12% 18 | 
packed 
STANDARD FILES °o°**?. 
Drawer 
Stock Size measure inside 
No Ht. wd. Dp. 
1 Letters seansiaiai citi & 2OGe 12 24 
2 Legal or Cap Size | 10% 15 24 
3 “Invoices, 2 rows 8x5 | 8% 10%, 24 
4 Checks or Vouchers 34, 9 24 
5 Checks or Vouchers 4, 9 24 
6 Checks or Vouchers | 4%, 10%, 24 
7 Tabulating Cards | 3% 7% 24 
8 5x8 Cards or Forms 5 8Y, 24 
9 *4x6 Cards (2 rows) 4 12% 24 
10 *3x5 Cards (2 rows) 3 10%, 24 
12 Deposit Slips 4\, 8Y%, 24 
13 5x8, or 6x9 Forms | 6 9 24 
i 
* These files furnished with divider strip for 2 row filing 








St. Louis 6, Missouri 
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A NEW Standard Of The Industry! 
PENNANT 





DESIGNED AND BUILT PRIMARILY TO PROTECT THE INVESTMENT 
MADE IN EXPENSIVE BUSINESS MACHINES 







The durability engineered in each Pennant Stand is 
your assurance of long lasting performance. New 
design practically eliminates the possibility of tipping 
and causing damage to expensive business machines. 


*NOTE PENNANT’S 
COMPLETELY NEW 
RAISING AND 

LOWERING DEVICE! ... 


By the touch of a toe 
an operator can raise 
the stand on its casters 
or lower it to rest on 
the caster housings. 








REASONS WHY PENNANT STANDS ARE 

THE STANDARD OF THE INDUSTRY WRITE TODAY 

® New Patented toe-tip control completely eliminates bending, squatting hand 
operation to fix or retract casters. 

® Strong-gauge channel steel construction. Reinforced at points of stress to assure 

the maximum possible rigidity. 

® Completely adaptable open top. All cross bars adjustable to accommodate 

most office machines manufactured. 


for Beautiful 12-Page 
Color Catalog of the 

Complete Pennant Line 
of Office Equipment 





Be sure to see this 
line at the show! 
We'll look for you in 
Booths 319-320... 
at the 
Conrad Hilton Hotel 


® Encased casters to save valuable floor space, eliminate tripping and accident 
hazards. 

® Counter-balance engineered to virtually eliminate possible tipping and upset. 

® Pennant Stands pay for themselves in lowered equipment maintenance costs, 
prolonged life of costly equipment and increased efficiency. 











PENNANT BUSINESS MACHINE STANDS ARE 
PRICED TO SELL ON SIGHT! 





steel PARTS MANUFACTURING CORPORATION 





A Division of Blackstone Manufacturing Co., Inc 


4630 W. Harrison Street * Chicago 44, Illinois 
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Proo 
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‘The office pet—the new Morris SAFE-T-SET 

with our exclusive safety feature, is “house- 
broken!” Tip it... tilt it... turn it upside 
down. It won't spill. It won't leak. It’s Puddle- 
Proof/—can't soil clothing. The SAFE-T-SET 
well is easy to fill—holds many months supply 
of ink. Choose the color and Morris hard-tip 
pen point you like most. The new puddle-proof 
SAFE-T-SET is manufactured by the foremost 
name in the field of matched desk-top equip- 
ment—Morrts. 


BERT M. Morris co. 


8651 WEST THIRD STREET, LOS ANGELES 48, CALIFORNIA 
In New York: 381 Fourth Avenue 
In Canada: McFarlane Son & Hodgson, Ltd., 
Montreal, Quebec 





reason or another, under the American scheme of things 
are never quite adequate for the traffic which exists. If ther 
is one automobile for every shopper, the chances are that the 
dealer will have merely exchanged parking worries in the 
downtown district, for an equally serious set at his new 
location. 


6. Space expansion ...Uppermost in the minds of many 
retailers, in moving to such new centers, is the hope that i 
volume justifies it, they may expand to a larger, mor 
commanding store in the future. 


Takes More Room 


Some feel that it will be possible to add additional de 
partments and more services and to thus emulate the 
supermarket and super-drugstores which have burgeoned 
out to vast proportions in this type of merchandising situa 
tion. 


Here, again, the unfortunate truth may be that space 
will be at a premium in the shopping center within a few 
short months after its formal opening. If the community 
shopping center “clicks,” which, of course, is the only basis 
on which expansion would be justified, space will be pro 
portionately more valuable, and the dealer is more than 
likely to find himself up against the same physical space 
limitations which occurred in the downtown location. 


In other words, leases and ownership of shops on either 
side will prevent lateral space addition, while most com 
munity shopping centers already prohibit the use of mor 
than one story in any construction. Therefore, expansion is 
very problematical and more than likely impossible, in the 
community shopping center, as well as the congested down 
town area. 


More Drawbacks 


Added to the above are many other drawbacks, which 
might at first seem inconsequential, but which can _ bulk 
large in the retailer’s daily operations. Unless there is 4 
restaurant in the center, the chances are that he will have 
to drive some distance for his daily luncheon. 


Similarly, service organization, which may be required in 
the operation of his business, are now far more distant, and 
may be slow to cover the miles when suddenly needed. He 
is not likely to have the police protection against theft, 
robbery and holdups which was taken as a matter of cours 
in the downtown district. 


Clubs Are Missed 


Clubs and lounges, which were nearby in the downtows| 


district and good for entertaining a patron, taking 4 
“breather” during the day, are no longer available. And 
of course, all of the suppliers, who usually meant only? 
few steps in the downtown district, such as printers, sig? 
writers, lawyer or credit agency, are now long distancé 


remoy ed. 


This article is not intended to condemn the generall} 
healthy spread of business to the suburbs. It does, howevet 
suggest that every office appliance retailer study the matte 
exhaustively before making a jump to the first shopping 
center possible—RAL 


Wallis Quits Maverick-Clarke 


Bill Wallis has resigned as manager of the advertisifl 
specialties department of Maverick-Clarke, San Antoni 
Tex., office equipment and supply firm.—JHR 
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, “Built Like a THE EXCLUSIVE SHAW-WALKER 
Skyscraper 2 dealer offers his customers 4,000 items matched in ap- 
pearance and matched for results. All bear the symbol 





of quality—"“Built Like a Skyscraper”—the best-known 


trademark in the office equipment industry. 


Shaw-Walker’s 4,000 items are easier for dealer 





salesmen to sell because they are “time-engineered” to 





et help any user get more done, more easily, more quickly. 


The 300-page Golden Anniversary Shaw-Walker 
OFFICE GUIDE simplifies selling and is the biggest 


| SH AW-WALKER single source of dealer orders in this business. 


Perhaps you qualify for this desirable franchise. 








Largest Exclusive Makers of Office Furniture Right now there are a few cities in which we are willing 


and Filing Equipment in the World to establish new dealers or make a change. Yours may 


Factories and Home Office, Muskegon, Michigan be one of the cities. 


rorit Exvements or Excrustve SW Francuis& 


bet Hie 


» Best Known Trade-Mark ©® Simplified Selling Plan 


PA Single Source of Supply © Exclusive Merchandise 


® 8,000 Items ® A Flow of Sales Helps © The New Low Desk 
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pPEDAL TOUCH! At 
ch of the foot it 














VISIT BOOTH 336 


NSOEA CONVENTION 
SEPTEMBER 18-22 


this ey happen 
when Y ne ee the 


new and improved 
METALSTAND Enc! 


This could happen to you! Because 
METALSTAND has recently gone “all 
out” to make this line the best value on 
the market. Though the prices are still 
practical—the quality is now superior! 














Only the best goes into this new and 
improved line —the finest materials, 
expert engineering and master construc- 
tion throughout. Why not order the 
better-than-ever METALSTAND line — 
NOW! It moves fast! 







IRD Storage Cabinet 
Me tetas 

plete selection of steel 
: y cabinets — at unu- 
y low prices! Constructed 
Wy gauge furniture 
meee! teres SUSPENSION AND NON-SUSPENSION FILE CABINETS 

STORAGE CABINETS — TYPEWRITER STANDS 


' METALSTAND COMPANY 
as 


et 1516 to 7524 State Road 
£4 Philadelphia 36, Pa. 
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The HARPER File 


file at surprising low cost! 
Dust-proof, enclosed bot- 
tom shelf. Legal or letter 
size—2, 3 or 4 drawers." 


METALSTAND 
Non-Suspension File 


Introducing a brand new 
item — a non-suspension 
filing cabinet that's perledt 
for those who want qualily 
but at a low, low price!” 


*All filing and storage cob 
inets available in gree® 
gray, grained walnut and 
mahogany finishes. 
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Full suspension—8 rollers | 
to each drawer. A quality | 

















Top Performance Is Ceréam With 
ACE STAPLING EQUIPMENT! 


The ACELINER is the world's finest, most attractive 4-way 
Stapler . . handfastens, staples, pins, tacks. Leads 210 
Aceliner Staples No. 2025. 


le The ACE PILOT has proved its superiority with millions of 


satisfied users the world over. Staples and pins. Loads 


ollers 210 standard size Staples. 


ality 
cost! 
bot- 
letter | 
ers." | 


ABOVE: The ACE STANDARD is famous for endurance. 
Gives perfect lifetime performance! Uses standard Staples. 


BELOW: The ACE CLIPPER Stapling Pliers saves time and 
money for florists, dry cleaners, stores, schools, factories, 
offices. Loads 210 Ace Clipper No. 700 Staples. 


The ACE SCOUT is a top quality, long-lived Stapling Ma- 
chine at a low price. Gives perfect performance. Loads 
105 No. 200 Ace Scout Staples. 


ACE CLIPPER 


\ ay, at 
‘fag | aaa “ 
e 7 wl - 1 
I . . 
D 
. ABOVE: ACE STAPLES give you finest uniform quality, : ia) 
File and performance . . fit all standard size Staplers. A ny ACE product will positively perform 
d new BELOW: ACE STAPLE REMOVER snaps out clinched Staples smoothly and efficiently year in and year out, 
pension aay. Duralin, onnSe, CENTS. with watch-like precision. Millions are now used 
periec | 2 - the world over. Feature the full ACE line. It pays! 
quality ' 
price!’ | ACE STAPLE SOLD THROUGH DEALERS EXCLUSIVELY 


a 


4 PY 
* 
t “emer 
7 ACE FASTENER CORPORAT 


IN CANADA: ACE FASTENER (CANADA) LTD., 6705 UPPER LACHINE ROAD, MONTREAL 26 © 770 DU PONT ST, TORONTO 4 
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Let Bassick 


SMOOTH-SLIDING Bassick 
rubber-cushion glides can’t 
harm the finest floor. Broad, 
flat base of highly polished 
steel glides smoothly over 
any surface. Live-rubber 
cushion absorbs jars and 
shocks. 

Make sure every heavy 
table, chair and sofa in your office wears a set of these 
famous glides. Nail drives easily into wooden legs; special 
adapters fit glide to metal tubing legs. 











CG-$2-144" 


CG-91-1," 


CG-90-%," 





‘‘Diamond-Arrow”’ Casters 


Chairs, portable tables and stands 
roll at a touch when fixed up 
with easy-swivelling “Diamond- 
Arrow” casters. Double row of 
ball bearings. 

















Nomar cups and shoes 


Heavy furniture rests in peace on 
these heavy-duty Bassick Nomar 
cups and shoes. Square rubber 
shoes or round and square com- 
position cups. 














Help the help to enjoy quieter working condi- 
tions and protect your investment in floors, rugs 
and furniture by using Bassick floor protection 
devices. Your office supply store has them, or write 
THE BASSICK COMPANY, Bridgeport 2, Conn. 
In Canada: Belleville, Ont. 


~~ 
‘S% 


75 YEARS OF CASTER LEADERSHIP 


Bassick 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS. .. MAKING CASTERS DO MORE 
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CANADIAN NEWS 


Our Industry Across the Border 


by Special Correspondence 


T Ca °) etailers in the stat Ina oftice ance indus- 
are g nsist on cutting price get orders, perhaps manu- 
acturers J review the discounts and ark-uc nat are being 
allowed t items with a v jew to trying to help prevent the cur. 
nt wh ghter of pr es, says a top executive 
a lead anadian firm in the He has t uggestion: 
Perha facturers in our i should help remove some 
the t n to cut prices by ning the d nts granted 
their t Dealers might t realize that they couldn't 
rd t¢ The manufact could er absorb the 
addition they would make t! slves, or intensity Consumer 
iverti t tain present demand or effect an increased de- 
and products, to guarant r protect their market. I 
t be evident to all suppliers t ndustry that it shameful 
tt tailers accept goods at a price which enables them 
ec d mark-up if they don't want it—and prove they 
Jon't wa iting prices at the imer © 
**e* ees 
e sixth ar irvey of the bre ers’ sale 
ar ha mpleted by the ‘ M irers Assoc 
; <a 000 member compani« canvassed for data. The 
t agé nly thoroughly d the myt f huge profits 
ndust 4 explodes the at manufacturing profit 
nstitut proportion of the ¢ sid by the fina nsumer 
Canad facturing indust on ea ar of sales 
r the sr 1953 average out at § whick nsisted of 23 
ents paid dividends and 2.5 retained in the business, 
The a aid that pub rding to national opinion 
rveys always thought that nufactur were tar 
er ey actually are but CMA find a period of 
year ed nclusively that ts were hardly half of what 
put yht a fair profit st ' 
We en criticized inds that the accepted 
thod hing a profit fig the t net worth 
actua s profit margin expr J term es dollar 
perhar implest measure ar t ea nderstood by 
blic. During peri substantial price changes, 
srnings and sales both tend to reflect the curre evailing price 
vels, W { k net assets or r th tend ft 3g far behind 
rre nt ¢ " the r sted. 
Fed i vincial taxes nanufacturing ir ne in 1953 
» 4.6 cents i 
. « oa 
are i gnor “ 6 an 
’ ns of a 5] y T man 
pp iers have the k be t is n 
y smaller dea f t display 
Richard . Paige, president, Richa N York, told a 
} OT executives. 
He is tightening 4 vity mus 
>) 31° gly. The solut | mers and 
verything you r t-ot-purchase 
reta store is ir ant. € The sale 
er has been pre , 
* * * °° 2 
tie-Hill, Ltd. e will henceforth 
be kr t tie Stationery Ltd ss anr i this month by 
Lawrence F. Beattie, pr sider Kf yhter Miss Marian Beattie, 
t dent : Miss Kay Everest as secretary-treasurer 
fice Jepar t ete Beattie. Store 
“Walter A. Spittal. erly t mpany 
’ 748, then operated Toronto 
rea 
Be ery Ltd. has re tallation of 8 
W snd the interi rtly re Jeled under the 
J Mr. Spittal, Mr. B 
* * * 17 
At George | Basil, Cor ter's Ink 


M 
Eric Exton 
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SUPERIOR QUALITY SMARTEST STYLING INDIVIDUALLY PACKAGED 





C-FOAM 











Cc-FOAM 








C-FOAM and C-FOAM MOLTEX are 
the largest selling cushions in the 
world today 
they’re the best. 

2” x 14” x 15” retails at $5.95 

2” x 16” x 18” retails at $6.95 

2” x 17” x 19” retails at $7.95 (Bank of England Model) 


C-FOAM 


C¢-FOAM MOLTEX 


MOLTEX is remoulded foam latex 


And for one good reason — 





rubber. It carries the same guarantee. Here’s 
cool comfort, smart styling and lasting 
at a budget price. 


resiliency 
“x14 
“x14 
16’ 

16 

17 


x 


x 


x 


x 


¥ 


OA-~10/54 


15 
15 


Q 


18 


18 
19 


retails at $3.95 
retails at $4.95 
retails at $4.95 
retails at $5.95 


retails at $6.95 Also 14’ round for drafting stools 


3341 West El Segundo Bivd. « Hawthorne, California 


Shipped direct to you from our closest branch: MEMPHIS @ CHICAGO @ SAN FRANCISCO © SEATTLE 

















you and your customers 


E000// office furniture 


Leopold Office Furnishings have “Executive- 
Appeal” that easily sells to top management. 
Leopold comfort and convenience features speed 
up office routine, make Leopold a profitable 


investment for your customers. 


Graceful Leopold design and handsome finish 
add distinction to office interiors—attract the 


beauty-wise buyer. 





Top Photograph: Peabody Cooperative Bank, Peabody, Mas- 


sachusetts. Leopold Installation by L. 
Massachusetts 


E, Muran Co., Boston, 


Leopold's complete utility and durability bring 
satisfied customers back for MORE profitable 


sales, 


The Leopold Company furnishes tools to offer 
complete office planning service, and new ef- 
fective sales helps to increase profit-making Leo- 


pold Sales. Write for full information. 





Ht LEq00/d courant 
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BURLINGTON, IOWA 


Member: Wood Office Furniture Institute 
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FOR IMMEDIATE DELIVERY OF SAFES! 





INTERIOR VIEWS OF YORK’S NEW CANTON WAREHOUSE 





4084-DI 
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FROM AVAILABLE STOCK 
IN NEW 60,000 SQ. FT. 
WAREHOUSE 


This huge new warehouse is another important 
development in our plan for helping York dealers 
sell more safes. Now, we are orepared to back u 
our dealers with immediate dais reries of all York 
safes, chests, vault doors, map and plan drawers. 
Production schedules are = eas to maintain 
stocks in the 60,000 square feet available in the 
new warehouse erected in Canton this summer, 
In addition to the stock now carried in Canton, 
our distributors in New York and Los Angeles 
carry complete stocks for serving York dealers in 
those areas. 


York products bear a proud name widely known 
for quality and performance. You can recommend 
them with complete confidence . . . and know 
that prompt deliveries will please your customers. 
The York line is sold only through dealers. York's 
exclusive factory representatives are ready to 
help you increase your safe business. Be sure you 
have up-to-date sales data. Our well organized 
sales kit has proved itself a practical aid for clos- 
ing orders. Use the convenient coupon today. 


Ask 
Your 
Banker 





YORK SAFE & LOCK 


2000 MULBERRY RD., S.E. e CANTON 2, OHIO 


York Safe & Lock 
2000 Mulberry Rd., S.E. 
Canton 2, Ohio 


Please send us your up-to-date sales kit 




















Firm nisinbipiieaiaanitia 

Individual Title — 
Street 

City Zone State 
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AM@RICAN 


NUMB@ KING*MAC RINGS 








shown below 
latest folders 


For All Special Requirements 


3 MOVEMENT—5 MOVEMENT 
—9 MOVEMENT—LEVER 
MOVEMENT—LEVER NUMBER- 
ING MACHINES—CARBON 
COPY NUMBERING MACHINES 
—HECTOGRAPH RIBBON MA- 
CHINES—DATING MACHINES 
—COMBINED NUMBERING & 
DATING MACHINES — PRICE 
MARKERS—SPEED SET LOT & 
PIECE NUMBERERS—SPEED SET 
YARDAGE MACHINES — SPE- 
CIAL MACHINES ON PLAT- 
FORMS. 





Please give full details and 

mention reference numbers 
on special requirements. Write for 
describing all models. 
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Paul Katz w n represent anada 
f me time 
Len Daniel, Maritimes representative { nany years, moves to 
Tern territ y na Ww make Vancouve neaaquarters. Jim 
Hartlen becomes the firm's new Marit 7 
th Barber t Pana Ltd., Tor 
> 
To further stimulate dealer sales of the firm's brand 
tape, Minnesota M ng & Mfg. Co. f Canada Ltd L C 
currently sponsoring a "Comic Dog” contest, with $7,5 pr 
ated for 407 prospective winners. The ntest milar in scope 
the firm's “'F y Face" contest reported a part 
3 yoo 
> > 
pecia eeTings have been ar eq py Tt ne 
J of Canada, Inc., Toronto. These w be held in Toront 
N mber 2 peration with the Commercial Stationers’ Assc 
ation of that city, and in Montreal, November 3, ir perat 
th the Stat Association of Montrea 
Special speak n both occasions w e Earle Opie, president, 
Weber Costello Co., Chi icago Height Weber Costello now 
ains a Ca dian plant i n Toronto. M Opie slated to dis- 
Golden © rtunities in Three-Dimer nal Selling.” 
> 


t the 7th Quebec Regiona 


. , f 
kaging A ation of Canada, being held in Montreal, Octo 
18, will & e Hon. Maurice Duplesss, Premier of Quebec 
nce. Tt rence wil! have three phase These will be de 
dtod J various aspects of the Ponilins pack 

ry ne hich many in the 

Je ar ted. It is now a $75 rr net 


expected Mr. 
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AMERICAN 


ATLANTIC AND SHEPHERD AVES. 


BRANCH— 


NUMBERING MACHINE CO. 


BROOKLYN 8, N.Y. 
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105 WEST MADISON STREET, CHICAGO 2, ILL 


3pital is involved in this expansion 
* * 
A visit to the Merriton division plant of At pliar M 
Ltd., whose headquarters are in Montreal, was first fall season 
vity of the Stationers’ Guild Club of Toronto, September 15. 
e to 100 members and special guests attended, making the tour 
n Toronto by chartered ‘buses. A buffet supper was served 
igh the rtesy of the Alliance Paper Mills’ executi 
tlining the scope of operat Canada of Canadian 


Industries 
eased by the c 
Titled "Ou 
mpany int 
broad summary 
IDlics served 

identified and 


1862 is presented in 


anadian trade 
f A 
gay To 


nto; M. Guerin 


Luft, M = 
Totrault, 
; Fred Chapman, 


bur 


(1954), Lt 


t the produ cts of each, as we as the industrie 


d., Montreal, is a new seven-page booklet re- 


mpany to trade and market sources. 
ck Fac 


et breaks down the 


ts About C-I-L,"" the | K 
s departments , ns, and also gives a 
5 and 
ocation of the 


e npa 20 Canadian plants 
the history of C-l-L's progr since h back 
a highly condensed form. 
* 

dealers and business executive BCE 
quipment, Inc., A ra, Ill C Jona 
t of the firm's several plants wers "6. A. ‘eon 
Mentreal; K. A. McDonald, Winnipeg; Bert 


d Goldman, . 5 P. 
; L. P. L'Abbe, Quebe G. S. Daly, Winni 
Toronto; F. Laframboise, Vv. Pineault, ‘4 Shatee 


R. M. Thompson, Toront 


T. “Milne and J. W. By ser both of Winnipeg. Chief host was 
ASA\''s export manager, Earl Denton. 
al > 
Now direct e sales promotion applia north- 
tern Onta snd mid-west provinces for A. Lloyd Clark & Co., 
Winnipeg, Man., is A. R. Dunn. He was recently appointed 
mar Jer ’ The firm. 
* > . 
A comp f office appliances and supplies is now getting 
nt att st a new business establishment in Peterborough, 
known as Buchanan's Stationery & Office Supplies. Owner 
rator s Thomes B. Buchanan. He wil! maintair e appl 
e servicing department to serve the 3| area 
7 . 
Na 4 ter Writing Week will be promoted 


TIO ' LOEre 
sr, October 3-9, TI 


1e second attempt to adopt the U.! 


heme, started some I6 years 4g The smpaian is beina backed 

ix leading Canadian papeterie hous: Barber-E f Can ada, 

td., Toronto; Buntin Gillies & Co., Ltd., Hamilton; W Gage & 

, Ltd., Toronto; National Paper is, Ltd., Hamilton; Eaton 

ane & Pike Co., Ltd., Toronto; Warwick Br & Rutter, Ltd 
ronto, and subsidiary offices of thes« npanie 
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with 
Base $3.00 





Refill Pads $1.50 
If you plan for the future, When you 
you need o Colendater! think of 


a. Mr. Stationer: 
new accuracy,new fingertip es * 
cweience ic moving | cancers | It Will pay you to stock SUCCESS— 


tecible, cowy-to-recd Mw the complete line of desk calendars that 


date finder faces each think of 


se = lnpsore “ior wa = =/S already presold to your customers 


Calendars... 
By - day rovghent think of 


yet, the exo dato success through ee consumer advertising 


4-week accounting periods. _ ae coll 


ON, 
AMPLE AND MORE call 
$s 


Coupo moda PQ h@e’ Wy BUSINESS 
_— : I OST WEEK 
























| Columbion Art Works, ine. 2300 West Corneil Street | 


| Department C Milwaukee 9, Wis. 
Please send me a sample and complete infor- | 
| mation about the new Calendater. | 
| 
| PN Sock ccdcccocsebeueue ViROs ccaccecece 
Comp )) see ee ee eee ee ee ee eee ee ee ee ee eee | | 
SNe ccbccccc0cens 0660660k00E ss 
i. EO sires. 2300 W. Cornell Street © Milwaukee 9, Wisconsin 
OO 
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with a SCOTUE 


The Automatic SCOTTIE LETTER OPENER 
opens 200 to 300 letters per minute. The Scottie is 
designed for small and medium sized businesses 
opening 200 to 2,000 letters per day. Opening let- 
ters 30 times faster than by hand gets the whole 
office into high gear fast. It takes a clean slice 
off all sizes of envelopes without clipping corners 
or damaging mail. Light and portable, the Scottie 
can be moved from desk to desk or easily stored. 


The market for Scottie Letter Openers is huge. It 
is needed by banks, stores, wholesale houses, in- 
surance offices, mail order businesses, factories and 
dozens of other medium sized firms. Scotties offer 
a 12 times greater market than for larger, more 
expensive machines. If you are experienced in 
specialty equipment sales, look into the Scottie 
for steady, future profits. 


Mfd. by ARNOLD MACKENZIE, Inc. 


3133 Overlook Drive 
Minneapolis 20, Minn. 


7 5105 F.0.B. FACTORY 


plus excise tax. Stacker eptional at 
nominal price. (Prices subject 
change without notice.) 










ARNOLD MACKENZIE, INC. 


3133 OVERLOOK DRIVE, MINNEAPOLIS, 20, MINN. 


1 am experienced in sales of specialty office equipment. 
Send full information on Scottie Letter Opener. My 


territory is: 

Nome ..... 

Street Address 

EE, a ee State 
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etter-writing; postal pick-up trucks and some 
3,000 rura! mai! carriers carried prominent streamers in both French 
and English lanquages. In addition, national daily and weekly papers 

extensive advertising, all of which helped to build up tremendous 


ters urging 


motion for stationery and office supply dealers throughout the 
ys 

el > > > > 

Branch m f the firm's Winnipeg branch, E. Jacobson has 

n app director of the firm of Hughes-Owens Co., Ltd., 

. . > > > 

A record number of Canadians are expected to be attendance 


at year's 50th anniversary convention and exhibit of the National 
Stationery & Office Equipment Associat Chicago September 
8-22, Fred R. Smart, reported. He is secretary-manager of the 


nadian counterpart, the Stationers’ Guild of Canada, Inc 
> * * > > 
General Distributors, Ltd., Winnipeg, Man., (Paper-Mate of 
Canada, Ltd.) recently officially opened extensive new quarters in 


hat city with appropriate ceremonies. Taking part were Mayor 
Garnet Coulter of Winnipeg who applied the first signature in the 
mpany’s visitors’ book; the firm's president, Albert D. Cohen, and 
; five brothers on the board of directors, Morley, Harry, John, 
Sam and Joseph Cohen. Chairman of the board is their father, 
Alexander Cohen, who founded the c 


* a > * > 

Credited with a healthy initial membership list and a scheduled 
program of monthly dinner meetings for the coming season, a 
newly-formed trade group in western Canada is the Edmonton 
Stationers’ Association. President is Walter Smith, Miller Stationers’ 
Ltd.; vice-president, Ernie Warner, W n Stationery Co., Ltd.; 


F. H. Sharp, Sharp-MacNeill, Ltd 


7 ° * * * 


retary trea 


Nearly 2,000 U. S. visitors attended year's Canadian Inter- 


national Trade Fair held in Toronto, officials stated this month in 
reporting on the event's success. Some 23,000 of the business 
tors came Canadian centres; 613 from 48 other visiting 


intries other than the U. S. Three p days were held, attract- 


ng 33,765. 
Nearly a quarter-million square feet of display space was rented 
to the 1,431 exhibitors from 26 countries. Large sect of this 


pace, oT Cc 


were devoted to Canadian, U. S., British and 
L: ieee 


f the latest in office furniture and app 


* * . * * 

Heading the committee in charge of arrangements for the very 

essful fall g tournament held by the Toronto Commercial 

Stationers’ Association at Cedar Brae Club, Toronto, August 26 
were Jack Chipman, L. G. (Dick) Doner and Al. Feheley. 

* * * * * 

Recent deaths in the Canadian trade: Wright H. Buckley, 83, 

tired retailer of Niagara Falls, Ont., where he had conducted a 


tationery business for some 40 years; Lorne C. Anderson, 58, an 
ficial of the Ontario Paper Co., Ltd., Thorold, Ont.; John 6. 
Fairbairn, a member of the staff of Office Appliances, Ltd., Ottawa: 
J. A. McCracken, 82, Toronto, former Canadian representative of 
he Imperial Typewriter Co.; Clarence G. Young, 90, one-time op 


erator of a rubber stamp manufacturing es nto 
* * . * > 
Admiral Beatty hotel in Saint John, N. B., will be the scene of th 
755 annua vention of members of the Stationers’ Guild of 
anada d officials in Toronto have announced. Reserva- 
ns are already reported heavy. 
* * . + > 
Canada yration Department, Ottawa, has revealed that one 
n jra chose Canada in which ¢ ve since the war. 
hey are credited with bringing to Canada a total of $415 million 
pend, $75 on last year alone. They form a market now 
purchasing ver $6 million in food every week; they now own 
28,000 66,000 powered washing machines, 107,000 radi 
42,000 car 





Sheaffer Adds to Executive Group 

Leon H. Black, president of the W. A. Sheaffer Pen Com- 
pany of Canada, Ltd., and James Schier, general manager 
of Fineline Division at Mount Pleasant, Iowa, have been 
appointed to the executive committee of the W. A. Sheaffer 
Pen Company, it was announced recently by W. A. Sheaffer 
Il, president. 

The appointment of Mr. Black and Mr. Schier will mean 
that all of the manufacturing operations in the United 
States and Canada are represented on the executive com- 
mittee, which has been increased from five to seven mem- 
bers. 
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Here’s MORE VALUE 
for your customer... 











GREATER PROFIT for YOU... 

: d still th less! 
i .. and still they cost less! 
or 
ed 
a. 

| No. 1950P 

| ; : 
es | Executive Comfort at its Best! 
- Whether your customer is a circuit judge, or an im- 

portant business executive, you can be sure of giving 
er | more value, ... promising greater comfort, ... guaran- 
ci | teeing /asting satisfaction, . . . when you suggest this 
7 1950P Executive Chair with the matching 1801 Side 

| Arm Chair. You'll be confident of delivering the BEST 
93. | .. tops in quality of materials and craftsmanship . . . 
de | the very finest when it comes to comfort. All of this... 
S | with a GREATER PROFIT for you . . . at a price that 
Phot will assure you easy selling! No. 1801 

DEALERS: Let us show you how you, too can sell more . . . make 
more .. . with Johnson Chairs. Write today for complete details. 

| 
om 
ager 
been 
affer 
affer j 


nean os JOHNSON CHAIR COMPANY w 


sited JOHNSON 
com Business Chairs 7109 MERCHANDISE MART 


nem- CHICAGO 54, ILLINOIS 
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Improved with NYLON 


SENG CHAIR ACTION CONTROLS are now 
being supplied with Molded Nylon bearings for 
smoother, silenter action. Nylon eliminates the 
friction of metal-on-metal at vital pivot points 
and provides many extra years of trouble-free 
service for Seng-Equipt Office Chairs. 


Molded Nylon is one of the toughest friction- 
resistant substances created by modern science 
and is used for essential bearing surfaces in 
battleships, locomotives and heavy machinery. 
In actual laboratory tests, Seng Chair Controls 
equipped with Nylon have delivered many 
times the normal service required of a control 
with no sign of abrasion. 


Look for Seng Chair Control actions on the 
office chairs you buy. Protect yourself against 
breakdowns due to friction at the vital pivot 
points. 






DEALERS: 

If your present source does 
not use Seng Chair Controls 
with Nylon Bearing Points, write 
us for the names of nearby 
manufacturers who can supply 
you better chairs at competitive 
prices. 


The SENG Comaany 


1450 NORTH DAYTON ST - CHICAGO - 22- ILL. 


WORLD'S LARGEST SPECIALISTS 
IN FURNITURE HAROWARE 


INCE 1874 
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Concentrated Effort 
Pays Off for Firm 


@ “BUILD YOUR BUSINESS around specialized items 
that will give you sufficient repeat orders to sustain volume 
and profitable sales will follow.” Small communities of 
approximately 17,500 do not contain sufficient potential to 
support high profit volume unless the company specializes 
in units that will lend themselves to repeat order process, 
Therefore selling through specific channels keeps sales and 
profitwise volume high. 

Kenneth H. Wheeler, owner of Office Equipment Com- 
pany, 119 Central Ave., Staten Island, N. Y., put the idea 
to work so successfully that he now numbers among his 
clientele some of the largest industrial and commercial firms 
in the New York area. 

The business was started a little over a year ago at its 
present location where the firm occupies two floors, display 
room at street level entrance divided by two single pane 
windows and basement storage room, in one of Staten 
Island’s larger office buildings. Conditions have progressed 
so favorably the office equipment firm is now considering 


doubling present space. 
Offers Fertile Field 


Specialization offers a fertile field for profits but to do it 
one must know what the product will do and what it will 
not do—‘‘first understand every detail of your item and then 
go ahead” is the only rule to follow. It is a must. Knowl- 
edge is the power that creates successful sales. Mr. Wheeler 
believes and makes it his binding principle to KNOW 
the product he is selling, then he transfers the knowledge 
to the prospective purchaser. 

Twenty years experience in the office equipment field, 
interrupted only by the war, gave him a wide and varied 
background; his firm is not only the “engineer” who draws 
up the office plan and carries it through to final furnishing 
but it can also systematize the filing procedure, that “added 
special feature” in selling. To the account seeking advice, 
the outfit provides just what it needs and can afford. 

Experience and background enables Office Equipment to 
advise customers on “special” filing needs to fit their par- 
ticular requirements, or tricky “indexing” problems. All 
extended because specialized selling demands it. Giving 
accounts the benefit of this broad selection promotes business 
continuity. 

Develops Specialized Technique 

Carrying through his ideas, Mr. Wheeler worked on two 
items—one duplicating machine (Ditto) and one type office 
chair (Cosco). 

For the duplicating machine the first phase comprised of 
learning all about construction, durability, functional opera- 
tions and uses, then transmitting the information Island- 
wide by newspaper ads, direct mail and personal solicitation. 

The store interior and windows prominently displayed 
large cards which explained ‘n detail the many uses to 
which the machine could be put. All of these posters were 
in bold face type easily readable from interior or exterior ot 
the store. To build confidence, the first proclaimed that the 
firm is an authorized dealer. Another pointed out 19 
departments in any organization giving six to eight sug- 
gestions on how each could use it to considerable advan 
tage. Color suggestions were emphasized. 

In his personal solicitation the owner made known how 
the Ditto could be operated for special jobs be it school, 
industrial, commercial, church or civic organizations and 
he covered them all. Not one small detail was overlooked. 
Even wall charts were used to appeal to administrative 
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wiltshire modern for 
radio station KMAK, Fresno 














This Wiltshire 


Modern conference desk in Softone Oak 


was installed at Radio Station KMAK, Fresno, California, 


by McMahan’s 





of Fresno. 


There’s added prestige . . . a quiet dignity about 
Wiltshire Modern in Softone Oak that makes it a 
favorite everywhere. Easy on the eyes—its beautiful 
lines are attractive, its soft finish lessens glare. Econ- 
omical, durable . . . it sells on sight to the shrewd 
business Executive. 


You can enjoy larger sales volume and profits by 
displaying and selling Wiltshire Modern . . . all 
Imperial dealers do! Regular advertising in national 
business publications “pre-sells” your prospects— 
brings them to your floor! 


Write now for descriptive literature on the entire 
line of popular Imperial desks. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


And, it’s Wiltshire Modern Softone Oak for the other 


i ye Emperial 


See Our Exhibit, Booth 516, National Stationers 


and Office Equipment Association, Conrad Hil- ad e « ” co Ld) Pp @ ip Y 


ton Hotel, Chicago. 
on Hotel, Chicago EVANSVILLE 7, INDIANA 
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This is the age of true office comfort, or, more 
properly, the age of U. S. Koylon Foam 
Cushioning. For the manufacturers of today’s 
finest office furniture it is a new era of design 
that combines the pure comfort of U. S. Koylon 
with perfect posture control. For their customers 
it is the end of “office fatigue”... a new 
relaxation that’s good for business. And the 
U.S. Koylon Foam Cushioning label, as always, 
is the buyer’s guide to the finest 

in office furniture. 


Wood Furniture Manufacturers 


STOW AND DAVIS FURNITURE COMPANY 
Grand Rapids, Michigan 


B. L. MARBLE CHAIR COMPANY 
Bedford, Ohio 


W. H. GUNLOCKE CHAIR COMPANY 
Wayland, New York 


HIGH POINT BENDING & CHAIR CO. 
Siler City, North Carolina 


STANLEY MANUFACTURING COMPANY 
Fort Worth, Texas 


STATIONERS MANUFACTURING CO. 
Fort Worth, Texas 


JASPER CHAIR COMPANY 
Jasper, Indiana 


Metal Furniture Manufacturers 


GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio 

ROYAL METAL MANUFACTURING COMPANY 
Chicago, Illinois 

HARTER CORPORATION 

Sturgis, Michigan 

THE STURGIS POSTURE CHAIR CO. 
Sturgis, Michigan 

ART METAL CONSTRUCTION CO. 
Jamestown, New York 

METAL OFFICE FURNITURE CO. 
Grand Rapids, Michigan 


DO MORE CHAIR COMPANY 
Elkhart, indiana 


UNITED STATES RUBBER COMPANY 


ROCKEFELLER CENTER + NEW YORK 
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Sell what you 
have in stock! 





Uhl’s new shelf is Inter- 
changeable . . . can be as- 
sembled either flush or 
raised, right or left . 
any way your customers 
like them best. 


The new Uhl stand offers 

your customers a variety 

of features and —always 
stability and safety. 


You can sell what you 

have in stock . . . and cut excessive inventories . . . by 
standardizing on the new Uhl Business Machine 
Stands. 

All the traditional Uhl strength is built into this 
new stand. Strong, rigid, rugged, it will safely sup- 
port the most expensive business machines. 


— 


é » 


rn 


YOU CARRY JUST ONE SHELF 
FOR EACH BASIC MODEL 


| Ne. 7800 (illustrated)... 17 x 24 top 
No. 671 ......+++++14x 1714 top 
Standard Height— 26 inches j 


Manufacturers of Business Machine Stands, School 
Furniture, and a Complete Line of Industrial Seating 


Lhe Toledo Metal Furniture Company 


Since 1897 
1103 HASTINGS STREET « TOLEDO 7, OHIO 
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minds, All suggestions were handled for effective display, 
Sales presentations included step by step points to make 
certain the purchaser was fully informed on how the unj 
best served the purpose and its efficiency as part of the 
scheme of operations. In consummating sale of the unit 
supplies were an important part of the follow up, the com 
sistent order builder that maintains volume profit. 


The other item featured by the company was the execu 
tive and secretarial chair. Here again all information 
regarding construction, and price was gathered together and 
manufacturer’s advertising and other material used in the 
display room to point out the functional features of this 
particular office chair. Both store windows were posted 
with small red discs about six inches in diameter, eight ip 
all, each one describing one outstanding feature of the chair, 


To Good Advantage 


Mr. Wheeler used his knowledge to good advantage in 
successfully closing a small sale that led to his company 
gaining a good account. A large local outfit had ordered 
three of the chairs. When they were delivered he brought 
up the subject of chair pads. The purchasing agent was 
very price conscious and said “No, oh, no, not at your 
price, we will purchase from soandso.” (A variety depart 
ment store specializing in lower priced merchandise.) Office 
Equipment had already quoted on the pads of a better 
grade, so he asked the customer to check the price against 
the other outfit. The man did so and found Office Equip 
ment $.49 below their price, Mr. W. not only got the small 
order but in a week the fellow ordered a new steel desk and 
accessories and never asked the price. 


Sound Philosophy 


Let the customer know he can trust your judgment, 
honesty and integrity and you have made an account for 
yourself. It’s a sound philosophy absolutely adhered to. 

In this respect, Mr. Wheeler also feels that “discounts do 
not lend themselves to healthy business” and the practice 
is definitely discouraged by the firm. While a customer 
may be satisfied with the initial discount, he begins to 
wonder how much more he can get the next time and the 
time after that. Such a situation can only develop strained 
relationships and loss of an account. 


Use Direct Mail 


An additional outside contact man has just joined the 
staff. Direct mail is used consistently to promote ever-wider 
sales contacts and proves a profitable medium of approach. 
Local delivery is handled by local trucking facilities. 


When the Chamber of Commerce started running it | 


“Know Your Community” campaign, Office Equipment 
Company was among the first to use this additional ad- 
vertising medium. They exhibited a complete office layout 
in the C. of C. windows and appropriate posters informed 
the public about them, as did a local newspaper write-up. 


Knows His Business 


Ken Wheeler’s hobby is golf. He is a veteran having 
served with the First Marine Division, 5th Regiment, has 
the Purple Heart and Presidential Citation of which he & 
very proud. His company’s method of operation through 
specialization can be likened to the wealthy man, who, 
when asked how he made his money, replied, “Sir, I under 
stand my business and attend to it.” That’s exactly the 
answer to Office Equipment Company’s profitable operatiol 
through Concentrated Effort—GB 
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NOW with Self- 
Adjusting Paper Feed 
—Keeps tape aligned 
at all times! 
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r "Ss wh * Sensational! That's the only word to describe the all- 
and he fine pa y: new REGNA Adding Machine! Streamlined as the 


; newest cars . . . so low in cost it’s a dream-come-true 
rider subtraction available : for small business owners. Lets many firms cut ex- 
oach. © revolutionary years-ahead styling penses and increase production by supplying a 
ities. . Swe dish ste el assembly... . machine to every department, to every desk where 
ae | — ae wor wa hal adding is done. It took REGNA engineers years to 
rs uny GUIOMGNS Siuny Heyeaey develop an adding machine of such supreme quality 
ayout | ciphers printed automatically at such a remarkably low price. It will take your 
rmed | signals for subtract, multiply, customers only minutes to realize that the new 


te-up. sub-total and total printed REGNA j ers ‘ bien ten 
correction key clears entire keyboard GNA is their “best adding machine buy"! 


lifetime handle construction 
scientifically designed moulded keys | 
aving 


"ee trouble-free performance .. . New York 10, N. Y. [ 
he fe minimum maintenance Gentlemen: | 
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me ee, REGNA CASH REGISTERS, INC. 
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175 Fifth Avenue 
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ho, advantages of becoming a Regna Dealer. 
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618—A leading design in the 
famous Taylor Institutional Line 






2805—For the Traditional office of 
the Chairman of the Board 












| ( 
afie , 
I 
e 
tl 
c 
n 
4803—At home in any contemporary n 
office or conference room 
a 
an extra sales advantage d 
CUSTOM PRODUCTION really increases the 
versatility of the Taylor line. This enables you 5 
to order stock chairs and specify custom refine- - 
{ 
ments, yet receive shipment with production- at 
ene epeen. 4815%—The last word in a 
executive posture chairs CO 
With this kind of service to depend on, Taylor 
dealers can offer a wide variety of special finishes D 
and distinctive upholstery combinations to meet H 
( 
any taste or situation. It opens the way to sae 
profitable new chair sales formerly thought of 16 
as decorator business. W 
ye; 
Write today for a free illustrated catalog. 
Sa 
4821 — Good design and for 
rugged construction for Mc 
general office use iis E Se: 
a ] tw 
aylor . 
pre 
CHAIR COMPANY af 
3901 —A high-styled | hair — 
’ igh-styled tuxury cnai 
for a contemporary private office BEDFORD, OHIO . 
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‘Passed Away 








Elisha H. Waterman, 


former vice-president of the Waterman Pen Company, died 
August 15 at Huntingdon Valley, Pa., at the age of 55. 

The decedent was graduated from Yale in 1923, worked 
as a newpaper reporter in Philadelphia and New York 
and wrote magazine articles before joining the pen com- 
pany. He was vice-president of the pen company from 1938 
until his retirement in 1944, 

A brother, Frank D. Waterman, is vice-president of the 
Mechanical Pencil Manufacturers’ Asso- 


tk & & & 


Fountain Pen 
ciation, Inc. 


Gilbert J. Owen, 


vice-president in charge of sales, member of the executive 
committee, and a director of the Todd Company, Inc., Ro 
chester, N. Y. died August 8 in Rochester General Hospital 
after a brief illness, He was 56 years old. 


Mr. Owen was a key figure in the growth of the Todd 
Company, manufacturer of protected insured checks and 
check-protecting machines. He had served the firm since 
1923. 


For 19 years, from 1926 until 1945, he was manager of 


export sales, a capacity in which he traveled extensively 
through Latin America and Europe. He is given major 
credit for development of Todd’s world-wide export busi- 
ness. 

Mr. Owen was named a director in 1931, general sales 
manager in 1945, and a vice-president in 1947, 


He was a director of the Rochester Sales Executives Club, 
and a member of National Sales Executives, Inc., the Ro 
chester Club, and the Oak Hill Country Club. 


His widow, a daughter, and a brother survive him. 


tr tk + + 
David S. Agnew, 
58, of 8059 Kostner Ave., Skokie, Ill., a salesman for Office 
Equipment Company of Chicago since 1933, died Saturday 
at his home. Mr. Agnew had served as a salesman for a 
manufacturer of steel office furniture prior to his Chicago 
connection 


Survivin 


ire the widow, Amelia, and two daughters, 


tr tr & + 


Dorothy and 


Herbert J. Walker, 


7, a retired book and stationery store owner, died August 


16. Before his retirement in 1949, he was proprietor of 
Walker’s Book Store in Main St., Lockport, N. Y., for 20 
years. His widow, three daughters and a son survive —GET 


tk &k & } 


Samuel H. Waterman, 


for many years the Northwest manager for the Sunset 
McKee Sales Book Company, died at Maynard Hospital, 


Seattle, Wash., recently. He was 66 years of age. 
Besides his widow, he leaves a daughter, three sisters, 
two brothers and a grandson—CML 
Joseph Biber, 
president and treasurer of Biber Brothers, Inc., stationers 


t Yonkers, N. Y., died August 8 at his home after an 
extended illnes 

Mr. Biber was a founder of the Biber stationery firm with 
tis brothers, Adolph and Herman Biber. The three brothers 


Were partners in the business from its beginnings on the 
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Model 308 
30H by 34-¥2W by 11-34D 


A Leading Seller! 


The clean, attractive styling of the Model 
30B Bookcase is typical of the practical 
approach to good design in the entire 
line of utility-class merchandise. 


To achieve fine appearance—sound con- 
struction—high utility and a modest 
price tag is the goal of H-O-N in the man- 
ufacturing and the merchandising of 
every one of its products. 


The 30B Bookcase is a leading seller. 
And it is a leader because this unit is 
an excellent combination of those prac- 
tical H-O-N approaches to office equip- 


ment requirements. 


You will find that H-O-N products fill a 
need—and do so practically and well— 
backed by a company guarantee of full 
satisfaction. 


Write for a copy of the new complete 
H-O-N catalog. 


The H-O-N Co., muscatine, 1owa 





H-O-N 


OFFICE EQUIPMENT 



























neu! 
COLORFUL 

SELF-SELLING 
DISPLAY 
CARTON 


Contains 24 indi- 
vidually wrapped 
FONEHOLDERS. 
Advertising material 
furnished free. 










LIKE AN 


EXTRA 
HAND, 


REYAM PLASTIC PRODUCTS CO., CHICAGO 


Reyam Plastic Products Co. 

2614 W. North Ave., Chicago 47, Ill 

Please send us —___ _ cartons Ruberlyke Plastic Foneholders at $8.64 
per display carton of 24, f.o.b. Chicago. Terms 1%, 10 days; 30 days net. 
(If not rated, please send check with order 





Firm. —_ a a ee ee 








By Re ee 
fe 
City and State. ——— = 


TODAY! 











FILL IN...MAIL COUPON 
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present site of the Yonkers Post Office building. 

The decedent was also president and treasurer of the 
Fieldstone Realty Corporation. 

A native of Vienna, Austria, Mr. Biber came directly to 
Yonkers in 1900 as a boy, with his parents and nine 
brothers and sisters. 

tr EF & & 
L. Harold Owens, 
44-year-old owner and operator of the Mississippi Office 
Equipment Company, Meridian, Miss., died August 8 in 
a local hospital of a heart attack. He was a business machine 
technician and was formerly associated with the Burroughs 


Corporation EEG 

tk fF - + 
Ralph E. Stone, 
owner of the Ralph Stone Typewriter Sales & Service Com- 
pany, died July 31 in San Antonio, Tex. Mr. Stone, 56, 
was a native of Perkins, Okla—EEG 


Export Statistics 


of U.S. office machines, 
equipment and supplies 





Net Value 
Quantity (Dollars) 
Machines Accounting Nondescriptive except 
Punched card New 370 596766 
Machines Accounting Descriptive except 
Punched card New...... : 707 1265610 
Machines Listing—Adding except Punched card New 2771 421238 
Machines Non-Listing Calculating except 
Punched card New 1658 568502 
Machines Accounting Etc., except Punched 
card New, Nes. 246 63906 
Machines Card Punching and auxiliary New 160 370944 
Machines Accounting Efc., Used and Rebuilt 529 142576 
Parts for Accounting Etc. Machines 134214) 
Addressing Machines 215 93312 
Accessories & Parts for Addressing Machines 40579 
Machines Duplicating Ex Lithographic Offset 405 82504 
Machines Duplicating Lithographic Offset 55 71321 
Parts for Duplicating Machines 61720 
Cash Registers New... 822 323613 
Cash Registers Used Rebuilt 329 343% 
Parts for Cash Registers 313577 
Typewriters Standard New except Electric 7899 89518! 
Typewriters Standard Electric except Automatic New 590 149986 
Typewriters Portable New 5263 232457 
Typewriters Used Rebuilt except Automatic 1438 66890 
Typewriters Nes. . 57 601% 
Parts & Accessories for Typewriters 469638 
Staplers for Office 36253 60923 
Dictating Machines ; 416 81313 
Mail Handling Machines & Parts 
Check Handling Machines & Parts 48118 
Office Machines & Parts Nes. 180512 
Mechanical Pencils All Materials (Doz.) 15510 96090 
Mechanical Pencil Parts 15177 
Pencils Ex Mechanical Black Lead (Gr.) 53377 155536 
Pencils Ex Mechanical Nes. (Gr.) 5551 27660 
Sf” ae ’ 38958 
Crayons . : 46658 
Fountain Pens Ball Type (Doz.) 81949 237133 
Fountain Pens Ex Ball Type (Doz.) 56203 7121% 
Ball Pen Refill Ink Cartridges (Doz.) 79332 9226 
Fountain Pen & Ball Pen Points Nes 176389 
Fountain Pen Points (Gr.) 28109 14824 
Carbon Steel Pen Points (Gr.) 9495 11469 
Desk Pen Sets 22026 5013 
Ink Writing 156820 
Ink Nes. 203957 
Carbon Paper (Lb.) 121059 123674 
Ribbons Cloth Inked Office Machines = 


Office Supplies Nes. 
(Nes.—Not elsewhere specified) 


Figures for May, 1954, Released in August, 1954, 
by the U. S. Department of Commerce 


A breakdown by countries is available from the Foreign 
Trade Division of the Bureau of the Census, United States 
Department of Commerce, Washington 25, D. C.) 


Named Burroughs Branch Manager 

Darwin D. Reaser, assistant to the vice-president in charg 
of marketing, Burroughs Corporation, has been nam 
manager of the Louisville branch of the manufacturet= 


EEG 
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INDEX 


Write today for illustrated literature A modern filing system built for long, hard wear and tailored 
“EXPLAINING HOW IT WORKS” for a small or a large business. Plastic tabs of clear vision — 
this file is the perfect answer to any filing problem. 
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By using Smead's Tell-I-Vision filing system, you can = 
reduce filing time. The alphabetical-color signal 


system for finding — and the numerical-color signal with 


system for replacing — make filing easy, fast, and ZY /, , (De, i, a 4 


accurate. 


LET US DISCUSS YOUR FILING PROBLEMS WITH YOU 
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@ THE NATIONAL STATIONERY & Office Equipment Association in its 50th year offers 
its 48th annual convention and exhibit at the Conrad Hilton Hotel in Chicago September 
18-22. This golden year session of the organization is welcomed by the host city as “the 
Convention of Your Lifetime”, a convention which program-wise is complete with “bonus 
features” for those who attend. 

These innovations include a convention party and dance on Saturday night open with- 
out charge not only to the registered delegates for the convention, but to those who on 
Saturday have registered for the exhibit only. 

On Sunday recognition is made of the fact that the location of the Conrad Hilton 
has not made church-going easy. Consequently, unusual in the annals of association 
conventions, there has been scheduled a non-denominational service of worship in the 
hotel’s Grand Ballroom. On the team for this service will be Fred Smith, vice-president 
of the Gruen Watch Company, master of ceremonies and song leader; Howard Butt, Jr., 
referred to by Billy Graham as “America’s Greatest Young Preacher”; Fague Springman, 
soloist, and Karl Steele, artist. 

On Tuesday, the program begins with separate breakfast meetings of manufacturers 
and travelers. Two “Work Shops” will be innovations, one on the subject of “How to 
Make More Money in Your Business” and the second exploring the field of “Self Service 
Fixtures”. On exhibit at the Hilton’s Normandie Longe will be a model store with recom- 
mended fixtures. For relaxation that evening NSOEA will present the Glenn Welty 
singers, a choral group, in presentation of the 50-year history of the association and the 
nation in narrative and song. 

These are some of the special features of a program which will engage the attention 
of an international audience of stationers and office equipment dealers, manufacturers 
and salesmen from the time of the exhibit opening at noon Saturday until the close of 
the annual banquet on Wednesday night. 

Once again, special entertainment features are planned for the ladies at the conven- 
tion. 

Exhibit-wise, a new record number, 350, of manufacturers will show the latest prod- 
ucts and devices of the industry. It will be the largest exhibit of office supplies and 
equipment in the world. 

This is the convention which Chicago, unique in its recreational, hostelry, educational 
and dining advantages, again welcomes. 
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K. L. REISTER 
Co-Chairman 
1954 Convention 


R. L. REYNELL 
General Chairman 
1954 Convention 





Chairman 
Ladies Hospitality 


NSOEA 








Awards Yught 


A feature of the annual banquet 
on Wednesday night, September 
22, will be presentation of winners 
of the Clegg advertising contest, 
Charles Garvin annual award, Gov- 
ernor’s trophy and Travelers Club 
trophy. In addition honorary mem- 
berships will be bestowed on W. C. 
Clegg, Jim Cooper, Jr., Henry 
Frank, Harold J. Hampton, Sterley 
F. Jerue and Charles A. Stott. 
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Year 


General Chairman 


Robert L. Reynell, Oxford Filing 
Supply Co., Inc. 


Co-Chairman 
Kenneth L. Reister, Minnesota 
Mining & Mfg. Co. 


Ladies’ Hospitality 

Chairman, Mrs. Walter H. Miller; 
Co-Chairman, Mrs. Paul E. Burbank. 
Serving with them are wives of gov- 
ernors, national officers, executive 
committee members, chairman and 
co-chairman of the ladies entertain- 
ment committee. 


Ladies’ Entertainment 


Chairman, Robert M. Cleary, 
Minnesota Mining & Mfg. Co.; co- 
chairman, Earl Hanson, mfrs. rep. 
Assistants: Douglas Allen, American 
Pad & Paper Co.; Walter Bryzek, 
Johnson Chair Co.; Norbert Bur- 
gess, Sanford Ink Co.; Clarence 
Clemen, G. J. Aigner Co.; Earl Col- 
lins, Rockwell-Barnes Co.; Alfred 
Cote, Reyburn Mfg. Co.; Folger Fel- 
lowes, Bankers Box Co.; Charles 
Gilbert, Office Appliances; Frank 
Graham, Bates Mfg. Co.; Herbert 
Johnston, Ace Fastener Co.; William 
Kane, Oxford Filing Supply Co., 
Inc.; Lloyd Landenberger, Richard 
Best Pencil Co.; William Murray, 
Geyers Topics. 





R. M. CLEARY 
Chairman 
Ladies Program 


MRS. W. MILLER 





EARL HANSON 
Co-Chairman 
Ladies Program 


Convention 


Reception 

Chairman, Bert H. Hallin & Asso- 
ciates, Inc., Chicago; co-chairman, 
Walter Lennartson, Office Appili- 
ances. Assisting are governors of 
the 14 districts and presidents of the 
travelers club. 


Hotel 


Chairman, John Fellowes, Bank- 
ers Box Co.; co-chairman, A. §. 
Replogle, Replogle Globes, Inc.; 
Assistants: Roscoe Benge, Codo Mfg. 
Corp.; B. J. Powell, A. W. Faber- 
Castell Pencil Co., Inc.; Richard P. 
Steding, Wallace Pencil Co. 


Banquet 

Chairman, H. M. Donisthorpe, 
Ace Fastener Corp.; co-chairman, 
Gilbert Weis, Weis Mfg. Co. Assis- 
tants: Merrill D. Hasty, Sengbusch 
Self-Closing Inkstand Co.; Victor L. 
Lydon, R. B. Valleau & Co.; Dave C. 
Neuhaus, mfrs. rep. 


Entertainment Hospitality 


Chairman, Robert S. Kane, Rich- 
ard Best Pencil Co., Inc.; co-chair- 
man, Parle Cooley, Bates Mfg. Co.; 
Assistants: Frank S. Cognato, C. 
Howard Hunt Pen Co.; Lee W. 
Gamel, Bates Mfg. Co.; William G. 
Herkes, mfrs. rep.; Richard Kramer, 
Harry L. Short Co.; William Lewis, 


Sanford Ink Co.; M. S. Moats, Eber- | 
hard Faber Pencil Co.; Jerry Olson, | 


Codo Mfg. Corp. 


Prizes 

Chairman, L. R. Addington, Ar 
Metal Construction Co.; co-chair- 
man, Robert Heck, Eaton Paper 
Corp.; Assistants: William J. Boyd, 
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be. 


JOHN FELLOWES 





B. H. HALLIN W. LENNARTSON A. S. REPLOGLE H. DONISTHORPE GILBERT WEIS 
Chairman Co-Chairman Chairman Co-Chairman Chairman Co-Chairman 
im Reception Reception Hotel Hotel Banquet Banquet 





omn| Committees 




















mfrs. rep.; John W. Henn, Joseph Co., Inc.; Norman Hill, Eagle Pencil 
Asso- Dixon Crucible Co.; A. C. Van Co.; J. Richard Hill, Eberhard Faber 
rman, Horne, Eberhard Faber Pencil Co.; Pencil Co.; Arthur Jansky, The Car- ROBERT KANE 
Appli- D. A. MacDougall, Stationers Loose ter’s Ink Co.; Edwin Kraft, National Chairmen 
ors of Leaf Co.; Rus Ragan, American Pad Blank Book Co.; R. E. Krumweide, Hospitality 
of the & Paper Co.; F. C. Williams, Yaw- Elmer Krumweide & Assoc.; Frank 
man & Erbe Mfg. Co. Lazowski, Automatic Pencil Sharp- 
_ ener Co.; Tom Loftus, Minnesota 
Publicity Mining & Mfg. Co.; Jack Luke, mfrs. = 
Bank- Chairman, Harron Dobey, Parker TOPs Ralph Maneval, A. W. Faber 
A. § Pen Co.; co-chairman, John M. Pencil Co.; John L. McPike, Weis 
, Inc.; Smythe, Geyers Publications. Mfg. Co.; Alfred Mehl, Elmer Krum- 
o Mfg. weide & Assoc.; Carl Nicoulin, Jr., 
Faber- Exhibit Hall mfrs. rep.; Sam E. Riggs, mfrs. rep.; 
ard P. John Knox Robinson, mfrs. rep.; Joe 
Chairman, Keith Gordon, Boorum Rock, Boorum & Pease Co.; Ned 
; oa a oe te Rosin, Amberg File & Index Co.; 
. Mitchell. Assistants: Benny Allen, W. T. Roussey, Esterbrook Pen Co.; 
a AL Neggenth Cstematens a oS Cochoumen 
irman oie : ” ‘ ar . ochneider, e obe- Hospitalit 
pers: Associated Stationers Supply Co.; Wernicke Co.; Harry A. Shook, Jr., este 
ybusch Phil Boozie, Herring-Hall-Marvin Sanford Ink Co.; Neilan Short, mfrs 
oo Safe Co.; Glenn Chambers, Ameri- wee Smith jr. A.W Saleen 
, C can Pad & Paper Co.; Joe S. Do- png dn Pty 
a manski, Smead Mfg. Co.; Joseph M. Pencil Co.; Norman Snider, Boorum 
Falbo, Codo Mfg. Corp.; Reed Fer- & Pease Co.; Larry Struckmeyer, 
ty guson, National Blank Book Co.; rr age ps a John - oar 
Rich. | Tom Gillice, Rockwell-Barnes Co.; rao ie TGRK TYRGR, NOC a ‘ 
ull . Harold Gould, Wilson Jones Co.; arnes Co.; Harry Venet, Reyburn 
Co.: Leonard J. Hallen, Jr., Henkel Mfg. Co.; Izzy Voda, Wallace Pen- 
“ C Clauss; Roy Hansen, The Globe- cil Co.; Lynn Warner, Permacil Tape 
am we Wernicke Co.; Kenneth E. Hender- Corp.; Robert Warner, Rockwell- 
ee & son, Carter’s Ink Co.; Jerry Henning- Barnes Co.; Barney Way, Carter's L. R. ADDINGTON 
ain son, Joseph Dixon Crucible Co.; Ink Co.; George A. Wilson, Mittag Choirmen 
Lowi Harold Heyward, Speed Products & Volger; Wesley W. Wilson. Prizes 
, Eber- 
Olson 
yn, Art 
-chair- 
Paper 
Boyd 





W. E. MITCHELL 
Co-Chairman 
Exhibit Hall 
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KEITH GORDON 
Chairman 
Exhibit Hall Publicity Publicity 


J. M. SMYTHE 


Co-Chairman 





HARRON DOBEY 


Chairman 





ROBERT HECK 
Co-Chairman 
Prizes 


187 

















WALTER MILLER L. B. WILCOX IVAN ALLEN, JR. EARL F. OPIE J. L. MANN 
President Vice-President Vice-Chairman Vice-President Vice-Chairman 
Distributors Distributors Manufacturers Manufacturers 











JIM COOPER, JR. ART PFISTER C. SINISGALLI J. C. RUNNELS PAUL BURBANK ROSE CUSHMAN 
Vice-President Vice-Chairman Treasurer Assistant to Secretary, Assistant to 
Field Division Field Division Treasurer General Manager General Manager 


NSOEA 
50th  — Governors 





G. DELL H. SANNER 


Year Hartford, Conn Erie, Pa. 
District No. 1 District No. 2 









T. M. STOUT R. M. SANFORD W. R. DIEHL, JR. A. C. FINGER C. BENSON R. A. BALDWIN 


Pittsburgh, Pa. Jacksonville, Fla Columbus, Ohio Milwaukee, Wis. Minneapolis, Minn. Kansas City, Mo. 
District No. 3 District No. 4 District No. 5 District No. 6 District No. 7 District No. 8 





J. PERDUE c. C. DUKER C. LARKIN H. SLEEPER Cc. C. JUDKOFF P. M. REDFORD 
Pine Bluff, Ark. Santa Fe, New M Portland, Oreg Sacramento, Calif. New York, N.Y Los Angeles, Calif 
District No. 9 District No. 10 District No. 1] District No. 12 District No. 13 District No. 14 
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Marie Bergson Will A. Foster 


General Program 


12:15 


12:00 
9:15 


10:45 
1:00 


9:30 


12:30 


12:15 


5:00 
9:15 


9:30 


12:00 
7:30 


Dr. R. C. S. Young Herbert Leggett D. R. Stringfellow 





Friday, September |7 


p.m GLTC Pre-Convention Luncheon, Boulevard Room. 
Saturday, September |8 
Noon to 9:00 p.m Exhibits open. 
p.m Convention Party and Dance, Grand Ballroom. 
Sunday, September 19 
a.m Non-denominational services, Grand Ballroom. 
p.m. to 9:00 p.m Exhibits open. 
Monday, September 20 
p.m General convention session. Report of President Walter H. Miller; “Presentation on Office 
Modernization” by Maria Bergson, Maria Bergson Associates; “Opportunity is Knocking for 
Alert Sales Executives’’ by Will A. Foster, Borden Cheese Co. 
p.m General convention luncheon for ladies and gentlemen. Dr. R. C. S. Young, University of 
Georgia, Grand Ballroom. 
p.m. to 9:00 p.m Exhibits open 
Tuesday, September 2! 
a.m Breakfasts and election of officers; manufacturers, Upper Tower Room; Travelers, Lower Tower 
Room 
a.m How to Make Money in Your Business’ workshop session for dealers, manufacturers, travelers, 
Eighth St. Theater. Speakers, Herbert Leggett, James Kobak. 
a.m General Convention luncheon addressed by Douglas R. Stringfellow, First District, Utah. 
Self-Service Selling’ workshop session. Speakers, T. E. McCarthy, Irving C. Folger, Henry 
Berry 
p.m. to 9:00 p.m Exhibits open. 
p.m 50th Anniversary Musicale by Glenn Welty Chorus, Grand Ballroom. Dancing. 
Wednesday, September 22 
a.m General Convention session addressed by Woodrow Spear, Industrial Office Supply Co., 
Newark, N. J., and Deloss Walker. Convention reports, election of officers. 
Noon to 6:00 p.m. Exhibits open. 
p.m NSOEA annual banquet and dance, Grand Ballroom. 


Ladies L rogram 


9:15 


Saturday, September 18 


p.m Convention party and dance, Grand Ballroom. 
Sunday, September 19 
10:45 a.m Non-denominational services 
3:00 p.m Get-together tea, Grand Ballroom. 
Monday, September 20 
12:30 p.m vention luncheon, Grand Ballroom, addressed by Dr. R. C. S. Young, University of Georgia. 
Tuesday, September 21 
12:15 p.m Luncheon and fashion showing, Marshall Field & Co. 
9:15 p.m 50th Anniversary Musicale and Dance, Grand Ballroom. 
Wednesday, September 22 
12:15 p.m Luncheon and Merriel Abbott Ice Show, New Boulevard Room 
7:30 p.m NSOEA annual banquet and dance, Grand Ballroom 
OA ~— 10/54 





James Kobak 





DeLoss Walker 





T. E. McCarthy 





Irving Folger 





Henry Berry 
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Booth No. Booth No. 
A Burroughs Corp C13 
ABCO Plastic & Supply Business Efficiency Aids 1B 
Co.—Division Bro-Dart 
Industries 400 Cc 
Acco Products, Inc 128 
Ace Fastener Corp 99 C-Thru Ruler Co 59 
Acme Visible Records 38 & 39 Campro Sales Co 434 
Addo Machine Co 440 & 441 Cardinell Corp 68 
Aigner, G. J., Co 501 Carter's Ink Co 158 & 159 
All Purpose Metal Equip- Cel-U-Dex Corp C14 
ment Corp 305 Central Can Co 509 
All-Rite Pen, Inc 328 Changepoint, Inc 48 
= Steel Equipment, Chicago Desk Pad Co 504 
Inc. 512A & 5I3A Chicago Lock Co 422 
Alliance Rubber Co 406 Clarin Mfg. Co 360 
Allied Carbon & Ribbon —— = = ‘ i... 
Mfg Co 132 ole ee quipment ° 
Alma Desk Columbia Ribbon & 
Co 504A & 505A & 507A Carbon Mfg. Co. 77 
Aluminum Cooking Columbia Steel Equipment Co. 46 
Utensil Co 656A Columbian Art Works, Inc 73 
Aluminum Seating Corp. 521A Convoy, Inc. 219 
Amberg File & Index Co. 138 Cooke & Cobb Co. Div 
American Carbon Paper c be ag Jones by 
Mfg. Co 237 ook's Inc. 
American Crayon Co. 106 Corry-Jamestown Mfg 
American Latex Products Co. 520 & 521 
Corp. 203 Craftint Mfg. Co 326 & 327 
American Lead Pencil Co. 121 Cram, George F., Co 220 
American Map Co 218 Cramer Posture Chair 
American Pad & Paper Co. 124 Co 147 & 148 
American Stencil Mfg. Co 74 Cushman & Denison Mfg. Co. 125 
Angler's Products Co. 414 
Apsco Products, Inc. 97 
Arnot-Jamestown 343 & 344 & 345 D 
Arrow Fastener Co 52 
Art Metal Construction Defiance Calendar & 
Co 153 & 154 Staty. Corp " 
Se Dennison Mfg. Co 344 
Art Speciality Co 113 Denendakien ts Cc % 
Art Steel Sales Corp 376 Dick ae € 3 a 80 
Artistic Desk Pad & Diebold ine - 105 
Novelty Co 45 Ditt in 141 
Atlas Stencil Files c3 & C4 Di sa ea h : 89 
Autopoint Co.—A Division ixon, Joseph, Crucible Co 
Dolin Metal Products, 
of Cory Corp Wg ae 415 & 416 
Avery Adhesive Label Corp. 61 Dome Publishing Co 311A 
Domore Chair Co 542A 
Doppelt, Charles, & Co 560 
B Doringer Co 226 
. Dorset Steel Equipment Co 308 
og Pn : 114 comes One * 
' Downey, C. L., Co 13 & 14 
Bankers Box Co 112 Dresner, S., & Son, Inc 533A 
Bankers & Merchants Stamp Duplicopy Co 221 
Works 236 
Banov-Bernsley and Co. 421 — wee Yrecucte 365 & 366 
Barkley, C. L., & Co. 211 Duro Decal Co 323 
Barnes & Noble, Inc. 225 
Bates Manufacturing Co 88 
Bausch & Lomb Optical Co. 216 E 
Beckley-Cardy Co. . 47 
—— Berger Division—Republic Eagle Pencil Co 86 
Steel 545 Eaton Paper Corp 5&6 
Bernay Products Co 435 Ellingsworth Mfg. Co 229 
Bernard Franklin Co., Inc. 402 Emeco Corp 3 & 34 
Exhib i b — ig 54a 6 S48 sree Ren & Salesbook . = 
ibi ' nne ssociates Esterbrook Pen Mfg. Co. 1 
xhibit Ha ‘ Lo by and A on Best, Richard, Pencil Co. 14 Eureka Specialty Prtg. Co 262 
basement floor. Beutler-Brown Industries 332 Evans Specialty Co 
Binney & Smith Co. 126 Ever Ready Calendar Mfg. Co. 102 
Fifth FI Blackbourn Systems, Inc Ci7 Eversharp, Inc 156 & 157 
itt :0Or. Blair Aluminum Furniture Co. 600 Ezyindex Products Co 313 
Blaisdell Pencil Co 130 
: Blankenhorn Co., Inc 348 
Sixth Floor. Bohn Duplicator Corp. ...418 & 419 F 
" Boorum & Pease Co 135 
Third Floor ballrooms and corridors. Borroughs Mfg. Co 367 & 368 Faber-Castell, A. W., 
Bostitch, Inc 561 Pencil Co. S 
“ " Braden Mfg. Co 425 Faber, Eberhard, Pencil Co 
400 Room”, new area. Bradley, Milton, Co. 204 Farber, Lovis H 131 
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for the Office on Parade 


Booth No 
Fastener Corp 215 
Faultless Caster Corp 207 
Ferris Business Equipment, 

Inc 134A 
Filex Steel Products, Inc 413 
Fisher Pen Co CIA 
Flo-Ball Pen Corp 64 
Forbes Products Corp 411 
Force, Wm. A., & Co 222 


Frankel Carbon & Ribbon Co... 42 
Franklin Metal Products Co 315 
Fritz-Cross Co 443 & 444 
Frontier Mfg. Co 612A 


G 


General Lamps Mfg. Corp 223 
Gestetner Duplicator 


Corp 363 & 364 
Geyer Publications 560A 
Gibson Art Co 40 
Gift Craft Leather Co 529 
Globe-Wernicke 

Co 18 & 19 & C22 
Goodfrend Metal Products 

Co 387 
Goodrich, B. F., Co 49 
GR Products, Inc 300 
Graff, George B., Co 129 
Greg Mfg. Company 445 
Gregson Mfg. Co 530A 


Guardsman-Valentine, Inc 520A 
Guide System & Supply Co 201 
Gunlocke, W. H., Chair Co. 561A 


H 
Haeger Desk Co 609A 
Hall’s Safe Co 335 
Hamilton Mfg. Corp 544A 
Hano, Philip, Co 65 
Harrison Steel Cabinet 

° 607A 
Hart Mfg. Co c10 
Harter Corporation 605A 
Haskell, Inc 359 
Herring-Hall-Marvin Safe 

Co 20 & 21 
Heyer Corp 36 & 37 
Higgins Ink Co 27 
High Point Bending & 

Chair Co 504A-505A-507A 
Hillside Metal Products 

Inc 349 & 350 & 351 
Hodgman Rubber Co c9 
Home-O-Nize Co 301 & 302 
Hoosier Desk Co 537A 
Hunt, C. Howard, Pen Co 17 
l 
Ideal System Co 50 
Imperial Desk Co 516 
Indiana Chair Co 526A 
Indiana Desk Co 524A 
Invincible Metal Furniture 

Co 539A 
J 
Jasper Chair Co 505 
Jasper Desk Co 546 
Jasper Office Furniture Co 515A 
Jasper Seating Co 557 
Jasper Table Co 657A 
Jayem Sales Corp 428 & 429 
Jiffy Enterprises, Inc 438 
Johnson Chair Co 500 


Juneau Stamping Mfg. Co 405 
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Booth No 
K 
Kahn, David, Inc. 110 
Kamket Corp. 401 
Kay-Dee Co. 306 
Keith Clark Inc.—Schedule- 
A-Date Calendar Co. 206 


Ketcham & McDougall, Inc. 331 
Keystone Steel Equipment Co. 230 
Kingsley Stamping Machine 


i | ss 532A 
Koh-I-Noor Pencil Co. 10 
Krayer Mfg. Co. 33 
L 
Labelon Tape Co. Cc-2 
LaSalle Products Co. 142 
Lathem Time Recorder Co 334 
Lawson, F. H., Co. 372 & 373 
Linton Pencil Co. 231 
Little, A. P., Inc. 232 
M 


Majestic Stationery Co. 430 & 431 
Maple Leaf Mfg. Co. . 341 & 342 
Marble, B. L., Chair 


Co. 517A & 528A 
Markwell Mfg. Co. 107 
Marnay Sales & Mfg. Co. 439 
Marr Duplicator Co. 28 


Marsh Stencil Machine Co. 137 
Maso Steel Producis 502 
Master Addresser Co. C15 & C16 
Master Products Mfg. 


Co 337 & = 
May, J. L., Co. 
Mayfair Co. 312 
McDonald Products Corp. 22 & 23 
Meier, Joshua, Inc. 62 
Meilink Steel Safe Co. 512 
Melind, Louis, Co. 123 
Merchants Box Co. 316 
Merriam, G. & C., Co. 94 
Metal Specialties Mfg. Co. 234 
Metalstand Co. 336 
Metropolitan Cutlery Co. 24 


Miami Systems Corp 79 
Milwaukee Chair Ce. 534A & 535A 
Milwaukee Metal Furniture 


Co. 536A 
Minnesota Mining & Mfg. 

Co 104 
Mittag & Volger, Inc. 145 & 146 
Mohawk Tablet Co. 217 
Monarch Furniture Co. 537 
Moore Business Forms— 

Rediform Div. cé 
Moore Business Forms C7 
Moore Push-Pin Co. 8 
Morris, Bert M., Co. 117 
Mosler Safe Co. 134 
Murphy-Miller Inc. 374 & 375 


Mutual Stationers Supply 


Corp 84 
Myrtle Desk 

Co 504A & 505A & 507A 
Mystik Adhesive Products 235 
N 
National Blank Book Co A 
National Brief Case Co. 553A 
National Carbon Coated 


Paper Co. cs 
National Cash Register 
c 324 & 325 


° 
National Fiberstok Envelope 


°. 
National Vulcanized Fibre 
Co 56 





Extubit Hours 
Saturday—12 Noon to 9 p.m. 
Sunday—1 p.m. to 9 p.m. 
Monday—2 p.m. to 9 p.m. 


Tuesday—5 p.m. to 9 p.m. 
Wednesday—Noon to 5 p.m. 





Booth No 

Niemann, Inc. 550A 

Nobema Products Corp. 55 

Noesting Pin Ticket Co. 70 
Norfield Methods & 

Procedures, Inc. 426 

Norma Pencil Corp. 118 


Northern States Envelope Co. 54 
Nucraft Furniture Co. 600A 
Nu-Craft Products Co. 339 & 340 


° 
Oakville Co. Div., Scoville 

Mfg. Co. we 58 
Office Appliances C20 & C2! 
Ohice Chair Co. 601 
Old Town Corp. . 136 
Olivetti Corp. of 

America 403 & 404 
Orna Metal Products Co 361 
Ottenheimer, |. & M. C2A 
Oxford Filing Supply Co. 11 & 12 
P 
Paper-Mate Eastern, Inc 233 
Parker Pen Co. ... 149 & 150 
Parker Steel Products, Inc. 346 
Pelouze Mfg. Co. 509A 
Perfect Rubber Seat 

Cushion Co. 227 
Permacel Tape Corp. 76 
Polar Mfg. Co. 143 
Precisa Calculating Machine 

a 433 
Precision Mfg. Co. 408 & 409 
Print-O-Matic Co. 69 
Protectall Safe Co. 152 
Q 
Quality Park Envelope Co. 9 
* 
Rand McNally & Co. 75 
Random House, Inc. 32 
Redi-Record Products Co. 412 
Regency Therm- 

ographers .. cise & Cl9 
Reliable Stationers 

Specialties Co. 661A 
Reliance Pencil Corp. 71 
Remington Rand, Inc. 500A 
Replogle Globes, Inc. 53 
Rest-A-Phone Co. 311 
Rexbilt Leather Goods, Inc. 613A 
Reyburn Mfg. Co. 93 
Rite-Line Co cl 
Riteform Chair Co. cil & C12 


Roberts Comberng Machine 





Co. ; 43 
Rahi P. A 57 
sowe Fe Co. 139 
Rogers, W. T., Co. 420 
Rowles, E. Ww. A. Co. 103 
Royal Metal Mfg. Co. 547 
Royal Register Co. 432 
s 
Sainberg & Co. 98 
Sanford Ink Co. 78 
Schwab Safe Co. 533A 
Scripto, Inc. 122 
“a Steel Equipment 

Be hat 25 & 2% 
Senate Self-Closing 

Inkstand Co. 85 
Shallcross Co. 410 
Sheaffer, W. A., Pen Co. 109 


Booth No. 
Sight Light—M. G. Wheeler, 

Inc. 329 & 330 
Smith, Charles C., Co. SI9A 
Smith Metal Arts Co. 522 
Smokader Mfg. Co. 417 
Smo-King Products, Inc. 436 
Southworth Co. 72 
Speed Products Co. os ae 
Speedry Products, Inc................. 44 
Speed-O-Print Corp. .. 108 


Spencer Rubber Products Co. 60 
Stacor Equipment Co. ..309 & 310 
Standard Diary Co. ... 90 
Standard Furniture Co. 513 
Star Office Accessories Co. 429 
Stationers Guild of America 81 


Steel-Parts Mfg. + 4 319 & 320 
Stein Bros. Mi 556 
Stratford Pen 63 
Sturgis Posture Che ir 

Co. 556A & SS7A 
Systems Co. 423 
T 
Taylor Chair Co. 551A 
Thomas Furniture Co. 549 
Tiffany Stand Co. 200 
Tolen, William, & Son 407 
Tops Business Forms 228 
Triner Scale & Mfg. Co. 51 
U 
Underwood Corp. c8 & 307 


United Cutlery & Hardwore 


Products Co. 213 
Vv 
Vail Mfg. Co. 83 
Valco, Inc. 477 
Vernon, S. E. & M., Inc. 534 


Victor Adding Machine 
oe . itmmenekinmdee i ‘Gan 


Victor Safe & Equipment Co. 
Dealer Sales Division of 
Remington Rand 15 & 6 

Vogel-Peterson Co. 539 


Ww 
Wabosh Filing Supplies, inc. _ 155 
Wallace Pencil a. 29 
Ward, John J., Inc. 224 
Waterman Pen Co. 100 
Watson Mfg. Co. 553 
Weatherly he Co. 424 
Weber Addressing Machine 

Co. 202 
Weber Costello Co. 66 
Weber, F., Co. 151 
Webster, F. $., Co. 7 
Weis Mfg. Co. 87 
Wells Chair Corp. 127 
Western Mfg. Co. 507 
Wilson Jones Co. 4) 
— Duplicator & Supply 

"hah & 35 

weed Office Furniture 

Institute 523 


Y 


Yawman and Erbe Mfg. Co. .. 92 
York Safe & Lock Co. 214 


z 
Zephyr American Corp. 101 
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Conventionites are welcome at the 
offices and factories of manufac- 
turers located in Chicago and vi- 
cinity. Visitors are invited to take 
advantage of the opportunity to 
see the home offices of the com- 
panies with which they deal, as 
well as other firms. A hearty wel- 
come will be given at those ad- 
dresses listed at the right. 


Ace Fastener Corp., 3415 N. Ashland Ave. 

Aigner, G. J., & Co., 426 S. Clinton St 

All-Steel Equipment, Inc. (Aurora), Chicago Office 
American Automatic Typewriter Co., 614 N. Carpenter 
American Evatype Corp., 751 Osterman Ave., Deerfield, Ill. 
American Hair & Felt Co., Merchandise Mart Plaza 
American Photo Laboratories, 28 N. Loomis Ave. 
Ames Supply Co., 564 W. Randolph 

Associated Stationers Supply Co., 229 S. Jefferson St. 
Bankers & Merchants, Inc., 3229 N. Sheffield 

Bankers Box Co., 720 S. Dearborn St. 

Barco Chemical Products Co., 701 S. LaSalle 

Barkley, C. L., & Co., 1220 W. Van Buren St. 

Butler Paper Corp., 223 W. Monroe 

Central Can Co., 2417 W. 19th St. 

Chicago Desk Pad Co., 9 N. Jefferson St. 

Codo Mfg. Corp., 564 W. Monroe St 

Consolidated Ribbon & Carbon, 2914 W. Medill 
Cotterman, |. D., 4535 N. Ravenswood Ave. 
Davenport, A. C., & Son, Inc., 311 N. Desplaines 
Doppelt, Charles, & Co., Inc., 2024 S$. Wabash Ave. 
Doro Mfg. Co., 220 W. Institute 

Ellingsworth Mfg. Co., 200 S$. Peoria St. 

Ever-Ready Electric Co., 1218 W. Madison St. 
Fastener, The, Corp., 860 W. Fletcher St. 

Felt & Tarrant Mfg. Co., 1735 N. Paulina 

Wm. A. Force Western, Inc., 216 W. Jackson Blvd. 
Glidex Corp., 4538 W. Roosevelt Rd. 

Goodfrend Metal Products Co., 1019 E. 75th St. 
Gran-Adell Mfg. Co., 1925 N. Ashland Ave. 
Halverson Specialty Sales, 1219 W. Chestnut St. 
Hanson Scale Co., Shermer Rd., Northbrook, Ill. 
Harrison Steel Cabinet Co., 4718 W. Fifth 

Hedges Mfg. Co., 2931 S$. Wentworth Ave. 

Heyer Corp., 1850 S. Kostner Ave. 

Imperial Methods Co., 750 §. Circle Ave., Forest Park 
Ink Specialties Co., Inc., 523 N. Halsted St. 
International Cash Register & Parts Co., 207 Evergreen, Mt. Prospect 
Johnson Chair Co., R. 7109, Merchandise Mart 
Kohlhaas Co., 8012 S. So. Chicago 

La Salle Products Co., 2216 N. Clybourn Ave. 

Luxem, James P., Co., 3344 Lincoln 

Lyon Metal Products, Inc., 141 W. Jackson Blvd. (Chicago Office) 
Magnedisk, Inc., 1131 Bryn Mawr Ave. 

Markilo Co., 3633 S. Racine Ave. 

Maso Steel Products, 53 W. Jackson Blvd. 

Mayfair Co., 315 N. Desplaines 

Modernize, Inc., 666 Lake Shore Dr. 

Mohawk Tablet Co., 1703 East End, Chicago Heights 
Photo Materials Co., 334 N. Bell Ave. 

Precision Mfg. Co., 829 Chicago Ave., Evanston, Ill. 
Print-O-Matic Co., Inc., Merchandise Mart Plaza 
Reliable Typewriter & Adding Machine Co., 303 W. Monroe St 
Reyam Plastics Products Co., 2614 W. North Ave. 
Rockwell Barnes Co., 35 E. Wacker 

Rowles, E. W. A., Co., 104 N. Hickory St., Arlington Heights 
Royal Metal Mfg. Co., 175 N. Michigan Ave. 

Seng Co., 1450 N. Dayton St. 

Shipman-Ward Mfg. Co., 325 N. Wells 

Speed-O-Print Corp., 1801 W. Larchmont St. 

Stark Calendars, Inc., 100 Bissel, Joliet, Ill. 

Steel Parts Mfg. Co., Div. of Blackstone Mfg. Co., 4630 W. Harrison 
Stein Bros. Mfg. Co., Inc., 1401 W. Jackson Blvd. 
Technygraph Co., 147 Waukegan Rd., Techny, Ill. 

Top Flight Products Co., Inc., 6224 S. Oakley Blvd. 
Vail Manufacturing Co., 900 E. 95th St. 
Victor Adding Machine Co., 3900 N. Rockwell 
Vogel-Peterson Co., 1121 W. 37th St 

Weber Brothers Metal Works, 108 N. Jefferson St. 
Weber-Costello Co., 12th St., Chicago Heights 
Western Mfg. Co., 536 N. Highland Ave., Aurora, Ill. 
Wilson Jones Co., 209 S. Jefferson St 

Wolber Duplicator & Supply Co., 1201 W. Cortland St. 


Conventionites Welcomed 


LAkeview 
HArrison 
FRanklin 

HAymarket 


Deerfield 365 


SUperior 
HAymarket 
STate 
FRanklin 
Bittersweet 
HArrison 
HArrison 
MCnroe 
FRanklin 
MOnroe 
RAndolph 
CEntral 
Dickens 
LOngbeach 
STate 
Victory 
Michigan 
HAymarket 
CAnal 
GRaceland 
BRunswick 
RAndolph 
SAcramenteo 
HUdson 
HUmboldt 
TAylor 


Northbrook 1100 


Estebrook 
CAlumet 
CRawford 
AUstin 
MOnroe 
NEwcastle 
Michigan 
BAyport 
Lincoln 
Gladstone 
WeEbster 
LOngbeach 
YArds 
WaAbash 
CEntral 
DElaware 
WaAterfall 
TAylor 
DAvis 
SUperior 
CEntral 
HUmboldt 
RAndolph 
ROdney 
STate 
MOhawk 
DElaware 
GRaceland 
Joliet 
EStebrook 
SEeley 
IRving 
WAlbrook 
REgent 
KEystone 
Cliffside 
RAndolph 
SKyline 


Aurora 


Financial 
Diversey 
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5-2400 
7-7414 
2-8122 fF 
1-0333 


7-7252 
1-7925 
2-6500 
2-6760 
8-6234 
7-3577 
7-2916 FB 
6-706! 
2-5800 
6-2770 
6-4187 
6-8704 
2-5550 
1-5829 
2-6683 
2-7340 FO 
2-3562 
1-1721 
6-2100 
2-6112 fL 
8-5000 
6-6937 
2-4188 
3-1873 
6-3332 F 
9-3537 


8-6400 
5-4246 
7-0130 
7-2152 
6-6187 
1-2900 
2-1138 
1-4433 
9-6373 
5-3460 
9-6424 
1-0088 
7-1140 
2-7346 
6-1397 
7-4798 
8-3341 
9-3033 
8-4254 
7-9880 
6-2786 
6-1245 
6-6830 
3-5800 
2-5010 
7-1090 
7-200 
8-7 
8-104! 
8-82: 
5-71 
4-18 
9-82 
4 
6-21 
4-10: 



























































6- 
8-271 











HASKELL 
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/Fesents 


the new features 
of its famous 


H-60 | 4 ss 
Work- . ; ; Design Patent #154941 
DRAFTING ~__ 
DESK ~ 





ONE OF THE NATION’S FINEST 
STREAMLINED » COMPACT 
AND MOST COMPLETE 


DRAFTING DESKS EFFICIENT * ECONOMICAL 

























THE “NEW LOOK” IN DRAFTING DESKS 


ENGINEERED FOR MAXIMUM EFFICIENCY 


Designed with the engineer, architect and draftsman in mind! 
Not only is this Haskell Work-Flow the most complete desk of 
its kind — but the most handsome in appearance — for today’s 
modern drafting departments. Above all, as the name implies — 
Work-Flow makes drafting work f-l-o-w ... easier and faster! Prac- 
tically, push button efficiency! Everything arranged conveniently 
within arm's reach — to increase production — to reduce fatigue. 


No other drafting desk offers so many advantages! 


e All-steel construction e@ Four Convenient Sizes 

e All rounded corners @ Fine Chrome Hardware 

e All drawers on Nylon Runners @ Stainless Stee! Foot Rest 

e Eye-Ease Linoleum Top — tilts up @ Height Adjustment from 30'/,"' to 








to 11%" 39%," 
e Storage-and-Reference Pull-Out e Colors: Standard Gray with Mist 
space interchangeable to right or Green Linoleum Top. Also avail- 
left side able in other colors. 
Bei: REFERENCE DRAWER INSTRUMENT DRAWER | 
TOP SIZE Ww. H. D. Ww. H. D. | 
DESCRIPTION Ww. D. Inside Clear Inside Clear 
Drafting Desk 48" 36” 30%, 2% 44% 12% 5%, 23% | 
Drafting Desk 54” 36” 30, 2%, 44, 12% 5%, 23%, | 
Drafting Desk 60” 36” 304 2% 44), 12% 5% 23% | 
Drafting Desk 72° 36" 30%, 2% 44 12% 5%, 23% 


. : on 2 = . al 
ADJUSTABLE HEIGHT 301, TO 393," REAR OF DRAFTING BOARD TILTS UP TO 11%” 
Also available with Standard Wood Drawing Board | 

. al 





HASKELL CABINETS 


Excellent Individual Units for 
WORK-FLOW DRAFTING DESKS 


These space-saving Haskell Cabinets 
are naturals — where extra storage 
space is required. They’ re designed low 
— to fit under the side overhang — as 
illustrated. They’re handsome — sol- 
idly built of heavy furniture steel with 
all the fine Haskell details — and best 
of all — budget-priced. 























a ‘size—Ssd| 
. MODEL DESCRIPTION Ww. H. OD. 
—— 7 Cab-162 Steel Top—2 drawers 16" 24%," 22” 
£ Th Cab-163 Steel Top—3 drawers 16” 24%," 22” 
ESN) Cab-164 Steel Top—with shelf 16" 24%," 22" 
b u as al | Cab-165 Steel Top—w/shelf, door 16" 24%" 22” 
f Also 
HASKELL STEEL DESKS 
OF PITTSBURGH STEEL TABLES 
r} STEEL ACCESSORIES 








303 E. CARSON ST., PITTSBURGH 19, PA. 
Prices and other details on requests ———————" 
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NEW SURE-RITE 
CLEANS TYPE LIKE NEW IN 








With the new Sure-Rife Jet Stream Type 





his is an unretouched photo of the dirty Cleaner, the mess of cleaning is eliminated. 
reproduction made by dirty typewriter type. The Jet Stream aerosol bomb does the work 
Dirty type makes dirty correspondence, yet 


like magic. In only nine seconds the dirt is 
dissolved by the secret fluid, without splotter 


or mess. 
oS eS cme yee me mem 


no secretary likes the mess and stained hands 
onnected with ordinary cleaners. 








Sure-Rite announces three wonderful new 
cerosol products, the amazingly fast, non- 
splatter Jet Stream Type Cleaner, Jet Stream 
Hand Cleaner (with lanolin) and Jef Stream 
Static Eliminator. Try these products today 
for speed and cleanliness. 


This photo shows how the type literally shines 
with cleanliness—even the crevices ore clean! 
Silicones in the fluid form a mico-thin film 
to prevent the collection of ink and dirt on 
the type, making repeat cleanings quicker 

ecsier 


a | : * 





ee 








Monvutacturers of the famous 
tp the Midwest, call your local Pe 
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DOUBLE 
FILING 
CAPACITY 


with 
NEW ATLAS HANGERS 


NEW PLATE HANGERS 


Sat 








The popular SH series of lug type hangers for serrated edge offset 
plates are now available with lugs on both the front and back of 
hanger. Use of these new hangers doubles the capacity of all Atlas 
filing cabinets. 

The new DSHA (1112 wide) Hanger files two 10/2” plates, the 
DSHB (14 wide) files two 11/2” plates and the DSHC (22” wide) 
(illustrated) files two 20/2" plates or four 10'/2’’ plates. 


NEW STENCIL HANGER 





The DSH lug type hanger for stencils is now available in the 22’ 
width. The new DSC Hanger files 4 stencils on each hanger and 
may be used in the C Deluxe or C Jumbo Cabinets. 


JUMBO MODELS 


Protect and file plates, nega- 
tives, stencils in Jumbo Models 
of all steel construction equipped 
with finest cradle suspensions. 
The C Jumbo Model (illustrated) 
52” high, 26%” wide and 28” 
deep may be equipped with 
SHC, PSCC, Nega-Plate or the 
new DSC or DSHC Hangers. B 
Jumbo Model, 52” high, 1812” 
wide, 28” deep may be equipped 
with SHB, PSCB or new DSHB 
Hangers. The A Jumbo Model 
52” high, 16” wide, 28” deep 
may be equipped with SHA, 
DSH, PSC, Nega-Plate or new 
DSHA Hangers. 





WRITE FOR ILLUSTRATED LITERATURE 


SEE NEW ATLAS HANGERS AT THE NSOEA CONVENTION 


BOOTHS C-3 and C-4 











Atlas Stencil Files Corp., 16716 Westfield Avenue * Cleveland 10, Ohio 
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Does Your Company Name 


Cramp Your Style? 


® WHEN THE OFFICE supplies and equipment dealer 
goes into business, one of his major problems is to choose 
a name that will identify his activities without restricting 
his future growth. Later, he may wish he could start all 
over again in selecting the name. But by that time he has 
built up both a volume of trade and a reputation which 
tie in tightly with his firm name. With minor exceptions, 
he can make a change only at considerable cost, incon- 
venience, and perhaps loss in business. 

An inexpensive solution may be brought about by utiliz- 
ing very carefully planned slogans. They not only can 
be but actually should be changed occasionally. In the 
meantime they tell more about the office supplies and 
equipment business in connection with current coverage, 
ownership, lines stocked, service and aims. 

Let’s examine a few possibilities—and we warn you 
in advance that this writing of slogans can be fun! 


Here's an Example 

Suppose the dealer began his business life as the West 
End Office Equipment Company. The community treated 
him well, and made it possible to expand into new terri- 
tory. Good will may suffer if he changes his name now. 
However, a neat slogan keeps everyone happy: “The West 
End gave us our start but the entire city contributes to 
our present success.” 

Perhaps the Jones Office Appliance Store sounded quite 
well when Mr. Jones opened shop. But maybe the years 
bless him with two sons, and now they are as active in 
the busines as their father. Naturally, they would like a 
little recognition although it seems a bit early to revise the 
old familiar business name to include them, But a slogan 
helps: “Sons Tom and Bob are in the business now. Triple 
the service at the same low prices!” 

Caution and good sense point to a modest name for a 
new business. So the dealer picks the Star Stationery Store, 
at the same time promising himself that he will some 
day find a more appropriate name. But people learn to 
like buying at the Star and he hesitates to lose this local 
prestige. So the dealer not only retains his original name 
but actually strengthens its hold on the trade with a 
slogan: “Everyone who walks in our door is a Star cus 
tomer.” 

Change from Supplies to Equipment 

Who could possibly have looked ahead to the time when 
office equipment would be a major industry? So the 
dealer who had Empire City Office Supplies painted on 
his first sign was not overly conservative. But now he may 
be running into a peculiar problem. Too much of his 
advertising space goes into reminding customers that he 
sells and services office equipment, too. He has grown 
fond of his business name and so has his trade. Still, he 
would like to be remembered for something in addition 
to file folders, carbon paper and pencils. A slogan may 
be his answer: “It’s one-stop service now. A full line of 
office equipment as well as our regular line of supplies.” 

Along about here, some bright dealer is saying, “I dont 
see anything particularly clever about those slogans.” And 
we reply that he no doubt guesses the outcome of detec- 
tive stories, too. Further, we want to issue a warning about 
this slogan writing program, at the end of this article. 

Don’t attempt to be excessively clever, or you will wind 
up with a slogan you cannot drop when changing cond 
tions make such a move desirable. In other words, your 

(Turn to page 202, please! 
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plies.” The warmest of welcomes is extended by the beauty and quality of these unusual 
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And 
detec furnishing problem, plus a host of variations of vibrant color. 


sectional pieces. The flexible and original designs provide the answer to any 
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os | HE B. L. MARBLE CHAIR COMPANY ° BEDFORD, OHIO 















Every office 
needs these... 


Everybody who comes into your store—every 
customer your salesmen contact is always in 
the market for ways and means to make filing 
and finding more certain and less costly. In 
many offices file clerks are kept in a dither and 
the Boss in an uproar because overcrowded 
files, with ‘beat up’ folders, inadequately sub- 
divided, make it impossible to keep records at 
finger tips. 


GUSSCO Filing and Finding Supplies are the 
time proven remedy for all inadequate filing 
and finding situations. Your alert sales organi- 
zation will keep your cash register ringing if 
they make it their business to know and to 
correct their customers’ filing and finding 
deficiencies. 


The GUSSCO Demonstration Kit has been a 
great help to many dealers because it is a 
constant reminder to all their salesmen. Are 
your salesmen using them? If not, you ought 
to start them now. And if you don’t have them, 
write for them at once. 





Exert a continued and determined effort to 
make and keep filing and finding easier for 
all your customers. It will pay BIG dividends. 





see them at our BOOTH 
N.S.0.E.A.— CHICAGO 2U] 











GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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“fi Cus e 
Older, &. "Omer. very Trademark 
. an d 


Y entry Transfile 


STEEL FRONT FIBRE BOARD TRANSFER FILES 





Sell your customers the modern, low cost, TRANS- 
FILE way of keeping permanent and semiperma- 
nent records right at their fingertips always. Made 













Guide-O-Tray of heavy fibre board for economy, TRANSFILE 
DESK DRAWER UNIT FILES are so reinforced that all the weight of the 
Fits into the lower drawer and contents is supported on steel. They 
deep drawer of all can be interlocked and stacked as high and wide 


standard desks. Keeps 
important data at fin- 
ger tips always in an 
upright position. Unit 
consists of metal tray 


as desired. No tools, bolts or nuts are required. 
and 25 Guide-O-folders 
adjustable tabs and in- 


— =: + srvune sizes LD 
GUIDE SYSTEM & SUPPLY CO. 





















335 CANAL STREET NEW YORK 13. N 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAI 
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For Bigger Christmas Sales and Profits 





Promote these Popular Gift Products 


THE REMINGTON 





QUIET-RITER 


; 4) c so = 





This year, with the Remington Quiet-riter, it will be easier than ever 
for you to get the most out of the Christmas portable typewriter sell- 
ing season. Over 77,000,000 people, thousands of them in your own 
area, are being pre-sold now in the biggest advertising campaign in 
Quiet-riter history! And to help you tie in your store, we'll give you 
free stuffers, an outstanding new window display and complete news- 
paper mats. Get ready now to cash in on this once-a-year opportunity 
for sales and profits. Order your Quiet-riters today. 


TOPFLIGHT ADDING MACHINES « OFFICE-RITER AND PORTABLE TYPEWRITERS * VICTOR SAFE AND EQUIPMENT PRODUCTS 
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THE VICTOR 


TREASURE CHEST 














ever Christmastime or anytime, it’s easy to give your profits a lift with 
sell- Victor Treasure Chests. That’s because Treasure Chest is the ideal 
own fire protective unit for valuables in home or office. It gives your 
n in customers certified protection for the things they treasure against 
you fires as hot as 1700 degrees Fahrenheit. Plan to feature Treasure 
ews- Chests in your store this Christmas...we’ll help you with free stuffers, 
nity window streamers, counter giveaway sheets and newspaper ad mats. 
Write us for full details. 


DUCTS Remingtom. MB aaracd. deA.eR SALES DIVISION + 315 FOURTH AVENUE * NEW YORK 10, NEW YORK 


ne 
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WwW 
yv SERVICE-WISE 


WwW 
Ww 


dealers count on 


« eae = < 









for the QUICK SERVICE that en- 
ables them to give their cus- 
tomers better service on 


EVERYTHING IN THE 
OFFICE MACHINE FIELD! 


e Platen Recovering 





» Rubber by B. F. Goodrich 
Double Wall Cushion 
Y e@ Feed Roll Recovering 


Cork Platen and Feed Roll Recovering 


e Refinishing 
Wrinkles—Enamels—Hammerloids 


Welding 
Retyping 
e Chrome and Nickel Plating 


ELECTRIC TYPEWRITER REBUILDING SERVICE 
aud REBUILT ELECTRIC TYPEWRITERS 


NEW OFFICE MACHINES 





Portable Typewriters 
Adding Machines 
Cashiers 









+ e Replacement Parts 
Typewriters—Adding Machines 

Tools 

Shop Supplies 

Ribbons 

Carbon Paper 

Office Machine Stands 

Dust Covers 


Z 
a 


For complete details on all supplies and services, 


WRITE FOR FREE CATALOG NO. 51! 


SHIPMAN-WARD MFG. CO. 
Main Office: 325 N. Wells St., Chicago 10, Ill. 


Established 1892 


Branches and Agencies 


Shipman-Ward Mfg. Co., Inc Cleveland Typewriter Co. 
1709 Euclid Ave. 
Cleveland 15, Ohio 
Crescent Typewriter Co. 





425 W. Walnut St. 

Springfield, Missouri 
Randmar Platens & Parts Ltd 

46 St. James St. West 407 St. Charles St. 


Montreal, Quebec, Canada New Orleans 12, Lovisiana 


O’Donnell-Brennan 
3235 Pawelton Ave 
Philadelphia 4, Pennsylvania 
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slogan may become a “fixture” exactly like your name 
has—and your problem starts all over again. You want a 
slogan to explain the present circumstances and bring cus- 
tomers up to date on your business. At the same time, you 
want to be able to revise or replace it as the necessity arises, 

Your business name is difficult to tamper with, as you 
will discover if you ever go through with it. So try to 
maintain your slogans in a more “fluid” state, capable of 
doing a good job for your office supplies and equipment 
business now, yet ready to be changed to meet new re- 
quirements.—GMD 


Closing Signals 


@ SOME OFFICE EQUIPMENT salesmen seem to know 
almost instinctively just when to close the sale. They say 
just the right thing or ask just the right question at just 
the right time. The customer is ready to buy at just that 
time. 

It seems easy and almost uncanny to the casual observer, 
It seems that the office equipment salesman has closed the 
sale at the right “psychological moment.” The salesman, 
however, knows it is time to close the sale because he is 
alert for his customer’s closing signals. He knows the cus- 
tomer is ready to buy. 

People indicate they are ready to buy with the things 
they do and say. Alert office equipment salesmen watch 
and listen to these closing signals signals that may 
come at any time during the sale. 

For instance, an office manager may call an office equip- 
ment salesman and say, “I want to buy a (Brand) dupli- 
cator.” An alert office equipment salesman will catch the 
closing signal, “I want to buy,” and take a positive atti- 
tude to close the sale quickly. 

Many people are pre-sold on a particular brand of office 
equipment before they call on the salesman or stop in the 
store. Yet, some salesmen do not catch the initial remark 
or closing signal and un-sell the customer with a long 
sales talk about various types and brands that the customer 
might want. 


Keep Car in Tune 


It is never too early to keep an ear tuned for customer's 
closing signals. 

Not all people are completely sold when they enter an 
office equipment store or listen to a salesman calling in 
their office. They have an interest in some office equip 
ment, but the desire is not strong enough to make them 
want to buy at the moment. 

Successful office equipment salesmen continue to watch 
and to listen as these customers move around the store, look 
over the samples, and talk about their office problems, These 
salesmen know that sooner or later these customers will 
give some closing signal. For instance, a customer might 
say, “This adding machine is recommended in a report | 
was reading the other day.” It is a closing signal that an 
alert office equipment salesman will turn to his own ad- 
vantage and close the sale. 


1. Listen to customer comments. 


Here are three ways office equipment salesmen have found 
helpful in spotting customer's buying signals: 
Listen to customer comments. 
Watch customer’s actions. 
Listen to customer questions. 
Yomments customers make that indicate possession of 
ownership are good closing signals: 
“This duplicator will turn out good bulletins.” 
Or, 
“I’m sure the girls in the office will like these desks.” 
Superlative statements are good indications that office 
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Distinguished Design 
Added to Line 






Executive 
Suite 





ies 5 


Executive Suite ¢ Ser 


Today’s trend tends toward the modern, 
and for dealers who emphasize the modern, 
here is a very modern desk — No. 5FC72. 
Recently exhibited and favorably received at 
the NOFA convention. 


Named the “Executive Suite,” the series will 
consist of two 3-drawer flats; two flat top 










desks with 4-drawer pedestals; a secretarial NAME. 
desk with either left or right hand typewriter 
compartment; a series of tables; a telephone ADDRESS 
cabinet; and a credenza or desk console. 

CITY 


For those dealers not completely familiar 
with the finer details of the line, we have 
prepared a specification sheet which may be 
had by sending the attached coupon to The 
Jasper Desk Co., Jasper, Indiana. 


THE JASPER DESK CO., JASPER, INDIANA 





For Discriminating Dealers 


A wide variety of fine furniture 
by a dependable manufacturer 


For the well styled traditional executive 
office, the Coronation Series, a fine George 
Ill reproduction in genuine Black Walnut. 
A masterpiece of craftsmanship worthy of 


the finest office interior. 


Dig Me Me se He Be te Be Be 
Be ee le le le le aie oe ed 


Created for executives who favor the func- 
tional beauty of modern design, but miss the 


massive feeling of the traditional periods. 


Details which combine to satisfy these dis- 
criminating buyers, are the 3 inch thick 
moulded top, mitered box type base, special 
solid brass pull on flush drawers, and the 
finest individually selected and matched 


genuine walnut or rift oak. 


Wherever executives desire luxurious, tra- 
ditionally fine ofhce furniture — there the 
Embassy desks and matching accessories, in 
a true Chippendale styling, offer a handsome 
addition to the business scene. In Genuine 
American Black Walnut with a matched 
stump front, quarter-striped top and panels 
and Solid Walnut interiors. 


Write for Further Information 


THE JASPER DESK CO., 
Jasper, Indiana 




















Comptometer Enters 
Office Dictation Field 








mers COMP TOMETER New Economy Seen 
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in Office Dictation 











TARRANT MFG. COMPTOMETER DICTATION DIVISION, 


CHICAGO 22, 


ILLINOIS 








HIGH-FIDELITY TRANSCRIPTION 


Reproduces True Voice Tones 


: new Comptometer dictation-transcription 

machine sets a new standard in voice reproduction 
|} through the use of high-fidelity electronics. High 
5 fidelity has long been the ultimate in recording 
but bulky parts and equipment, previously nec- 
essary, discouraged its use for offices. Comptometer 
has overcome bulk and weight to achieve a new 
triumph in compact engineering. Utilizing mag- 
netic recording instead of needles or other cutting 
tools eliminates scratches and clicks. In addition, 
Comptometer’s high fidelity records within the 
A voice range and effectively screens out most in- 
yises. Dual speakers (a confidential, or a conference- 
playback with true fidelity. The result is a re- 








terfering office n« 
type loud speaker) 
markable reproduction of the dictator’s voice to aid in transcribing. 
Secretaries, even beginner-typists, find they can more easily distin- 
guish difficult words or phrases. This new ease in transcribing means 
more efficiency and speed with resultant savings. 






*If ev er di amaged, Comptometer will repair or replace any Erase- 


selt when returned to the factory along with 35c to cover 





I NOW... COST-FREE DICTATION 
WITH LIFETIME GUARANTEED 
RE-USABLE RECORDING BELT 


Comptometer announces 
new dictation method 


A high-fidelity machine that 


promises to bring new econ- 


omy in office dictation and transcription is being introduced 
to the nation’s businesses. Manufactured by Comptometer, 
long a prestige name in office equipment, this new machine features 


the Erase-O-Matic recording belt, 


against wear, tear, 


heat, cold or moisture. 


which is guaranteed* for life 
Unlike conventional dic- 


tating machines that rely upon costly e xpe ndable materials for their 


recording medium, Comptome- -- 
ter’s Erase-O-Matic belt is made 
from Mylar, an almost indestruc- 
tible material. Of greater interest 
than its durability is Erase-O- 
Matic’s ability to be re-used hun- 
dreds of times, eliminating the 
need for expensive replacement 
belts. This perpetual feature is 


based on the magnetic recording 


principle, used so effectively in 
radio and television. Old dictation 


can be entirely erased in seconds 


simply by holding the Comp- 
tometer Magnetic-Eraser bar 
against the belt. 


NOW ... ERROR FREE DICTATION 
Executives may now accomplish 
perfect dictation, without pauses, 


errors or corrections, because of 


Comptometer’s unique Erase-O- 
Matic feature. Instead of adding 
a correction, as in most machines, 
the dictator simply reverses to 
where the error was made and 
dictates the corrected words which 
automatically wipe-out the error 
as the new is recorded. 

Secretaries will welcome this flaw- 
less dictation, without usual in- 
structions and corrections which 
confuse and waste time. Trans- 
cription speed and efficiency are 
greatly increased, even for the 
beginner typist. In addition, this 
of recording re- 
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DICTATE .».- EDIT 
TRANSCRIBE 
On One Machine 


The perfect 
machine for 
small offices 
and so con- 
venient for 
large com- 
panies . . . The Comptometer 
quickly converts from a dicta- 
tion to a transcription machine 
in seconds simply by plugging 
in an ear-set and the foot control. 
This 2-in-1 feature means more 
useful life. Traveling executives, 
especially, 
find this fea- 
ture conve- 
nient as pub- 
lic typists can 
: be employed 
to transcribe reports or letters. 
Editing of dictated copy is sim- 
plified because errors are auto- 
matically erased as the executive 
dictates the corrected message. 
The result—error-free dictation. 


FREE 7-DAY TRIAL 


Prove to yourself how the new 
Comptometer saves as you en- 
joy error-free dictation. Ask also 
for illustrated descriptive folder. 
Mail coupon today. 

high fidelity r 
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EXTRA SALES! EXTRA PROFITS! 


For the first time! A paper Shredding Machine designed especially 
for office use! Quiet, dust-free, compact, portable, streamlined! 






Quickly, easily, effectively DE- 
STROYS confidential papers and 
obsolete records. 


LOW LIST PRICE WITH FULL DEALER 


DISCOUNT. The big new extra sales, 
extra profits product your salesmen 
have always wanted. You sell it just 
like typewriters or adding machines. 
(Just about same size and weight as 
business typewriter. ) 


NATIONALLY ADVERTISED IN: 
Burrough’s Clearing House 
Dun’s Review & Modern Industry 
Management Methods 
Office Magazine 


EASY TO DEMONSTRATE! No instal- 
lation! No special wiring! Anyone 
can operate! Just feed in papers and 
records. Unreadable shreds come 
out. Features greater cutting width, 
speed, capacity, and power. Big na- 
tional demand! Hard-selling sales- 
promotional material available! 

FULLY GUARANTEED against defec- 
tive material and workmanship. 


Priced well within budget of all 
businesses—large or small! 


F R E E Write for circular #10 giv- 
ing full details on the new SHREDMASTER 
BANTAM 10, and your extra sales, 
extra profits dealer terms! 






PAPERS GO IN HERE 


OFFICE RECORDS/CORRESPONDENCE/ 
CARDS/DRAWINGS/COUPONS/CHECKS/ 
CERTIFICATES/ 























UNREADABLE 
SHREDS COME 
OUT HERE 













Also available: 
Larger office and 
industrial type 
SHREDMASTER 


machines. 


She SH REDMASTER / Cope LALA 


A DIVISION OF SELF WINDING CLOCK COMPANY 


215 Willoughby Avenue, Brooklyn 5, N. Y. 
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equipment customers are ready to buy. Comments that 





might be closing signals are: 
“This is the finest posture chair on the market.” 
Or, 
“I like this (Brand) best.” natural working position on the keyboard 
Past interests are expressed by customers and are good 


...to feel how each finger falls into 


(right or left hand) eliminating time-wasting 


closing signals 
“I’ve wanted a duplicator like this for a long time.” motions and decisions in key selection 
Or, 
“T have always preferred this (Brand).” 
Here Are Signals 


Future thinking indicates that the office equipment cus 


tomer is ready to buy with these closing signals: 


: “T will not be able to get this in this month’s budget.” 
ine 

Or, 
— “They tell me that this will save time in the office.” 
an 


All of these customer comments—indication of possession, 
superlative statements, past interests, and future thinking— 
ALER provide a key to customer closing signals. Alert office 








sales. equipment salesmen listen to their customer’s comments 
smen that indicate a desire to buy. 
is 
Cat 2. Watch customer's actions. | 
sht as Some office equipment salesmen do not make any com- | 
ments that can serve as closing signals. However, an alert 
office equipment salesmen often discovers when a customer | 
is ready to buy through some physical action of the customer. | 
justry For instance, a silent customer may start nodding his 
head in agreement when the salesman makes some positive | 
statement about the equipment he is selling. Through this | 
nstal- physical action the salesman knows it is time to close the || 
1vone sale. 
s and Checking the register of some duplicated material, sitting | 
come down at a typewriter, working the keys on an adding 
vidth, machine, opening the drawers on a file, reaching for an | 
ig Na- order book or a requisition pad, or any other action the | 
sales- customer makes may indicate that the customer is ready to 
buy—physical action closing signals. 
lefec- 
D. 3. Listen to customer questions. 
fall Questions are often better closing signals than comments Actual items you enter en keyboard 
. i os are shown in this Check Window 
or physi al actions. They are evidence of genuine interest before they print on tape. This new 
10 giv. and the salesman’s answer can lead right into the close. feature on an American 10-key ma- 
aa Any question about paying for the office equipment is a | chine simplifies changes, corrections. 
| sales, good closing signal: 
terms! “Do you give terms on this?” You have never seen or used an adding machine 
Or. like this before! 
“Is there a discount for paying cash?” Friden-engineered completely new...without the 
Pertinent Remarks handicap of existing dies or parts inventories... here 
Another group of questions that serve as closing signals is the first adding machine to fit and pace the human 
ios stent auendnaiein hand; the first American 10-key adding machine to 
“How long is this guaranteed for?” show ACTUAL ITEMS before they print on tape. 
Or. So expect a fresh experience in easier, simpler 


figuring when you first put your hand on this new 
“Natural Way” Friden Adding Machine. Ask your 


“Are these machines guaranteed?” 
Questions about price and stock are considered good clos- 


ing signals by many office equipment salesmen: nearby Friden Man to bring in one of these new 
“Do you think this price will increase soon?” | machines for you to try. Friden sales, instruction 
Or and service available throughout the U.S. and the 


world. FRIDEN CALCULATING MACHINE CO., INC., San 


“Can I depend on being able to get more supplies from 
; Leandro, California 
io . 


your firms 


Key to Action 


Customer questions bring out any doubts a customer has 


” 
about buying. When an office equipment salesman listens A .. CREATOR OF THE FRIDEN 
attentively to the customer’s questions he is in a_ better PRODUCT 
position to give an answer that will close the sale. OF FULLY AUTOMATIC CALCULATOR 


Closing signals give the office equipment salesman a key 


to the right action at the right time to close the sale—JB | THE THINKING MACHINE OF AMERICAN BUSINESS 
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Wait till you see 
the platinum blonde 
in 513! 


You've seen plenty of light office furniture 
before. But you've never seen PALOMINO—now 
available for the first time with the selling 
features offered by Morval Futuronic. 

Beautiful, modern PALOMINO is a dramatic 
color addition—one more bid-winning advantage 
in the line that offers a combination of 

design, quality and price never before available 


n either wood or steel. 


Make it a date—see the blonde in Room 513 


at the Conrad Hilton. 


MORVAL CORPORATION 


Herkimer, New York 
Backed by 67 years of 
)ffice Furniture Manufacture 


; 
y 





Small Business Sales Forecasts 
by MAURICE S. BERNSTEIN 


John |. Thompson & Co., 

Management & Engineering Consultants, 
Washington, D. C. 

(From Small Business Administration) 


@® SALES FORECASTING means attempting to deter- 
mine, on a sound basis, the volume of sales which can 
reasonably be expected by some future date. The techniques 
presented in this Aid are actually -being used by small 
businesses. . 


HOW CAN YOU USE A FORECAST? 

Here are nine of the more important uses for sales fore- 
casting: 

e In making policy decisions that involve budgeting. 
Suppose a company needs a certain gross to operate profit- 
ably but future sales of products it now makes will not bring 
in this volume. Knowing this situation, steps can be taken 
to raise sales. 

» In controlling inventories. With better control, manage- 
ment can reduce storage costs and be less likely to get caught 
with high-priced merchandise in a declining market. In a 
rising market, sales are not lost because of failure to fill 
orders. 

e In improving production control through a more ac 
curate picture of the future. Such a program will help to: 
(1) improve efficiency in the use of equipment, (2) prevent 
unnecessary costly overtime, (3) prevent costly storage of 
finished material, (4) improve employee morale, and (5) 
reduce expensive starts and stops. 

e In setting up an accurate yardstick for evaluating ter- 
ritories and salesmen. This is possible because a realistic 
quota can be established for each area. \t will serve to show 
which territory is not producing its share of sales. It also 
helps the morale of the sales staff to know that management 
has made an honest effort to set fair quotas. 

e In planning expansion realistically. It can be foolish to 
build an expensive plant to meet a short-term increase in 
demand. However, it can be an excellent investment to in 
crease long-range facilities when construction costs are low. 

e In allocating wisely the money to be spent in sales pro- 
motion and advertising. 

e In eliminating or replacing unprofitable products. 

e In developing effective financial controls. 

e In establishing personnel policies more efhciently. If a 
company knows in advance what the demand will be, it can 
put into effect a program to expand or retrench in such a 
way as to maintain good moral 


HOW CAN YOU JUDGE A GOOD FORECAST? 

Here are some check points which are helpful in judging 
whether or not you have built up a good forecast: (1) it 
should be as accurate as possible as proved by subsequent 
events; (2) it should be kept current and up to date with 
little effort and expense; (3) it should be based on data in 
which the management continues to have faith; (4) it 
should be flexible enough to meet the various company 
needs; (5) its cost should be kept within the company’s 


budget. 


IS IT EXPENSIVE TO PREPARE A 
SALES FORECAST? 

Any small business manager can do a reasonably accurate 
job of sales forecasting without hiring a staff of experts or 
spending great sums of money. To do so he should follow 
these three steps: 

Assign responsibility for preparing the forecast to some 
individual who (1) understands the rudiments of studying 
figures (or is willing to do a little reading on the subject), 
(2) is familiar with the particular business, and (3) realizes 
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¢ 
it’s an ay years ahead look 




















the new 6100 group by Standard 


Continental solves a serious dealer problem — the problem of shifting modern styles, 
outmoded inventories and discontinued open stock pieces. Here, for the 

first time, is ‘‘ageless-modern’’— airy, free, uncluttered design that will look new 
and be new for years ahead, regardless of fickle, fleeting style changes. 

Continental will look new because its design is modern without being garish, roomy 
without being bulky. Continental will be like new, even after years of use, 

because it incorporates new and proven Standard quality features that make possible 


sturdiness without bulk, permanence because of highest quality workmanship. 


See Continental at the NSOEA Show in Room 513 at the Conrad Hilton — see your 
Standard Dealer — or write for illustrated folder and name of nearest dealer. 


it’s a years-ahead investment for you and for your customers. 


STANDARD FURNITURE COMPANY, Herkimer, New York 
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#652 JUDGES CHAIR 


Genuine walnut. Full 
foam rubber seat and 
back. Kalistron uphol- 
stery. list price $160. 


Made by 





FURNITURE COMPANY, HIGH POINT, N.C. 


Leading the field in smart, distinctively 
styled office furniture, with superb tailor- 
ing and craftsmanship. Thomas Furniture 
helps you build volume, increase profits, 
make highly satisfied custom- 





ers for your store. Thomas 


Office Furniture is a real 





Member sales-making line for you. 


KALISTRON DIVISION @ United States Plywood Corporation 


The Chair with 
two-way 
Sales Appeal 








Covered by 


alistron’ 


For the look of Luxury and Longer Life 


Again Thomas chooses Kalistron ... for the ultimate in 
beauty, wear and cleanability. Here’s why: 


CLEAR, PURE VINYLITE ON TOP 

Never, never any scratch or scuff shows—never any rub or 
wear shows, even on arms or seats — because there’s no 
pigment, glaze or finish in or on the surface, and no scrape 
or bruise can get through miracle-tough Vinylite to 


THE COLOR UNDERNEATH. 
Unmatched, natural 


3-DIMENSION BEAUTY 
You see the colors through the Vinylite 


THE FABRIC BACK STRETCHES 838 WAYS 
Now, a new standard of drape and pliability plus 
strength—for perfect tailoring, longest shape retention, 
complete seating comfort. 


World’s Largest Plywood Organization @ 55 W. 44th St., N. Y. % 
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that all statistical results must be tempered by judgment and 
experience. 

Organize all internal figures logically. 

Make us the many external statistics available at little 


or no cost 


HOW TO DEVELOP A FORECAST? 


Preparing the internal figures. The first step is to prepare 
your internal records. They should be broken down by 


months, customers, sizes, uses, territories, or by any other 
characteristics important to your particular business. All sales 
figures should be in dollars; this is the common denominator 
that will make them comparable to external statistics. In 
developing figures for the first time, go as far back as prac- 
ticable. About 10 to 15 years is a safe period, since it will 
include several business “swings” in our national economy. 


If your business does not have detailed internal figures for 
any substantial period, make your forecast anyway, in light 
of what you have. But remember, that the less historical data 
you have, the greater your chance for error. 

Some businessmen project future sales completely on what 
they have done in the past. This approach has several weak- 
nesses. For example, an item considered a luxury one day 
can become a necessity the next. But market and sales prob- 
lems for a /uxury item are not the same as those for a 
necessity. Consequently, a change in the marketing policies 


of the company would be required. 

Determining your share of the market. The second step 
is to endeavor to relate your sales to the total sales of the 
industry of which your company is a part, and thus establish 
the share of the market which you can expect. To do this 
you need some external statistics to which your internal 


figures can be compared. 

The third step is to relate your industry’s sales to some 
national statistics which reflect the influence of the national 
future sales of your industry. Suppose your 
product is omponent used in television sets. A logical 
starting point would be to analyze future consumer plans 
for purchasing TV sets. How are these plans tied to dispos 
able income (money left to spend after taxes)? What will 
the effect of the nattonal economy be on disposable income? 
In this way the forecast is not tied just to history, but also 
to basic causes that are changing our day-to-day economy. 

The outside statistics you use should have the following 


economy Ol 


characteristi 

e Have been published for years: Ideally, they should 
have been kept as long in the past as you have records, so 
that you can see how well your own figures followed these 
external figures 

e Be kept up-to-date and readily available: Some figures 
may generally be more accurate, but not available frequently 
enough to be useful. 

¢ Be broken down into a useful form: Some statistics re- 
quire a great deal of work before they are in a usable form. 

e Be collected by a reliable, non-biased source: Faith in 
the figures is essary in order to base confident action on 
them. 


¢ Be collected by a stable source: Chances should be good 


that these statistics will continue to be collected and pub- 
lished in the future. Having to convert to a new source can 
cause a great deal of extra work and uncertainty. 

The figures that best fit the above standards are the statis 


tics issued by the Government. Next to them are the ones 
issued by trade organizations, trade papers and magazines, 
and financial houses. 

Company sales should be plotted against the industry sales. 
When sales depart from the pattern formed by your last 


three to five years’ operations, try to determine what caused 
your com] to get a larger or smaller share of the total 
market. You might check up on sales promotion deals, ad- 
OA — 10/54 
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Here are quality items made to order for the un- 
decided Christmas shopper who requests your sug- 
gestion for a gift—be it something for “him”, 
something for the home, or just something different. 
And our advice is that you suggest it, for Hercules 
vaults are volume and goodwill builders . . . have 
been for 55 years! Remember, most sales are missed 
because they were never shot af. 


HOME VAULT 
Half hour furnace tested 





This Hercules Soles-display 
stand tokes 3 feet of floor 
space and spollights a half 
dozen or more items. You 
ought to have one. Write 
us today. 


SAFE-T VAULT 
One hour furnace tested 








WALL VAULT 


One hour furnace tested CLOSET VAULT 


One hour furnace tested 


Not Shown: Single and double drawer card 
files — one-half hour furnace fested. 


LETTER VAULT 
One hour furnace tested 

















AMERICA'S FINEST 
STEEL DESK TRAY 


THE CHAMP” 


PATENTED 





GUARANTEED SALES 


FULLY ROLLED OVER EDGES 


| 12 REASONS FOR 


@ CARD HOLDERS AT BOTH ENDS 

@ UTILITY VALUE . . . openings front and back for single 
or double desk. 

@ COLOR SELECTION .. . hard baked finish in Grey, 
Walnut and Green to match office furniture. 

@ GOOD VISIBILITY . . . center cut-outs for quick seeing. 

e@ DEEP WALLED .. . 2% inch depth allows maximum ca- 
pacity. 

@ STREAMLINED DESIGN ... an asset for office smartness. 

@ DESK PROTECTION .. . rubber feet securely eyeletted 
to tray eliminates desk scratching. 

@ SAFETY PRECAUTION .. . smooth-rounded edges insure 
safety. 

@ EASY ACCESS .. . wide openings for easy-to-get-to 
papers. 


@ BETTER CONSTRUCTION ... one solid piece of steel for 
greater durability. 
@ FUNCTIONAL .... sturdy aluminum posts for stacking 
into tiers. 
GRAY — GREEN — WALNUT 


AVAILABLE IN LETTER AND LEGAL SIZES 





SEE OUR FULL LINE OF 
METAL BANK & OFFICE EQUIPMENT 


atBOOTHS 339-340 


NSOEA CONVENTION 











Write for New 1955 
INustrated Catalog 


NEW 
ADDRESS 


321-327 CLARKSON AVE. 
BROOKLYN 26, N. Y. 


“Always Something New” 
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vertising campaigns, and the like to get an idea what to 
expect from your future efforts and those of competitors. 

Sometimes it is impossible to find accurate statistics on a 
particular industry’s sales. If this is true in your case, one 
of the following techniques may be used to get a good 
approximation: (1) study consumer surveys made by news- 
papers and trade magazines showing relative positions held 
by various brands or firms in a particular area; (2) run a 
sample survey to establish your firm’s position in the indus 
try; (3) canvass your salesmen and main accounts as to the 
total sales of your kind of product; (4) determine the total 
from studies showing the consumption per capita and extend 
this to cover the entire market. 


Interpreting the figures. The last step is interpreting the 
figures that have been compiled. The work done up to this 
point can lead to unsound decisions if proper weight is not 
given to the facts that: 

e Prices may change; therefore, a prediction of increased 
dollar volume could mean an actual decrease in number of 
units sold. Of course, the opposite holds true for a prediction 
of a decrease in dollar sales. Some calculation must be made 
of what prices will be. 

e Demand may change; for example, a recent news re- 
lease pointed out that one automobile maker had recently 
been sent an order for buggy whips. This company, at the 
beginning of the century, had to take heed of the change in 
demand for horse-drawn equipment and change its product. 

e Judgment may be faulty; therefore, the soundness of 
the forecast should be tested against opinions of salesmen, 
major accounts, and articles in trade papers and business 
publications. 

e Conditions may change; therefore, the forecaster must 
continually keep up-to-date on what is happening to the 
economic health of the nation. 


TYPICAL EXAMPLES 


Here are examples of how some companies are using the 
above procedure for forecasting. A clock company which 
manufactures expensive specialty marine clocks—used both 
in homes and ships—makes a forecast for the coming year’s 
sales based on the average figured from the previous year’s 
sales compared with shipbuilding (commercial) and con- 
sumer disposable income. That figure is then tempered by 
the judgment of the sales department as to trends in home 
furnishings. 

A small soap company in New England ties its sales fore 
casts to the number of families, size of families, and dispos- 
able income. This company has found from Government 
and trade studies that the amount of soap used per family 
depends on the number of young children and the amount 
of money the family has to spend. These figures are obtained 
from Government publications and from surveys made by 
the Government or by trade papers. The cost of obtaining 
all the raw statistics runs less than $25.00 per year. 


HOW CAN AVAILABLE STATISTICS BE USED? 

Below are listed some of the types of data that are readily 
available to you at little or no cost, and a brief suggestion as 
to how they might be used in forecasting. 

A. Types of data useful in predicting the general eco 
nomic health of the nation. 

1. Gross National Product.—This is a weighted index of 
all types of economic activity based on all phases of the 
national economy. 

2. Manufacturers’ Sales, Inventories, and Orders—These 
figures tend to show the balance between supply and de- 
mand. For example, an inventory buildup tends to show 
that supply is getting ahead of demand. 

3. Industrial Production Index.—This presents a picture 
of actual business activity. It is a composite of 175 smaller 
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Extra Beauty 


Smartly designed 
for modern or period 
office and upholstered in 
rich, fabric-backed 













Yee 


>) EXTRA Health Features— 


ret only the revolutionary Niagara Lounge Chair Kalistron 
: gives the overworked executive comforting deep the new long-wearing, 
ig massage that actually stimulates blood circu- easy-to-maintain 
¥ lation, eases nervous tension, soothes away the sages et, 
"Strain that builds up during his normal work ans 
day. What a sales story! No wonder dealers A 
find that with tense, overtired executives {and LOUNGE CHAIR 
which one isn't) Niagara's deep massage feature 
lands them that big, hard-to-get lounge chair 
ale... For EXTRA Sales... EXTRA Profits 
EXTRA Advertising — Tie in This Way 
just ok how much bigger advertising support  leteeleaelet an lee eeleelaleelelereierie lariat eleteiatteetetetaen | 
yc t with Niagara! Magazines—Good House- | NIAGARA MASSAGE, DEPT. OA-10 . 
keeping, Colliers, etc. Newspaper Supplements . ADAMSVILLE, PA. ' 
— This Week, etc. Radio — CBS, Galen Drake, ¥ Please send me full details on a Niagara Dealership ' 
Local k > Coast To Coast. ‘ H 
| t 
4 FE cn ccsesvsssiviisstnnssnversseveevorsessessiuonebaaeasith ; 
IN CANADA: MONARCH MASSAGE, LTO., FORT ERIE, ONTARIO 4 } 
FF ae ae es a ' 


Copr. 1954, Niagara Mig. & Dist. Corp. Luasaneaenneqsusnessesenaessunsnsananenest 
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PO. 


MAKES THE DIFFERENCE! 


TEMPO TODAY OFFERS YOU THE MOST COMPLETE LINE 
OF STENCIL DUPLICATING EQUIPMENT AND SUPPLIES 


Ti 4/ » ffl 
empo Imperial 
King of High-Speed, 
Heavy-Production Duplicators 
$895.00 


geha dual-cylinder 


@ FOUR GREAT MODELS 
@ ELECTRIC AND HAND 
@ PRICES START AT $199. 


A DUPLICATOR—A STENCIL AND AN INK FOR EVERY 
CHURCH, SCHOOL, ORGANIZATION AND BUSINESS OFFICE 





WRITE TODAY FOR FULL INFORMATION 


MILO HARDING COMPANY 


Main Office 
SAN FRANCISCO 5 LOS ANGELES 15 PITTSBURGH 22 
141 New Montgomery St. 432 W. Pico Boulevard 317 Third Avenue 
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studies. The index is based on the physical output of fac- 
tories and mines. 

4. Bank Debits—Since most business transactions’ are 
made by check, this figure shows with reasonable accuracy 
the upturns and downturns of business. 

5. Employment——Growth of the labor force generally 
anticipates a growth in demand. A decline in employment 
foretells a decline in production. 


B. Types of data useful in forecasting the purchasing 
power of the consumer. 

1. Disposable Income—This shows the actual amount of 
money the consumer has available to spend (personal income 
after taxes). 

2. Farm Income Situation—This information from the 
Department of Agriculture shows the total income of the 
farm population. 

3. Hours and Earnings.—This indicates the average wage 
of the industrial employee. It is an indication of the power 
of the consumer to absorb manufactured goods. 


C. Types of data useful in determining future prices and 
adjusting various indexes for price changes. 

1. Money in Circulation.—An increase of money in circu- 
lation without a corresponding increase in supply of goods 
points toward higher prices. 

2. Crop Production Report.—This is a useful tool in fore- 
casting the price of items affected by agricultural products. 

3. Farm Prices-—These should be used in conjunction 
with the Crop Production Report in predicting prices of 
agricultural products. 

4. Bureau of Labor Statistics Price Index—This is a 
broad measure of prices at retail level. It can be useful in 
adjusting indexes for price changes. 


D. Types of data useful in forecasting what the consumer 
is actually spending. 

1. U. S. Retail Sales —This shows the rate at which the 
final user is purchasing goods. It reflects changes in buying 
habits. 

2. Wholesale Trade.—This is also a measure of flow of 
goods to the consumer. It points up inventory buildup and 
structual changes in retail purchases. 

3. Department Store Sales—These figures cover only a 
narrow segment of the economy, but are useful to those 
industries that use department stores as their main retail 
outlets. 


E. Types of data useful in keeping a forecast up-to-date. 

|. Bureau of Labor Statistics Index of 28 Basic Commod- 
ities —This index is sensitive to daily changes in current 
conditions since it includes items that are freely traded. 

2. Business Week and Dun’s Review and Modern In- 
dustry —These are among the better business magazines. 
They present business indicators reflecting current national 
activity. Articles also help the reader to gauge business 
confidence. 

3. New York Times.—This daily paper publishes its own 
indexes and other financial news. It has an established rep- 
utation for thoroughness and reliability. 

4. Wall Street Journal—This daily paper discusses the 
important events that affect market conditions, and reflects 
accurately current trends. 


F. Types of data useful in forecasting consumer spending. 

1. Consumer Buying Plans—Field surveys are used to 
determine what the consumer intends to buy (in certain 
durable and nondurable fields), the methods of financing, 
and the price class of the planned purchases. 

2. F. R. Dodge Corp. Bulletins and Reports on Construc- 
tion —These present figures on construction broken down 
into public, private, residential, nonresidential, and miscella- 
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P.S. DAZOR Lamps available in stock in brown and office gray 
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al R hy 9 E FP INDUSTRIES, INC. 


48-01 28th Ave., Long Island City 3, N. Y, 


neous. This is a useful tool for people selling items that wil] 
go into new homes or offices. 

3. Sales Management Consumer Buying Index ( Annual 
May Issue).—Sales Management magazine publishes various 
figures useful in determining market potential. It breaks its 
figures down by State, county, and important cities. It also 
has its own “quality index” showing current strength of 
selected markets. 

4. Saving Bonds and Personal Savings——These reflect the 
amount of money people have saved, and that can be used 
to make purchases. 

G. Types of data useful in predicting a specific manu 
facturer’s share of his industry. 

1. Many of the trade associations compile figures on total 
industry sales. These figures are usually available at no cost 
to members. 

2. The Department of Commerce publishes figures on 
many industries, including meat, confectionery, leather, and 
leather products. 

3. Some magazines make regular studies of industries 
that sell taxed products to show the relative sales position 
of the companies in the industry. 

Some of the types of statistics mentioned above will be 
helpful to almost any industry. As a forecaster, however, 
you should study your specific problem and then study sev- 
eral approaches to make sure which of those mentioned fit 
your particular needs best. 


SOURCES OF THESE STATISTICS 

1. Survey of Current Business: $3.25 a year, issued 
monthly, available from the Superintendent of Documents, 
Washington 25, D. C. Contains the following items dis 
cussed above: A-l, A-2, A-3, A-4, A-5; B-1, B-2; C-2, C3 
C4; D-1, D-2, D-3, D4; G-2. 

2. Federal Reserve Bulletin: $2.00 a year, issued monthly, 
available from the Division of Administration Services, 
Board of Governors, Federal Reserve System, Washington 
25, D. C. Contains the following items: A-3, A-4; C1, 
C-3; F-1. 

3. Monthly Labor Review: $6.25 a year, issued monthly, 
available from Superintendent of Documents, Washington 
25. D. C. Contains the following items: A-5; B-3; C-4; D2; 
E-1. 

4. Treasury Bulletin: Free, monthly, available from the 
Treasury Department, Washington 25, D. C. Presents im 
formation on item F-, 

5. Farm Income Situation, issued six times per year; Crop 
Production Report, issued monthly; Farm Prices, issued 
monthly. All are free, available from the Information De 
vision, Agricultural Marketing Service, Department of Ag 
riculture, Washington 25, D. C. Contain the following 
items: B-2; C-2, C-3. 

6. Most magazines and papers mentioned should be 
readily available at public libraries or from the publishers. 


Office Machines Missing From Truck 

Facit, Inc., advises that two office machines are missing 
in Baltimore from a truck belonging to the firm’s dealey 
Fred J. Bergling Company. These are an Odhner X11C4 
serial number 129825 and an Addo-X 345E, serial numbef 
82407. 


Appoint Rem-Rand District Sales Chief 


J. C. Borror of Raleigh, N. C., who joined the firm if 
1949 as a sales trainee, has been appointed district sale 
manager for Remington Rand Inc., in the Winston-Salem 
area —EEG 
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INCREASE PROFITS — 


| op Quality 


| \1)] \\ | UNDER-COUNTER 
| ALLU AG CASH DRAWERS 
Soll On Su 


EASY TO INSTALL IN NEW OR OLD EQUIPMENT 
®@ Made of kiln-dried Indiana 





hardwoods. 
® Smooth finish inside and 
out. 


@ 4-roller mechanism. 


@ Warning gong rings when 
drawer opens. 


®@ High-grade disc 





tumbler 


e FULL DEALER 
DISCOUNT lock. 














MODEL V-1 


5 coin, 5 currency 
compartments with 
bill weights. Overall 
size 18%4°x14%4"'x4)" 
high. Shipping weight 
approx. 19 Ibs. Natu- 
ral (Basswood) or 
Office Gray finish 
(specify). List $26.50. 


MODEL R-1 


With REMOVABLE 
METAL MONEY TRAY 
with Lock-on Lid. 6 « 
coin compartments, 3 | 
currency compart- 
ments and 1 ticket 
compartment with 
hinged bill weights. 
Overall size 18%” x 
10%” x 4%” high. 
Natural (Basswood) 
or Office Gray exterior finish 
(specify). List $44.50. 





Extra trays available 
at additional cost. 


MODEL G-1 


De luxe Model usually 
used as bank drawer. 
Lower drawer has 10 
currency compartments. 
Sliding tray has 10 coin 
tills. Overall size 2112” 
x 20%" x 6%’. Interior—smooth 
lacquer finish. Exterior—Natural 
lacquer (Basswood). List $68.75. 





All prices f.o.b. Shelbyville, Ind. 
Order one today — or write for details. 


We design and build special Cash Drawers for production-run fixtures 


INDIANA CASH DRAWER CO. 
P.O. BOX 236-F 


Shelbyville, Indiana 








SEEN & HEARD IN 
SOUTHERN CALIFORNIA 


by J. EDWARD TUFFT, 
2012 Huntington Dr., S. Pasadena, Calif, 





Mark Shiowitz, representing the Cash Register Company, an 
electronics engineer in Los Angeles to attend the Western Electronic 
show and convention, had several things of significance to say 
about electronic computers. Among these were the fact that such 
machines, in spite of all the marve things they do, can never 
‘beat the horses.” 

By this remark he meant they cc 
in a game of chance. The reason for this, he made very clear, is 
that these modern devices are not ‘electronic brains’ or any other 
kind of brains, but they give their answers only as facts, figures and 
statistics are fed into them—they deal only with tangibles, never 
with intangibles. Machines, however intricate, know thing of the 
future, they deal only with the present and past to speak, 

When asked about the general effect electronic devices will have 
on workers pointed out that he does not share the general optimism 
concerning the beneficial effects. “True,” said he, “technical un- 
employment is not going to result from introduct t these elec- 
tronic devices, but one effect may be degradat employment 
n the same way that this has already taken place in the assembly 
line in mass production. Routine tasks always create mental degrade- 
tion, and there already is a marked change fr the day of the 
did many different tasks and was much more imagina- 


ild never give prophetic answers 


artisan wh 
tive.” 


* > > > . 


There are far more calls coming in every month to the Los Angeles 
Comptometer School, 629 S. Hill St., for trained operators than 
an possibly be supplied, according to G. $. Howard, head of the 
school, and this condition has existed for the last six months. The 
course is becoming more popular with young men and women all 
the time as the realization grows that here is a way to get into the 
; world in a reasonably brief period of time 


busine 
* * * * 


Telecomputing Corporation, 133 E. Santa Anita, Burbank, a firm 
in business for seven years, is now in the process of switching from 
purely scientific instruments into products with commercial applica 
tion, according to W. W. Beman, president, and one of the five 
founders of the company. Mr. Beman, in speaking to the Los Angeles 
Society of Security Analyists, made this announcement, pointing out 
that the firm's Point O'Sale recorders, now in production, will be 
imited to 100 units over the next tew month that a maximum of 
experience can be acquired before going into volume production in 
1955. He reported that the device which eliminates the need ot 
a clerk for writing up a sales slip has met with good reception. 

Mr. Beman added that this not the only device in which the 
company nterested and that it has its finger many pies, and 
expects to be turning out several labor-saving devices in the near 


future 
. * > ie 


Dr. Howard Aiken, professor of applied mathematics at Harvard 

University, and co-designer of four of the world's largest and most 

complex computing machines, the Marks I, I! and IV, while in 

Los Angeles on a survey of the vast operatior f the Shell O 
’ 


Company, gave some information on an electr machine that can 
translate Russian into English. 

The device, he pointed out, consists primarily of two typewriters 
eparated by a magnetic drum. C typewriter has Russian char 
acters and the other one has English. A manuscript in Russian 
typed on the Russian machine by a typist and the English translation 


appears almost simultaneously on the English machine. The transiat 


ng machine was built by one of the student 
You mus 
word-by-word translation, and ever n simple 
re-arranging of words is necessary to give sr 
on complicated manuscripts the machine simply gives enough ot the 
| J employ a proter 


t understand,’ says Professor Aiken, “that this gives @ 
manuscripts some 


English copy, ane 


transiation To tell you whether r not you 
nal translator. 


than one 


"However, the machine Ww take words wit! re " 
meaning and give you at least the meanings, set in the order of me 


probable, next most probable, and forth. The least probable & 


, ; 
yiaced perentneses. 

P so 6 6 a 
The Board of Directors of the Los Angeles Chapter ot ™ 

National Association of Cost Accountants, at a recent meeting 


found that fully 75 people were already working industriously # 
he job of rounding out the LANACA program for the year. Partie 
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The best ever developed 


The file folder that hangs vertically on 

suspension rods is probably the most revolu- 

tionary improvement ever made on filing methods. 
VERTI-SWING hanging file folders incorporate 

all the features of this method plus many new 
exclusives, making VERTI-SWING the most efficient 
hanging folder on the market today. 


These VERTI-SWING features make filing and finding up to 50% easier 


Mam VERTI-SWING Folders are flexible, durable...made 
from finest quality stock. They cannot slump, sag or 
become disordered. Filed papers always remain neatly 
in place ' 
WB VERTI-SWING Folders slide easily on a sturdy steel 
frame that is adaptable to any standard file drawer. 


Frame adjustable for snug fit. 


Attention all dealers: 


For con te details on VERTI-SWING 
on mponents, write for 


VS-654, Dept. A-!04 


Engineering 


Specialists in 


MMB VERTI-SWING Folders are suspended by rounded 
steel rods that slide smoothly on the frame. Rods are 
sealed firmly into the folder; exposed tips are protective- 
coated for maximum safety. 

MMB VERTI-SWING Celluloid Tabs are always at an even 
level, assuring perfect visibility. Tabs can be shifted or 
changed as required. Any indexing system is possible. 


Office Equipment, Systems 


and Visible Records 
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spueaenenenenegecent 
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eS 





no. ST-450-A 
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GULONOOOUET LOUUNEDGGEROEGRDODOEEGRDOLADOGOEEGODEOAEOENEO ENON tonnes 


ALUMINUM fixed back posture chair 








Cheeeeeeadaeeeeasaal saeeonagiian teeeuas CORDODERUEOOLARGAERDAAAAAAEEEGEE 





: CHECK THESE FEATURES 
Beauty e Natural satin brushed aluminum finish on the frame. 


e Genuine foam rubber cushioning throughout. 


Tine keit - Comfort e Gracefully styled. 


Economy : @ Upholstering is available in a wide variety of materials and 


colors. 


ege 
Durability e Materials can be furnished in any desired combination. 


A beautiful product by expert craftsmen. 








STU HEUERECEUEUROECEOADODEDENOSERCOEEOROENCOCOROEOEOEONCECOCEOOOADOREREDN OR DOOEOO TORE OE EO EO EO oO EOE SUODEOOEOONOUODOROEDOUDOOOEOOECODSOCONU OCA ORRORSOR RAEN TO EAgOREEOOORDORIS 


See our display . . . room 521-A NSOEA CONVENTION, CHICAGO 


DISTRIBUTORS 
ALUMINUM SEATING oe 


SAFE & EQUIPMENT WHOLESALERS, 260 S&S. Fifth St., Philadelphia 6, Pa. 
WEST COAST DISTRIBUTOR 
WHOLESALE OFFICE EQUIPMENT CO., 81 Minna St., San Francisco, Calif. 


WAREHOUSES: Los Angeles, San Francisco, Seattle 











17 S. CHERRY STREET * AKRON 8,OHIO 
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16 officer 


o 


and 53 newly appointed 


k done, and reported by committee heads, was 


C 
to be presented at regular programs during 
in 
3 


t covers every meeting from September 21 

754, 955. The speaker September 21! will be Clyde 

Skeen Boeing Airplane Company, Seattle, while the 

peak ? will be Harold Van Gorder, director of 
hA nt { n. U S Stee * rporation Pittsburah 

* > > > > 

Adding Machine Company, Inc., is now 


17 S. Hill St., L Angeles, moving trom the 


943 S. Broadway. The occupies a fine 
irpose 
Normandy brick truction with a stu 
" the brick being in two tones, has an 
Street and a depth of 42 feet on W. |8tt 
t recessed plate glass entrance, but all other 
17 teet at ve the floor 


hitectural de to let in plenty of light 
be needed, and yet do 
se of heat. A few very 
t produced discomfort 
J the president, Gordon E. 
Miller t + will ecessary to turn on the 
yhts. | ers do all of their work by natural daylight. 
been divided into a large sales room, a shor 
s demonstration room, and inclosed cleaning 
m, and the office. The dominant color in the 
nt rooms is a flesh tone, and the furniture 
etters, can be seer 


a whole ha 


artificial lighting w 

sir condit 
npany moved in have 
Furthermore, 

seldom be 


ning beca 


exterior sign, b!/ k 
ince the property 4 


been reserved for parking 10 cars. 


¢ a wiatl 


One-} 


her added advantege over a down-t 
a Adding Machine Company was estat 
firm name was purchased from the Type 
t sny by Gordon E. Miller, Paul E. King, and 
Ernest Von Rhine. Mr. Von Rhine later d his interest to Forrest 
M. Swann 1944. In 1949 Mr. King sold his interest t¢ 
and went into the sporting goods business. 
Mr. \ k over the Precisa agency and has since been ir 
h greater floor space and place 
a great nvenience, according to Mr 
a corporation and has taken the name 
e Southern Ca Adding Machine Con 
Miller president, Forrest M. Swanr 
vr ao al lan E. Wiltles arratas 
ea 
tt t ty Conference and Off 
M R t Exposition by the cal chapter of the 
nt Association, to be held at the Biltmore 
n is Howard Mackin of the American Calc 
nference chairmar Dr. Irwin Kiethley, 
sagement at the Univers ty + Calif rnia in 
business show airman is Stanley Glore of 
npany, L Anaele As this is written more 
:n signed up and the list is by no mear 
st OT speaker not yet availabdie Dut 
Ww 
0 a.m. registration; Noon Luncheon, Dr 
hink and Educational Consultant, Inter 
rn New York; 2:30-4:00 p.m., pane 
Managemen t,"" National Officers of NOMA 
10-12 a.m., workshor Human Relat 
Robert Tannenbaum. ass ate prote 
nt and industria relations Univer ty ; 
2:00-3:00 p.m. sé n—'"The Auditor Ex 
Herbert G. Bowles, partner of Lybrand, R 
L Angeles; 3:15-4:15 p.m., session—Tor 
ne tinaememedl 
Jay—9:30-10:30 a.m., session—"'Employee 
Robert Stover, president, Western En 
Frar : 10:45-11:45 a.m., session—"Clerica 
Nork M M jan F Mulligan & Company, 
M New York 2:00-3:00 p.m., se n- 
ea and ~ ante _ Kenneth Kniaht 
Angele nior College of Busine 


ynt, 5:30-6:30 p.m., Biltmore Hotel; Ban 


Jelton, president, Plomb Tool Company 
XC T n 8 c 


3 
ns 


wing in interest ar 
the next event beg 
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BIG PROFIT 
OPPORTUNITIES IN THESE 


SMALL SAFES 


' 





Hall's Model 22 Round 
Door Wall Safe with 
removable steel shelf. 
Three-tumbler combi- 
nation lock. Hammered 
gray finish. Carries 
S.M.N.A. Robbery- 
Resistive label and 
Underwriters’ Labora- 


tories Relocking De- 
vice label. 











Hall's Model 1612-C 
—one of many styles 
and sizes in Hall's 
line of office safes. 
Carries S.M.N.A. and 
Underwriters’ one- 
hour labels, also 
Underwriters’ T-20 
Burglary and Relock- 
ing Device labels and 
U.S. Government 
AAS-8la certification 
label. 


Complete catalogue and 


price list on request. 


THE HALL’S 


SAFE CO., inc., 


1100-A S. Erie Bivd., Hamilton, Ohio 


Successor to The Hall's Safe Co., Cincinnati 


Hall's Personal Safe. Three 
tumbler combination lock. 
Hammered gray finish— 
smooth gray inside. Velour 


lining and lift-out tray at extra 
cost. Carries Underwriters’ 
Laboratories fire certification 
label. 





Hall's Model 17 Document 
Vault. Modern, fire-tested and 
certified unit for protection of 
records, documents, bonds, 
etc. Equipped with Oxford 
Pendaflex Filing System. 
Hammered gray finish. Carries 
Underwriters’ Laboratories fire 
certification label. 
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STENCIL FILE 























2302 BLOYD AVE., INDIANAPOLIS, INDIANA 


222 











The “Read-A-File” cabinet offers a protective sten- 
cil file that preserves stencils in wrinkle-free con- 
dition and still permits full length inspection and 
quick access to any one of 100 to 400 stencils. 
An easy pull brings the entire hanger unit forward 
from the “Read-A-File” cabinet on ball bearings. 
The hanger unit consists of 50 hanger clips. Each 
hanger clip is on an individual rod and may be re- 
moved without disturbing the other hangers. Each 
hanger clip will accommodate from one to four 
stencils making a cabinet capacity of from 100 to 


400 stencils. 


DEALER INQUIRIES INVITED 


METAL SPECIALTIES, INC. 





almost immediately when a current event closes. The management 
looks for the biggest attendance in history this year. The fact that 
student groups in large number visit the exposition adds greatly 
to the attendance and incidentally this fact is assumed to build 
toward larger business volume in years following. 

The rates both for registration and for hotel accommodations 
have purposely been kept at a very reasonable figure, and since the 
Biltmore is one of the largest hotels on the Pacific Coast it is be- 
lieved that the registrants from out of town can be cared for very 
adequately. 


* > * * > 


Floyd A. Fenn, president of the Southern California Office Furni- 
ture Association, reports that the first fall meeting of the asso- 
ciation was held at Levy's Restaurant, 617 S, Spring St., Los Angeles, 
September |3. At this meeting plans for the year's program were 
discussed. There were no meetings in July or August. 

* > * > > 

Wirt Sedgley, one of the oldest office furniture salesmen in point 
of service in Southern California, is up and around again after a 
serious illness. 

+ * * . * 

Jack Haskins, manager of the Angelus Typewriter Company, 519 
S. Spring St., is at home right now recuperating from a recent 
operation. 


* * * * . 


H. W. Van Dalfsen of the Beverly Office Equipment Company, 
321 S. Robertson Blvd., president of the Southern California Office 
Machine Dealers Association, on August 16 entertained the mem- 
bers of the association at his penthouse home and roof garden 
ocated on roof of the store. About 50 were present. 


* * * . . 


The Beverly Office Equipment Company moved into its new 
quarters the first of the year. The company has been in business 
n this same area for nine years. A full line of office equipment 
$ handled, including office machines, stationery, and other office 
suppies. 

* . > > . 

A freak flood early in August in Globe, Ariz., wiped out the 
business home of the All-Make Typewriter Company, owned and 
operated by Mr. & Mrs. A. C. George. The flood occurred at night, 
and the owners who live upstairs had & very narrow escape. 

A wonderfully fine neighborly spirit was shown by the office 
machine dealers in both Globe and Phoenix who pitched in and 
ent a hand at salvaging as much merchandise as was possible while 
several generously gave supplies helping the couple to fill orders 
and meet immediate demands. 

Norbert F. Mayer of the West Coast Platen Company, 643 S. 
San Pedro Street, Los Angeles (who reported the news to this 
writer), also forwarded supplies to Globe. As an editorial com- 
ment may we say that there still are a great many kind people in 
this old world 


* * * * . 

Parron-Hall, Inc., formerly located at 7th and E Streets, San 
Bernardino, has moved to new and larger quarters at Second and 
C Sts. The new business home offers larger space for display of 
both office furniture and stationery. The move involved a re 


modeling and modernizing job with the grand opening held on 
Monday and Tuesday, August 23 and 24 


Mr. Parron is no longer connected with the business. Stan Hall, 
ne of the partners who founded the mpany in 1948, now looks 
after outside aies, Mrs. Hall i Tne Tore manager, and a4 son 
C. G. Hall, n charge of the office furniture department. 

* > * * . 


Fath & Pavlian of San Bernardino has moved from 1363 E. St. 
to 1152 E St. The new place of business has been remodeled and 
redecorated. This company is a Remington-Rand dealer and went 
into business only last October. At that time Remington-Rand 
losed out its branch in San Bernardino and placed distribution in 
the hands of the new company. Ed Fath and P. S. Pavlian are the 
propriet 


* * * * . 


Leakley and Booz, manufacturer agent 903 N. Main St., Los 
Angeles, reports that there has been an upswing in business during 
the last two months (July and A tT) T prietors are 
C. W. Leakley and F. Booz. 

* * * * . 

Something new is in prospect in the way of an office building in 
Los Angeles, the designs having already been completed. This wi 
be a round building, with the exception of the first two floors 
which will be along conventional lines. The round part of the 
building will be about eleven stories with the first story above the 
quare portion smaller in diameter than the portion above. This 
tends to give the effect of the upper portion being separated 
trom the wer, @ hang-in-the-air appearance. ir ther words 
t gives a sort of drawn-in waist line effect. 

The advantages of a round office building of this kind are said 
to be numerous. It is reported here that there is only one other 


building of this character in the world and that is in Germany. 


°| 
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IF THEY 
OWN ANYTHING 


















..- TELL THEM THIS! 


...that with versatile ARNOT-JAMESTOWN scientifically 
designed modular furniture, the office expands easily, nat- 
urally. No need to scrap furniture because it doesn’t “fit in” or 
go along with expansion plans. Starting with PARTITION-ettes*, 
your customer adds desk and/or table units. Or, he might start 
with desk and/or table units and add PARTITION-ettes! Either 
way, THEY KEEP COMING BACK as they buy new units to re- 
arrange and re-combine with the ones they already havel 








You'll learn quickly, if you haven’t learned already, that once 
you've started them with anything ARNOT, you've got clear 
selling ahead! 


*in steel or wood, with or without 
bondfrost or clear glass tops. 
T.M. Reg., Pot. Pending 

tin steel or wood. 

Licensed under DuPont Patent 


wv 
ger 
te 
moe’ 
neme 








COMPLETE AS A UNIT— 
OR WITH OTHER UNIT! 


Arnot PARTITION-ettes and OFFICE-ettest are capable of both standing on their 
own as complete units or being wedded one to the other. You sell a customer a desk 
or a table \on a whole office-full of furniture with which he can set up U shapes, 
L shapes, T $hapes, H shapes of desks and tables surrounded by PARTITION-ettes; 
or, with the\ same interchangeable, integrated units, private executive-secretary 
svites or conférence rooms! 


AMI 
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Interested in an Arnot dealership? For further information, write: 














W. A. Sheaffer Pen Company, Fort Madison, lowa - In Canada: Goderich, Ontario - In Australia: Melbourne - In Great Britain: London 
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EVERYONES TALKING ABOUT 





World's 
ONLY 
“*no-dunk”’ 
pen 


SHEAFFER'S NEW SNORKEL PEN!” 


No wonder! It’s taken the play away from all others with 
the greatest counter call in our history. Sheaffer's network 
TV show, quarterbacked by Jackie Gleason, and a 
solid line-up of national magazines and newspapers is 
scoring sensational sales records. The cheers you hear 
are for Sheaffer's Snorkel Pen. And so is the merry ring 
of cash registers. Better back the winner! 


SHEAFFERS 
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‘Patents 

































Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted August 3, 1954 
2,685,273. Fountain Pen. Russell T. Wing, Excelsior, Minn 
2,685, 35! Brake-Equipped Caster. Michael Kramcsak, Jr., Bridgeport 


» Bassick Co., Bridgeport, Conn. 
2,685,357. Endless Ribbon Feeding Mechanism for Typewriters. R 
k Illustration. 





2,685,409. Magnetic Sensing Means for Statistical Machines. Francis Guy 
Jenha , Highwold, Chipstead, and Maurice Charles 
England, assignors to Powers-Samas Accounting 

Ma England. 
i 2,685,410. Tabular Calculator. Edward Rondthaler, Croton-on-Hudson, N. Y 
| 2,685,416. Hand-Held Dispenser for Pressure-Sensitive Tapes. Harry Smit} 


Granted August 10, 1954 


2,685,689. Mounting for Stapler Machines. Donald L. Morse, Bath, Maine 
2,685, 729 Combined Staple Remover and Punch. Walter Faa West 
The Bates Mfg. C Orange, N. J 
2,686, 005. Combination Mailing and Return Envelope with Pull-Out for 
Postal inspe tior me Hyman, Denver. C assignor to The Rockm 


2,686, 013 Paper Winding Mechanism for Accounting Machines. Rayn 
A assignor to The National Cash Register 
Dayt istration 

2,686,231. Earphone Set Pad. Sallie K. Steve Los Angeles, Calif 




















| oe 
| 1485.55" 
| 2.086.013 
| 
; } 
! we oD  . Distinctive Pastel Jumbo 3-Ring 
Ca), rats cee. ~ ks SPEL-BINDERS : SPEL-BINDERS 
eS Po en ER oe eS t tg with acetate folders with acetate folders 
eae OG met ‘e ——— 
Ae ‘ al 
ie \na 
. -2 \ . 4 
Budget Easel Unique Metal Display 
- SPEL-BINDER for ACETATE SHEET- 
with acetate folders PROTECTORS 
Granted A ig ist 17 1954 —— SS em eee ce LL LL TTT 
2,686,468. Selective Embossing Device. Harvey N. Bliss, Windsor, Cons ,| 
2,686,469. Combined Typewriter ond Printing Computing Machine 
Toga n., assignor t Jerwood Corp.. New York | 
“ IiIlustrat 
2.686.495, Erase Hutton. Charlottesville. Va | 
2,686,496. Pen harpener Max Hechtl, Whitestone, N. Y. | 
2,686,584. Apparatus for Reciprocating Paper Carriage of Adding Ma- 
chines. | Ernst Altenburger, and Otto Hirt, Oberndorf | 
Neck to Olympia Werke West G. m.b.H., Wil 
é Illustration | 
2,686,638 spooling Machine for Ribbons for Typewriters and the Like 
f Illustration | 
2 7 ertical Cor i ; F ters ew Canaa 
2,686,704. V ¢ respendones rie. at ¥ ters, He — | Genuine Leather 
Granted August 24 1954 : ual oll) KA D-KEEP ol FLIP-FILE with 
2,686,985. Calendar. Morris M. Shore, New York, N. Y. cord cases acetate envelopes 
2,687,086. Record Cc ntrotied Line Printing _-rm Horace S. Beat? 
k hkeepsie, and James F. Kerbin, Washington, N. Y . 
vel acy | ar + wail bn toe Yok i To get acopy, 
illustration attach this ad to 
2,687,087. Record Controlled Printing Machine. Arnold B. Crowell, End 
tt, N ternational Business Machines Corp., New York you! letterhead 
2,687,090. Machine for Printing Continuous Forms. Fred M. Carroll, Bing mail to: 
ampt N International Business Machines Corp., New 
2,687,199. Magnet Unit for Operating Typewriters. Kenneth S. Goodale JOSHUA MEIER CO., Inc 153 W. 23rd St 
Poughkeepsie, N. Y xssignors to Internationa 
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CONSOLIDATED 


A Complete Line of 


CARBON PAPERS 


and 


INKED RIBBONS 


for all Office Machines 
and Purposes 


RIBBONS CARBON PAPER 


e HECTOGRAPH e GENERAL 

e TYPEWRITER HECTO-SPIRIT 

e MISCELLANEOUS « PENCIL 
MACHINES e PEN 


‘Everbest” and “Challenge” 
Brands are popular wherever 
Carbon Papers are used. 


CARBONIZED ROLLS 
FOR ALL MACHINES 
Specialists in... 


DEALER “Personalized” 
IMPRINTED CARBON PAPER 














Write for Details & Prices 


CONSOLIDATED 
RIBBON 
& CARBON CO. 


Manufacturers 
ESTABLISHED 1893 
DEP’T D, 2900 W. MEDILL AVENUE 
CHICAGO 47, ILL. 
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Business Machines Corp., New York, N. Y. Illustration. 

2,687,200. Hectographic Ribbon-Feeding Apparatus for Typewriting Ma- 
chines. Ronald Max Ford, Sparkbrook, Birmingham? England. Illustration. 

2,687,250. Combined Record Sorting and Accounting Machine. Frank J, 
Furman and Harold J. Kistner, Endicott, and Harold L. Read, Vestal, N. Y., 
assignors to International Business Machines Corp., New York, N. Y, 
IHustration, 

2,687,251. Printing Control Mechanism for Typewriter Computers. John 
Toggenburger, Hartford, Conn., assignor to Underwood Corp., New York, 
N. Y. IUlustration. 

2,687,252. Printing Control Mechanism for Accounting Machines. Raymond 


A. Christian and Paul H. Williams, Daytor hio, assignors to The National 
Cash Register Co., Dayton, Ohio. 
2,687,292. Weighing Stapling Machine. Frank N. Mariani, Washington 


Heights, N. Y. 

2,687,313. Loose-Leaf Binder Insert. Albert J. Pisano, St. Louis, Mo., 
assignor to Inter-City Mfg. Co., Inc., St. Louis, Mo. 

2,687,452. Telephone Rest. Leonard Trank s Angeles, Calif 





Haines Publishes Criss-Cross Directory 

The Haines Publishing Company, Canton, Ohio, an- 
nounces the publication of a Criss-Cross Stationery Di- 
rectory designed for use by the retail stationer. While 
basically a cross-reference directory listing comparative 
numbers of most manufacturers of stationery items, the 
directory is also designed to serve as an outside salesman’s 
catalog. 

All items are indexed alphabetically by name, numer- 
ically by product and item by item, showing all manufac- 
turers’ comparative numbers. Thus, a dealer can substitute 
freely from one line to another or can identify items 





where only a number is known. Profusely illustrated, the 
Criss-Cross Directory indicates immediately which lines 
are exact equivalents and which are only possible sub- 
stitutes. 

A section of miscellaneous information is included show- 
ing various statistics and standards used in the stationery 
field, along with pricing and discount tables. Bound in 
loose leaf form, size 11 x 8%, the directory is sold on 
an annual basis with revisions and additions issued quar- 
terly. Subscribers may request comparative information on 
any special line they desire. 

It is emphasized by the publishers that the comparatives 
listed are impartial and consequently do not always agree 
with comparatives listed by the various manufacturers. 

The service is sent free on 10-day approval to interested 
parties. 


Appoint A. B. Dick Company Distributor 

Appointment of Office Equipment of Augusta, Ine. 
as a distributor of southeast Georgia has been announced 
by A. B. Dick Company. The area covers 12 counties 
in Georgia and three in South Carolina. The change in 
franchise resulted from the purchase of the firm by Joseph 
E. Bruker, formerly a salesman for the company. Jack 


Canon, the previous head of the firm, will remain as 4 
salesman. 
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THE NEW 











af LODESTAR 


Write for this new illustrated 
brochure that gives 
complete specifications for 


entire line. 


INDUSTRIAL 
228 


LAMP 


Ruggedly built in a handsome masculine styl- 


ing for modern offices .. .whatever their decor. 


The “gooseneck” type stem permits adjustment 


of shade up and down, or sidewise...to flood 
the desk top with efficient lighting. Finished 


in Bonderized baked enamel, grey or brown. 


MODEL 9001 — Choice of colors; one-tube style. Retail each, less tube 


MODEL 9002 


ORDER DIRECT FROM 


CORPORATION, 


FLUORESCENT DESK LAMP 


- Choice of colors; two-tube style. Retail each, less tubes 


Department 


Operates on 110/120 volt, 60 cycle alternat- 
ing current; instant starting switch. Felt 
covered base, 6 feet of rubber cord. Height, 
12 inches; width, 20 inches. Weight, approxi- 


mately 10 pounds, in individual cartons. 


*10.95 


$14.95 


FACTORY — TOP DISCOUNT 


10, Elkhart, Indiana 
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The Salesman Has:a Complaint 
by J. C. KIBBEE 


gs NOT! \GO I asked one of our salesmen, “How’s 
business, | 
“Te we kay,” he answered, “if we could just 
eliminat orders and omits!’ 
Have it to anyone’s attention?” I asked. 
What back the salesman, “wouldn’t do any 
good a would just laugh at me.” 
I say tl ething very much wrong when an im 


passe Ss ribed comes about. And, where does the 
fault li salesman? With the sales manager or 
some ot! in management? 

So, | ntion to the fellow who works next to 
ve that r salesmen is complaining about the num 
vr ot si yack orders. He asks, “Who is doing 
he com} ind I tell him. . 

Oh, tl he says, “he is always complaining about 
somethin I And that is supposed to end the 
jattel 

But tl bothers me—I wonder who is really 
right in tl I have the best interests of the business 
it heart a oing to find out for my own satisfaction, 

nothing it the difficulty really is. 


Depends on Salesmen 
I che alesmanager, and he asks me the same 
westions tl an did, but I receive a different answer 
in return. ‘ he is an intelligent enough salesmanager 
to realize | success depends upon that of his sales 
n—de] on the amount of goods they sell—and 
he happens t e, too, that sales volume isn’t produced 
w a lot rders and omits. 
So, hi ote on his memo pad to look into the 
natter, and rst opportunity he gets he calls the sales- 
an and « tions him about the statement concerning 
ack order its he is supposed to have made. 
Included the conversation are these words, “I 
ish you v matters like this to my personal atten 
on Ar rns from the salesman that it is one of 
he compa iccounts doing the complaining. 
He contact im manager, tells him he wants to see 
tew ont oice copies to the customer. A careful 
irvey of tl ces indicates to the salesmanager that 
ost of tl rders and omits involve two or three 
es of So, he gets together with the purchase 
lepartment r, and the two of them get together 
hose particular lines 


Way to Satisfaction 


hey tock cards in question. Stock movement 

ates tl ty of more frequent ordering, and in 
ghtly las tities. The buyer is instructed accord 
gly, a manager dictates a note to the salesman, 
forming what has been done, and to let him 
ov r trouble develops 


Net res ustomer is more than satished, maybe SWIFT BUSINESS MACHINES CORP. 
an Q nore of his business now that he sees Great Barrington, Mass. Dept. OA-10 


ders more completely—the house will 





get mor rom this particular customer—and _ the Send information about the Swift Adding Mochine: 
lesma given new faith in his salesmanager and 

manag or neral. ER EE Se cot Se 

ake ition—a salesman calls in, he is tele 
honing fhce of an account, and the buyer is oe 
mplaini heaven about not having received credit ADDRESS__ 
turned months ago. 
he s r hangs up and checks with the claim 
inaget thing received from that customer for 


GUARANTEED 


“What was in the shipment?” asks 
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This is IT* 









... Just in time 
for the 1954 Gift Season— 
a profit-maker for YOU! 





*KEYMATIC Phone Index 


(Distributed exclusively by Quality Park) 


Here it is . .. champion of the Phone 
Index field... now available for 
retail sale. KEYMATIC, in heavy 
duty plastic, has beautiful and dis- 
tinctive styling for office or home. 


Choice of black, brown, or ivory; auto- 
matic finger control opens fo correct 
page; wide king-size pages easily re- 
movable for writing or typing; attrac- 
tively gift boxed for your customers. 


There’s PROFIT-MAGIC in KEYMATIC 


Mail NOW for full price and discount information. 





! 1 
Quality Park, St. Paul 
| Please send complete KEYMATIC | 
| price and discount information to: | 
| I 
| Name_ samme 4 

! 
Address a 
| | 
} | 








Destiny Pk 


a 
CZ 
x General Office and Factory, Quality Park, St. Paul 4, Minnesota 
¥%& Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 
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the claim manager. “I don’t know,” replies the salesman- 
ager, “but will you call our salesman, he is at the customer's 
office now, see what you can do.” 

The claim manager calls the salesman, finds that the 
salesman was intelligent enough to have kept a copy of the 
return merchandise claim when he and the customer made 
it out two months before. The claim manager checks 
around the receiving room and finds it one of the several 
lots of returned merchandise lying around that came in 
with no indication of who had sent it in. 

Accordingly the merchandise is checked and the customer 
credited. Everybody’s happy! 


Prelude to Trouble 


Or, one of our salesmen steps in to call on one of his 
outlying customers to find the buyer spitting fire because 
the order he gave a week ago didn’t show up until yester- 
day (“where’s my invoice—how long does it take you 
people to deliver? That’s the last order you’re going to 
receive from me... .”) 

The salesman calls the salesmanager, who in turn checks 
with the traffic department, who in turn checks with his 
routing and the carrier. The traffic manager learns that the 
shipment was handled by two lines and that the last one 
held it over Saturday and Sunday before delivering it on 
Monday. 

He goes about lining up a different routing for the cus- 
tomer, perhaps with a new carrier, and consequently ship- 
ments reach the buyer on a schedule satisfactory with him 
and comparing favorably with that of competition. 

Or, you visit one of your choice accounts and the buyer 
informs you that due to the number of under and over 
charges made by your billing department he is ordering 
more and more of his merchandise direct from the manu 
facturer, says he has less difhiculty with their pricing. 


Co-operation Needed 


Naturally this doesn’t help your blood pressure and you 
complain to the boss and he checks with the claim depart 
ment to see what the score is. He asks to see last month's 
invoices for the account, finds they are running fairly high 
on pricing mistakes, particularly bad undercharges, asks 
the claim manager why these mistakes were not brought to 
the billing manager’s attention. 

Two of your pricers are warned about their carelessness 
and particular attention is given to the pricing of the orders 
for that account for some time in the future. 

We could cover dozens of situations similar to those 
related here, but they would all follow one familiar vein. 
The solution is cooperation, the cooperation of everyone 
concerned, salesman and people in the home office. 

For the salesman a couple of suggestions: (1) Don’t go 
off “half-cocked”’ in making a complaint handed to you by 
a customer. 

Get the facts, all of them, be sure of your ground, and 
don’t be flustered by your customer’s ire, regardless of how 
legitimate his gripe may be. 

Satisfaction Possible 


Then take your complaint to the individual in the house 
who is directly concerned—to your salesmanager who 
should be willing to listen to you and who should be de 
pended upon to straighten out the matter. 

In most cases, the complaint can be ironed out satisfac 
torily with a department manager direct—claims with the 
claim manager, delivery problems with the traffic managef, 
collections with the credit manager, etc. 

Most certainly a little level-headed thinking on your paft 
will go far towards bringing you more harmonious rel# 
tions with everyone in your home office when it comes @ 
handling customer complaints. This thinking should begin 
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SELL LIBERTYS 
EASY CLOSING... 


Anyone selling Liberty Storage Boxes 
can develop a lightning-fast, quick- 
as-a-flash, closing of the cord fastener. Your 


swift, sure, simple demonstration of just this one ~ 
Closes Quickly Liberty Quality 
and Securely In Every Detall 


Patented Closure assures valu- Note the rugged solid brass eye- 


. lets to prevent rusting; tough re- 
evel our “sellin able records dust-proof, spill- 
d op Y g 4 4 silient vulconized fibre tension 


buttons and back washers; strong, 


time-saving feature can convince a 


skeptical prospect . . . so 








. f tection. R 
twist” for more proof protection. Records are 


always immediately accessible, 


Lib = long-wearing cord these ore 
! erty sales: easily transportable without the hallmarks of honest quality 
re-wrapping or bundling. and precision workmanship, 


...and CLOSE 
SALES EASILY! 


with this and other 





















Sell Liberty Spaeaet 
RECORD STORAGE waleié 


_ AND PROFIT —by selling @ quality product thet promotes 








| the good will of satisfied users and builds repeat orders. DELIVERED FLAT, convenient for SYSTEMATIC LABELS ore foctory 
he Stor once sold storage until nee - No loose applied. Gummed title strips fur- 
: AND PROFIT because Liberty age Boxes, parts, one piece construction, Set nished at no extra cost for uni- 

ore immediately deliverable, require no servicing, are com- | up in seconds. form heading on each label, 


pletely trouble-free. 
. AND PROFIT—because your customer is sold exactly what 
he wants from the 25 stock sizes available. Boxe’ ore poched 
fiat in carton for low shipping costs. 


. AND PROFIT— bscania ner Sorege Seal Sra : 
into. volume-producing are: 





~) 


























DISPLAY LIBERTY BO. ENT ae 
LEADERS, TRAFFIC-BUILDERS, REPEAT 
Send for our New | prices and SPILL-PROOF PROTECTION. QUALITY CONSTRUCTION of 
po st Cord pee compensotes for highest grode, moisture-resistant, 
Pe é strain .. . prevents contents from corrugated fibre-board. Rein- 
spilling and disorganizing if forced at all points of strain... 
spilling with quality fittings throughout. 
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RETAIL 





_Matic Model 5-A Rotary 
(Wimeograph) 


(Plus $4.50 Fed. Tax) 
COMPLETE with 
IMPRESS 
“Formula 27° 
instant-dry Ink and 
IMPRESS 
’"Twin-Pakt’’Stencils 





New Print-0 
Stencil Duplicator 






















RETAIL 


*120°° 


(Plus $7.20 Fed. Tax) 

The first manually 
operated folder 
with fully 

automatic feed! 








WNUXMA 









A full-size duplicator. Priced amazingly low! Hand- 

somely designed. Ruggedly constructed. Compact. - 

Portable. Model 5-A has features found only on ° 

machines costing twice the price and more. New, improved Fold-O-Matic FH-2 
FEATURING “NEVER FAIL” Desk Model Folding Machine 
AUTOMATIC ROLLER RELEASE The only Folding Machine in the world that features: © The New, 


Patented Paper Feed and Separator Cap. GUARANTEED 1-2-3 or 4 


@ “INSIDE INKING” puts ink exactly where needed 
sheets at a time feeding. Feeds stapled sheets fully automatic. 


@ COVERED CYLINDER protects against dirt 


- a: Rega paper jogging ide guide —« ® New Automatic Stacking Tray — Compact, sturdy. Handles any 
° Seat dlmeemannet average folding job. Priced low enough for any office or business. 
PRINTS trom postcard to legal size Quickly pays for itself. Eliminates expensive hand folding. 


@ MICRO-SET PAPER STRIPPERS 

@ SNAP-ON FEED ARM — a Print-O-Matic exclusive 

@ 100% AUTOMATIC FEED with (FRONT PAPER GUIDE) 
insures accurate register 


® FOLDS 120 Sheets per minute! @ 8 basic folds — takes paper up to 82" x 14” 
@ Anyone can operate it © Weighs only 30 Ibs. SIZE: 18” x 24” x 12° 


® Folds and creases for No. 6 envelope in one operation 








A COMPLETE MAILING DEPARTMENT-BOTH. . . FOR ONLY 

DEALERS: Here is a constructive, profitable sales plan. This combination of Mimeograph and Folding "Machine 
CONSUMER: You need these sensationally efficient is the most comprehensive office equipment value 
and low priced labor saving office machines. ever offered. See either or both now! 


DEALERS: WRITE TODAY for details of our Point-of-Sale Demonstrator Offer! 
NEW ADDRESS—FACTORY & OFFICES 


PR i NT = oo = UP wees fo INC. 724 W. Washington Blivd., Chicago 6, III 
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with the idea that when you have a complaint, don’t just 


sit and stew about it, but present it factually and con 
structively to the person in the office best in position to 
assist you. 

As show: these few examples, salesmen who will do 
this will find the problem can be solved to the customer’s, 


the company 1 to your own full satisfaction. 


How To Sell Old Stock 
Quickly and Profitably 


@ OFFICE EQUIPMENT and supply retailers have a prob- 





em that keey peating itseli—what to do about old stock. 
Some of this stock may have been in the store for one year, 
two years, and in some cases even longer. 
Old stock i profit-robber. It ties up capital that could 
used for fresh new stock that would sell more quickly 
| and with less effort. It requires extra stock work to keep it 
clean and presentable. Then, too, old stock (old models of 
ofice equipn ; one of the largest contributing factors to 
high markdow or an office equipment dealer. 
One of the fundamental principles of modern merchandis- 
g is that old k be sold first. \t releases frozen dollars, 


educes extra work, and helps make the store’s oper 


tion more prohtabl 
Identify All Old Stock 


Here are s leas that other office equipment and sup 


ply retailers found helpful in eliminating old stock 
that has bee: mulating and in keeping old stock at a 
InWNUumM 
Of course e of the old stock in an office equipment 
id supply st vill be spotted quickly by everyone in the 
tore. It is stock that has been on display for a long time 
nd everyone vs it is a “dog” that is hard to sell. How 
ver, when me ilesmen start working in the store, they 
eed some | locating the old stock so they can put 
tra selling rt behind it. 
One system that has been used successfully by many office 
quipment ret is to use a code marking to help identify 
e old stock late the merchandise arrives in the store 
marked with the date code as well as the retail selling 
rice 
This code 1 two letters. The first letter refers to the 
onth and th nd letter indicates the year. For instance, 
tock that arrives in the store in January, 1954 is marked 
th the rec ode of AA. Stock received in February, 
ew, | 1954 is marked BA. The next year the second letter of the 
or 4 J ode is changed to B—January, 1955 would be code marked 
fic. \B. . 
any A slight f this receiving date code marking is to 
ess. | change the tter every six months. For instance, dur 
g the first ths of 1954, the code would be A and 
ee | the second onths of 1954 it would be B. Then, in 
12 he first six mi f 1955 the second letter of the receiving 


Use Different Colors 


for marking the receiving date on all 


: 
0 Still anothe 


mm sock to help identification of old stock is with colors. 
em | One toy retail different color ink and marking crayons 
sine | Marking stock that arrives at different times. For in 
tye [tices sto k tl rrives in 1954 is marked with black ink, 
. lock received 5 is identified with red ink, and green 


NK is used fos k arriving in 1956, 

Any code method of marking stock with its receiving date 
will accomplish two purposes for an office equipment and 
Mpply dealer. | ustomers cannot identify old stock and 
Mill not hesitat uy like they might if some distinctive 
Me or color of tag was used that shouts, “old stock.” Sec 
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Any time and every time... 
the YELLOW BOX LINE is best! 


Time-tried.. . quality-proved 
... CUStomer- preferred ! 


Oakville’s complete Yellow Box Line 
of paper-fastening devices simplifies 
your buying, streamlines your inven- 
tory, cuts your handling costs, saves 
you money! From one source — with 
one order — on one invoice you get the 
merchandise your customers want. 
One-stop buying — the Yellow Box 
way — builds sales and profits! 


Concentrate on the Yellow Box Line 
— the line that’s best for you! 


OAKVILLE COMPANY DIVISION 


SCOVILL MANUFACTURING COMPANY 








SEE HANO 


Headliner 


FORMS and DEVICES 





Leading Stationers watch Hano for headline 
developments in Autographic Registers and 
forms, Continuous and Continuous Carbon 
forms, Snap-a-parts and Marginal Punched 
Continuous forms. So far in 1954, Hano has 
made headlines 


Sensational Hano N.C.R. Business Forms with 
paper developed by National Cash Register 


Co. Write up to four copies, type up to seven 
no carbon required! 


copies... 


WY 





Hano Refolder Registers, the new HUR 
models, sizes for every need juick, clean, 
foolproof! Don't miss these and other new 
Hano items at the NSOEA Show, Chicago, 
Sept. 18-22. 


a j 


f * ~—— “a 
( HOLYOKE. MASS@ 
4 


rn 


better serve our midwester southwestern 
dealers with quicker deliver lower freight 
costs. Some dealerships open in South, South- 
west and Midwest for established stationers. 


*New Branch Plant at Mt. Olive, Illinois, to 
and 
a 





General and Sales Offices: HOLYOKE, MASSACHUSETTS 
Branch Plant: MT. OLIVE, ILLINOIS 


ond, it makes it easy for the salesmen to locate old stock and 
to sell it before the new equipment is delivered to the 
customer. 

Identification is a must to move old stock quickly and 
profitably. 


Make Necessary Price Adjustments 


One reason old stock has accumulated in an office equip. 
ment and supply store is that it is incorrectly priced. It may 
be priced too high or too low, but usually some adjustment is 
necessary before the old stock can be eliminated. 

Stores with a heavy old stock inventory find that the 
sooner they take the necessary markdowns the quicker they 
liquidate the old stock. An early markdown, even though 
small, may be more effective than a drastic cut later. It takes 
courage to reduce prices on used office furniture and equip 
ment because it will reduce the profits. Yet, to keep the old 
stock in the store moving, it is sometimes the only method 
that will work. 


Some Hesitate 


Some used equipment that is included in the old stock 
classification may not sell at the reduced price. For some 
strange reason, people wil! hesitate to buy some used office 
equipment if the price is reduced. They feel that if it must 
be reduced to sell there is evidently something wrong with 
the furniture or equipment. 

It may be that the old office equipment and furniture stock 
is priced too low. An upward adjustment of the price toa 
better selling figure may move it quicker than a markdown, 
Successful office equipment dealers check into possible mark 
ups just as much as they do possible markdowns when ad- 
justing the price on old stock. 

Proper pricing is a must to sell old stock quickly and 
profitably. 


Provide Profit Incentive 


Old equipment and furniture that has accumulated in an 
office equipment and supply store needs the coordinated 
efforts of everyone. It must be identified, it must be priced 
correctly, and it must be promoted aggressively. With this 
three-way sales action, old stock can be moved quickly and 
profitably. 

Office equipment salesmen are the key to the final sale of 
old stock. By their attitude, by their actions, and by the sales 
effort they exert, a customer will be happy to buy the old 
stock. Yet, if the sales people have a negative attitude about 
old equipment and furniture and they put more effort on the 
stock that has just arrived, the old stock will tend to accume 
late in the store. 

Some office equipment retailers pay an extra bonus for 
selling old stock. One store, for instance, uses the six month 
change in marking old stock. For stock that is from s& 


months to a year old, the store pays an extra 2°, commissiol. 


Here's Bonus Plan 


For stock that has a receiving date between one year afd 
two years old, this store pays the salesmen a 5°, bonus. I 
the stock is over two years old, the salesmen receive an extft 
10°/ bonus for a sale. 

Any bonus plan must be controlled. It is possible with 
extra compensation for selling old stock that the salesmet 
will devote all of their efforts to old stock and let the ne 
stock age. However, a $1.50 bonus for selling a $75.00 filing 
cabinet that is old stock will be more effective than a $1) 
markdown. The $1.50 saving doesn’t seem like much to tit 
customer, but the $1.50 bonus sounds good to the salesmat 
in the office equipment store. 

Incentive and effort are musts 
profitably —HEC 


to sell old stock quickly ant 
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Creators of Fine Products for Every Copying Requirement 








... finest on the market, C-Y 
“SEALFAST” process 
antees absolute cleanliness 












3 JETLEAF AND OTHER FINE C-Y 
in an j NON-CURLING CARBON PAPERS 
... the “Finest” made, permanent, 
smudgeproof—with exclusive C-Y 
blue-black ink formula, and the 
“slip-proof” plastic backing 








ing ink stains 








C-Y TYPEWRITER 
RIBBONS C-Y SPIRIT 

...@ complete line of DUPLICATOR PAPER 
formula meets all U.S. govt., fine quality, popular- ... finest #1 water-marked 


priced ribbons sulphite 


“= | CURTIS-YOUNG CORPORATION: Wanufaclalen 


C-Y DUPLICATING FLUID 






and other specifications 








Copyholders — Duplicating Supplies — Carbons — Ribbons 8 
110 WEST 18th STREET °. _—- NEW YORK 11, N. Y. * Cable: CURTYOUNG ~ 





Mis 
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AN IMPORTANT SERVICE FOR OFFICE FURNITURE 
AND EQUIPMENT MANUFACTURERS 


VDAUTEO apreitenced Designers 
WE) a a LE ‘Creating 
Smad, Moeden Hardware... 


& ngtneered lo Cost You tess 


NATIONAL LOCK COMPANY 
ROCKFORD, ILLINOIS 


We want to take advantage of your cooperative 
design and engineering service. Please send us 
* National Lock design engineers are specialists in complete information. 
creating smart, modern hardware that will accent the beauty Company 
of your products. With an extensive background in materials 
anid production techniques, they can help you secure a Individual 
great deal more for your dollar investment. These National 
Lock stylists will work either independently or in co- 
operation with your own designers... whichever you 
prefer. @ This service covers a wide range of items. It 


embraces zinc die cast, aluminum die cast, stampings, 
plastics in both compression and injection molding, etc. Typical Examples of Confined Patterns 


@ The hardware shown below is not available for general ‘ . 
purchase. However, keep in mind that National Lock Created by National Lock for the Exclusive Use 


manufactures an extensive line of standard hardware, too. of Leading Office Furniture Manufacturers 





Re 
Drawer Pull for Wood Desks 
— — 


Small Pull for Dictation Shelf 


Filing Cabinet Label Holder 


Desk Drawer Pulls 


a 


Filing Cabinet Drawer Pulls with Thumb Latching Device 


Distinctive Hardiwame...Al Irom 4 Source 


HANDLES, LOCKS, LABEL HOLDERS, CASTERS, LOCKER HOOKS, HINGES, 
LIFT HANDLES...EVERYTHING FOR OFFICE APPLIANCES 


NATIONAL LOCK COMPANY «© Rockford, Illinois 


OA — 10/54 OA 





|/ 54 











Psy chological Testing Can 


Aid Small Business 
by JOSEPH E. KING 


President, Industrial Psychology, Inc., 
Tucson, Ariz. (Written for Small 
Business Administration) 


B WHEN A 


on the efhcien 


BUSINESS is small, its success is dependant 
y, teamwork, and co-operation of all its em 
Psychological (personnel) testing can help small 
business operators pick accurately the employees who will 
develop into effective workers and team members. 

Predicting and controlling employee efficiency really starts 
at the hiring The experience of many companies 
shows that by testing the aptitudes of a job applicant, a 
company can forecast his productivity, before investing a lot 
of money in orientation and training. 

Since World War II, industrial psychologists and major 
psychological test publishers have concentrated on develop- 
ing tests with two objectives in mind. 

e Pre-set standards which permit immediate evaluation 
of the people tested, having established these standards 
representative groups of successful workers in 


ploy ees. 


stage. 


advance in 
various job 

e Tests so designed that they can be administered and 
interpreted within the small company by company personnel. 

With this kind of testing, the small business operator has 
a standardized method, by which he has as good a chance 
of selecting effective employees and supervisors from the 
available supply as does the industrial giant. 


WHAT IS A PSYCHOLOGICAL TEST? 
The psychological or personnel test is similar in principle 
It is designed to give a controlled measure 
particular kind of behavior under standardized 


areas; 


to a Bn ; 


ment for 


conditions, and to express that behavior on a scale. 
For example, a psychological test may consist of 50 ques 
tions, which are to be answered by checking the correct one 


of four — le answers given for each question. The person 
being tested is given, say, 5 minutes to answer as many ques 
can correctly. Fifty questions are used in the 
to get a reliable sampling of his performance 
also a wide enough range of scores to 
between good and poor performers. 

A job applicant in a certain company takes the test under 
standardized conditions (for instance: a quiet, well-lighted 
room, with a 5-minute time limit on each test), and his test 
score is located on the standard scale. A person scoring 
below-average, when the job he is being considered for is 
— to require an above-average score, would be a poor 


tions as he 
test in order 
on this trait, and 
differentiat 


risk—at least in terms of this particular psychological trait. 
TESTS A PART OF TOTAL PERSONNEL PROCESS 

Psychological testing is, of course, not the complete answer 
to all a company’s personnel problems. It is rather a part 


of the total 
tests used 


held of personnel administration. For example, 

hiring do not eliminate the application blank, 
the interview, or the physical examination. The steps set 
forth in Management Aid No. 30, “Employee Selection and 
Placement Methods for Smal! Plants,” should still be fol- 
lowed. Testing is one of the seven steps outlined. In other 
personnel decisions, tests can play an important part and 
not obtainable elsewhere. 

One of the best examples of the combined use of personnel 
tests and another method of evaluation comes in the hiring 
Studies show that many basic psychological traits 
required for performance cannot be spotted in a 
face-to-face interview. For example, perception aptitude 
which is basic to good clerical work, motor coordination for 
the semi-skilled worker, memory and extroversion for the 


Zive facts which are 


process 


efhcient 
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I's A Pot 


Maso's NEW 


De Luxe Line Of 
BUSINESS MACHINE STANDS! 





IDEAL STAND 


For Electric: 
Typewriters, 
Calculators, 
Adding Machines 
And Other 
Costly Office 
Machines. 


NOTE 
THE NEW 
“POWER” 

FOOT PEDAL! 


(Shown In Black Oval) 
Any 100 Ib. girl easily raises 
or lowers a loaded stand 


Cups & Channels. 






@ Choice Of 3 Kinds Of Tops 


@ Stronger, Safer Support 
®@ Safe, Quiet, Portability @ With Cups And Channels 
@ Modern Beauty & Design © Without Cups & Channels 
@ More Operator Comfort @ Or With Clips For Pads 


You Meet Every Demand! 


You are now able to offer your 
customers ideal protection and 
support for costly office ma- 
chines. The all steel Tops are 
wider, deeper than most, a 
full 18%” x 1956”; available 
with or without 4 steel cups 
and 2 adjustable channels, 
or with clips for pads. Drop 
leaves are 18%” x 14%"; fit 
on both sides, level with top 
or 44%" below; 2 extra strong 
elbow type drop leaf arms for 

each drop leaf. “Power” Foot other Models Available with 2 Drop 
Pedal is foolproof, easy act-  Sf8"5* aight fuse aT = 
ing. Heavy, easy-rolling casters 

and rubber feet, (one adjustable), 
Assembly is a cinch, full directions included; 
minutes. 





De Luxe Model. Ne. 2000 
Without Cups & Channels 


absorb jars and shocks. 
takes aliout ten 


Use Maso’s One Reliable Source Of Supply 
ORDER YOUR SAMPLES—WRITE FOR NEW CATALOG! 

















JUSTRITE envelopes 
ore PURSUIVANTS* 








CLASP ENVELOPE 
Di 


E of good will! 


*(per’ swi-vants)— 
heralds or messengers 


Justrite’s fast service, wide 
range of variety and de- 
pendable quality are mes- 
sengers of “good will!’ 
Customers become “good”’ 
customers and “will” be 
more than satisfied when 
they can choose a quality 
envelope . . . and just the 
right envelope from Just- 
rite’s large stock of over 
85 standard varieties. 
Justrite deliveries are 
always prompt and spe- 
cial attention is given to 
close deadline orders. 
Two modern strategically located plants are 
equipped for fast, efficient production. 

You too... can be a “pursuivant of good will” 
... stock and sell Justrite Envelopes. 


Sold thru dealers only 
WRITE FOR PRICE LIST F-10 











SPLAY 





/ VERTICAL 


FILE Se gee aia 








OPEN SIDE 
EXPANSION 
TAMPERPROOF AIRMAIL 





The envelope line voted most popular by 
dealers everywhere! 


NORTHERN STATES ENVELOPE CO. 


300 E. 4th St., St. Paul, Minn 


JUSTRITE ENVELOPE MFG. CO. 


58-60 Gilmer St. S.E., Atlanta, Ga. 





sales person, judgment and organization abilities at the 
technical and supervisory levels are extremely difficult to 
gauge accurately without tests—even by a skilled inter. 
viewer. Moreover, some interviewers tend to be less than 
objective about applicants because of certain traits which 
are either annoying or attractive to the interviewer, but 
which bear no relation to actual job proficiency. Testing, 
properly used, can also cut down on interviewing time, 
which is expensive. 


TESTS IN OTHER PERSONNEL DECISIONS 


Many small business operators think of tests as useful only 
in hiring. But actually, there are other personnel decisions 
where psychological-test information is equally valuable. 

e Placement. Tests assist in determining the proper job 
for the applicant, after he has met the screening standards, 
If the company has two job openings (for instance, file clerk 
and statistical clerk ), tests will help highlight the applicant’s 
potential in each. 

e Training. The new employee learns his job assignment 
in relation to his abilities to learn—otherwise called intelli- 
gence or aptitudes. Much training time and money can be 
saved by avoiding attempts to train people who lack apti- 
tudes to absorb that particular training. Aptitude tests are 
the most effective way of determining the employee’s poten 
tial to learn. 

e Transfer. When a present employee is being considered 
for transfer from one job to another, it is essential to know 
his aptitudes to perform the new job. His tests scores, taken 
as an applicant and on file, should be consulted in relation 
to the new job classification. If he was not tested as an 
applicant, he should take the tests before the transfer deci 
sion is made. 

e Promotion. Studies show that an employee can be a 
fine worker, but have no potential as a supervisor. Since the 
two jobs have entirely different psychological patterns, em- 
ployees should be checked, before promotion, on their abili- 
ties for the higher job, to prevent “losing a good assembly 
worker and gaining only a poor foreman.” 

e Discharge. If an employee’s efficiency begins to slip or 
he becomes a problem, it is well to test him to see if he is 
misplaced (lacks the psychological pattern required by the 
job). Testing may reveal how a trained employee can be 
helped before he quits or is discharged. 


FIVE BROAD AREAS OF 
PSYCHOLOGICAL TRAITS 


Careful investigations over the past 30 years have isolated 
certain basic psychological traits in human behavior. By 
knowing the standing of a person on these traits, it is pos- 
sible to predict quite accurately what he will do on various 
job assignments. Everyone has a pattern of strong and weak 
points, and each employee should be matched as closely as 
possible with a job assignment which uses the traits in which 
he is strong. When a man gets a job which calls for the 
psychological traits in which he is weak, the chances are low 
that he can work effectively—no matter how hard he tries. 

The basic psychological traits fall into five broad groups: 

(1) Aptitudes. The aptitudes or intelligence factors indi- 
cate the person’s “brain-power” to learn and do a job, The 
aptitudes include ability to comprehend information ol 
various types, to make sound judgments, to work with 
details, to remember, to coordinate the eye and hand, to 
visualize space relations or organization, and so on. Studies 
indicate that the man who lacks the aptitudes for the job, 
regardless of his other psychological traits, will not be able 
to learn and perform the job well. On the other hand, of two 
men both with the aptitudes, one may be the better pet- 
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TWO KEYBOARDS 


make more money-music 
than one 


For several months, Burroughs dealers have 
been enjoying stepped-up sales opportunities 
with an out-ahead product—the Director 
200 full-keyboard adden machine. Now— 
with the introduction of the BURROUGHS 
TEN KEY, the world’s newest ten-key 
adding machine—their sales opportunities 
are even greater. 


Compact, smartly styled, all-electric in 
operation, the BURROUGHS TEN KEY 
is the ideal selling mate of Burroughs full- 
keyboard machines. Moreover, it is being 
introduced with the advertising punch of 34 
leading magazines . . . to a total circulation 
of nearly 141% million people! 


Burroughs puts dealers out front with office 
machines that sell and promotional materials 
they can use. Then, Burroughs backs them 
up with believable advertising that reflects 
the dependability and prestige of the most 
respected name in the business. Burroughs 
Corporation, Detroit 32, Michigan. 


THE BURROUGHS LINE 
IS THE PROFIT LINE 
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For that all-important first major sale to a new cus- nut 
tomer there’s nothing that beats Carbon-Feedmaster. by 

Who wouldn’t buy a $210 piece of equipment that can me 

save up to $3000 the first year it’s used? - 

; ; - rel: 

That's a fact. C-F is an automatic, precision carbon- 
feeding device for typewriters and IBM tabulators. It b 

saves an unbelievable amount of carbon paper and se 

working time—eliminates carbon smear on Spirit Dupli- | ne 

cating and IBM Tabulating applications. mn 

Kills carbon paper sales? Not for you—because you | om 

supply the Feedmaster Carbon rolls—on through the | 4, 
years. C-F is patented. You'll be the only distributor | 4 

in your territory. ‘ 

Some big-volume territories are still open—but next | ope 

week they might not be. Write now—get the important e 

facts by return mail. | tory 

wor 

CARBON-FEEDMASTER CO. . 

Eureka, Illinois desi 
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former because of his other psychological traits, such as 
interest and personality. 

(2) Interests-Motivations. These are a person’s likes and 
dislikes, and the goals he has in life. Interests are tested for 
such areas as sales-persuasive, service, scientific, mechanical, 
clerical, computational, and literary. Motivations include the 
man’s drive toward such goals as prestige, problem-solving, 
practical business affairs, and social welfare. It is very im 
portant that the employee like the types of assignments in- 
volved in | job. Similarly, at the key-personnel level, the 
proper goal pattern is essential. 

(3) Personality-Temperament Traits. These are a person's 

social adjustments—how well he gets along 
vhether he is extroverted or introverted, aggres 
sive or retiring, how much he “stands on his own feet,” 
leadershiy ilities, personal drive and initiative. For posi- 
tions Of a Sales, contact, or supervisory nature, personality 
essential. For clerical, mechanical and some 

a personality test is desirable, but not neces 


personal and 
with others 


testing 1S 
technical 
sary. 

(4) Biographical background. This is a person’s history to 
date, in terms of family, education, training, job history and 
stability, financial status, health, marital status, and so on. 
What the applicant has done in the past and the habit 
patterns he has established, are a good indication of what he 
is likely to do in the future, and of his general maturity and 
stability. This information is the type obtained from the 
application blank and interview. The scientific trend in the 
biographical area is toward the “weighted application blank” 
and the “non-directive interview.” Jobs have been studied to 
determine those biographical traits which are actually related 
to job success, and to exclude those which are not. 

(5) Skills. These are a person’s knowledge and skills in 
specific fields, such as engineering, supervision, office ma- 
chine operation, or skilled factory work. Skill is essential in 
many job areas for immediate performance of the assign- 
ment. Some tests for particular skills are already in existence; 
in other cases the applicant may be questioned by someone 
in the company who is an expert in that work. 

Reliable tests have been developed to measure each of 
these five traits. By and large, a minimum testing program 
for a company should be aptitude testing (area 1 above). 
Additional tests may be used for certain job areas to see how 
a man is going to apply his aptitudes in terms of his inter- 
lity traits, and so forth. At the key-personnel 
en desirable to use a complete battery of tests 


ests, persona 


level, it 18 ¢ 
covering all five areas. 
JOBS AND PSYCHOLOGICAL TRAITS 

Each jol business and industry has a pattern both of 
traits which are required, and of those which have no sig 
nificance. The Dictionary of Occupational Titles (published 
by the Department of Labor) lists and defines 40,023 
separate job titles. However, when these jobs are studied in 
their psychological-trait patterns, they fall into 
relatively few “job families.” 

Five major job families have been isolated, covering the 
broad fields of clerical, mechanical, sales, technical, and 
supervisory. Each of these broad families has a certain 
pattern of psychological traits which it requires for efficient 
job performance. Each family has its own pattern, different 
trom the other families. The job families have been further 
broken dows terms of their psychological structure, into 
24 “Job areas sub-families as follows: 

@ Clerical: junior clerk, numbers clerk, office-machine 
operator, contact clerk, senior clerk, secretary 

@ Mechanical: unskilled worker, semi-skilled worker, fac 
operator, vehicle operator, inspector, skilled 


terms ofl 


tory-machin« 
worker 

@ Sales: sales clerk, salesman, sales engineer 

e Technical: scientist, engineer, ofhice-technical, writer, 


designer instr tor 


OA — 10/54 











i 


rN 
(a 


, 


\ 











practical solution 





for every storage 
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\| |X| problem—standard 
= 
! units are designed 
U 








for use in offices 


institutions 





factories and warehouses 


—special storage 


problems will be 





worked out by our 
engineering staff without 


obligation to you or 





‘you sell ST0C-RITE you pave 





the way for repeat orders lz 





K. F. Cline Co., Inc., Manufacturers 


1508 MC GAVOCK STREET NASHVILLE, TENNESSEE 
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CARBON PAPERS 


If your business is profits, make it 
your business to find out how 
Codo’s High Quality Carbons, Rib- 
bons, and Hectograph Supplies win 
new customers and hold old ones! 


AS A CODO DEALER 

e+. you are served by an efficient 
organization 

---you benefit from a 32-page, 
highly informative GUIDE BOOK 
«ee you can offer your customers 
Codo’s exclusive Carbon “Gripper” 
and 

«+. you have many “Dealer Helps” 
to assist you in building volume 
sales. Write NOW for information. 





@Q~" MANUFACTURING CORP. 
Factory: Coraopolis, Pa. 
401 Wood St. 564 W. Monroe S$}. 
Pittsburgh 22, Pa. 


40 E. 40th St. 
New York 16, N. Y. 
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( oda (Aeallty fica 





242 





Chicago 6, lil. 





e Supervisor: office supervisor, sales supervisor, factory 
supervisor 


PSYCHOLOGICAL STANDARDS FOR JOBS 


The psychological patterns for the five job families and the 
24 job areas are known, as is the fact that each of these 
areas requires its own particular pattern. Thus an employee, 
before being transfered or promoted from one area to 
another, should be checked to see that he has the right 
aptitudes for the new area. 

Standards for psychological tests are sometime set up on 
the basis of five qualification levels: 

Underqualified: not recommended for placement in this 
job area. These people have very little aptitude for this 
assignment, Their actual production, expressed in dollars 
and cents, is frequently less than their wages plus overhead. 

Minimum Qualified: recommended only in a tight labor 
market. These people have only the minimum aptitudes 
required for the job. Their productivity just about equals 
their wages plus overhead. 

Well Qualified: a better-than-average risk. The productiv- 
ity of these people will often run about 1% times their wages 
plus overhead. 

Best Qualified: an excellent risk. These people have the 
best combination of aptitudes for this type of work. Their 
productivity is often 2 to 3 times their wages plus overhead. 

Overqualified: More aptitude than the job can absorb. 
These people are prone to become bored and find the job 
losing its challenge. They are good risks—providing promo- 
tion lines are open. 


WHERE TO OBTAIN PSYCHOLOGICAL TESTS 


Psychological or personnel tests are made available by 
psychological-test publishers. However, not all publishers 
put out all types of tests. Moreover, while certain types— 
such as aptitudes, biographical background, and skill tests 
are generally sold to business managers without any type 
of restriction, other tests—particularly these dealing with 
personality traits—are restricted to companies which employ 
persons with training in psychology or personnel adminis- 
tration, or which engage a consultant to assist them in their 
test program. 

A catalog or descriptive literature about personnel tests 
can be obtained from the publishers by making such a re- 
quest on company letterhead, signed by one of the execu- 
tives. Typically, the test catalog will also state any purchase 
restrictions, and the price of the various test forms. Some of 
the major test publishers in the United States are listed 
below: 

Aptitude Test Service, Box 239, Swarthmore, Pa. 
California Test Bureau, 5916 Hollywood Blvd., Los Angeles 

28, Calif. 

Cooperative Test Division, Educational Testing Service, 

Princeton, N. J. 

Houghton Mifflin Company, 2 Park St., Boston 7, Mass. 
Industrial Psychology, Inc., Box 6056, Tucson 6, Ariz. 
Institute for Personality and Ability Testing, 1608 Coronado 

Drive, Champaign, Ill. 

Psychological Corporation, 522 Fifth Avenue, New York 18, 
ie 

Science Research Associates, Inc., 57 West Grand Ave., 
Chicago 10. 

Stanford University Press, Stanford, Calif. 

C. H. Stoelting Company, 424 N. Homan Ave., Chicago 24. 

United States Employment Service, Washington, D. C. 

World Book Company, 313 Park Hill Ave., Yonkers 5, N. Y. 

When a small-business executive has decided what sorts 
of tests he needs, he should study the publishers’ catalogs 
and check off the tests in which he is interested. A specimen 
packet (ranging from $1.00 to $3.00) can then be obtained 
for each of the checked tests. This packet provides copies of 
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A new Berkshire Typewriter Paper— 


the whitest-white typewriter paper ever made! 
Eaton’s Diamond White Bond 





New! Eaton’s Diamond White Bond. The whitest-white 


typewriter paper ever made! Available in letter and legal 
size; in 13-, 16-, 20- and 24-lb. weights. In 100-sheet 
packets and 500-sheet reams. Moderately priced—the 


16-lb. 814’ x 11’, boxed ream retails at $3.50. 


Whiter than snow-white, whiter than lily-white— 
whiter than any white you’ve ever known. Here’s 
the first big news in typewriting paper since Eaton 
introduced Corrasable Bond, over twenty years ago. 
New Diamond White Bond—crisp, with a slight 
cockle, achieved by air drying—an. extraordinarily 
fine paper, moderately priced—a paper to give all 


Be sure to see the new Self Service-Self Selection Display 
Units. Booths 5 and 6. NSOEA Convention. 


The 100-sheet packet of 16-lb. 84’ x 11” retails at 80¢. 
Other sizes and weights priced accordingly. 

Free! Promotional Helps. 
For your launching of Eaton’s Diamond White Bond: 
statement enclosures, window display. 


aay 


typing a new brilliance. Diamond White Bond has 
all the features your customers have been asking for. 

Like all papers in the extensive Berkshire Type- 
writer Paper line, Diamond White Bond is backed 
by the nationally-advertised Eaton name. Order now. 
It will more than justify the promotional effort you 
put behind it. 


EATON'S 


BERKSHIRE TYPEWRITER PAPERS 


gATOn 


EA 1 N PAPER CORPORATION({ M3, PITTSFIELD, MASSACHUSETTS 
~ 


“@TTen 
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TDSF-60 FLAT TOP DESK 


of Square Edge Desks and Tables offers true economy of 


cost and necessary floor space. 









M/ // r lik 
SECURITY 5/) SERIES ) | 
x ee. $1( 


( 
a , — . i 5 Scene — 

Here are worthy additions to the famous Security line of o™ 
fine office furniture . . . double and single pedestal desks, apt 
. APPROACH VIEW ‘ie 
double pedestal conference desks, right or left hand type- his 
; is 
writer pedestal desks and end panel or 4 leg office tables. secr 
And, because of their 30 inch “arm’s reach” tops, and trim. test, 
ing, 
square edges, these sturdy desks and tables make possible pers 
full utilization of all available office space. | grat 
| R 
— , , | for 
As a Security Dealer, you will find an ever increasing de- | whi 
mand for the economies that the Security “30” Series can wor 
< aes sona 

bring into every type and size office. 

g ¢ selec 
big 
testi: 

a va 

SECURITY STEEL EQUIPMENT CORPORATIONY AVENEL, N. J. “Sl 
worl 

tions 
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the test manuals, scoring keys, and the like. The 
be read carefully, to make sure that the test 
st, not a school test ( personnel tests are based 
employed workers, not high school or college 
Information will also be given indicating the job 
vhich the tests should be used, since any given 


manual shou 
isa persont 
on studies 
students ) 
areas for 


test is not cable to all job areas. 


Test Prices Differ 


prices normally range around 10c to 20c 
ases the difference in price is proportional to 
research and study which has gone into the 
tors determine the reliability of the test’s pre 
uccess. In this connection, small concerns are 
ise tests which have been proven sound, and 
test above another merely because of a small 
everal psychological traits are required by all 
jobs in business and industry (studies have shown that even 
and unskilled-worker classifications require 
gical traits and thus three tests), the cost of 
materials may be figured on the average of $1.00 for each 
office worker; $3.00 for each sales, technical, 
other key worker. The time needed to give 
the tests ranges from half an hour for rank-and-file jobs, 
rs for a key man. 


Personn 
each. In m«¢ 
the amount 
test. These 
diction of 
well-advised 
not to PICK ¢ 
saving. Since 


the junior-cl 
three psychol 


produc t1i0n ana 
supery 1sory 


up to three ho 


Need Outside Help 


companies interested in using psychologi 
outside help is desirable. This is especially 


For many s il] 
cal tests s 
true in relation to deciding which tests to use, where to get 
them, and to make of the results. To get this sort of 
advice, ex« s of small firms can turn to such groups as 

publishers, the State college or university, 


al representative of the U. S. Employment 


psychologi 
or the nearest lo 
Se rvice., 
There are also management consultants and professional 
industrial psychologists who can be called upon; they will 
set up and conduct testing programs and train company 
on this work if the management wishes. For 
n, engineers, accountants, supervisors, and the 
ny can often give the tests, but an industrial 
often needed to interpret the results. The cost 
interpretation generally runs in the $35 to 


people to carr’ 
testing salesi 
like, the con 
psychologist 
of this sort 
$100 range 


OPERATING A TEST PROGRAM IN A 
SMALL BUSINESS 


Once th program is securely set up, the small 
business manager can operate it independently. Testing 
aptitudes at any job level presents very few problems. The 
best arrang ent is for the manager to designate one ol 


his executi supervise the testing program. This man’s 
secretary can take care of the routine administration of the 
test, since tests provide manuals of directions for giv 
d interpreting. You do not need a formal 


partment in order to have a good testing pro 


Ing, scoring, 
personnel de 
gram 


Remember, however, that personnel testing is not a cure 
problems. It is an additional tool with 
iny Management can obtain more efficient 
ive the advantage of being free from per 
judiced interpretation; and when properly 
ered, and interpreted, can ultimately yield 
personnel management. Today, personnel 


tor all personn 
which small 
workers. Test 
sonal bias ai 
selected, aaqmil 
big benefits 
per a prerogative solely ol big business; it is 
or the small business, too. Nevertheless, like 
does its job best in the hands of a competent 
nderstands both its capabilities and limita 


testing 1s no lo! 
a valuable too 
most tools, 

workman wil 


tions 
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EVERYBODY'S 


a customer for 





“ 





Everybody writes on something — and 
Flo-master writes on everything! 


That's why you'll find this “miracle” pen 
a real volume profit maker. Teachers, 
housewives, storekeepers, industrial and 
professional men, stock clerks, 

shipping clerks, gift seekers, artists — 

ali can use a Flo-master. 


Flo-master writes and draws on any 
surface, even on rubber, plastic and 
cellophane. Makes clear, sharp, legible 
marks that are waterproof, smudge— 
proof and permanent. 4 different 
interchangeable felt tips with every 
pen give an amazing range of use. 





Cado Quality in the Flo-masters you 
sell means that satisfied customers 
will be coming back again and 
again for Flo-master Inks. 





Put a Flo-master display 
where it will catch 
everyone's eye, and watch 
sales go up...each one for 
a healthy $3.00 or more! 


For full information, write 
Cushman & Denison Mfg. Co., 
Dept. H-31, 153 West 28rd St., 
New York 11, N.Y. 





*a CADO product 


lo-master 


ELT-TIP PEN 
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It 
all 
alls 


EQUALS 
FILE-A-DEX 


FILING SUPPLIES HELP YOU MEET YOUR CUSTOMERS REQUIRE- 
MENTS FOR HIGH QUALITY AT MODERATE COST. 











Litiuds NPRAARATA 


ali 
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INDEX CARDS ALL SIZES AND RULINGS 

SINGLE TOP FOLDERS—MANILA—KRAFT—COLORS 
DOUBLE TOP FOLDERS—MANILA—KRAFT—COLORS 
PRESSBOARD FOLDERS—METAL TABBED 

VERTICAL FILE GUIDES—MANILA PRESSBOARD 
INDEX FILE GUIDES BRISTOL 

CAMBRIC LOOSE LEAF REINFORCEMENTS 


Sold ONLY thru dealers everywhere 


Makers of cROWNOLO Specialties 


Crownola Loose Leaf Products, Inc. 
114-116 Bleecker Street -:- New York 12, N. Y. 
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Good Public Relations 
Can Aid The Dealer 


by ROBLEY D. STEVENS 


public relations consultant 


@ IN THE PAST FEW YEARS there has been a notable 
increase in the interest about public relations by American 
businessmen for obvious reasons. However, since a new 
administration has taken over our national government in 
Washington, undoubtedly, there will be less intervention 
with our free American enterprise system. 

Consequently, every dealer like every other businessman 
will more or less be on his own and only the best man will 
win. 

This study was undertaken by the author after a survey 
of a number of office appliance dealers in both big cities 
and smaller towns throughout the country. The objective, 
however, is to provide, in my opinion, what the public 
thinks of the retail-service trade in this industry, and, also, 
based upon the writer’s own personal contact therein. 

Everything here should be construed as constructive and 
suggestive, because if BIG business finds it profitable to 
expend substantial sums for the promotion of good will or 
public relations, obviously, the dealer in this industry will 
find it a thing to evaluate. However, since these comments 
are the opinion of the writer and not necessarily of this 
publication, its purpose also is to show the dealer what the 
fuller utilization of public relations can pay-off. 


A Voice in Washington 


At the outset, fortunately, there is a single voice that 
can speak for the dealer. It is the National Stationery & 
Office Equipment Association, which by reason of its forma- 
tion years ago can and has done much to aid all dealers 
in their public relations program. 

Of course, it cannot be expected that the dealer will have 
a public relations department within the enterprise. The 
reason is obvious. But the specific points covered herein 
might well aid every dealer in some way or other. 

In quizzing several persons about the price of merchan- 
dise charged by office appliance dealers, a few claimed that 
there is too much variation. Obviously, this resentment by 
the public may be based on ignorance of the various ele- 
ments that go to make up a dealer’s price list. However, 
in one store, I stopped in to buy some legal size paper and 
was quoted a price. 

In a nearby city I stopped in on another dealer and was 
quote a much higher price for the same type and quality of 
legal size paper. Whether there is justification for this, I 
am not in a position to say because I am not a dealer. How- 
ever, experience with a few more dealers revealed different 
price categories for the same type and same size legal paper. 
Obviously, the dealer is entitled to make a profit, but can 
some dealers exploit the public to the extent that resent- 
ment comes about? Of course, the insignificant difference 
in price for the same legal type of paper made no difference 
to me, but what about the public? 


Claims Help Indifferent 


Take another instance. I quizzed several people as to 
their opinion with regard to the sales clerks in this type 
of a retail-service enterprise. In reply, everyone of them 
stated that the help today is most indifferent. That is, 
they make the customer feel that they are doing a favor to 
serve or sell the various types of merchandise. 

It is my feeling after purchasing various office supplies 
from different stores that employees therein definitely need 
more schooling and training, particularly, the younger gen- 
eration whom so many have adopted the attitude that the 
world owes them a living. Part of this condition probably 
may be attributed to the forces of unionization and partly 
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WORLD'S FOREMOST MAKER OF CARBONS, 
RIBBONS, DUPLICATORS AND SUPPLIES 
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OPENS THE DOOR 


TO A NEW 
6-WAY PROFIT 
DEAL FOR YOU! 





An OLD TOWN Dealership is your 
key to profits 6 ways because you get . 


fully 


protected territory * a complete 


line ¢ bigger mark-up ¢ world-famous 


stand 


ard of quality « a sure formula 


for repeat business ¢ personal sales 


support direct from headquarters. 


It’s 


easy to open that door to greater 


profits. Just sign the coupon below and 


get the complete facts. Find out why 


so many new dealers, selected for 


their 


now featuring OLD TOWN Products. 


See us at 
Booth 136 


National Business Show, Sect. C, 71st Armory, 


Park Ave. 


aggressiveness and leadership, are 


NSOEA, Conrad Hilton, Chicago 


& 34th St., N. Y. C. 


OLD TOWN CORPORATION, DEPT. OA 10, 

345 MADISON AVE., NEW YORK 17, N. Y. 
Gentlemen: 

Send me full particulars on the new OLD TOWN 
Dealership Plan. | am interested in 


() DUPLICATING MACHINES [) CARBON PAPERS 
(J DUPLICATOR SUPPLIES [) INKED RIBBONS 


Company Name____ Sate 


Your Name ‘ beatin 


Address__ ' . — 
City a Stote___ 





me tae 


palieenienttal 
Pasties cttas- 3 iociu= ce be wetting 655 4 eee 
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Display it! 
It will 
sell itself... 











PROVEN THRU 13 YEARS 
OF SATISFACTORY SERVICE 


Just insert wooden pencil at the natural writ- 
ing angle and the Electro-Pointer automatically 
gives you a perfect point, instantly. Will not 
chew up pencils, but sharpens just enough. 
A real item for office, home or school. 


1825 MACKLIND AVE. + ST.LOUIS 10, MO. 
WRITE TODAY FOR COMPLETE INFORMATION 
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due to tl “new dealers” who controlled our national 


soverni t for so long a period of time. 

lo change this condition, | believe that the dealer must 
train ea worker to think and act a part of free 
enterprise. Also, to make them aware that what they need 
is a litt ipetition because that kind of thing is good 
ror everyo! 

Being a businessman myself, I can well understand the 
precarious position the dealer is placed in when confronted 


with situations of this kind. However, the diverse results 

of course, depend upon the dealer and his 
elationship with his employees. But since our 
tightening up and jobs are not so easy to find; 


obtained 


DUSLNCSS 


economy 


ilso, millions won't be on the public payroll getting their 
money, instead of earning it, the situation can be con 
trolled sooner or later. 


Industry Concerned 


Just how this misunderstanding and resentment on the 
part of the public will affect a dealer’s business is anybody's 
suess. | s matter is not one of an individual dealer. 
In fact, it n industry-wide concern, because all dealers 
can do the job of educating the public along these lines, 
and do it fhically by treating the public the way it used 
to be treat rior to World War Il. 

Of ci gnorance of the dealer’s understanding about 
the essentiality of good, sound, and profitable public rela 


tions we humorous if it weren't so dangerous unless 
it 1s cont! qd 
Most people whom I talked to about the public relations 
f a dealer in this industry, concur that the situation applies 
free enterprise. So you can see that the 
Obviously, the dealer who attempts to 
ider his own shielding umbrella of public 
wake up one day to discover that a sub- 
his business has gone to his competitor. 


() 
in other 

evil is St there. 
masquera 
relations. 


Stantial | 


The fact that practically every dealer at one time or other 
has spent his hard-earned money for an advertising program 
to bring i stomers, only to find that his help chases them 
way, or that his prices are too much out of line with his 
competitor, or that the employees tell the customer that he 
is wrong, is certainly not going to get dollar-for-dollar value 
in his exy tures both for advertising and payroll pur 
pose Ss 

Not only this, the dealer can use public relations to 
increase rather than decrease his volume of business. He 

in, for example, set up good displays in his store and in 
the wind hich attract attention. Further, the dealer can 
find any er of valuable ideas published in Orrict 
APPLIAN improve his business and reputation with the 
public. 

Probably the best way for a dealer to find out how his 
public relations are, is to talk to his trade, mix in with the 
workers, not for self-defensive measures, but, rather, to 
understand why and how he can increase his public rela 
tions 


Must Have Friends 


Building good will is not necessarily a matter of having 
eputation or years of experience in the office 
ippliance ss; or, doing a lot of newspaper or direct-by- 
mail advertising as the public thinks of it. Rather, it 
or making friends with the customer, 

publ king your store as human as possible; ex- 
ison for poor and incompetent help today 
circumstances; developing better manage- 
ment-labor relations as an aid to increase sales; selling the 
ng our free American enterprise system; 
oyal and faithful employees by some in- 


an establis! 


requ res 


centive 


Moreo idea of better public relations would in 
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ACCO 


for 


Quality and Service 


in 


FILING and BINDING 
SUPPLIES 


——— 


ACCO FASTENERS 
of Soft Pliable Steel 


































ACCOPRESS 
BINDERS 

of Genuine Press- 
board. Capacities up 
to 2,000 sheets 


ACCOBIND 
FOLDERS 


of Genuine Press- 
board with Acco’s 
Famous Transfer 

Feature 


ACCO 
PUNCHES 


of Strong Die 
Cast Metal 


See your ACCO Catalog for the full line 


ACCO provucts, inc. 


Ogdensburg, New York 


Riverside Drive 


In Canada: Acco Canadian Co., Ltd., Toronto 
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crease if the dealers in the same area augmented their 
combined efforts to build good will. 

Another way to ascertain whether your public relations 
are good, sound, and effective, is to measure the effective- 
ness of your own program. 

Of course, it might be necessary, in some cases, to employ 
outside counsel to survey the situation with regard to the 
attitude of your customers toward your enterprise; the 
attitude of your employees toward the customers; and vice 
versa. Thus, a few hundred dollars spent in this direction 
can very well pay off in the long run if the dealer is not | 

|  satished with his public relations. 

But what is public relations you ask? Well, there are | 
many explanations. In my opinion, public relations is the 
selling of your store and the way your employees handle 








your customers. 

Much has been done to solve the employee-employer rela- 
tions, but little has been done thus far in this particular 
industry to solve its public relations program. Thus, it has 
been a neglected area. | 


Helps Build Sales | 


Public relations can increase sales, bring about better 
employee morale and cooperation, and more trust and con- | 
fidence on behalf of your trade. 

Some dealers merely give lip-service to public relations. 
Others are aware that public interest is necessary to stay in 

| business today or anytime as far as this industry goes. 
| However, it must not be overlooked that sound public rela- 
| tions is a continuing process if profits are to be made and 
| losses minimized. Needless to say, no one’can determine 
| how your public relations are unless a study has been made, 
| 





and this requires some expenditure and some time to report 
the findings. 
Good, sound, profitable public relations is bound to in- 


dependable source for all your 
SCHOOL EQUIPMENT 


en 

%& Classroom Seating *& Chalkboards - 
%& Primary Furniture * Bulletin Boards a-l- -0-I-a- -|-{ 

| 
*% Tables & Chairs *& Aluminum Chalkboard Trim new HIGH SPEED—ELECTRO MAGNETIC 
*& Library Equipment & Framed Biackboards 
% Playground Equipment & Blackboard Erasers S$ TA Pp L E 7d 
%& Vocational Furniture *& Window Shades 
—- oo 2 Oa oe Easy « Fast « Simple to Operate 
& Misc. Classroom Equipment * Darkening Channels oe 


WORKS WITH MAGNET—“NO MOTOR” “= 
Rowles offers you a complete line of high quality School 
Furniture and Equipment—everything you need to provide 
your customers with the specialized kind of service they need. 





Excellent for Bagging: 
Potato Chips, Popcorn, 


ware items like Nuts, 
Bolts, etc. 


Rowles School Equipment has been a favorite for more than 
50 years. Make Rowles your headquarters for all your school 
equipment needs. Enjoy the benefits of the Rowles trade- 
mark, the convenience of one centrally located source .. . 
and the profits on every sale you make. 


White for the latest Rowles School Equipment 


cataleg and complete information on the Rowles 
Dealership program. 


E. W. A. ROWLES COMPANY 
ARLINGTON HEIGHTS, ILL. 


Sehrool Equipment 
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For the Office Filing 
Dept. will staple up to 
25 sheets of paper. 


e Uses popular Pilot 
Stapler and standard 
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210 staples to the strip. 


Finger-tip control. 





© As bag is inserted under 
stapler, your hand auto- 
matically trips Lever— 
and Presto! It's stapled! 


Takes the drudgery out 
of stapling. 


. 
® Increases Production . a 


ioe SINGLE HEAD MODEL SHOWN 









Single head Portable Stapler $75 list. 
Weight 10 pounds. 
Double head .... $20 extra. 








Write Today for Complete Details and Dealer Discounts 





Some choice territories still open 
for Qualified Representatives 


SAM ABRAMS 22.0. socsieson 


Chicago 6, Illinois 


















H-ON 


OFFICE EQUIPMENT 





Side action cam type com- 
pressor for positive lock- 


ing and more filling room. 


Side wall Z-bar stiffeners as- 
sure alignment. 









Front corner channels provide 
firm support. 


Triple-tied strong cradle floats smoothly 






on ten roller bearings. 












H-O-N Dealers: This is the way you wanted it! 


ADDITIONAL FEATURES 


Four corner torque plates of 
heavy steel in base make 
cabinet rigid and help pre- 
vent shipping damage. All 
parts chemically treated to 
resist rust. Sprayed and 
baked enamel finish. Full 
28%" depth by 52” height. 
Available in two and four 
drawer models — letter and 
legal sizes—with or without 
plunger locks. 


Many of you have asked us to produce a full-suspension 4- 
drawer file. You requested high standards of construction to 
sell at a good attractive merchandising price. 


This assignment, we felt at times, was a tough one to handle. 
But now the job is done and we're rather proud of the results. 


The construction and performance of the new H-O-N full-sus- 
pension file are good—and the price is right. This unit is now 
in production and ready for delivery. 


We think you will be as pleased with it as we are. Order your 
floor sample and see. The H-O-N Company, Muscatine, lowa. 
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wins the prestige and distinction so necessary 1n 
todays modern offices. Whether it be a lobby, executive 
offices or directors rooms, CARLTON-SURREY’SS Designing 
Staff stands ready to provide the requisite services 


that will assure individuality. 


One of the many specially designed lobby installations by CARLTON-SURREY, INC. 





Our fine New Catalog will prove a valuable asset in your files. Write for it. 
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arlton-Surre 


Makers of Fine Furniture 


Exhibitors Building e Grand Rapids 2, Michigan 
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fluence the retail-service held just as much as it will a public 
utility, manufacturing plant, or a government agency. In 
any event, the all-important thing to remember is that the 





dealer can’t solve his public relations problems by depend ; 
ing upon the personnel or forgetting about a few mistakes, | 
errors, or resentment of a few complainants. It seems, from 
the evidence gathered by this writer that the office appliance 
dealer himself must assist in the formation of a satisfactory 
and acceptable public relations program. That is, a method 
for selling his store more effectively to customers so that 
they not only will buy once, twice or three times, but come 
hack again and again because they were treated so well. 

In conclusion, no implication is intended to interfere with 
a dealer's methods, policies and operations, but rather to 
point out that to exercise business judgment on a profitable 
basis public relations can well prove to be an effective tool 
to solve any number of problems. 

Matter of Profit 

In a word or two, the philosophy of sound public relations 
calls the dealer to explain his actions to his customers. 
When they are effective, he profits. If they are inadequate, eile 
he loses money , There is ample evidence among American No. 30-DR 
businessmen to bear this conclusion out to the point that 
receptiveness of the public toward the dealer can mean 


money in the bank. Will you and your employees tell the H-H-M SAFE RECORD FILE DESK 
public your story the way you want it told, particularly in . 
; fe —desk and fire-resistive filing cabinet . . . both in one 


view of the misconceived ideas or attitudes your employees ; ; 

or the public may have of your enterprise? Big, 5 ft. all-steel desk, in handsome modern design, has over- 
And a whesieasd om | hanging top to provide ample knee room on all sides. The 

nd, not to be overlooked, is the fact that at your city pedestal is made with two drawers in either legal or letter size 

public library, are numerous books on public relations which or with top drawer in large size ledger file for posting tray and 

may be read and used to great advantage. smaller storage drawer at bottom. Finish is neutral gray with 
Can better, sound, and effective public relations help you? black trim; also supplied in matching colors. 

Should it?) Well, that depends upon you. Try it and see. 


New H-H-M 
- ~ ECONOMY FILE 


Has many features found on 

more expensive files. Ball glide 

| TIP-T lJ a drawers work smoothly. Finish 
. is a handsome grey. Pulls are 


=> \ chromium plated. Available in 





legal or letter size, in 4- and 
5-drawer models. 


Model 
No. RS-12104 









H-H-M MOTEL SAFE 


Can be used as a base for cash 
register or under a counter. 
Only minimum sums of money 
are exposed in cash drawer. 
Money placed in the right rear 
compartment of drawer is 
dropped into a tray in the safe 


* flexible IN USE | each time drawer is closed. 


Ample space in the fire-resistive safe for books, valuable papers, 
* versatile IN PERFORMANCE 


reserve supplies of currency and coin. 
Lightens the work load of recording 
Weighs less therefore easier to carry 
Easier to open, easier to close 
ek Wee 


A LOOSE LEAF COUNTY RECORD BINDER MADE BY AND FOR » 
COUNTY OFFiciAts JF = HERRING-HALL*MARVIN 
WRITE TODAY FOR INFORMATION RING HAL: MARV 
SAFE COMPANY 


ERNEST HAZEL, Jr. Waniracrone 
LE . Hamilton, Ohio 





a new COUNTY RECORD BINDER 
that a 3 year old can operate 


Many other new models of record safes, wall safes, money 
safes, etc., are in the expanded H.H.M. line. Valuable 
exclusive franchises are open. Write or wire: 








1601-03-05 DELMAR BLVD., ST. LOUIS 3, MO. 
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Barkley Tab Guides. -Letter, 
Legal and Card Sizes. Durable 
black pressboard. 

















A Card Index Guides, Index 
Bristol, buff arid colors. Gray 
Pressboard. 
Duratex File Folders. Single 
and Double-top. 8—9%2 and 11 
point. 














Pressboard Guides — (Gray) 
Metal Tab, Plain Tab and Cel- 
luloid Tab. 





Krafoltex File Folders. Single 
and Double-top. Eleven point. 











Index Cards—White and Colors. 
200 Line 110% White and 
Colors. 300 Line 904% White 


only 








T 












Established 1921 


[. L. HARRCEY & CU. 


Muartiusfucturers of Filing Supplies 


1220 W. Van Buren St. Chicago 7, !!! 
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Loans Available from 
the Federal Government 


by MARGARET S. GEISLER 
and EVELYN N. SCHWARTZTRAUBER 


Managerial Assistance Division. 
(Written for Small Business Administration) 


@ The problem of obtaining financing is of prime impor- 
tance to operators of smaller businesses. An important func- 
tion of the Small Business Administration is, of course, to 
provide financing to worthy small concerns which cannot 
obtain funds from private sources on reasonable terms. But 
many businessmen may not realize that there are numerous 
other Federal agencies also authorized to make or to guar- 
antee or insure loans. Although you may not be eligible for 
assistance from one agency, you may be able to obtain an- 
other type of loan from a different agency. Moreover, while 
you may not qualify directly for financial aid, you may 
derive indirect benefit from loans made to other individuals 
or groups. 

Generally speaking, to be eligible for a Government loan 
certain fundamental requirements must be met. These are: 

e Financing from private, commercial sources must not 
be available on reasonable terms. 

e There must be reasonable assurance of repayment. 

e The loan must be in the public interest. 

Because of the complexity of Federal loans, certain com- 
promises were made-in organizing this Aid. While most 
loans may be classified as business (commercial, industrial, 
and financial), agricultural, housing or international finan- 
cing, there are two addional groups of loans administered 
by the Veterans Administration and the Bureau of Indian 
Affairs for which only veterans and Indians, Eskimos and 





Answer Every 
Customer's Needs 


Whatever your wardrobe or “‘locker”’ require- 
ments, these new modern units will fit your 
needs efficiently —will save floor space, keep 
“wraps” aired, dry and in press; come in 
sizes, types and finishes to fit in any avail- 
able space, to provide any desired capacity. 
All are smartly designed, sturdily built of 
welded furniture steel; stand 
rigidly—never sag or wobble. 










Wall Racks 
by the foot 








Catalog, stock and sell these modern 


racks that are part of up-to- 
| . _. date offices; that ‘‘end locker- 
wane room evils’’ in factories; that 
anon < _are standard furnishings in 
1] 





buildings, restaurants 
and homes. 


modern schools, church- 
es, institutions, public 














Store like toiding 
chairs, *‘set up 
in @ minute. 





Write for Catalog FL-13. 


VOGEL- PETERSON 


co. 
“The Coat Rack People” 
1121 West 37th Street ° CHICAGO 9, ILL. 
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BOOK TROUGHS 
and DICTIONARY STANDS 


A place for everything and everything in its place. 
That’s the reason there is such a growing need for 
STATIONERS outstanding line of book troughs and dic- 
tionary stands. Here is finger-tip accessibility for cata- 
logs, reference files, telephone books, record albums, 
library books and dictionaries. Smartly designed and 
sturdily constructed. Made from genuine solid walnut 
or white oak. For Office, Library and Home. 





DESK BOOK RACK 


A new Stationers design to keep the desk 
d in order and books in place. 


" ee Height 8”; Width 19”; Depth 
; 
, Shipped Knocked Down. 
ae See ad ..Walnut Rack 
No. 5] aT aS) White Oak Rack 






~ TROUGH-TELEPHONE TABLE 
An ideal book rack for a law office, 


affording a place for books which are 
needed close at hand. 

Dimensions: Height 30”; Width 24”; 
Trough 8” deep x 14” high. 

Shipped sef up 

No. 100 Walnut Trough 
No. 101 ...White Oak 





SNARE 


DICTIONARY STAND 
A mighty handy Stationers unit to 
have around an office. An attractive 


piece of furniture to serve a functional 
need. 


Shipped Knocked Down. 


No. 377..... .....Walnut Dictionary Stand 
No. 378.....White Oak Dictionary Stand 


Write for full details 


BOOK TROUGH 

Designed for both telephone and book 
use. Convenient, handy and orderly. 
Dimensions: Height 30”; Width inside 
24”; Trough 8” deep x 14” high. 


Shipped set up. 
No. 200 coveeeeeeeeeWalnut Table 
No. 201 White Ook Table 


STATIONERS MANUFACTURING CO. INC. 








1414-20 W. TUCKER STREET, FORT WORTH, TEXAS 


—< 
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for 
ruled 
legal 
, Pals 


\ see 


for 
scratch 





















natls 


6 see 
MOHAWK 


TABLET COMPANY 
1703-19 EAST END AVE. 
CHICAGO HEIGHTS, ILLINOIS 


... and now 
introducing 


MOHAWK 


THIN-SKIN 
DUPLEX PAPERS 
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( BOOTH 217 


MOHAWK 


TABLET COMPAN 
1703-19 EAST END AVE. 
CHICAGO — ILLINOIS 





| 


for 


A 





notebooks 


gz 
MOHAWK 


TABLET COMPANY 
Pes “19 EAST END AVE. 
ICAGO oie ILLINOIS 
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| Stenographers | | 
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Aleuts, respectively, are eligible. These two agencies make 
a variety of loans—business, agricultural, and real estate 
which for convenience are discussed separately. In addition 
to making direct loans, the Federal Government uses the 
levice of inteeing or insuring loans, which opens up 
credit resources not otherwise available. 

[his Aid is not intended to be a complete compilation of 
oan sour nly those are included which are believed 
to be of ( terest to the small business owner. 


COMMERCIAL, INDUSTRIAL, AND 
FINANCIAL LOANS 


The bus oan program of SBA is expressly designed 
to assist s nterprises—manutfacturers, distributors, and 
service establishments—which are independently owned 
ind operate 1d not dominant in their field. (Disaster 
oans are a granted to business concerns which have suf 
fered damage from storms, floods, and similar catastrophes 
and whose areas have been designated “disaster areas’ by 
SBA. ) THE CROWN LINE 

SBA’s busi loans are designated to enable small busi 
ness conc to finance plant construction, conversion, or 
expansion, ling the acquisition of land; to provide for 
purchasing pment, facilities, machinery, supplies or 
naterials;: 1 rnish working capital to be used in the man 
ufacture « ticles, equipment, supplies, or materials for 
var, defer r essential civilian production, or to insure a Faster Delivery insist on the best 


For that Extra Quality Economy Efficiency 


well-balan nomy. 


Who May Qualify: Small businesses which are unable to THE CROWN LINE 


obtain nec incing from private lending sources. Small 
enterprises a ten unable to obtain from private sources 
the inter: and long-term credit required for general 
purposes rmal growth. 

In addit to the fundamental requirements for Govern 





+ i 
* Secause you have customers whe need 
/ CHECKWRITERS 


CHECK SIGNERS 
COPYHOLDERS 










| / SPEEDRITE Y ERROR-NO 


Should Se ke youn Gime 


Yemonstrate and sell these three busi- 
ness necessities and your sales and 
profits will grow. Every business is a 
yf one or all. 





R.A. STEWART AND CO., INC. 


8O Duane Street + New York 7, New York 


ROCHESTER 


ADDRESS: 40 MT. HOPE AVENUE 
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INTERESTED IN OFFICE OFFSET? 





EASY DOES [T/ 


just push a button for your 


OFFSET 


PLANOFAX MASTER 





The simplest, lowest cost method 
of obtaining offset plates for 
your duplicating equipment. 


Stenalax 


The versatile electronic machine that gives you 





e offset masters 
@ mimeograph stencils 


e@ single positive copies 
at minimum labor cost 





at minimum recording cost 





no chemicals, no powders, no 
heat, no light, no fuss, no bother 


TIMES FACSIMILE 


CORPORATION 


Hotel Biltmore Arcade 
43rd St. and Madison Ave. New York 17, N.Y. 
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ment loans previously outlined, an applicant/or an SBA 
loan must also meet these other requisites. 

(1) The applicant must be of good character. 

(2) He must show evidence of ability to operate his busi- 
ness successfully. 

(3) He must have enough capital in the business so that 
with the SBA loan it will be possible to operate on a sound 
financial basis. 

(4) On a term loan—one repayable in installments over 
a period of several years—the past record and future pros- 
pects of the business must show sufficient probable future 
income to provide reasonable assurance of repayment. 

Loans will not be authorized to finance recreational or 
amusement facilities; to pay creditors when such payment 
would solve pressing financial problems only temporarily; to 
effect change of ownership in a business; to provide capital 
to a concern which is primarily engaged in lending or in- 
vestment activities, in newspaper and magazine publication, 
in radio and television broadcasting; or to furnish funds to 
firms which derive substantial income from the sale of alco- 
holic beverages or from gambling. 


Maximum is $150,000 


The maximum loan to any one borrower is $150,000; the 
maximum maturity, 10 years. 

SBA offers three types of loans: 

(1) Bank Participation. Purpose: Through the bank par- 
ticipation plan, SBA co-operates with private financing insti- 
tutions in meeting the credit needs of small firms. Often a 
bank is willing to make a loan to a small firm if SBA 
participates in it, i.e. purchases a share of it. SBA may 
participate up to 90% of the amount of the loan. This 
participation may be immediate or deferred, as the bank 
may elect. The agency cannot enter into an immediate par- 
ticipation, however, if a deferred participation is available. 
In both types of participation loans the applicant usually 


New- 


No. 600) PERSONAL FILE 


at a Sensationally 


Low Price 
$2.50 «cai 


Letter-size Personal 
File bearing the na- 
tionally known AM- 
FILE trademark. 


Be the first in 
your Locality to 


feature the No. 600 


It will bring you 
quick turn-over at 
good profits, because 
it has loads of eye appeal and 
a waiting market. 





Made of durable binders’ board, metal reinforced. Size 105%" 
high, 123/16” wide, 54%” deep. Has heavy molded plastic 
handle, brass plated hinges and latch. Contains a set of vertical 
file folders. Choice of black, brown, red or green. Packed 12 
of one color or 3 of each color to shipping carton. 


Order today at regular discounts 


AMBERG FILE & INDEX CO. 
Kankakee, Ill. 
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canize 
smoot! 
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by WESCO 


r 


Top styling — yet rugged as they come. This is the \ 
desk that is designed to fit the modest budget yet , 
deliver years of genuine service. Whatever the surround 


—, ov" a WESTERN MANUFACTURING 


Write for additional information on the Fashionaire line C OMPAN Y 
NOW, available in 5 individual models 
Bain = = ll 














IN EVERY “LINE” 
THERE’S A STANDOUT... 


4 in wastebaskets it’s 


= WULCOT 


HIGHER PROFIT— Your most profitable dent, rust, or corrode. Vul-Cots are 
sale is your best line . . . for you and light-in-weight, easy to handle or 


your customers. A bigger unit profit clean. These features will help sell 
is assured plus complete customer Vul-Cots for you! 
satisfaction. And satisfied customers NATIONALLY ADVERTISED —Vul-Cots 
are always profitable. : : 
are known and recognized nationally 
PROVEN VALUE—Vul-Cot Wastebas- as the quality wastebasket line for 
kets are practically indestructible. business. A consistent program of na- 
The patented double rolled top won’t tional A pa to office oro 
break, loosen or fray. An attractive sg Myre people —— y 
bonded side seam provides a strong, — ul-Cots to your customers. 
el NOW ...at this time when you’re 
permanent seal 4 J a 
comparing product values and prod- 
SMART APPEARANCE—Vul-Cots look uct features at the N.S.O.E.A. Con- At N.S.O.E.A. 
better and last longer. The hard vul- vention, get the full story on this 
canized fibre, by National, is tough, famous VuL-Cort line. Visit the VUL- Chicago — 
smooth and durable. It can’t splinter, Cot Booth No. 56, or write direct to 


visit 


= VUL-COT 
a, NATIONAL Booth 


\ VULCANIZED FIBRE CO. No. 56 
WILMINGTON 99, DELAWARE 


OA — 10/54 








FORMANCE 
BUYS... 


For SUPERev 


Always buy SURERDEX 


TRAOE MAREK 


The Quality Line of Filing Supplies & Gummed Specialties 















* Vertical File Guides * Blank Index Strips 


* Guides * Rolled Labels 

* Folders * Protex Loose Leaf 

* Index Cards Patches 

* Index Tabs * Adding Machine Rolls 


* Transparent * Pakneat Sealing Tape 
Index Tabs * Pin Tickets 


At Leading Stationery Stores Throughout the Country 


THE WARSHAW MANUFACTURING CO., INC. 


MAIN STREET BROOKLYN 1, 




















“- he. =. 





Gerwice the RECORDS MANAGER! J 


of the YEAR ‘ROUND VOLUME | 


e 


of DOLIN STEEL ct 
TRANSFER FILE mM 
INSTALLATIONS See 


~h 












\ 
Record storage is fast becoming a vital and in- 
tegral part of records management. Systems and 
records are being reviewed daily by management in a 
continual effort to improve retention procedures. Show 
your interest in helping to solve your customers records 


L 
4 
\ 
problems through the advantages offered by the full array 7 


eal 


of sizes available with DOLIN STEEL TRANSFER FILES. ¥am 


j 
cr AR 
For complete QQYLMAP meta: provucts inc. Ye 


information write: 317 LEXINGTON AVE. BROOKLYN 16, N. Y. im 
Sold EXCLUSIVELY Through Dealers ; 
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receives disbursements from the bank and makes repayment 
to it. Terms: On an SBA participation loan, the participat 


ing bank makes the loan and determines the interest rate to 
be charged, with a minimum rate of 5°, annually on the 
SBA porti the loan. 


How to Get Loan 


Where t »ply: If a bank or other financial institution 
will make a loan conditioned on SBA purchasing a deferred 
participation, the applicant files with the bank its application 
and necessary supporting data, and the bank applies to SBA 
for the participation agreement. However, if the bank agrees 
to make th in, conditioned on SBA purchasing an im 
mediate part ition, the applicant must file an application 
on SBA Form 4 at the SBA office serving the territory in 
which the applicant’s home office is situated. The same 
procedure ilso be followed if the bank is unable to 
make a loan on any basis and a direct loan is desired from 
SBA. In either case, while it is not required that the appli 
cation be presented in person, it is always desirable for the 
applicant t scuss his situation personally, when possible, 
with an SBA financial expert. No charge is made for infor 
mation and sel furnished by SBA in connection with 
the preparation and filing of an application or for other 
assistance with financial management problems. 

(2) Direct Loans. Purpose: Such loans are made by SBA 
to provide assistance where the extension of credit by private 
banks alone or jointly with SBA is not possible. Terms: 
The interest rate is 6°. Where To Apply: Application 
forms shoul hled at the Regional or Branch Office of 
SBA nearest to the applicant’s home office. 

(3) Disaster Loans. Purpose: These are made, in areas 
designated by the SBA Administrator, to aid victims of floods 
and other catastrophes. Terms: Interest on these loans for 


FOLDING TABLE <¢xc 





HARD 
MIRROR-LIKE 
TOP RESISTS HEAT 
AND ALL 


LIQUIDS FAST DELIVERY 





tyled for LASTING SERVICE 


@ Steadily gaining in favor and use because of sturdy 
character of construction, versatility and surprising low cost. 
Masotex, Hardwood plywood, or Formica top material. Matching 


Comfort-Width” Bench with choice of tops. 


@ CHOICE OF STYLE TOPS @ FOLDING BENCHES 
@ ALL POPULAR SIZES @ OTHER EQUIPMENT 


Write for Illustrated Literature 


THE JAMES P. LUXEM CO. 


3345 NORTH LINCOLN STREET, FRANKLIN PARK, ILL. 
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Sell the line that’s pre-sold with 


prestige national advertising — 


Write for catalog and price list today! 





Nationally advertised 


Charles Doppelt & Co., inc. 


% 
5 
2024 S$. WABASH AVE.+ CHICAGO 16, ILL. 
_ New York — 389 Fifth Ave. * Telephone MUrreyhill 3-5777 
Showrooms: 14, angeles — 712 Olive St. * Merchandise Mart Building 
# 
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Get Your Share 
of Sales... 


from over 


200 
“Best Selling’’ CESCO 


Business & Accounting Forms! 















1994 
aucust 


_. Shepp scr T 





on 





The new CESCO Advance Price List for Catalog 
Section “J” presents our greatly augmented line 
of Business and Accounting Forms—Forms most 
in demand by Accountants all over the country! 


Be sure this profitable Forms business comes your 
way! Clip this ad, attach it to your letterhead, and 
mail to us. 


We'll rush the Price List, give you full details 
about our attractive dealer discount. 


For Binders to house these Forms, watch for our 
Advance Price List to Catalog ‘“B’’—now on the 


presses. 





Established 1900 


the purpose of the acquisition, construction or restoring of 
home or personal effects is 394. Interest on such loans for 
purposes of acquisition, construction or restoring of business 
facilities and inventories is 5°. Loans for housing may have 
maturities up to 20 years but other disaster loans are limited 
to 10 years. Where To Apply: File application forms at 
nearest SBA Regional or Branch Office. For speed in han- 
dling, the SBA Regional Directors have been given authority 
to approve disaster loans in amounts of $10,000 or less. 

Under the RFC Liquidation Act, RFC was absorbed 
into the Treasury Department effective June 30, 1954, and 
a number of its loan functions were to be transferred 
with it. Former RFC functions not yet assigned to any 
agency are those made under Section 409 of the Civilian 
Defense Act for construction of hospitals, air raid shelters 
and the like, and those falling under Section 302 of the 
Defense Production Act for plant construction or expansion 
of defense installations certified to by the Office of Defense 
Mobilization. 

The Federal Reserve System 

The Federal Reserve System consists of a Board of seven 
Governors supervising the 12 Federal Reserve Banks, their 
24 branches, and some 6,700 member banks. While the 
principal loan function of the System is to extend credit to 
member banks, the System also has an industrial loan pro- 
gram and a V-loan program (a loan guarantee. program to 
expedite defense contracts ) and these will be considered here. 

(1) Loans to Established Commercial and Industrial Busi- 
nesses. Purpose: To provide working capital for such busi- 
nesses when the borrower is unable to obtain needed 
financial assistance from the Loans cannot 
be made for the purpose of paying off debts. This program 
has not been very active for some years. 

Terms: The great majority of these loans (under Section 


usual sources. 


13 (b) of the Federal Reserve Act) are made through fi- 











THE ¢. E. 


44-07 TWENTY-FIRST STREET 





Cppar 00 
: LONG ISLAND CITY 1, N.Y, 
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SPONGE RUBBER 
STAMP PADS 


THE ONLY ALL-PURPOSE 
STAMP PAD LINE! 


There’s a SPEED-MO stamp pad and ink for every office or 
industrial stamping problem your customers may have. Speed-Mo 
is the only complete line of stamp pads on the market — and 
that means multiple sales for Speed-Mo dealers. You need carry 
only the common pads. Prompt shipment made on special pads 
(up to 20’’ x 36’’). 

All Speed-Mo stamp pads are of specially treated, odorless 
sponge rubber. Clear impressions guaranteed. Re-inking is neat 
and simple — you just brush the ink on Speed-Mo pads. 


LIBERAL DEALER DISCOUNTS 


Write for folder showing over 35 stock items 


CaM sa om VU tis Veatl ai, icmieer 


ORANGE, MASSACHUSETTS 


for complete information write: 
429 Main St., West, Hamilton, Ontario 


50 FEDERAL ST., 


in Canada 
Bossence & Co., 





OA — 10/54 




















She 








0A — 


Tr © Fe Ft = -_ 


/54 





Trairhers 











OA~— 10/54 





FASHIONED TO 
FIT EVERY 


STORAGE NEED 
ECONOMICALLY 


Efficiency-plus is the key-note of Otis Lock-R- 
Racks. Basic units can be assembled in 
hundreds of ways to meet specific require- 
ments for safe, efficient, economical storage. 
Can be used individually, arranged side by 
side, or stacked. Ideal for office, factory, 


schools, waiting room, nursery, playroom, 


hundreds of other uses (note illustrations). 


Partially pre-assembled at the factory, with 
tamper-proof dry rivets; ventilated front and 
back. Heavy industrial gauge steel with 
baked enamel finish. Flat key lock available 
if desired. 


Write for the name of your local Otis dealer and 
new complete catalogue. Attention dealers and 
distributors: some valuable territories are still open! 


TIS STEEL PRODUCTS CORPORATION 
ELLICOTTVILLE, N. Y. 


| LOCK-R-RACKS 


WARDROBE AND 







































LOCK-R-RACKS 
ARE EQUIPPED WITH 
LOUVER DOOR, LOCK 
AND KEY OR HASP 









: 
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More andere BANKS, 
| SAVINGS AND LOAN 


ASSOCIAT , BUSINESS, 

@——rreovstaial, vviity and 

= MENT OFFICES are \s 

.” = Gdopting CHANGEPOINT "&< * 
oak ebRODUCTS_Th ind them © : 
2 more convenient, sate and 
— dependable, Write-fortitera. 

+ ture and price’ today. 





Prime Steel @ Electrically Welded ® Non-Suspension ® Ball Bearing ® Compressor Follow Blocks 
Aluminum Pulls ® Finished in Standard Grey or Green Permanized Baked Enamel 


it’s NEW! 
Low Priced 


EXECUTIVE STEEL DESKS . | MODERN 
& SECTIONAL DESKS Je _ EXECUTIVE 
FILING CABINETS | DESK 
BOOKCASES 
SECTIONAL BOOKCASES 
STORAGE CABINETS r EEL TOP, 
ROLLER FILES |__| IMMED WITH 
TELEPHONE CABINETS I} o Heo gvsefiure 
F e Sos diding drawers 
with roller bearings 


@ Satin finished 
aluminum hardware 





@ Adjustable height 


@ Modern recessed back 
J @ Standard grey or 


x FOR DURAB 
MODERN E ENCY, attractive desert tan. 
WORKING C ORT @ Desk Top—53"x251/2” 


Full Body Depth—24” 

















WRITE FOR ILLUSTRATED CATALOG +84 AND DEALER PRICE LIST. ee 
Carefully Packed 


URABLE METAL PRODUCTS co. Bitar 
1709 ST. MARKS AVE. | sxuvn 33. N.Y. - HYacinth 8.1188 PROMPT SHIPMENT 
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lancings tions banks, trust CODlpanies, mortyape com 
panies, like. Very few loans are made directly. The 
nterest direct and indirect loans varies from 2! 


to 5 nding on the particular Federal Reserve Bank 


Maximt turity is 5 years. The limit on the amount of 
loans itments that can be outstanding is about 
$166. 

WI ply: At any bank or lending institution or 
direct t the 12 Federal Reserve Banks or 24 branches 


country. 


») V-Loans. Purpose: 


through 
To facilitate and expedite the fh 
ntractors, subcontractors and other persons 
ts or engaged in operations deemed necessary 
by the guaranteeing agencies (Departments of Army, Navy, 


nancing 


having cé 


Mir For rior, Agriculture, General Services Admin 
istration, \tomic Energy Commission) for the procure- 
ment o rials or the performance of services for the 
national [he Federal Reserve Banks act as agents 
for the g teeing agencies. 

Term ins are actually made by private banks, with 
a desigt ortion guaranteed by the procurement agency 
most The guaranteed portion can run up to 
100 is based on a sliding scale, making it ad 
vantages quest as small a guarantee as possible. 

W he ply: At your own bank, which applies to 
one of the Federal Reserve or member banks, with a request 
for the t of the guarantee desired. 

Federal Home Loan Banks 

Chere Federal Home Loan Banks and some 4,000 
membet created by the Home Loan Board. While 
the funds of 1 banks come from private sources, the U. S. 
Treasury it chooses, purchase these obligations up 
to $] billa 

Purpos provide a Nation-wide credit reserve for 


DIFFERENT SIZES, STYLES 
OF BULLETIN BOARDS AND 
CHANGEABLE LETTER BOARDS 


BY DAV-SON 


A Dav-Son board for every job. 
Changeable letter directory and 
announcement boards, black boards, 
menu boards, others. Sturdily con- 
structed, every Dav-Son board is 
built to last, with quality built-in 
for years of service. 

Dav-Son Changeable Letter Di- 
rectories for Lobby, Office, 
Outdoor Use 







e Wide Variety of Styles and Sizes 
e Glass En i Front 

e Hardwood Metal Frames 

e Highest Quality Felt 

e Absolutely Warpproof 

e Also Available with 5’ 8” 


Standards 


Dav-Son Genuine Self-Sealing 
Cork Bulletin Boards 


e Indoor and Outdoor Styles 
¢ Hardwood or Metal Frames 
e With or Without Locking Glass 


Doors 


e World’s Largest Selection 


DEALER INQUIRIES INVITED 
if Your Dealer Can't Supply, 
Order Direct 


Dav-Sen Ch Name Pilate 
Black card with white letters under 
beveled plexiglass shield. Triangular 
wood base in choice of Walnut, Oak. 
Mahogany, Blonde or Steel Grey fin- 
ish. 104%”"x2%”. 


A. C. DAVENPORT & SON, INC. 


311 N. DESPLAINES STREET, CHICAGO 6, ILLINOIS, DEPT. OA 
INSIST ON DAV-SON—YOUR BEST BUY! 
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For faster turnover... bigger profits . . . sell 


Victor bhampion 


AMERICA’S FINEST 
LOW COST 
ADDING MACHINE 











Precision-Built 

by Victor, World's Largest 
Exclusive Manufacturer 
of Adding Machines 


10-KEY MODEL 
writes numbers 
you reod then 


columns 


FULL-KEYBOARD MOL 
6-6-0) prints zeroe 
temetically. tota! 
umns 


9-column-capacity Champions available at slightly higher cost. 


6 REASONS WHY IT’S EASY TO SELL THE CHAMPION 


1. Easy to use — simplified key 
arrangement, natural-angle “‘feather- 
touch” keys. 


2. Easy to carry — lightweight, 
compact. Carrying case available. 

3. Modern design—attractive in any 
office, store or home. 


4. Low price — Compare! Champion 
can't be beat for value! Built to last 
for years! 


5. Quiet — fewer moving parts, no 
“hammering” type to make a clatter. 


6. Choice of keyboard —both 10- 
key and full-keyboard models. 


VICTOR ADDING MACHINE CO., CHICAGO 18, ILL. 
In Canada: McCaskey Systems Limited, Galt, Ontario 





fomene onreasncoesaanneenneantamame -, 
I 

Victor Adding Machine Co., Chicago 18, Dept. OA-1054 
Send details on how I can become a Victor Cham- j; 
pion dealer. ! 

! 

! 

Name 

1 

Address 

! 

City State 4 
ibcinebabandpendh es enanaseesesecineannale awed 
265 








EASE OF USE, 
CLEAN, SHARP 
REPRODUCTION 





NEW DRI-RITE 100 


@ NO offset, smudge, slip- 
sheeting. Dries as it stacks 
on mimeo (and some rag 
stocks.) NEW formula 
and processing give sharp 
BLACKER work. Posi- 
tively will not harden on 
pad in any climate. 


PREMIUM BLACK 


@ Maximum sharpness 
with minimum penetra- 
tion and offset. Premium 
workability without price 
premium. 


332 BLACK 


@ Very black, all-purpose 
ink. Your economy lead- 
er for office bulletins, 
forms, memos, mimeo 
and sulphite stocks. 


GESTETNER TUBE PAKT 
for GESTETNER MACHINES 
@ Gives 15 to 20% more 
copies than any previous 
inks. Tube makes _per- 
fect connection with ink 
pump. No drip from silk 
screen. Washes off hands 
with soap and water. 14- 
oz. tubes. BLACK AND 
8 COLORS. 


Ask about the 


Extra Profits For You in Private Label Packing... 


INK SPECIALTIES CO., INC. 





member home-financing institutions, which are chiefly sav- 
ings and loan associations and similar organizations. 

Terms: Long-term loans up to 10 years are secured by 
either home mortgages or Government bonds. Short-term 
loans for periods up to 1 year may be so secured or simply 
unsecured. The interest rate varies. 

Where to Apply: Member banks may apply to the Home 
Loan Bank Board, Washington 25, D. C. 


IV. VETERANS LOANS 
(Veterans Administration) 


The VA guarantees or insures various types of loans 
made by private lenders (banks, savings and loan asso- 
ciations, and the like) to eligible World War II and Korean 
War veterans. In some cases, it also makes direct loans to 
them. 

Purpose: To enable the acquisition of home, farm, or 
business real estate, supplies and equipment, and working 
capital. 

Terms: The loan may be short-term (under five years) 
or long-term (amortized) loans. If the loan matures in 
less than five years, no payments on principal are required 
until the end of that period. With a long-term loan, a def- 
inite monthly payment is agreed upon, through which the 
borrower can pay off the principal plus the interest over the 
period of the loan. Down payments are generally lower 
than required by State laws because of VA backing. 

The loan may be either guaranteed or insured by the 
VA. Generally, long-term home loans—96°/, of them in 
fact—are guaranteed, whereas short-term non-real-estate 
business and farm loans tend to be insured loans, as more 
advantageous. If guaranteed, the interest rate on the loan 
may not exceed 44°94 per annum. If insured, 15°94 of each 
loan is credited by the VA to an insurance account of the 


TWO ARD PROFIT-MAKERS FOR YOU! 


And 


LECTERNS 


15" x 21" hardwood base, hard 
wood standards, panel for decal 
on front. Genuine Formica top 
with SS moulding, 16" x 22”. 
Height, front, 19"; rear, 12”. 
Special sizes to order.) 

No. LFI, genuine Formica Top, list, each..........-----.---»--- $55.00 
No. LWI, natural finish wood top, list, each .....-$45.00 


Ard costumers 








Revolving pedestal style. 8 triple-bend hooks 

mounted on 12" polished wheel, 154g" tubular 

chrome column, 25-lb. black crackle finish 
i base. (Also available with black crystalline 

wheel, No. 14BB.) 

No. 14 CB, list, each........ $28.90 

No. 14 BB, list, each... $24.90 

WE SELL 
THROUGH DEALERS ONLY 





Send for the Ard Catalog showing 
complete line of Chairs, Lounges, 
Tables, Costumers and other profit 
makers for you. 





“AL MANUFACTURING CO., INC. 





13 VINE STREET, EVANSVILLE, INDIANA 
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MEDIUM IN PRICE 
HIGH IN QUALITY 


This chair is designed for real comfort 

and long, long life. Despite its moderate price, 
there is no skimping on quality. Honest 
craftsmanship, sound design and good materials 


make it a top value in its price range. 


THE RIGHT CHAIR AT THE RIGHT PRICE 





CHAIR NO. 830 


-—Jasper Chair’2 









ot B CMAIE Com, SPER, INDIANA 
* 





“ REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR. 
FRED & GEORGE C. DEUTSCH R. A. BROWNE, (WEST) R. J. FREEMAN AND JOHN R. FREEMAN 
(SOUTHWEST) 7207 NORTHAVEN RD. 2925 REVERE AVE. (EASTERN) .385 MADISON AVE. 
DALLAS, TEXAS OAKLAND, CALIF. NEW YORK, WN. Y. 





¢ ; » EST) W. H. BROWN (CHICAGO-MIDWEST) 
4 ® JAMES $. FOWLS, (SOUTHERN) JACK S. DORAN (NORTHW 
SPen-more 327 SUNSET DRIVE, NORTH 2925 REVERE AVE. 666 LAKE SHORE DR. 
\ ST. PETERSBURG, FLORIDA OAKLAND, CALIF. CHICAGO, ILL. SPACE 844 
























IT’S NO WONDER... | (/- \ IS THE LARGEST SELLER 


AMERICA’S FASTEST SELLING LINE OF SIM- | IDEAT A SYSTEM FOR EVERY BUSINESS, 
PLIFIED BOOKKEEPING AND TAX RECORD BOOKS. ff im PROFESSION, HOME, FARM, AND RANCH. 


SOLD BY OVER 3,500 STATIONERS | SYSTEM PREFERRED BY MORE THAN 1,000,000 USERS 


ONLY IDEAL HAS ALL THESE FEATURES 
e Each Complete in One Easy-to-keep- © Shows at a glance how a business 
Loose Leaf Book stands at any time 


e Red Leather Grained Covers and : : 
Plastic Marginal Index Tabs © Income Tax Bulletins, Social Se- 


* Pen ruled and clearly printed on --“Uity and Withholding Tax Charts 
Ideal System Ledger Stock included 

e Depreciation Charts and Specimen = Each Book meets all Federal, State 
Sheets in Each Book and Local Tax Law Requirements 













: CONVENIENT SHEET CABINET 
Handsome, metal, dust-proof cabinets with plastic tabbed index and 
et Se ae A divider sheets provide finger-tip selection of 2,000 Ideal sheets. The 
any time of the year. Facsimile most convenient and profitable sales-making units ever offered. Ask 
sheets located in each section about the special dealer discount on this exceptional offer. 
| Rae we meet rome 
“— eeqquirements.. 


of the Ideal books give ex- 
amples and explanations with 
simple, easy-to-follow instruc- 
tions, and guides anyone, with- 
out experience, to readily keep 
accurate records. 


RETAIL PRICES 
$2.50 $3.85 $5.85 $8.50 


Home and Personal Budget Books 75c & $1.50 
Liberal Discounts « Free Delivery 


FREE DISPLAY RACKS 
AND SALES HELPS 


Ideal dealers are offered free, self-selling, 
attractive, counter displays, such as Model 
#3, shown at the right, just the size for 
your counter. Larger displays for counter, 
floor or shelves are available, 


See complete ideal line at N.S.0.E.A. Convention, 
Booth 50, Conrad Hilton Hote! 
Clip coupon and mail for catalog, and select the books best suited te 


Wholesale Stationers In Many Cities 
FPS SSS SSS SSS SSS SSS SS SSSSSSSS SSS SSS SSS 
8 The latest Catalog of Ideal Systems, together with a circular of 
Se IDEAL SY: ST E M = an) 8 free Sales Helps, will be sent to you upon receipt of this coupon 
“ ; attached to your card or letterhead. You will receive the above by 
' 
o 








Sa Immediate Delivery From LOS ANGELES or NEW YORK end 


346 SO. FLOWER ST. LOS ANGELES 17. CALIF 6 CHURCH ST. NEW YORK 6 WN Y sorure mail and marked 
P| |, | ou 
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Handsome, Fast-Selling Wood 


Desk Letter Trays| | 


Oak, Walnut & Mahogany Finishes 


— FINEST QUALITY — 


Oak and Beech Lumber Ends 5/16 in. thick t 
Oak and Beech, 3-ply Framed-in Bottom 0 









No. 5 
LETTER SIZE $23 
@ FEATURES 


Full Green Felt Bottom Individually Boxed 
(12 Boxes to the Carton) 


IMMEDIATE DELIVERY 


Liberal Dealer Discounts 


r+) LIST 


PRICE 





















See Us in : 
SPACE 602-A No. 6 | 
at the NSOEA Show ase is 
in Chicago $940 ll : 
in 
write for literature manufacturin g ia 
on our complete compan 
Line of Desks, Tables, P Y pr 
220 Institute Place he 


Letter Trays, 
and Costumers 


to 
th 


Chicago 10, Illinois 























Shown here are three 
representative models in 
the most famous series of 
posture chairs ever made 

. often imitated but 
never equalled. 





























Model U-331-TB 


Features ... instant finger tip 


adjustments ... molded foam latex 




















Model U-33 
cushioning... ball bearing casters 
. replaceable covers... rubber 
bumper protection 
Model U-22 seat and back. 
Cramer POSTURE CHAIR CO., Inc. 
1205 Charlotte Kansas City 6, Mo. 
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ane 


onder [ri h he is paid in case of delaulkt. The in 


terest rate on a non-real-estate, insured loan may be as high 
is 5.7 nnum simple interest or the equivalent 3 It’ of Lo ; 
dis ount 4 


W here ipply: Application for VA loans should be to ty, : , of / f / 
nade to banks and other private lending institutions. : 
Real-Estate Loans. A home or business real-estate loan 

iay be repa n to 30 years and a farm real-estate loan FEATURE BY FEATURE 


p to 4 The VA may guarantee 60°. of a loan for 
the purchase onstruction of a home up to a maximum DATERS ARE 
of $7,500. | estate loans tor tarm or business purposes 


iay be gua teed 50°, up to $4,000. The purchase price 
of real estate, or other property, may not exceed the reason 
ible val ppraised by the VA representative. 

Non- Re: il-Estate Loans: These are for the purchase of 
property other than real estate, such as machinery, tools and 
equipment, and for working capital required in the opera 
tion of a farm or a business. This type of loan may be 
repaid in up to 10 years and may be guaranteed by VA 
ip to 50 the amount of the loan or a maximum of 
$2,000 


Direct Loans: The VA makes direct loans to veterans in 


isolated ar where private lending institutions will not 
make the loans. Such loans may go up to $10,000 if the 
eteran ha t used any of his loan entitlement, at 41 
interest. The security is, generally, the property to be 
acquired the veteran. Additional collateral may be de 
manded by the VA in some cases. 

NOTE: While a veteran may transfer or sell the property 
purchased with a VA loan to either a veteran or nonveteran, 
he generally remains liable for the debt. He should, there 
fore, try to have the loan paid in full by the purchaser of 


the prope rt 





Dealers who want products that stay sold once they're de- 
livered to the customer know that they can count on Faymus. 
Expertly made and beautifully packaged in individual boxes, 
Faymus products are the guality line — the line that brings 
customers back time after time. 


Only Faymus daters give you ALL these features! . . . 


« BANDS OF RED RUBBER—far more durable, resist rough treatment. 
6-YEAR LIFE—year band is not quickly outmoded, carries 6-years of 
ates. 

BANDS TURN EASILY—never stick, never slip once set. 

RUGGED FRAME—tor long, hard service. Heavily chrome plated. 
HARDWOOD HANDLES—select wood, beautifully finished. 

ret eg 3 band carries useful wordings: Rec'd, Ans'd, Ent'd, Paid, 


Imprinting at no charge on quantities of one gross or more. 


¢ Also available without imprint 
; » CAPRI 
2 i x i E COLOR-KEYED See the sensational new B&M product in Booth 236. 


Brilliantly conceived member of the striking new Dixie 
“Holiday” series. Wonderful for reception room, lounge, 
show room, office — or home! New square-tube frames in WRITE TODAY! 
satin-steel, or your choice of seven decorator colors in 





“EPON.” Covers available in rich “Color-Keyed” tones to My ayo ness cheat 0 tone ae 
. . P . J u ec io ’ 
blend with frames. Coil-spring seats, backs. profits in the industry. Send me complete information 
at oncel 


Color- Keyed; > ae jocnsedsuescessanteeen ean 
DIXIE CHROME issn chassis Meee 


\* # ©~ propucts 







ES Shbs 6%0 600s cnd« Zone . » GRMBD . csnsisccoes 


Faymus DIV., Bankers & Merchants, Inc. 


3229 N. Sheffield Ave. Chicago 13, Minois 


Division of Southern Consolidated Mfg. Corp. 
Irving (DALLAS COUNTY) Texas 
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clean 
fast 
accurate 




















PLUS EXCISE TAX 


Mechanical Features. . . 


Front Paper Stop assures accurate registration. 
. Automatic Roller Release eliminates smudged sheets. 


. Automatic Counter counts only printed sheets. 


1 
2 
3 
4. Open Drum—self-contained, internal brush inking. 
5. Automatic Feed — positive action. 

6. Selective inking by means of our ink dispenser. 

7 


Paper Pusher is automatically lifted and carried back 
to feeding position. Eliminates lint on the stencil. 











TECHN YQ ee ee. 


ECHNY, ILETNOIS 
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Postcard Advises Customer 
When Order Will Be Ready 


® CUSTOMERS WHO ARE waiting for their orders to 
be processed while the merchandise is being obtained from 
the supplier, are given definite assurance when they will 
be ready for delivery under a handy postcard system em- 
ployed by Franklin Stationers, 918 Orange St., Wilmington, 
Del. 

All purchase orders to the suppliers are numbered on a 
standing request form to which is attached a return, self- 
addressed postcard notifying the stationer when shipment 
will be made and whether it will be partial or complete. 
This information in turn is passed on by the store to its 
own customers in line with its prompt service policy. 


Pacifies Customers 


“This helps to pacify the impatient customer and shows 
him that we are right there ready to give him immediate 
attention as soon as the material comes in,” explains Her- 
bert Steinberg, owner. 

“Such a detail may sound small, but it really means a lot 
to our trade. It is evident that we are making every possible 
effort to complete the order as fast as we can, that no one 
else in the city can do it any quicker, so they are satisfied 
to wait. Moreover, it isn’t up to the customer to inquire 
when he can have it, as we furnish the information volun- 
tarily, usually by a phone call.” 

This service detail has helped immeasurably in getting 
new business and retaining steady accounts. The public has 
come to expect this courtesy of Franklin Stationers and has 
reciprocated by placing its orders there, especially the hard- 
to-get and less standardized forms, labels and other items 


















IT JUST CLICKS / 


It’s so quiet...so handy 
... 80 efficient for 1001 uses 
— no wonder your custom- 
ers like it! You'll do a bet- 
ter business 
with the truly 

modern 


9 leciype 
' STAPLER 


Z Ps 













TO DISPLAY AND RECOM- 
MEND THE N-C LINE for all 
office, commercial and industrial 


uses. 


if NEVA-CLOG 
PRODUCTS, INC. 
Bridgeport 1, 
Connecticut 





0. H. DAVISON & CO.—Pacific Coast Rep., 
609 Mission St., San Francisco 5 













Yes STAPLES LTD.—Montreal, 


Toronto, Winnipeg, Vancouver 
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Columnar Sheets 
are ruled in 


PERMANENT INK! 











Lines can’t smudge e Ink Eradicator won’t remove lines 


These new and different FAULTLESS Columnar Sheets are 
winning immediate acceptance with users everywhere! Here 
is a sheet with really permanent lines that can't smudge... 
lines that even ink eradicator won't remove. 


Lithographed in brown and green on fine quality white 
stock, FAULTLESS Columnar Sheets offer maximum contrast 
with written figures, while glare and eye strain are elimi- 
nated. They withstand erasures well too, allowing correc- 





tions without fuzzy spots. Lines are always uniform .. . 
register is perfect! 

Give your customers the many advantages of new 
FAULTLESS Lithographed Columnar Sheets ... and watch 
your repeot soles grow. 


STATIONERS LOOSE LEAF CO. 


MILWAUKEE 1, 524 NORTH BROADWAY 
NEW YORK 3, 114-116 EAST 13th STREET 











FOUNT-O-INK 


The Writing Set That Banks Use 


\\ For efficiency and genuine writing enjoyment 
} everyone is using FOUNT-O-INK 


Profit with the amazing ond popular pen that never needs to be filled. 
Extra large automatic ink supply. Speciol pen points for every writing 
purpose. Available in over 39 different models. Nationally advertised. 










Special imprints for business gifts, merit 
awards and personal gifts. 








ACTUALLY 
FILLS 
ITSELF! 






All FOUNT -O - INK 
Writing Sets are ob- 
teinable printed with 
individual! or business 
nome or trade mark. 


h, 


Mi. j7 ) ™ . 
sit 
a 7 
(——_ 
[FZ ren ano 0 BETTER WAY cE Se aChek @ Geek's, Beeman. E Gene 
Ink and stein remover Stamp ped ink in 3 EAGLE ROCK BCULEVARE 
for hands. applicator bofttic. 


LES 65 CALIFORNIA NCE 
Two Fast Selling Items 


illustrated Catalogue ge 
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New Fasy-to-Sell Smokers & Ash Trays 


Jeweler’s Bronze — Brass — Chrome — Decorator’s Colors — Walnut — Oak 
See Them at BOOTH 142 Exhibition Hall, N.S.0.E.A. Show 


Nos. 17-21 











No. 17—7'%" round Walnut base, solid brass screen, 5/2” x Ye". Re- 
movable metal liner. Also available (No. 16) in 7” square base. 


Nos. 170, 180. 190 Nos. 18-21—Same pattern as No. 17, in Decorator Colors, Chrome, me 


and 195—Distinctive Genuine Jewelers’ Bronze, and solid brass. Extra heavy 11” 
Smoker in Solid Wal- base. 8” Iliner 








nut, Genuine Jewelers’ . iad ; Ye” di 4 134” post. Ship- 
iio mete Gree. Nos 262-265 Large capacity receptacle, 5/2 diameter, 1% deep. cian Gola ob n 
Chrome and Decora- Available in genuine Jeweler’s Bronze, Solid Brass, Decorator's sembled ready w 
tor Colors, 542" «x . . use about 19 Ibs. ( 
134’. Removable met- Colors, Satin and Bright Chrome. Now available in 


al_——tiners. Heavil ’ Pv Statuary Bronze 
weighted 8'/”’ anes. No. 8-A to 12-A—Walnut or soft Tone Oak bases, 6” or 8” glass in addition to 


. Golden bronze, 
liners. bright and satin 
chrome. 


WRITE FOR CATALOG OF COMPLETE METAL AND WOOD LINE 
Including Snuffer Type, Screen Top & Open Type with Giass Liners 


La Salle Products (o. 


2216 N. CLYBOURN AVE., CHICAGO 14, ILL. 











THONG SECTIONAL 
POST 





PERMANENT zaman 
ita «6 Ahal 


Cuver yy 
Master - 
Dealer 
Kno ty 


TIME IS SAVED for busy dealers who always 
have available the right binder for the 
right purpose. Master-Craft’s exclusive . 
franchised dealers have 16 kinds of binders 
on their shelves or available for immediate 
delivery. The 7 popular kinds pictured 
above are carried in a wide range of sizes 
and bindings. 9 other binders for more 
specialized services produce a complete 
‘“time-engineered” line. No customer need 


be turned away. ; ) 











Devers HAvinc THE Master-CRAFT FRANCHISE SAVE THEIR CUSTOMERS 
time and space through the correct use of loose leaf binders. The 7 
kinds pictured here represent only a few of the thousands of modern 
time-savers supplied through no other than Master-Craft’s exclusive 
dealers. lt may be available in your city. Write today for free catalog. 


TER-CRAFT CORPORATION 


SG-LERE DIVISION OF SHAW-WALKER KALAMAZOO, MICHIGAN 
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Apsoiurety SAFE... NO CARBON-TETRACHLORIDE 


type cleaner... 





Once tried through your jobber or direct. Liberal 
2 discounts and free dealer helps. 
always used 


rage store doesn’t keep in large inventory. 


t 40°, of the suppliers are co-operating in this 


ume response is lacking from the remainder, 
inberg. In such an event he keeps repeating 
quest that they put his purchase order on 
in many cases they respond. But if after re 


pondence on this point and cooperation is still 
stationer has in some instances switched his 


he r source. 


Emphasizes Request 


ed further attention to this request by rubber 


rs as follows: “NOTICE. If our purchase 
all packages, cartons and invoices, orders will 


| returned at your expense.” 
this system is just as much to the advantage 


1S it is to us since it helps to move his goods 
Mr. Steinberg, “and it is hardly an in¢on 
1 slight clerical addition which can be made 
iverage stationer, like ourselves, has at least 
rs always in process and when he knows 
come through and has the handling and 
facilitated by a numbered system, it makes 
economies and improved customer relations.” 
tioners has three principal sources of income: 
tionery, ofice equipment and rubber stamp 
Besides the main store in a convenient down 
there is a warehouse and showroom nearby 
of desks, office furniture and appliances. 


tamp plant is located at 810 Tatnall Street. 


was established in 1933 by Mr. Steinberg 


tamp producer, gradually adding his present 


ublic demand. 
red includes all of the Del-Mar Peninsula, 


TO GUM AND GOO/ 


e amazing 


Help your customers get 
SPARKLING LETTERS... 
and build good will for 


your establishment. 








CLAR-O-TYPE not only cleans type 
cleaner .. . it’s 100% safe. Non- 
inflammable. Sturdy, easy-to-use 
dauber chases lint and dirt. Order 





BROADWAY 


SEEEROTYPE CO., we. 251) S2O*°W* 
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Look to 


ONGHORN 


CARBONS...RIBBONS 


fora 


Leaders in 
AMCO's complete 
line of carbons 
relate Male) elelar 

for the office— 
leaders in sales 


and profits for you! 


Send for Illustrated 


AMCO Catalog 


4meo 


AMERICAN CARBON PAPER MFG. CO. 


Factories at Ennis, Texas—Chatham, Virginia 


Warehouses and Offices at Houston, Dallas, New Orleans, 
Birmingham, St. Louis, Denver, Los Angeles. 
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South Jersey and part of nearby Pennsylvania. There are 
two outside salesmen constantly engaged in servicing ac- 
counts and bringing in new business, these men being paid 
a straight salary. Bulk of the volume, however, comes from 
steady, repeat trade. 

For outside promotion, the firm relies heavily on its own 
folded leaflet, printed phote offset, and well illustrated with 
prices and descriptions of timely merchandise. It has been 
found that pictures help make sales since many recipients 
may be altogether unfamiliar with the item, a fault which 
the illustration quickly corrects. 

The pictures are clipped out of manufacturers’ catalogs or 
trade papers, and the entire project is prepared by a pro 
fessional advertising agency. Mailings are about every six 
weeks. 

In addition, postcards are mailed frequently to play up 
one item at a time and contain a return, prepaid postcard 
attached for the return order. These mailings are to a select 
list of about 5,000 names, half of whom are regular cus- 
tomers, the rest likely prospects. 

Since newspaper advertising has been found unresponsive, 
a more satisfactory substitute of small, giveaway novelties 
is used. These usually consist of an inexpensive item such 
as a nylon pocket comb which women appreciate, or memo 
pads. 

Appreciate Gifts 

“Our customer friends are just as much appreciative of 
a small gift as an expensive one,” says Mr. Steinberg. “In 
fact we've found it more expedient to tone down our give- 
aways because if you hand out something elaborate to a 
purchasing agent he’s likely to look upon it as a sort of 
bribe and it may back-fire.” 


The store area, while compact and covering a relatively 





Now—CARD Sturdi-Lite 
BETTER Vault Steps at LOW Prices 


ALUMINUM— 

Tubular Frame _ construction 
—STRONG and RIGID, yet 
| surprisingly Light. They make 
upper boxes more rentable. 


4 Always Bright 


| Neat Looking — no 
| upkeep cost. Rubber 
| feet preventslipping. 
| NON-SKID Rubber 

Treads on One-Piece 
| Aluminum steps. 10” 
| between steps in 
| both models. Top 
: steps 93%" x 16”. 
| Lower steps 9” x 
14”, 


| 
| 
| 3-STEP MODEL—No. 






303 30” high, 17” 
wide, 26” long. Price 
| F. ©. B. Detroit, 
Mich. $3750 


al Equipped with 
Casters—Add $5.50 


3, 4, 5 and 6 STEP SAFETY LADDERS NOW AVAILABLE 


2-STEP MODEL — No. 
202 20” high, 17” 
wide, 18%” long. 
Price F. O. B. Detroit, 
Mich. $2500 








Dealers: Write for complete details 
and dealer discount schedule. 


D. R. CARD CO. 








829 Merchandise Bidg., MINNEAPOLIS 3, MINN. 
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wi! HERE 1S YOUR COMPLETE 

NO RESOURCE FOR “ADD-A-SECTION” 
INTERLOCKING 
Dele] Gey FF" 


© Will interlock with Economy and Universal styles 
formerly manufactured by Globe-Wernicke Co. 





















“Bookcases that grow 








with your needs” 








fidgavay 













A DIVISION OF 
GRAVELY NOVELTY FURNITURE CO. 











Y 33 labels (size 2'3%6” x 
1”) on 814” x 11” sheet. 

Y Accurate spacing for 
quick typing. 

Y Clean-cut perfora- 
tions free from dust and 

















T WRAPPING S$ 






You can sell lots of 
DENNISON ADDRESSING >, 


J 









pods. a. 
Y Dennison quality : 
stick-tight gumming. ..for addressing advertise- o 
Y Make up to four car- ments, samples, bulletins, “ 
bon copies. catalogs, announcements, 
Y Make multiple copies monthly statements, all 
on duplicating equip- kinds of direct mail. 
ment. Just show your customers 
Y Convenient 25 sheet how Dennison ADDRESS- 
or economical 500 sheet ING LABELS will save 
packages. them time and money. 
ORDER YOUR SUPPLY OF e 
DENNISON ADDRESSING LABELS Dennison 
TODAY! > MANUFACTURING COMPANY 











Framingham, Moss. 









INDEX TABS + PHOTO CORNERS . TAMP HINGE 





REINFORCEMENTS - 





SEALS + 





TAGS + LABELS - 
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, 


262-0.P.S. F... 





262-AT. 4% 






Also manufacturers of Office Desk Pads, Home-style Desk Pads, Work Distributors, 
Telephone Book Covers, Office Chair Cushions and Acetate Products, including Sheet 
AMZ Protectors, Card Holders and Protective Holders. 


CHICAGO DESK PAD COMPANY, INC. 


15 NORTH JEFFERSON STREET CHICAGO 6, ILL 

















CRAFTSMANSHIP 


EXEMPLIFIED BY 


BRIGHT! 


Styled for perfect harmony. Fashioned for luxurious 
































NO. 9800 SOFA wear. Customed for lasting comfort and pleasure. Priced 
for every buyers purse. These are the factors which make 
BRIGHT creations a joy and satisfaction to every one 


who buys. In a large selection of genuine leather and 





Elastic Naugahyde and a wide range of styles you will 


; NO. 90 EXECUTIVE 
find just what you want for every customer. POSTURE CHAIR 


WRITE FOR CATALOG! 







NO. 1000 


CLUB CHAIR 133 BLEECKER ST. NEW YORK 12, N. Y. 
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small space, nevertheless utilizes every foot of flooring. By 
keeping the fast-moving items in open display on steel 
shelving on one side of the store, self-service is encouraged 
and “impulse” buying stimulated. Visitors can make their 
own selections unaided and are reminded of something they 
need just ooking around. 


Merchandising Aid 


The single window facing one of the main shopping 
streets is also a strong merchandising aid since it is changed 
frequently with a large assortment of items on display. Mr. 
Steinberg believes in showing as much stock as conveniently 
possible in the window, without cluttering, in order to reach 
every type of potential buyer as well as impressing passers-by 
with the varied inventory carried. 

In treating the customer who is discount-minded, Mr. 
Steinberg has provided what he considers an effective and 
satisfying procedure, He keeps a small, loose-leaf price book, 
which is changed constantly to conform with fluctuating 
quotations, and from it refers authoritatively to the list 
prices. While some savings can be made in large quantity 
lots at a time, this little black book readily convinces a 
customer that a fair price has been established —ASK 


Are You Community Conscious? 


® HOW COMMUNITY CONSCIOUS are you? How 
community conscious 1s your business? The degree that you 
and your business are, contributes both directly and in 
directly to the amount of the sales success you enjoy. This 
consciousness must go farther than a mere verbal recognition 
of and approval for your immediate community. The public 








Reach top-shelf items 
quickly, easily, SAFELY! 


srep\\\[FETEH 


TRADE MARK 
STEP-N-FETCH is a step and handle set that 
solves your top shelf storage problem. It 
provides an easy, quick, SAFE way to step 
up and fetch merchandise from top shelves. 
STEP-N-FETCH is made of durable steel, 
cadmium plated with rubber tread. It comes 
in two inexpensive models: one a rigid step, 
the other a step which flips up quickly flat 
against the shelf edge. Steps are a size to 

fit the ball of the foot. 
Installation is very 







simple. Screw on the step 
and handle to any stan- 
dard wooden or metal 
shelving. 


x 
RIGID STEP, Model 20 295 
or 


‘sc FLIP-UP STEP, Model 30A 395 


Ask your 
distributor 


NARVA PRODUCTS, INC. 


70 East 45th Street, New York 17, N.Y. 
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DESK STABILIZER 


TYPISTS NEED THEM...TYPISTS WANT THEM! 
Saves unnecessary fatigue, frayed nerves, 





and reduces typing errors by eliminating the 
bounce, wobble and sway from typewriter 


platforms. Functionally designed... attrac- 








tively streamlined to add smart modern lines 


to any office desk — new or old 





AT ONLY ! 


$ 95 





instant fingertip release! 


Sturdy all-metal construction, smooth no-sag 
finish, firm-grip rubber top bumper and 
floor base. 


@ QUALITY CONSTRUCTION THROUGHOUT 
@ EXTENDS FROM 17 TO 31 INCHES 

@ EASILY ADJUSTABLE TO ANY HEIGHT 

@ AUTOMATIC, SELF-LOCKING MECHANISM 
@ POSITIVE SUPPORT ...NO SLIPPAGE 

@ TELESCOPES TO FIT INTO DESK DRAWER 





SP RETAILS 





Extremely liberal discounts! 














PRES-T0-LINE CORP. OF AMERICA 


2339 COTNER AVE. e LOS ANGELES 64, CALIFORNIA 
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Sell the PEN that creates 


ua 


The ART-MAGIC in the 
MARSH Felt-Point 


SELLS ITSELF! 


Here’s a quick turnover item that’s a real 
profit-maker for you! Dealers everywhere ac- 
claim the Marsh 77 as the Felt-Point pen that 
sells on sight. Powerful National Advertising in 
SATURDAY EVENING POST, LIFE, and 
AMERICAN ARTIST pre-sells prospects for 
you... all consumer inquiries and orders are 
referred directly to local dealers. See for your- 
self the sales appeal features of the Marsh 77 
Felt-Point pen...the PEN with the FIRM 
Felt-Point that marks or writes smooth, fine 
lines on any surface with instant-dry ink. 


DEALERS: Mail coupon teday! 


MARSH STENCIL MACHINE Co. 
83 Marsh Building 
Belleville, Ill. 


Gentlemen: Attached is our business letterhead. We want to sell the 
MARSH 77 Pen. Send us prices and complete information. 


o BTTLB. wcccccccssvsscses 


 » Se ee ZONE STATE. 
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must see at every possible opportunity that you are actively 
enthusiastic for where you are located. 

Some of this calls for only a little time or attention, while 
others call for more time and financial help. All of this 
wisely planned and done will build both immediate sales 
and also the business and personal good will that means 
continued good and better sales. 


Pays to Be Neat 
The neat, attractive, and modern appearance of the front 
and also interior of your business quarters shows your com- 
munity consciousness or lack of it. One wise owner insisted 
that the sidewalk in front of his store be swept the first thing 
each morning and the last thing each afternoon or evening. 
He refused to alibi by trying to blame the city or community 
for not keeping his sidewalk clear of dirt and trash. He in- 
sisted that the display windows be washed at least every 
other morning, so they would be sparkling clean at all times. 
The interior of his place of business was always in tip-top 
condition. Everybody knew he took pride in his business 
and his community. 


Your windows offer an opportunity to show your com- 
munity consciousness. A wall rack or window-floor stand 
can be captioned with the big, bright and sincere word, 
“WELCOME.” Beneath it you can have a wide slot to take 
a painted card, containing the name of the group or organi- 
zation that brings people from out-of-town to the community 
for some meeting or event. However, remember to keep that 
“WELCOME” equipment fresh in appearance—not yellow 
with age and fly-specked. 


Offer Window Space 


When the local Red Cross puts on a campaign, or the 
Community Chest, or some similar drive, you might offer 








CRAM World Globes 


Make Ideal Christmas Gifts 


A popular gift for the entire family. Cram 
Globes are fascinating, educational and deco- 
rative. Ideal for television and world news 
reference. 

The style and beauty of Cram Globes give them 
an’eye appeal for self-selling. There is a CRAM 
Globe for every purse and purpose — price 
range $2.95 to $104.50. Now is the time to 
stock up. 


Send today for new Globe Catalog No. 64 
which shows our complete line and prices. 








THE GEORGE F. CRAM CO. INC. 


730 E. Washington St., Indianapolis 7, Ind 
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The Jewel of Staplers! es ie 






\\ 


FIRST with 
the LATEST 
Ty 
“FASTEN-ATING”’ 
Staplers... 
Since 1919 


PLEASE WRITE FOR 
ie) 2 Ves Meelhia@eltl baw |. sma OF hel ciel: 











ay 
THE NEW a4 i° aS 
“ESSO" 200 HUDSON STREET 
Py NEW YORK 13, N. ¥. 
y, 








PRODUCERS OF "MICRO-PERFECT"™ STAPLES 














UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 










Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
(Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
240 Fleet St. East, Toronto 2B, Ont. 





ASSOCIATED 
COMPANIES: 
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Introducing a Great New MILITARY LINE 


as Rugged... 
as Strong... 





as Stalwart 
as the name implies 


The Military Line is complete to serve 
every safekeeping requirement. Ranges 
from the “Cadet’’ up to a double door 
safe called “5 Star” ... 10 safe sizes 
in all. 











Also includes the “Hideaway” Wall 
Safe and “The Private’ Personal Safe. 











; In addition . . . Burglar Proof money “CORPORAL” List $1 085° 
—_ chests both to anchor in safes or in steel Ph in ma 
“CADET” List $6425 claddings concrete filled. 


(EASTERN) 


ae 





The Military Line is identified by the following labels 
Underwriters’ Laboratories ‘“‘C’’ one hour fire label; Un 
derwriters’ Laboratories T20 burglary label; Underwrit 
ers’ Laboratories Relocking device label; Safe Manufac- 
turers Association one hour fire label. 


COMPLETE LITERATURE ON REQUEST 


ON DISPLAY—ROOM 520-A aii 


NSOEA CONVENTION — CHICAGO “HIDEAWAY” Wall Safe $4890 i Personal Safe I 
(EASTERN) List $2400 P 


(EASTERN) ‘ 


GUARDSMAN-VALENTINE, INC. « 1a porte, INDIANA 















IN BEAUTY... 
QUALITY... 
LUXURY 


No. 0-4331 SECTIONAL 


From the Fieldwood 
Continuity Group. 
No. 0-4333 Matching Chair Also Available 


AND INSTITUTIONS 


TH Be Fe. 3 : Available in 
bat Write for New Full Color Catalog ie 58 
a 


®@ Elastic Naugahyde 


T eel laclachiclaaaelslaia: 


ModerNize x. a 





666 Lake Shore Drive + Chicago 11. Illinois Fact 
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part o1 t one of your windows to be used for a display 


dramatizing or telling the public about this important com 
munity event. Public approval of this will mean more to you 
than ai splay of your merchandise in that space for that 
brief ti Do something different. Offer your public library, 
your Boy Scouts, and other improvement groups the oppor 
tunity to use some of your window space for a display of 
their work and efforts. Suggest and insist that they take 


pride in th lity of their display in your space. 


Back to Schools 


Local school activities form a fruitful field for your com 
munity consciousness. When people know you attend school 
events, especially athletic games, you have their good will as 
a community booster. A capital advertising plan for your 
business would be to get and sell pennants, canes, mega 
phones and the like with the school colors at cost plus a 
slight handling expense margin, as a community promotion 
sideline project. Once you really become interested in local 
school a ties, you will find many ways you and your 
business express community consciousness to an advan- 
tage for all. Guessing scores and winners can attract con- 
siderable school and community interest to your place of 
business. The reward for the winners in the guessing need 


not cost ! 


Plan Contributions 


Che question of how much to contribute to the local Com- 
munity Chest, Red Cross drive, and similar charity or benefit 
campaigns, arises when you become community conscious. 
Your business can not stand an attitude of “Not interested!” 
Eventually this will boomerang to an increasing degree 


(Turn to page 289, please) 




















MANIFOLD BOOKS 
AND PRINTED STOCK FORMS 


For more than 25 years, we har. 


our wares through the dealer exclusive 
Write for our Illustrated Pri 
Vanufacturers 


SUSPEND-O-FOLDERS o FILING SUPPLIES 
ry lise) Sele tele) Oa Midd). n8 40m Beelet @uael-s.k 


ADVANCOo 
ADVANCO PRODUCTS 


Division of Ad 


148 West 24th Street, New York 11, N. Y 
Telephone CHelsea 3-1276 
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WE ARE PLEASED 
TO ANNOUNCE THE 
APPOINTMENT OF 


J. EDWARD CONLON 





GENERAL aint MANAGER 
of our 
OFFICE PAPERS DIVISION 


x 
AT THE NSOEA CONVENTION 


BOOTH 437 


SEE THE NEW 
EXECUTIVE LINE 
of OFFICE PAPERS 


BUTLER 


PAPER CORPORATIONS 
223 W. Monroe St. « CHICAGO 6 











rigidized sree 





TRANSFER CASES 


priced to compete with cardboard transfer cases 


| 






_ ORDER 
| TODAY! 


@ Constructed of heavy furniture steel. 

@ Added strength & durability due to the special forming 
process of rigidizing. * 

@ Available in letter and legal size. 

@ Baked on enamel finish in lustrous office green. 

@ Horizontal & vertical stacking feature. 





WELCOME—NSOEA CONVENTION 
Contact Us While in Chicago 


Top FLIGHT PRODUCTS CO., INC. 


Manufacturers of the Famous No. 25 Transfer Case 
6224 S. Oakley Ave. WAlbrook 5-7100 Chicago, Ill. 























of FD Gia py 


a does 


the trick 


Punches — 
2 or 3 holes as desired 


Now, a single paper punch does a double job! 
Clix model 32 converts instantly, simply by 
snapping adjusting button. Punches 2 or 3 
holes as required. Takes sheets from 6” to 12” 
long. Gauge-marked in 1” gradations. Lists 
at $5.50. ~ 
Order from your wholesaler 

MODEL 32 . . . For 3-hole punch 

ing, V4" dia. spaced 41/4"' on cen 


ters. For 2-hole punching, '/4"' dia 
spaced 234" on centers. 


NEW ENGLAND PAPER PUNCH CO. PAPER PUN cH] 
NATICK, MASSACHUSETTS 


WESTERN REPRESENTATIVES—HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Market St., San Francisco 











See PRECISION’S 
Revelutionary Swivel Chains 


They offer: 


Unmatched Comfort 
Unexcelled Quality 


Lowest Maintenance 
at the 
Lowest Cost 


Tubular Steel 

in Chrome or 
Lacquer Finishes. 
Webbed in Saran 
choice of 10 colors. 


Seven Models 
$24.95 to $44.95 list 


& 
Register daily in Booth 408-409 


A swivel chair will be given away on 
Saturday, Sunday, Monday and Wednesday 


PRECISION MANUFACTURING CO. 


831 Chicago Avenue * Evanston, Illinois 














282 





EXCLUSIVE TERRITORY FRANCHISES 


now being set up for 


COREXA 


portable calculating & adding 
machine 


retails for 


$117 


plus tax 
(case included) 


addition 
subtraction 
multiplication 
division 

8 columns 
















Liberal 
Dealer Discounts 











for additional information write 


The HILNER International Corp. 


2900 W. Eighth Street, Los Angeles 5, California 


ov ANC 
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5 COLORS—ALL STYLES—PROMPT DELIVERY 


e BROWN 
e@ GREEN 





~- 
7.) 
I 


HARDBOARD FABRICATORS, INC. 





S59 BRANC 
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NOW. .. Sell the ONLY 


office machine stand 
that’s “COMFORTIZED”! 


HALVERSON #72-SDS 


“sit down” stand 
. ee. Specially designed for 


the new electric du- 








plicators . . . also 
ideal for folding, 
stapling, addressing, 
adding machines, etc. 


List Price 


$5250 


slightly higher west 
of the R ies 









NEW from every angle! Desk-type design allows 


office machine operators to comfortably stand or sit 
while working! This-never-before efficiency will sell! 


NEW! 
NEW! 


ORDER TODAY 


HALVERSON Specialty Sales bth Soe 
Subsidiary of MIM-E-O Stencil Files Co. 


ideal for both tall and short operators « Equipped 
with two detachable trays and pull-out shelf « 
Sturdy, all-welded construction ¢ Smart, liquid-re- 
sistant gray Hammerloid baked-enamel finish « 
Height 2512", adjustable to 27”; width 2912"; depth 
20” 











. or write for complete details and prices 






Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y: 
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U. S. features the 


Hot Wax Process In 


SPOT CARBONIZING 


Never fades 


Never dries out 


e Spotting in all sizes 
e Spotting in all shapes 
e Spotting on all paper stocks 


Quotations and samples cheerfully submittd and 


without obligation, of course. 


For Domestic & Export Trade 


U. $. CARBON & RIBBON MFG. CO., INC. 


621-623 CHERRY STREET PHILADELPHIA 6, PENNA. 


Established 1895 















There's a reason for this 
preference ... the Porta- 
Matic Tray by P.E.C. of- 
fers a new concept of 
operator convenience 
Lightweight, portable, it 
is easily moved and car- 
ried. On matched P.E.C. 
Stands they ore readily 
accessible to any work 
station. 


Stock, feature and sell 
the P.E.C. Porta-Matic... 
profit from the preference 
and convenience offered 
by Porta-Matic Trays! 


Trays available in 12”, 
144%”, 18” and 234%” 
lengths and eleven 
widths from 5” to 17”. 
Stands available to ac- 
commodate | or 2 trays. 
Hoods with locks for all 
tray sizes. 


POSTING EQUIPMENT “=” 
CORP. 


1026 Niogore $1., Buffale 13, N.Y Coanodion 


Associate 
PRESTON — NOELTING, LTO 
Stratford, Ontario 


PEC. Stand showing ar 
rongement of 2 Porta-Matic 
; Trays 
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An Immediate Seller for Every Dealer 


CHRISTMAS LIST Box 





See It at Booth 312 NSOEA Show 


Style XL—Gay Santa on green steel box, with 3 x 5’ 
Card Register and alphabetical index to record cards 


received and sent for 20-year period. 


Box comes with Index and a package of 50 printed cards 


showing a record of Xmas cards received and sent 


Extra refills 
20c per package 


Box, complete with contents 
$1 List price 


Write for Catalog of Complete Line 


he Mayfair COMPANY 


Mfrs. of Lamps, Typewriter Stands, Files and a Variety of Other 
Office Equipment 


315 N. DESPLAINES ST. CHICAGO 6, ILL. 











Check these SME-TE features 





‘““SAFE-TEE”’ 
FOLDING CHAIRS 


This lonia Mode! 40 is a low-cost, all- 
steel, indestructible folding chair with 
a new safety design 














Again Available! 

Our Model 45—luxury chrome 
finish, leather upholstered 
spring-filled seat and back 
For top-flight executive use 











Choice of colors. Write today for 
folder and prices. 


© IONIA MFG. CO. - IONIA, MICH. 
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CENTRALS BETTER BUYS! 


NEW 


vOlledie 


STEEL WASTE BASKETS 


Roll Edge rim 
Easy fo lift! 
Inverted bottom 
Tapered design 


Popular size 
and colors 





STEEL BOXES 


One of Central's complete line of Cash, Bond and Utility boxes. 
Ten styles— One-piece construction—Heavy gauge steel— Rounded 
corners—Hammered silver finish. 

See your Jobber or write us for complete details. 


CENTRAL can company 


2415 WEST 19th STREET, CHICAGO 8, ILLINOIS 





Activate Control Systems 





Show your prospect how to 

bring a control system to life. 

Let him see how Graffco products 
classify and spotlight the facts for 
instant action. Activated systems 
sell faster. And there’s no easier 
way to build your unit sale profit. 


GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 

















SIGNALS 
and MAPTACKS 
Keep BUSINESS Under Contro/ 
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OU can SELL 
ca (< 
2” CORRUGATED 
od SHIPPING CARTONS 


—any quantity—to your retail customers! 
e at a GOOD PROFIT! « in MINIMUM SPACE! 
/ Just in time for CHRISTMAS PROFITS! 


\ New “STRONG BOY” CORRUGATED CARTON ASSORTMENT 


c Ya 
\< nas Y 
| 





















@ 108 Kraft corrugated shipping cartons! 
@ Six most popular sizes! 
@ 200 lb. test! 
@ Suitable for PARCEL POST, AIR MAIL, 
EXPRESS and FREIGHT! 
Packed in 
STREAMLINED SELF-DISPLAY, 
SELF-SERVICE CARTON! 


A complete carton ‘department’ in only 31/2 square 
feet of space! 
FREE! 


WRITE NOW for FREE 
FOLDER with BIG Colorful 
display card 


x 2 DEALER DISCOUNTS! | with every, 
MARWOL PRODUCTS CO. 


CHICAGO 26 ILLINOIS 













7048 NORTH CLARK STREET - 





““PRESTO°’° Aluminum 


BHBBES SCREW 


H | POSTS 
ua reieacoe 


© Rustproof—standard 
boxin 
Used for Catalogs, 8 
photo albums, sample . 
books, record albums, © Prompt delivery from 
crap books, swatch stock 
books, maps. ‘ : 
Guaranteed saving 


EXTENSIONS AVAILABLE over your present prices 


“Presto” PRONG PAPER FASTENERS 


High Grade bright fin- 
ish tin plate steel—all 
standard sizes and ca- 


pacities attractive 
boxing smooth 
edges ong wear- 
ing ... Ideal for bind- 
ing any type of paper 
records 

3 


Priced Right for 
Greater Profits 


s 
WRITE TO DEPT. A 


FOR ILLUSTRATED 
PRICE LIST—NOW! 


CHARLES LEONARD, Inc. 


MANUFACTURERS OF STATIONERY SPECIALTIES 
58-04 64th St., Maspeth 78, N. Y. 
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THE Ylew MODEL 500 


AcbRESS-R 


WITH 
AUTOMATIC 
PLATE FEED 











* Uses Metal Plates 

* Prints Thru a Ribbon in Black 

* 150 Plate Feed Hopper Capacity 

* Consecutive or Repeat Action 

* Skipper Provides Selective Addressing 

* Takes Any Size Sheet or Envelope up to 14” x 17” 


3g 500 


Plus $5.70 F.E.T. 


Makes Carbon Copies 
Speed up to 1200 IPH 
* Embossed Plates Only 5¢ Each 48 Hour Mail Order Service 


NETTLE MANUFACTURING CO. 
27 HUNTINGTON AVE., BOSTON 16, MASS. 


SEND FOR CIRCULAR J 
DEALERS IN PRINCIPAL CITIES 








Here’s Why It Pays to Sell 


SENTRY 


PERSONAL 


SAFES 


UNLIMITED 
PROSPECTS 


Every householder, professional 
man, farmer and business execu- 
tive needs SENTRY protection — 
yet 95°% own no personal safe. 
SENTRY'S amazing LOW PRICE 
makes them all your prospects . 
all year ‘round. 


NO COMPETITION 


A SENTRY costs you 35% to 50%, 
less than other comparable small 
* Handsome, Compact safes. You set your own list, take 
* All-Welded Construction — mark-up, red os 
o tin —_ all competitors. And here's a sell- 

Sein Gomnantien tent ing tip: SENTRY offers lifetime 
protection and convenience for 
less than the 2-year rental of equal 
safe deposit box spacel 









LOOK AT THESE 
BIG-SAFE FEATURES: 


* Fireproof VERMICULITE* 
Insulation 


* Tamperproof 


Inside Dim: 15” x 12” x 13” 


*As required for U.S. Army field 
safes 


\ 
DEALER |) INQUIRIES INVITED; WRITE DEPT. OA-10 


4 
sans" | BRUSH-PUNNETT CO. 


“ A 545 WEST AVE., ROCHESTER 














MR. DEALER: GET YOUR SHARE 
OF THE MAGIC MARKER MARKET! 
INSTANT-DRY! WATERPROOF! 


magic marker Makes 
ype and Writing 


EASY.. o« 


si .. for permanent identification 
.. for quick, easy marking 






















A complete self-contained 
marking instrument with 
a felt tip which writes in 
BROAD or FINE lines. 
Available in 9 colors 
including white. 








& 
G BOTTLES 


Magic Marker 


o> retails for just 
ag 69. 


PRICE 





| FOR HOME - SCHOOL - OFFICE» STORE sensual ills 256. a 
See Magic Marker at the NSOEA Chicago 
Convention, Sept. 18-22, Booth 44 
Write for the sensational LOW-COST HIGH-PROFIT Deal! 


SPEEDRY PRODUCTS, INC. 


a snl Richmond Hill 18, ba Y. 

















A proven way 
$ to accumulate 


$ money 


STEES 2 <7RONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 











COIN HANDLING ACCESSORIES 
Seal Presses @ Legal Seals © Downey Change Trays 
Teller’s Moisteners ¢ Cur “wy Racks ¢ Manual Coin Counters 
Packaging Tra @ Linen Shi ipping Tags 
Stee!-Strong x * n Trays & Lift Pans 
COIN WRAPPERS 
Old Style « Rainbow e Automatic e¢ Duzitali 
Kwartet e Tubular e Gunsheli 


BILL STRAPS 


@ Colored @¢ Banding 















Federal 


s 
Welcome NSOEA CONVENTION 
s<\~ dealers are invited to visit the “STEEL STRONG” 
display Booths 13 & 14 and “Entertainment Head- 
quarters Suite 800” 





HANNIBAL, MO. 


——, — 
THE C. L. DOWNEY CO. 
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HANDY “GLIDEX” 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 





Saves desk space—swings in any direction— 
Keeps phone in easy reach 7 out of — 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 

WRITE FOR ILLUSTRATED LITERATURE AND DEALER’S PRICES 








4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 








eee el OOOO Ore Orem SS 


- 


t+ +e eee eee 


o~ 


Spins itself clean! 
the automatic ’“SPIN-TOP“‘ash tray 


® NO. 587,737 
Whisks away ashes 








e NO DIRT and stubs at a 

e NO DUST touch of your 
finger. 

© NO SMOKE Order Now .. . to 

e NO SMELL is Cotas sales 


Se! 
_ SS 


Available in bronze, chrome, brass, saddle stitched pig- 
skin, wood, and a choice of decorator colors. 


To retail from $3.95 up to $12.50 
For Complete New Catalog, Write To: 


SMO-KING PRODUCTS, INC. 


Dept. 2-OF 111 Pioneer St., Brooklyn 31, N. Y. 
Main 4-2676 


~ 


ooo ee eee SD 


oem Oe Oe Oe OD OOO Olsen SD 


oe 
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“Of course we carry Sphinx Papers!” 


After all, wouldn’t you stock 
the nationally famous line 
of typewriter papers that sells 
so well it sells itself? No need for 
me to worry about my Sphinx 
sales — it’s the fastest moving 
item since pinless diapers! 
Stock Sphinx Papers today! 











SAXON PAPER CORPORATION 
240 WEST i8th STREET - NEW YORK Il, N. Y. 


















There’s a World 
of Sales Appeal in 
these New Globes with 
Wrought Iron Stands . . 


BY WEBER COSTELLO 
---OF COURSE! 


Weber Costello globes are pre- 
ferred for their accuracy, qual- 
ity and styling . . . we've done 
itagain . . . met the trend 
for wrought iron. This charm- 
ing floor model stands 34” high, 
has 14” globe. For the modern 
home, office, library, school. 























Desk model has grace- 
ful stand 14” high with 
12” globe . . . oF 
place it on table or book- 
case. Moderately priced. 


BE PREPARED .. . SEND FOR 
LITERATURE & DISCOUNTS TODAY . —_—— 
DEPARTMENT A 4. 


WEBER COSTELLO COMPANY 
MANUFACTURERS - CHICAGO HEIGHTS, ILL 
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WATTT-144- ow. 
DuPticATe RECORD 


INVOLVES AW ENVELOPE 


. . For Wages paid in Cash . . . for Repair Records 
. for Dozens of Applications feature . . . 


M )uLTI-Copy 
ENVELOPES 









| 

On Pay Rolls the 
employee receives a record-imprinted | ===--~ 
envelope for tax purposes; the com- | ===— 
pany retains tipped-on duplicate 
copy. Multi-Copy Envelopes save time, eliminate mistakes and mis- 
understanding. They are ideal for many applications in many businesses. 
Many sizes, varieties of papers and colors available. 

Large Steady Volume for Stationers — Dealers 
Tremendous veume— Soate repeat business—good profit margin. Don't 
delay while territory available. Write in time > ier samples — prices. 


THE WESTERN PAPER GOODS COMPANY 
399 Miles of Envelopes Daily Established Nearly 60 Years 
1224-48 W. 8th St. Cincinnati 3, Ohio 
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Tak about SALES APPEAL! 
Talk about Master Addresser! 












The Popular 
MODEL 40 


Low initial cost . . 

economical operation 
. simplicity of sys- 
tem... speed .. . versatility and cleanliness— 
these are the features which give Master Ad- 
dresser real universal sales appeal. You have 
more to talk about, more sales ammunition when 
you sell Master Addresser—the original spirit proc- 
ess addresser. 


Don’t miss our display at the NSOEA Show. See 
the complete Master Addresser line. 


Mbadibe Midd eetee bi, 


6500-D WEST LAKE STREET MINNEAPOLIS 16, MINN. 


dealers: 





DALL RIBBONS" 


offer more ... more quality - more profits! 


Leedall ribbons are secretary- 
designed with the profit building 
combination of supreme quality 

at. easy-to-sell prices. Added to this 
are 8 powerful reasons why 
LEEDALL ribbons do Lead All. 


ananassae Oe 
‘ 


New, attractive display packaging. 
New precision metal spools. 

300 thread count. ve 

All ink densities - al! colors. 
Moisture-proof wrapper seal. F 
Typewriters - adding machines /; ¢ 
Special requirement ribbons. 
Inked reels. 


Clarity, Crispness and Continuous- 
action ° Self-inking are identified with 
Leedall ribbons of perfection. 

Prove it to yourself ... test it! Write 
for free wear-down sample and price list. 
RIBBONS . CARBON PAPERS . DUPLICATING SUPPLIES 


LEEDALL PRODUCTS MFG. CO. 
MILLTOWN 1, NEW JERSEY 





SESS eS 
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if CHANGEABLE 
| DESK NAME PLATES 


in a large variety of styles 











BULLETIN, DIRECTORY and MENU BOARDS, 
CHANGEABLE LETTER SIGNS and CORK-BACK 
| BOARDS for THUMB-TACK NOTICES 

| e 

WRITE FOR OUR LATEST 
ILLUSTRATED CATALOG 





37 EAST 12™ STREET 
NEW YORK 3, N. Y. 


x |BULLETIN COMPANY 



























a Taare 
‘> 


= 3 CALENDARS 


Give tt grearer 
usefulness! 












A quality line of stands 
and pads featuring all 
popular styles and sizes. Cal- 
endar pads are lithographed— 
on high-grade bond paper with the 
date in red and the monthly calendar 
in blue. 
Fast, 2-color lithograph printing enables us to 

give you the best in quality and prompt service. 
“IN CALENDARS THE QUALITY MARK IS STARK” 


write or phone 
for complete 
details 


PHONE JOLIET ILL. 


100-112 BISSELL ST 
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Are You Community Conscious 

(Continued from page 281) 

against your local sales volume. On the other hand your 

ot stand blindly handing out money gene: 

e somebody asks for a donation. The wise 
dget for this. 

Decide on a certain percent of the net income or profit of 

r the former business year, after having paid 


business 
ously every 


plan is to 


your busif < 


yourself a reasonable salary for operating it. Some set aside 
a tenth ef this into a fund from which amounts are taken 
for the various community drives for charity or community 
service 
Join Organizations 
Che question of joining local organizations arises when 
you become community conscious. Your business can not 
stand your ignoring all of these. Neither can it stand your 
joining all the available organizations, if*you are active in 
all of these. A wise choice will prove beneficial for you and 
your business. You will find it pays to be reasonably active 
in all organizations you may join. Just to be a nominal 
member questionable as to its value to you or your 
business 
You shor an active co-operating member of the busi 


of your community, whether it is the 
ommerce, an Association of Commerce, a 
Club, or some other name. You will find 


ness organ 


Chamber of 


Business Mer 


your enthusiastic support of your community becomes the 
same for your business by other members of this organi 
zation 

You shor e an active member of some church in your 


community. This should not be looked upon as a business 
business, but it proves, beneficial not only in 
church group but also throughout the entire 


admire a sincere active faithful church 


getter for 
the 1immediat 


communit' 


THAT ADDOMETER 
ADDING MACHINES 





@ There's logic plus proof 
behind Addometer’s sales appeal. 
Addometer fills a definite need for a portable low- 
cost adding machine among accountants, small and 
large busineczes, professional men, retailers, service 
stations, farmers, architects, and many others. The 
remarkable 8-column Addometer adds, subtracts 
direct, multiplies as speedily and efficiently as many 
big, expensive adding machines—yet costs only 
$14.95! It has exclusive features which no other 
machine offers. 


FREE display stand with every 


order of 6 or more Addometers 
get started with this special offer 
today! Write Dept. A-2. 


Reliable Typewriter & Adding Machine Company 
305 W. Monroe Street + Chicago 6, Illinois 
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Choose RE X-O-graph 


for Cleaner... Quicker... Modern Fluid 
Duplicating! .. 








@ Fast, accurate copies of all kinds of work! 

@ Announcements, letters, office forms! 

@ Up to FIVE colors from one Master, one run! 
@ Postcards to 9"x14” size . . . tissue to card 


stock! 
@ Automatic paper centering! 


$95 to $865 





(Plus tax 
@ Precision-built, trouble-free! FOB Milwaukee) 
Room 611A 
DEALERS: Choice areas open for NSOEA Show 
steady profits on equipment and supplies! Sept. 18-22 











R E X-O-graph, ne. mitweckes 14, Wis. 


For bigger sales... an added convenience 


with HIGGINS PEN CLEANER 


ve on the populor 
d be difficult indeod We pens ond drawing i= 


_ but we now make it 


It woul 
cleaner which makes brushes, 


struments better than new... 
even easier to use. 


lift strainer to re- 
in eoch = Simply \ 
A plostic owe te drop « trieve thoroughly én 
6 oz. jer inv’ ris une instruments w lumsy 
instruments ond po fingers and without © 


concernedly in cleaner. ae Ses. 
ODORLESS * NON-INPLAMMABES 
NON-VOLATILE * HARMLESS T . 
HANDS, CLOTHING, BRUSHES, PEN 
AND INSTRUMENTS 
6 ox. jer 


HIGGINS th C0. INC. aaoonty 
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SPINS itself clean! 
WHRE-O-MATIC 


Pat. No. 2659513 


WHIRLS AWAY cigarette ashes and butts! 
KEEPS ASHES and unpleasant odors locked in! 
CLEANS ITSELF at the touch of a finger! 









! > 
5 No. 5101 floor stand 
Available in 5 
finishes. 





No. 5102 
5102—Floor stand with re- 
movable cocktail tray. 


5103—Desk mode! in 5 fin- 
ishes. 


5107—Brass and black. Pew- 
ter and black 


5105—Rocker type in 4 fin- 
ishes. 


No. 5103 





No. 5105 


WHIRL-O-MATIC INC. * 22 WEST 19 ST., N.Y., N.Y. 


Send for Brochure of Complete Line No. 5107 








INTERCHANGEABLE 
PLASTIC NAMEPLATES 


Beautiful, dignified, permanent, personalized, all Acme plastic 
name plates are interchangeable . . . can be changed instantly 
with new name inserts . . . make changes to suit your require- 
ments. Illustrated are the popular models. 


No. 600, desk type, gray; 2 
No. 601, brown, size 14%” 
by 6%”. 
No. 602, transpar- 
ent door style name § 50 
plate, size 2” by 


10”, name on black 
both sides, size 
background, gold 











type name plate 
for desk, size 
2” by 10”, 
black back- 
ground, geld 
lettering. 


Ne. 603, trans- 
parent easel $300 





background, geld 
No. 604, desk 
style, vertical, § 00 
ean be read from 
2” by 10”, black 
lettering. 


letters. 
No. 605, wall 
style name, § 
can be read 500 
from beth 
sides, size 
2” by 10”, 
black back- 
ground, gold 
New name inserts can be lettering. 
ordered as required at rea- 
sonable prices. Prompt delivery . - . 


ACME PRODUCTS CO. 


406-408 North Van Buren St. . Green Bay, Wis. 


order your requirements 
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member, even though they may not agree with some of the 
particular beliefs of that religious group. You need to avoid 
being a fanatical member of your church. 

You will do well to be an active member of a fraternal 
lodge organization. Three factors should guide your choice: 
(1) The emphasized points of the organization; (2) The 
type of local people who belong to it; and (3) The size of 
the group locally. It will be more effective to be reasonably 
active in this one group, than to have your name on every 
lodge organization in the community but with little or no 
active interest in any of their activities. 

You will find it beneficial to be an active regular member 
of a luncheon club in your community. This will prove to 
be a tonic to you personally and also to your business. 

Encourage everybody connected with your business to be- 
come active members of similar groups of their own choice 
in the community.—LED 


Chicago OMA Honors Moore 

Kenneth W. Moore, vice-president of Chicago Title and 
Trust company, has been presented with a paid-up lifetime 
membership in the Office Management Association of Chi- 
cago. 

This action was taken at the last meeting of the OMAC 
board of directors in recognition of the tremendous con- 
tribution which Mr. Moore has made. 

In addition to working in the field of office management 
for more than 25 years, he has been very active in promoting 
the profession of office management through association 
membership both on the local and national levels. 

He is an OMAC past president (1944-45) and has been 
on the OMAC board of directors continuously since 1939, 
He has headed many committees and has been prominent 
in the annual seminar and business show. He received the 
Merit Award in 1950. 





s 


yall 
— 








(ManuFactuRERS 






















+. 
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Write for LATEST CATALOG 
PRICE LIST and DEALERS DISCOUNT. 


NEIMAN STEEL EQUIPMENT CO., INC. 


BALFOUR & VENANGO STS. PHILA. 34, PA. 
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This 
STORAGE 
CABINET 


WITH RADIUS CORNERS 
is a real 
ww B U + iii 


Our No. 3678 Cabinet 
will answer your stor- 
age problems in every 
way. It is finished in 
baked-on olive green 
or office gray enamels, 
and has adjustable 
shelves. Spot welded 
assembly with lock in handle and insulated doors. Set 
up only. Shipped one per carton. Size 36’ wide by 18” 
deep by 78” high; weight 175 pounds. 


List price 850.00 each 


LESS DEALER‘S DISCOUNT 
>. ©. B&B. $F.4A085S, Bes 


METAL MANUFACTURING CO. 
MIDWEST 1818 N. 18th ST.- ST. LOUIS 6, MISSOURI 

















Newest 
Chair 


e Styled in square 
tubing 


e New strong hub 
construction 


No. 8611 


e Available with “L” 
lock spring back 
(patented). 


Sure to please your 
discriminating buyers. 


WRITE 


THE FRITZ-CROSS CO. 


300 E. 4TH ST. ST. PAUL 1, MINN. 
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ALP LIS 
Here’s a Brief Case 


You'll Sell Fast 
And Make a Good Profit on! 











4 oz. Split leather in Suntan or Ginger. All-cround 
zipper. 2 pockets, lined with long-wearing Tolex. 
Disappearing handles. Available in 16” and 17” 
sizes only. 


Quick Delivery — Liberal Discounts 





We make special cases 
and do special work of all kinds 











Write for Catalog of Complete Line 


BRIEF CASES—PORTFOLIOS—BRIEF BAGS— 
RING BINDERS 


’ Bristol Mjz. Company 


1670 MORROW ST. GREEN BAY, WIS. 











Opiate Featherlight 


FOLDING TABLE 











Lightweight! =“) 
Modernly Styled! 


IT’S HERE! The finest folding banquet table introduced 
in years. BTC Hostess Featherlight Table is extremely 
lightweight without sacrificing strength or stability—6 ft. 
table with Formica top weighs only 45 Ibs.; 8 ft. table 
weighs only 60 lbs. 

Smartly-styled square tubular steel legs provide ample 
knee room at all sides. Table is ruggedly built with all- 
steel frame. Available with mar-resistant Tauplon or 
Formica top. Easiest table on the market to set up and 
take down. BTC Hand Trucks available 
for storing Hostess Featherlight Tables. 


@ Write tor new color folder. 


The BREWER-TITCHENER CORPORATION 
CORTLAND, N.Y. 























ONLY 


The ‘’Precise’’ TRIMMING BOARD 
Has All These Wanted Selling Features 


e@ Patented Finger Tip Controlled Paper Guide 
e@ Finest Steel Blades, Carefully Ground 

© Two White Scales on Black Background 

@ Only Finest Seasoned Hardwood Used 

e Every Board Completely Cuaranteed 


You offer the finest in the New “Precise” Trimming Board. 
It has everything your customer should have for trimming, 
cutting paper, paper board, etc. The patented, odjuetable 
paper guide locks and releases with a finger flick, 2 white 
scales on black background speed 
accuracy and measuring time. 


Models 5, 6 & 7 have special 





5 POPULAR SIZES 


safety spring. The “Precise” is a wo 9—19-— eee 
steady seller wherever displayed. No. 5—1514"—Biade 
No. 7—2414"—Blade 


Order Your Needs Today! 


AMERICAN PHOTO LABORATORIES 
Dept. A, 28 N. Loomis Street, Chicago 7, Ill. 














FOAM RUBBER 
CHAIR CUSHIONS 
> 


De Lune 
EXECUTIVE 
STYLE 


a3 IN THREE 
ia Se prem “4 SIZES 





Covered with velour—fibre and velour—also corduroy and fibre 
in 2" thickness with boxed edges. 


“Perfect” FOAM RUBBER 
CHAIR CUSHIONS 
pile corduroy for cout ses 


sons, the other side with 
woven fibre for hot weather. 


Filled with new live rub- 
ber having thousands of air 
cells that breathe with every 
move. 


Colors: Brown, Green 
Sizes: 17" x 18"°—I5" x» I7"— 
14/."" x 151/.". 


“Sofiseat”’ STOOL CUSHIONS 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12", 13", 14", 15" Diameter 


Write for New Illustrated Folder 
Giving Complete Information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 











STATIONERY RACK | HORIZONTAL FILE 


Baked-on finish in hammer- 
tone grey or 
office green. 
Letter and 
legal size. 


hammertone grey or office 
green. Rubber 
feet for desk 
protection. 


with pull-out shelves An all-purpose heavy gauge 
Six 1” compartments for letter | steel file with rubber feet to 
size stationery and two com- | protect the desk, and holes 
partments for #6 and #10 | provided to hang on the wall. 
envelopes. Baked-on finish in | Available in one to six shelves. 
| 
i 











oes Order Order 
‘og today now 
ae #6BC #6H 





PRODUCTS COMPANY 


Sales Offices 

3907 Duquesne Ave, 
Culver City 

Calif. 







Foctory Fresno, 
California 
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Send for new descriptive catalog! 


TYPEWRITERS 
ALL MAKES 


THE UTMOST IN QUALITY 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-—BEST FOR LESS 


REGAL TYPEWRITER COMPANY, INC. 


200 HUDSON ST . NEW YORK 13, N. Y 
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T \ Work easier-Work faster- 
& with 
- \FRANKLIN' 5 
A all steel ~ 


























aya, 


{ 1" diameter elec- 
tric weld tubing 


Choice of 
nose plates 
—standard 
or short. 
Open or 
closed. 
a 


a 
Solid rubber 
wheels with soft 
tread and self- 
lubricating bear- 
ings. 















Choice of colors 
—fire engine red 
or olive green 


DEALERS | 


Ask for 
r atalog, pri sts 
and dis¢ ints 
available 


com 


Designed for high-utility use in— 


Factories « Warehouses « Storerooms « Shipping rooms «+ Farms 


Manufacturers of Quality Steel Equipment since 1936 


ames 4d 




















Renrznanrd Franklin Co.ine. 






HEDLEY AND BATH STS., PHILA. 37, PA 


La 


PHONE: Jefferson 3-4500 





USED and SERVICEABLE 
OFFICE FURNITURE 


for Dealers and Retailers 


DESKS, TABLES PEDESTAL, OAK 
BOOK CASES AND WALNUT 
SWIVEL CHAIRS e FILE CABINETS, wood 


and steel, legal and 
letter sizes, with and 
without locks 


e DOCUMENT FILES 
e CARD FILES 


We offer to the trade office furniture in good condition, 
priced right so you can resell at a good profit. 


TYPIST CHAIRS 
TYPISTS DESK 


EXECUTIVE DESKS 
DOUBLE AND SINGLE 


Arrangements to ship less than carload lots, and carloads 
if desired. Five warehouses located in Washington, D. C. 
Unlimited stock. Priced Right for Resale. 


To any dealers who find it difficult to secure new equip- 
ment today we recommend the purchase of this material. 


Inquiries solicited. 


Send for free price list, and catalogue. 
Prices include boxing for shipment. 


MANHATTAN OFFICE 
EQUIPMENT C0. Wholesalers 


639 NEW YORK AVENUE, N. W., WASHINGTON 1, D. C. 
Maurice Kressin, Gen. Mgr. Phone: Metropolitan 2043 
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MAYLINE 








Attractive office gray finish—Hinged Dust Cover—Color of 
cover matches cabinet—5-drawer units are interchangeable. 


Plan Files available in 
3 sizes. Choice of Sani- 
Flush base. 
Drawer partitions and 


tary or 


locks optional equip- 
ment. 


Stock this fast moving 
profitable plan file. 


MAYLINE COMPANY 


formerly ENGINEERING MFG. CO. 


MAYLINE 








625 NO. COMMERCE ST. SHEBOYGAN, WIS. 





MAYLINE 





rs 


MAYLINE 
Metal 
Plan Files 





INNAVW 








When you find an outmoded sorting system .. . 


YOU‘’LL FIND A SALE FOR 
KOHLHAAS VERTICAL SORTERS! 


each KOHLHAAS sale 


is a profitable sale! 





KOHLHAAS Fast Selling Features 


e Easy-reading metal 


Index Tabs 


e Up to 90% savings 


in ll 





SNe ds 


COMPANY | 


oy : 


e Complete filing safe- 
ty, pri 
° Operator fatigue re- 
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“IT’S 20 YEARS 
OVERDUE BUT 
IT'S ANOTHER 
‘FIRST’ 
FOR AIGNER!” 





























SAVES 56% 
TYPING 


TIME! 


IT’S NEW! MEETS A BIG DEMAND! 


With this New AICO TYPERITE Tabbing, typists type 1, 2 
and 3 line titles on the pica spaced blank inserts without 
using a soft roller, just the line space lever. Titles are 
always on a straight line, neater, cleaner, faster, saving up 


to 56% typing time. Your customers are reading the 
story in our current ads in 7 business magazines. Be 
ready for the big demand. Sales Aids, FREE. 


ORDER YOUR SUPPLY TODAY! 


AIGNER 97 Reade St., New York 13, N. Y. 
INDEXES 426: Giinton St., Chicago 7, Ill 











Crack The Whip on Shelving Sales! 





STEEL SHELVING 


THAT SELLS 


$ MADE IN POPULAR 36” WIDTHS 
$ SOLD AT POPULAR LOW PRICES 
$ 












UNIT-PACKED FOR CUSTOMER 
CARRYOUT 


NOW... 
You Don’t 
Have To Be 
An Engineer 
To Sell 

Steel Shelving 















Nitof) METAL PRODUCTS COMPANY 
eee 


3611 KING AVENUE @ CLEVELAND 14, OHIO 








SALESMEN 
1904 1954 
Different? - Yes! 


But exactly alike in 
their dependence 
upon 
BEACH'S 
"COMMON SENSE" 
EXPENSE BOOKS 
to keep track of 
their traveling 
expenses. 


Beach Publishing Co.) 


7338 Woodward Avenue 
Detroit 2, Michigan 






















THE ONLY DATER OFFERING 
SO MUCH FOR SO LITTLE 


Monarch Line Daters 
are low priced yet high 
in quality. Deeply 
moulded characters 
insure sharp, 
legible impres- 

sions. These 

daters are 


MONARCH 
NO. 1/42 DATER 











Trouble-free built with 
performance two day 
guaranteed. drums of 
larger- 

ia than- 

Send Orders and Inquiries usual 
FORCE WESTERN, Inc. = — 


216 W. Jackson Bivd., Chicago 6, Ill tive full years. 














Don’t Waste Time | _¢ 
LOOK IT UP HERE} (jo 


This is your ANSWER BOOK 
oe all your buying Needs 
- PRODUCT INDEX—over 1,500 prod- 


ucts classified. 

2. DIRECTORY OF MANUFACTURERS 
—over 3,000 with names and ad- 
dresses. 

3. TRADE NAME—TRADE MARK INDEX 
—Over 6,000 with names of manu- 





facturers. — 

4 MANUFACTURERS’ ADVERTISING— 5. TRADE ASSOCIATIONS— 
many use catalog-type advertising City, State and National— 
giving complete product informa- names and address of 
tion. officers and meetings detes. 


Keep your copy handy —use it often 











Tau- Potut LEAD HOLDER 


Lightweight! Perfectly Balanced! Non-Fatiguing Grip! 


DESIGNED 


Draftsmen, artists, anyone who works with a pencil will 
appreciate balanced comfort of a TRU-POINT Lead 
Holder. Weighs only 1!/, oz. Operating mechanism 


FOR 


located in finger grip portion of holder. 3 models: No. 
110 TRU-POINT Press-Top Lead Holder; No. 120 
TRU-POINT Automatic Single End Lead Holder; No. 


=a COMFORT 

















130 TRU-POINT Automatic Double End Lead Holder. 
The TRU-POINT Lead Holder with matching TRU- 
POINT Lead Pointer makes a very practical desk set. 


Write for literature EL WARD MANUFACTURING CO. 


and dealer prices = Baker Street, Coloma, Michigan 
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‘ was BORN BIG .. . | am the HAINES STATIONERY DIRECTORY! 





| contain complete information on the products of all the major manufacturers 
of stationery items. 


I'll prove to be the best sales-clincher you've ever had, and you'll never miss a 
sale when you're faced with the questions of . . 
WHAT CAN | SUBSTITUTE FOR IT? 


NOW anyone can identify a product and indicate his own comparative item... 
on the spot. I'm of great help in the store and with outside salesmen. Profusely illus- 
trated, | index alphabetically by name, numerically by product, show all manufacturers 


; WHAT IS IT? WHO MAKES IT? 


comparative items impartially. 


I'm sold on a low-cost annual basis with additions and revisions issued monthly. 
| come to you on a 10 day Free Trial for examination. Send for me today, look me over. 


Haines Stationery Directory HAINES PUBLISHING CO., CANTON, OHIO 











THE HANDY NEW 


Wemo-Roll 


All-steel construction, Gray or 
Green Hammerloid finish—No 
parts to break or lose or get out 
of order—Rubber Cushion Sup- 
ports—3 13/16" wide by 


9 lon 

~ oll Uses requiar Add- 

~ ing Machine Rolls, 
about 250 
ft. Conve- 
nient Pencil 
Holder cen- 
tered In 
Roll. 












LIST PRICE 
$1.50 Complete 
Extra Rolls 35c each 
Send for Literature and Dealer's Prices 


GRAN-ADELL MFG. CO. 


1925 N. ASHLAND AVE. . CHICAGO 22, ILLINOIS 











FREE to introduce you to 
Roady t Ure 


THE FASTER SELLING LINE 


RUBBER STAMPS 


They sell on sight because of smart, modern design in 
rugged plastic. Scores of titles for office, factory, home. 
Mail request on your store letterhead and we'll send 
FREE stamp so you can judge for yourself... also some 
eye-opening discount news. 
OPENINGS FOR DISTRIBUTORS, JOBBERS 
Write Ronald K. Duke 
RONALD K. DUKE CO., 
MANUFACTURERS 
5464 ALHAMBRA AVENUE LOS ANGELES 










ROLLING STORE LADDERS! 


1LLING L = Made 

from Oak or Birc 
SIDE and CEIL ING TYPES— 
cy th steel track for mounting 
~ “orraea filing cabinets or 


‘A” “and LIBRARY a 
quire no track and 
nounted on =. with aun 
r atic Safety Brake 
4 for Circular “42- OA and 
lealer discount. 
WE LDED STEEL SAPETY 
LADDERS— Made from 1” di- 
eter round furniture tub- 
ing, with expanded metal 
steps Mounted on Swivel 
Brake Casters. Ladder can be 








r ng. Made in 2 to 8 step 
vights, and 3 widths. 
end for Circular 53-OA and 
ealer discount. 


Manufactured by 
4535 N. Ravenswoood Ave. 


I. D. COTTERMA CHICAGO 40 





| 
| 
| 
| 
| 
| | 
| 
| | 
| 
| 
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Give Your TYPEWRITER that 
NEW LOOK ~** BRAND NEW KEYTOPS 


NATIONAL CASH 
REGISTER KEYTOPS 


© 2000 CL 
e@ 100 CL 
@ Oblong Control 

We supply & engrave 

Cash Register wheels Reminaton Rem. Noiseless 


No. 17 & IBM & No. 17 
Write or call for free catalog & price list 


36 W. 29th St. 
PEARL ENGRAVING wow York 1, N. ¥- 
MU 6-1898 








Royal Model 
tH. KHM, ° Underwood 











for old and new typewriters, 
bookkeeping and billing machines. 
Don’t Delay 

ORDER TODAY! 
ADD THAT EXTRA PROFIT 


SPEED KEY CORPORATION Giron Sa New vor: 













PASS UP THOSE 
EXTRA 
COMMISSIONS 





You can earn good 
commissions selling our 
complete line of passbooks, 
pocket check covers, coin 
savers, and other forms te 
financial institutions, 


295 












BARCO TYPEWRITER CLEANER 


Equally Effective for 
Multigraphs, Adding & Billing 
Machines & Rubber Stamps 
Cleans type instantly and easily. Swab in bottle 

always ready for use. 


lengthens Life of Rollers as both a Cleanser and 
Preservative. 


Dries Quickly; Harmless to Skin. 
Safe! Won't burn or explode. Pleasant odor. 
UNDERWRITER’S LABORATORIES APPROVED. 
2 oz.—4 0z.—Quarts—Gallons 

Unusual Dealer Discounts 


Write for Details Today! 






















BARCO CHEMICAL PRODUCTS CO. 


CHICAGO 5, ILL. 


701 So. LaSalle Street ad 
























































=WRITE TO 














oD F&F 
° Oo 
Camm? 
¢ 


Ba 


DAYTON STENCIL 
WORKS CO. *chic”™ 








Checks . . . Deposit Slips . . . Statements 


| BANK LITHOGRAPHING 
| 






Bank forms lithographed to your customer's 
specifications. Shipped under your labels and 
imprint. 

Low prices and top quality work will enable 
you to sell our line. 

Price list and samples available to well rated 
office appliance stores and dealers. 


FREDONIA LITHOGRAPHING CO. 


FREDONIA, KANSAS 























EXTRA PROFITS cust 


FROM CHAIR SALES TO SCHOOLS © CHURCHES © CLUBS etc 
WE DROP SHIP DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART NN 
Le] 


FOLDING TABLES 
CHAIRS — 138 STYLES X-; 


@ STEEL OR WOOD (\_ 7 
@ FOLDING 

@ NON-FOLDING 

$ 

2 





TABLET ARMCHAIRS 
AUDITORIUM UNITS 
6 Ft. and 8 Ft. TABLES 
SCHOOL DESKS 
SPECIFY REQUIREMENTS (Quantity, Stee! or wood) 


Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 












They're Always In Demand 
By Your Customers Who 
Work With Coins! 


Constantly in demand by small 
store owners, salesmen, routemen, 
ice cream vendors, laundrymen, 
newspaper vendors, gasoline  sta- 
tions, restaurants, bakeries, trans- 
portation, etc. Fastest operating 
changer adjustable barrels 
wv ay. to 5 coins . . . minimum 
weight and maximum rigidity .. . 
exclusive solid-base design ; 4 tube model itlustrated—$4.96, 


retail. Also, 3 & 5 tube models. 
Descriptive Folder ‘‘A’’ and whole- 
sale prices on request to Dept. A 


J. L. GALEF & SON, Inc. 


85 CHAMBERS STREET © NEW YORK 7, N. Y 


KING cossurs cxams 


ANNOUNCE THE ALL NEW 


EXECUTIVE ROTARY 
SYNCRO-TILT 
Model 600 


Features a big 19” x 182" x 
4” thick coil spring seat unit 
. .. 17" x 17” foam rubber 
padded backrest. Foam rubber 
padded armrests with 21” 
spread between arms. Base is 
one piece molded aluminum 
with 24” caster spread .. . 2” 
hooded casters. Available with 
Koroseal or Claremont fabric 
. . . in o wide color range. 
Write tor catalog on complete 
King line. 


K ENG posture cHair CO. 
956 S. Raymond, Pasadena 2, Calif. 


safety locking device. 




















a Som, 











RIGHT THIS MINUTE... 


ANOTHER "Tpbms-' 
LAUNORY * 
| MARKING PEN 


IS BEING SOLD! 


$415 | 


Tox Incl 


@ WON'T EVAPORATE @ ENOUGH BLACK REFILLS 
@ WON'T RUN INDELIBLE INK FOR 50¢ 
@ WON'T WASH OUT 3000 MARKINGS 






































Beautifully merchandised on self-selling 
counter display with 12 pens. Pre-sold 
with national ads—radio, TV, newspapers 

























At your Wholesaler or write direct for literature and prices 





SAMUEL TAUBMAN & CO., 1 WEST 34th ST., DEPT 0, NEW YORK |, N 
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SELL ALVIN “The Qualhty Line” 





















for greater profits to you FEATURING 
. and your customers too! High Grade Pencils 
Put your confidence in Alvin's drafting 
ond drowing instruments, and customers made by ROUND 
will put greater confidence in youl EBERHARD FABER and HEXAGON 





PENCILS PRINTED in 


—~L- 


N 5012 COUNTER DISPLAY 
s ONE or TWO COLOR INKS 


2 mechanicoa ead holders in sales- 
stimulating disploy. Retails ot $15.50 also 
Alse Aveileble: Top Quolity HEXAGON PENCILS IMPRINTED 
PARAMOUNT Refill Leads ——$.75 tube ANY COLOR FOIL 
of 12-5 leads 


Write for Price List, Samples and 
Stationers Discounts 


BALLARD PENCIL COMPANY 


— Over 40 years Specialists in Pencil Printing — 


P.O. Box B Glenwood, New Jersey 


Attractive Trade Discounts 
SEND FOR FREE 60 PAGE CATALOG 


ORDER TODAY! 
ALVIN & COMPANY 
WINDSOR, CONN. 














THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





The Original 
SINGLE-FLUID 
Ink Eradicator 
@ INK-OUT contains no free 


acid, leaves no brown stains. 











ATLANTA ee — ities @ |INK-OUT makes permanent eradica- 
pent wanme—antenatati eS tions quickly with one application. 
CHICAGO si ta —= vore @ INK-OUT removes ink, iodine, fruit 
nested andolph st. onus eunennaies and medicine stains from paper, 
1913¥2 Commerce St. 583 Market St. leaves no brown stains. 

SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS CARDINE| | RATION MONTCLAIR NEW 

















WM ain ll 

mete) A MULTI-CLEANER jew donscraare 
Marki.o AREA reser 
CELLULOID PRODUCTS 


SEND IIS GET A GENEROUS SAMPLE 
Loose-leaf envelopes, punched; card-cases, any size; OF CONCENTRATE — Sufficient to 
\ menu covers; factory record protectors; tag holders; MAKE ONE GALLON of CLEANER 


bill-fold envel $; stamp containers, etc. Made of 
ya 4 7 Plus testing sample (already mixed and 







ce) acetate (flame resistant) transparent cellulose. We 
build to fit your particu.ar need. Write us for details. ready to use). SEE how it Removes 
Fingerprints, Dried Ink, Oil, Dirt, yet 


Markilo Company, Mfrs. protects Decals, Plastic, Rubber, Felt. 

3633 S. Racine Ave. Chiecage 9, U. 8. A. Van Wyck Products Co. Ine.. 
mower. Shon 

GUARANTEE Pasadena I, Calif. 


























FOR OFFICE EQUIPMENT & SCHOOL SUPPLY 
“ARROW” 


LETTER FILES 
CARD INDEX FILES 
INDEXES 


° 
A QUALITY LINE 
AT LOW PRICES 
e 





ASK FOR 
OUR LATEST 
LITERATURE & 

PRICE LIST 


5 


yx Incl 


HAVE TERRITORY 
AVAILABLE FOR 
DISTRIBUTORS 


ARROW PAPER PRODUCTS co. 


502-504 W. 30th Street, Telephone Chickering 4-6782, New York 1, N.Y. 


wuts 
0¢ 





prices 
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Photos and prices to dealers on request 


GRAND RAPIDS LEATHER FURNITURE CO. Grong Rapids 4, Michigen 













THE NEW ‘“Moderw H. 


Designed and created by 


All-Foam Furniture 


CHAIRS—COUCHES 
OTTOMANS 
DIVANS 

LOVE SEATS of 


All with or without Grand Rapids 
1 or 2 arms 





Bolsters (wedged 4 x 8 x 12’ high. Seating height 17”. 
Turned tapered wood legs with brass feruvles; available also 
with wrought iron legs, black satin finish. Foam rubber seat 
and bolsters. Foam rubber arms are available. Upholstered 

\| in fabric, rubber backed, choice of 5 colors—also available 
in plastic and genvine leather. 


r No. 101W Hollywood Divan. Seat dimensions 74 x 30”. 








SECURITY BRAND 
Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 
Mail Bags For Your 
Select Clientele 
WRITE FOR CIRCULAR: 
CAN-PROG,-. 


33 & McWILLIAMS ST. 





FOND DU LAC, Wis. 
eee 








A TIME-SAVING 


“"pDUxX’” 


ON EVERY DESK 


PRECISION 
PENCIL SHARPENERS 


that speedily sharpen: for pencils, 
slim pencils, soft leads, hard leads. 
Also repoint crayons and chalk. 


Counter Display Boxes, Envelope 
Stuffers & Mats are available 
to dealers 


EXCLUSIVE DISTRIBUTOR 


FRED BAUMGARTEN 


675 Cooledge Ave. Atlanta 6, Ga. 
Variety of models 
for office and home. 
Ask for DUX catalog. 





, 
U 
| 

















Wie 


keeps in step 
with dealers’ needs 


& 










W hen you need the kind 
of service that builds up 
your business, you'll find 
W rite right behind you. We 
Cc. cooperate with dealers all 
the way down the line. 





CARBON PAPER TYPEWRITER RIBBONS 


‘ TYP-ROL Type Cleaner and Roll Finisher 
write 





prone 420 Lexington Avenue, New York 17, N. Y. 
Factory: Bridgeport, Conn. 


Special Offer to DEALERS! 
3 Jumbo Markers FREE! included with 


your trial order for 1 dozen Jet “88” all alumi- 
num, Valve Control Felt Tip Pens. Value $3.75. 


JET “88” FELT TIP PEN 


@ PRICED RIGHT 
@ DESIGNED RIGHT 
@ EASY TO USE 


Available mounted on 3 color attractive 
display card. 
Only $1.95 retail—Complete with ink. 


@ WRITES LIKE A PEN! @ MARKS LIKE A CRAYON! 
@ PAINTS LIKE A BRUSH! 
GUARANTEED 














Mfgr. 








Agents 
— Jet Mfg. Co. Inc. 285 Hyde Park Ave. Boston 30, Mass. 





RANSON Postal Scales 


Model 1509 (illustrated) — for average 
office use. 5 Ib. by % oz. Computes 
postage for air-mail, first-class, and 
merchandise up to 4 Ibs. 


Model 1546 — desk scale, with Lustron 
plastic body—2 Ibs. by 1 oz. 


Model 1530, Parcel Post Scale. 


25 Ibs. by 1 oz. 


Model 1515, Heavy duty Parcel Post 
50 Ibs. by 2 ozs. 


Model 158, Hanson, Jr. 8 oz. by ‘2 oz. 
HANSON SCALE CO. 


NORTHBROOK, ILLINOIS 





CASH REGISTER 
PARTS 





RLO WIDE EF Ct HIGHEST QUAL 


” WRIT 3 FOR OUR LATEST CATALOG 






INTERNATIONAL CASH REGISTER: & PARTS CO. 


207 EAST EVERGREEN AVE MT PROSPECT ILLI 
CHICAGO PHONE: NEweastle 1-2900 
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big winner! 


YOU are eligible for the coveted Brand Name Retailer-of-the-Year 
Plaque or one of four Certificates of Distinction to be awarded 
in your retailing field next Brand Names Day. 

Win one of these important awards by promoting brand names 
all through 1954! Brand names mean business. Thousands—or millions— 
of dollars worth of national advertising, paid for by the 
manufacturers, pre-sell your customets and-cut selling time. You get 
faster turnover, because known brands outsell unknowns by 
seven or eight to one in most categories. 

Steady demand and repeat sales give you fewer markdowns. Because 
brand name manufacturers pre-test their products, and assume 
responsibility for them, you have fewer adjustment worries. Reputable 
brands add prestige to your store, and bring you advertising help 
that cuts your costs and adds to the effectiveness of your advertising. 

These are the ways you win, this year, by promoting brand names. When 
you win a Brand Name Retailer-of-the-Year Award, your winnings 
increase! Exciting publicity in your local newspapers and trade papers 
brings you prestige among your customers and your suppliers, 
and adds to store traffic. 


Be a big winner! Send the coupon for your Brand Name 
Retailer-of-the- Year entry blank today! There’s no cost, 
no obligation, no entry fee. And you get the idea-packed 
merchandising kit, “Brand Names Mean Business,” 
free! 





PO Oe Se re Oe ee ee ee Ne te eee 


OA— 10/54 


37 West 57th Street, New York 19, N. Y. 


Please send me an entry form for the 1954 Brand Name 
Retailer-of-the-Year competition, and a copy of the 
free kit, “Brand Names Mean Business.” 


Firm Name 


Type of Firm 








Executive 
Title 
Street 
City Zone State 




















MORE COMFORT, MORE BEAUTY, MORE SALES WITH 


OYAL 
POSTURE 
HAIRS & 


















Miss Officeworker will love 
CoN cel Mn Zelale(-1e 10] mereliitielaar-lare 
appearance .. .and her boss ) = 
will love the lift in office morale “ 
and efficiency, plus Royal’s famous J) 
durability and economy. So show 
your customers and prospects the full 
line of new Posture Chairs by Royal and 
you'll take orders. Here are a few of the 
features that make Royal ‘‘second to none 
Talm ol-y-10) 0\eumm ol-1ace)atat-lalet- Mae late Morelia) iela amm- lel leh te 
able backrest, exclusive ‘‘Micro-Hite’’ that ad- 
justs seat to proper height automatically, foam 
rubber seat and back, Super-Tuftex vinyl upholstery 
Square tubular-stee! frame, all-welded island bases, 
ball-bearing casters, scuff-guards and many, many more. 
Write for free literature 






Model 1265-N Model 1277 


NATIONALLY ADVERTISED 


‘A tired steno 
costs more than 
a good posture chair’’ i 


t 
& Model 1276-N 
metal furniture since ‘97 E> 


ROYAL METAL MANUFACTURING COMPANY 


175 N. Michigan Avenue, Dept. 510, Chicago 1 


Showrooms: Chicago, Los Angeles, San Francisco, New York City 
Factories: Los Angeles; Michigan City, Ind.; Warren Pa.; Waiden, N.Y.; Galt, Ontario 





Model 1263 
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DUPLICATC 


ALL THE FEAT 


VISIBLE FLUID SUPPLY — You 
always know level of fluid in 
tank, no pumps or rubber hoses 
to get out of order. 


FLUID CONTROL — Measures 
exact flow of fluid to paper 

compensates for any kind 
of paper, any atmospheric con- 
dition. 


astute a 
‘Corer 


ADUSTABLE PRESSURE CON- 
TROL — Assures maximum copy 
runs of always brilliant copies. 
Should copies lighten, adjust 
control. 


RAISE-AND-LOWER CONTROL 
— Simple dialing of control 
wheels raises or lowers print on 
page. Forget all centering tricks. 


ROTARY FEED—Electrically op- 
erated, zips the copies through 
in perfect registration .. . paper 
size up to 9 x14 inches. 


BUILT-IN RESET COUNTER — 
Always in view of operator... 
you run exact number of copies 
you need. 


Styled by 

Famous Industrial 
Designer 

Jean 


Reinecke MODEL 


vs FE 


Diesel 





er 
— 


PUSH - BUTTON CONTROL — 
Push - button starts duplicator 
running, last sheet through shuts 
off machine and motor. Con be 
operated single sheet, hond- 
feed for systems use. 








76 


$325°0 . 





OLD DUTCH LINE 


© 


Wr, 
t (\  % ! 


ey I | 














SELL the 


—_ 
OLD DUTCH LINE 


for ALL of your customers’ 











Inked ribbons and carbon papers 
for various makes of business 






business machine supplies 





machines. 






...and increase your profits! 











Hectograph carbon and 
accessories. 






Pencil carbon. 
Fold over tab carbon. 
Press Edge carbon. 





a4 


| Featured is the new O_p Dutcu 
TRADE MARK QUALITY ... a superior 
non-curling carbon paper that you can 
recommend without any qualification 
whatsoever for highest quality work. 






Adding, Dating Stamp, 
Time Clock 
and Listing Machine ribbons. 







Carbon rolls. 
Adding Machine Rolls. 
Audit Sheet Rolls. 





It’s one of the important items in the new 
O_p Dutrcu LIne... designed to increase 
your profits! 






Stencils and accessories. 









Transverse carbon. 
Hotel Rack Slips. 
Printers carbon. 





You can’t beat Trade Mark Quality for 
legibility ...for durability. 






So clean to use, instant setting! Absolutely 


non-curl, non smear! 


Addressograph ribbons. 
Multigraph ribbons. 
Press ribbons. 

Carbon paper ribbons. 


Silk ribbons. 
Nylon ribbons. 
Cotton ribbons. 
Blue print ribbons. 







The treated back reduces curling and slippage 





to the vanishing point and adds to its type 
blow resistance. 






All the other products in the new OLp DutcH 
LINE offer the same high quality ... the same 
“repeat” business potential to increase 







Register Rolls. 
Tally Rolls. 
Teletype Rolls. 






your earnings. 


Old Dutch Line 


415 St. Mary Street 
Burlington, N. J. 







Type cleaner. 






Cash in now .. . feature all 
the products in the new 
OLD DUTCH LINE for 
completely satisfied customers. 











